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WINDOWS SERVER 2012 LETS YOU 
VIRTUALIZE YOUR NETWORKS. 


Bring the agility of cloud computing inside your datacenter with 
Windows Server 2012, the only server built from the cloud up. 
With the power of software-defined networking, you can run 
multiple isolated networks on a single network infrastructure. 


Interested to know more? 


Scan the code or log on to 
www.windowsserver2012.in 


- Windows Server 2012 


BUILT FROM THE CLOUD UP. | 


www.windowsserver2012 
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vantage of experi 


E the bank that connects innovation with experience 


Today, Asian economies are shaping global growth, giving rise to many new opportunities to grow your wealth. 


|! At DBS Bank, we understand Asia, its markets and its people. Providing you with fresh thinking and an abundance of experience. 
, Whether it's through our tailored solutions or our timely insights and expert advice. 


ecause, as a bank that's born and bred here, we have what it takes to ensure that you are always in the know. Enabling you to 
rrive at more informed decisions that make it easier for you to harness the potential of Asia. 


Our Accolades 
' w Best Foreign Bank by Dun & Bradstreet: India's Top Banks 2011 & 2012 (for asset quality in 2011 and priority sector lending in 2012) 
Best Foreign Bank by Financial Express-E&Y: Best Banks 2010 


For more information, call 1800 209 4555, SMS'DBS «CITY NAME>'to 56677 or email customercareindia@dbs.com 


Asia's Safest, Asia's Best 


Safest Bank in Asia Bank of the Year, Asia 
2009 - 2012 2012 


ww.dbsbank.in Global Finance The Banker 
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LETTER FROM THE EDITOR-IN-CHIEF 


The Big Picture 


Even a casual 
2d | conver- 
sation with a business- 
man these days invaria- 
bly veers towards the 
stasis in India. Inertia is 
rife across government 
departments where even 
the most innocuous of 
decisions is deferred. The 
Congress and the 
Bharatiya Janata Party 
jump into bitter face-offs to score political brownie 


points. High interest rates make financing of any kind of 


capital investment or expansion risky while inflation 
tenaciously.eats into your savings and disposable in- 
comes. And economic growth? It is common to hear 
predictions of sub-five per cent GDP expansion next fis- 
cal vear. 

Incidents in 2012 highlighted the frailty of India. In 
a July electricity grid outage, large swathes of north 
India, where some 670 million people live, plunged into 
darkness. An administrative decision on foreign equity 
in retail companies ended up in a slugfest in Parliament 
for the Congress-led United Progressive Alliance coali- 
tion. In August, North-Easterners by the trainload hur- 
ried home as rumours of attacks on them spread on so- 
cial media. Retrospective tax amendments put the 
credibility of the Government of India in question. Global 
credit ratings agencies put India's rating on a negative 
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outlook as the summer 
rolled in. The rupee 
sharply declined in the 
foreign exchange mar- 
kets. And through the 
year Indians underscored 
their eroding faith in the 
future of the country’s 
economy by buying more 
gold than ever before. 

India, if you believe 
social chatter and living 
room conversations, is living through some of its worst 
days with no hand at the nation's wheel. 

At Business Today, however, we take pride in being 
able to take a distanced view of issues at hand. So, join 
me and zoom out to take a 35,000-feet view of the story 
called India. Some context first. In terms of what they 
take home every year, Indians have never prospered as 
fast as in the last 20 years in recorded economic history; 
per capita incomes have nearly trebled since the eco- 
nomic reforms of 1991/92. The profile of the economy 
has changed dramatically with services making for 
nearly three-fifths of our $1.6 trillion GDP decoupling the 
country from rains every year. Manufacturing compa- 
nies are much more competitive and are expanding 
overseas rapidly. 

But all that is in the past. The Indian story is just 
beginning to play out if you can look beyond the imme- 
diate term and focus on what financial analysts call 
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efore it is fitted on your car, an Apollo tyre has already been on a journey. Designed in 
lobal R&D labs, crafted with high-performance material in state-of-the-art manufacturing 


cilities - by people who have made your safety their destination. 


POLLO TYRES WITH YOU-FIRST TECHNOLOCY. 


oven on global test tracks * Manufactured in 3 continents * Available in 118 countries 


us on /apollotyresltd Youff{j /apollotyresitd Explore the range 


lotyres.com 
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fundamentals. So, we decided 
to theme our 21st 
Anniversary Issue, the one 
you are holding. around why 
you should keep faith with 
India. Here are some of the 
fundamentals: India's young 
population, its rising social 
spending, the starburst of en- 
trepreneurship over its skies, 
its ability to adopt technolo- 
gies with speed and ease, and 
a government that is increas- 
ingly being forced to deliver. 
A young population typi- 
cally translates into a nation 
that is high on aspiration. is 
willing to take risks, will spend 
more, and, in general, is more 
demanding. Around one-third 
of our population is under the 
age of 15. This means in the 
coming decades, India will 
stay young bubbling with en- 
ergy. One estimate puts the 
addition to India's workforce 
at an average of one million 
every month for the next 20 
vears! To be sure, such a de- 
mographic dividend can be 
erased by school dropout rates 
that continue to stay high and 
an alarming increase in life- 
style diseases. Call us stubborn 
optimists but we like to see the 
glass as half full rather than 
half empty. Turn to page 182 
for a heart-warming story of a daily wage earner invest- 
ing in his son's schooling and to page 96 for how Indian 
education is getting a big leg-up from philanthropists. 
Entrepreneurship has always been in our veins and a 
Gallup survey of 5.000 people nailed that fact once again 
early in 2012, when it showed that one in six Indians 
owns a business. The power of this zest for risk dovetailed 
with youth is something that Arun Maira first flagged in 
Business Today in 2005. His column A Nation of Fireflies 
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A young population 
typically translates into a 
nation that is high on 
aspiration, is willing to take 
risks, will spend more, and, 
in general, is more 
demanding... in the coming 
decades, India will stay 


young bubbling with energy 


talked about the power of 
millions of young agents of 
change. Think of it as a mil- 
lion Narayana Murthys or 
Sunil Mittals creating 
change and wealth on the 
ground. That is what we are 
at the cusp of. Maira, a 
management consultant in 
2005 and a member of the 
Planning Commission to- 
day, serves his third essay 
for the magazine on the 
topic at page 225. 

Education is key to arm 
India’s young with skills for 
the job market, and for once 
there is good news to report 
there. Several private pro- 
grammes back the govern- 
ment's increased spending 
on education in the last dec- 
ade or so. Such initiatives 
(page 80) bring best man- 
agement practices to educa- 
tion. Though small today. 
they have enormous poten- 
tial of scaling up and, more 
importantly, have a demon- 
strative effect on the rest of 
the education system. 

This anniversary issue 
is full of similar stories of 
hope from governance. 
technology, health care, 
energy, agriculture, Indian 
multinationals, urbanisa- 
tion, and the growing soft power of India. 

Sixty-six stories — to keep step with each vear of in- 
dependence - that will reinforce your belief in India. 
Despite the current despondency. I believe. the Indian 
promise still holds. Keep the faith. 
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Imagine viewing trillions of colours that make you feel as if a rainbow has descended VI DNEOC Of?) 


into your living room. What if you saw lifelike pictures that blurred the difference A, 
between the virtual and the real. Or experienced crystal clear sound that made every . + 
song feel like a live performance. Imagine watching your favourite blockbuster com 
alive, thanks to a simple touch of a button that changes 2D into amazing 3D. What if 
you could surf through your favourite channels while you enjoy the rich browsing 
experience on the web. And if that wasn't enough, your every file, document et | 


be available on your TV screen, thanks to cloud computing. 


Videocon brings you a range of the World's Best DDB LEDs. V 
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f 14 BIT VIDEO FAROUDJA OVER THE | 
j DIGITAL E I NET I! DUAL CORE I PROCESSING-4 AUDI0-VIDEO AIR SOFTWAR 
” DIRECT TV ) TECHNOLOGY BROWSING PROCESSOR * TRILLION COLOURS OPTIMIZED P UPGRADE 


C apply. All features may not be available in all models. Features and product range are subject to change without prior notice. Images shown are for representation purp 
al product/features. All logos and trademarks belong to their respective owners. D2H services are not mandatory and are subject to separate agreement with the service pr 
connection to access internet. Browser compatibility will vary from model to model. All websites depicted may not be accessible in all the products. Corporate Office: Plot! 


Ron-122015, Phone No: 0124-3273091. You can also write to us at marketing ? vgmail.in. For service support write to us at customercare 9 vgmail.in or SMS SVC to 5303 


Join us on face 
https://www.facel 
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66 SHADES 


OF JOY 

After 66 years of 
Independence, 
Business Today 
presents 66 reasons 
to believe that the 
current despairing 
mood about the 
country's situation 
may be misplaced. 
businesstoday.in/ 
bt21-hope 








Saving the Nila 

K.R. Balasubramanyam on how a foundation is using eco-tc 
to rejuvenate Kerala's Nila river, badly affected by indiscrim 
mining of its riverbed. businesstoday.in/nila 


Goa's Blight 
Suman Layak on how iron ore mining led to a proliferation 
trucks in Goa. businesstoday.in/goa-trucks 


Tower Story 


Anand Adhikari 
dissects the biggest 
public issue in the last 


Fading Glitter 


India's gold impo 
dropped 30 per t 
the first half of 2 


No October Revolution 


Industrial output rose in 
October, but that does 
not mean the RBI will 


lower interest rates, says couple of years, the K.R. Balasubram 
Suveen Kumar Sinha. Bharti Infratel IPO. explains why. 
businesstoday.in/ businesstoday.in/ businesstoday.i 
iip-oct infratel-ipo gold-import 





& Company Ltd Chat 


Word Mentality 





Uma Asher Suman Layak N.M 
on how foreign looks al looks 
tourists are the two etha! 
coming to terms faces blen( 


of Goa. not taken off in Ir 


businesstoday.in/suman businesstoday 


with the Indian sideways nod. 
businesstoday.in/uma 


You (TD 


Watch videos from our special issues as well as interviews, audio slideshow: 
more at: youtube.com/user/businesstodayindia 
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ISRO 
It Is Rocket Science 


° may remember 
Histo ry November 27, 
2013, as the day when India’s space 
mission took a giant leap. If all goes 
well, an Indian satellite will begin a 
300-day voyage towards Mars that day 
to look for traces of life on the red planet 
— something that has gripped the im- 
agination of scientists around the world 
for quite some time. If successful, the 
mission will cement the Indian Space 
Research Organisation s (ISRO) techno- 
logical prowess in the comity of space- 
faring nations. 

Reaching the Mars orbit is no mean 
feat. If the 400,000 km travelled by 
India’s first moon mission, Chandrayaan 
(October 2008 to August 2009), seemed 
like a big deal, then the Mars mission is 
the stuff scientists dream about. The red 
planet's distance from Earth — 55 million 
to 400 million km, depending on the 
orbits of both planets — means that sig- 


nals from Earth to the satellite can be 
relaved only every 20 minutes. So, the 
satellite has to be technically equipped to 
handle its own problems. 

Other countries are already explor- 
ing Mars. In August 2012, NASA's 
Curiosity rover landed on the planet to 
assess whether it could have supported 
small life forms. If India is a latecomer to 
the game, why is ISRO keen to prove that 


it, too, can cut the mustard? 

The answer: it's strategic. 

"While the United States and 
Russia have done a lot of work on 
Mars, the fact is you have to be there,” 
says ISRO Chairman K. 
Radhakrishnan. "When tomorrow the 
world takes decisions on Mars, India 
needs to be there. If you look at projec- 
tions, by 2030 or '40, we should be 
able to have a habitat on Mars." 

As esoteric as it may seem, India has 
been pulling off its space missions more 
cost-effectively than many other coun- 
tries. ISRO has thus far launched 100 
missions. The Mars mission will cost an 
estimated 3450 crore. The Indian Space 
Department's budget for 2012/13 is at 
36,715 crore. In comparison, NASA's 
Curiosity mission to Mars alone cost 
$2.5 billion (more than 31 3,000 crore) 
— twice as much as India's entire space 
programme. NASA's overall budget is 


nearly $158 billion a year. 

But besides just demonstrating 
technological ability and how to bring 
about affordable rocket science, India's 
space missions are building up its soft 
power by changing how the country is 
perceived. Its space applications have 
an impact on the lives of millions, in- 
cluding fishermen and people in flood- 
prone regions. 


“India today is among the six major 
groups in space missions,” says 
Radhakrishnan. “The others are the 
United States, Russia, the European 
Space Agency, China and Japan. In 
terms of applications, India is considered 
a role model for the world." 

Until a few years ago, Indian fisher- 








Flipcam interview with ISRO Chairman K. Radhakrishnan at | 
www.businesstoday.in 


men identified potential fishing zones 
using conventional methods — by the 
congregation of birds, the colour of the 
water, bubbles on the sea surface, and 
even smell. They had to travel long dis- 
tances without success. ISRO has 
changed all this. Satellites now sense the 
surface temperature and colour of ocean 


) 


water. The data is proces: 

lysed at the Indian National Cent 
Information $ 
Hyderabad. and informatio: 


gregation locations is sent | 


Ocean 


"Fishermen now don t w: 
or diesel," says Radhakrishnan. 4 
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Add lakh to 16 lakh a year 
NW per fishing vessel." 
ISRO is set to play an 
important role in two 
other areas — climate 
change studies and micro- 
wave remote sensing. A 
normal remote sensing 
satellite takes pictures 
from orbit, 600 km above 
the Earth's surface, but its 
sensors cannot see 
through cloud cover. 
Microwave remote sensing 
can penetrate clouds and 
give useful information 
during heavy rains and 
floods. Earlier, such data 
came from a Canadian sat- 
ellite, but in April this 
year, ISRO launched 
RISAT-1, a microwave re- 
mote sensing satellite. 
“Our vision was to 
help people." says 
Radhakrishnan. Four dec- 
ades after 1969, when ISRO 
was established, the space 
programme's focus has not 
wavered from that original 
mandate. 
GOUTAM DAS 
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One Drop at a Time‘ 


U I ik their counterparts 
nil «e€ in the rest of the 
country, farmers in Rajasthan's Kota 
district have large landholdings. But 
they have not been able to use their 
land effectively. In part, this is because 
the region suffers from shortage of 
water. Garlic, the main crop grown in 
the district, is not water-intensive, but 
the second crop. paddy, is a water guz- 
zler. And so, Kota's farmers typically 
cultivate paddy only on a third of their 
land, as water from their borewells 
cannot irrigate a larger area. But 
thanks to drip irrigation, things are 
changing for the better. 

Rajesh Vijay, a native of Bhadana 
village, 15 km from Kota town, over- 
came this predicament two years ago 
when he embraced this method of 
cultivating rice, a concept developed by 
Jain Irrigation Systems, the world's 
second largest micro-irrigation com- 
pany. Today, he grows paddy on 4.8 
hectares of land as against 2.8 
hectares earlier (2.47 acres 
make one hectare). His 
water and electricity 





consumption have come down by 40 
per cent each. And his yield has in- 
creased 25 per cent, earning him 
16,000 more per acre per crop cycle. 

The success Vijay and a few other 
progressive farmers across the country 
have achieved by adopting drip irriga- 
tion holds hope for India's food secu- 
rity. 

Almost 85 per cent of the fresh 
water consumed in India is in agricul- 
ture. The bulk of that — 70 per cent — is 
used to cultivate paddy. 

Also, when it comes to water pro- 
ductivity in paddy, India's is the lowest 
in the world, at 150 grams of paddy 
per 1,000 litres, resulting in an aver- 
age output of 2.1 tonnes per hectare. 
"This needs to change if India's food 
security needs are to be met in the fu- 
ture," says P. Soman, Senior Vice 
President, Research and Extension, 
Jain Irrigation. 

Currently, India's foodgrain output 
is at 247 million tonnes. By 2050, it 
will have to produce 494 million 
tonnes. That is unlikely to hap- &šN 
pen unless farmers adopt better WE 


SAVING OF WATER IF PADDY IS 


CULTIVATED USING DRIP IRRIGATION 


¿ 





g 











RSARY ISSUI 


y 


f 


> 
⁄. 
r4 
< 


fam farming techniques. 
WwW “Irrigation alone improves 
yields by 60 to 100 per cent and is 
our only real option to enhance 
foodgrain output,” says Soman. 

Drip irrigation goes even fur- 
ther. The water saved by drip irri- 
gating paddy — as much as 40 per 
cent of current usage — can be used 
to irrigate a larger area. 

The only major concern is 
growth of weeds, which, in the 
traditional method, is prevented by 


the presence of a large quantity of 


still water. “I tackled this problem 
with a single spraying of weedicide 
and manual weeding,” says Vijay 
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(see Direct to Field on page 134). 
Another benefit is the reduc- 
tion of greenhouse gas emissions. 
Standing water in paddy fields re- 
acts with organic matter and gen- 
erates large amounts of methane. 
India has 43.7 million hectares 
under paddy cultivation, and 
much of it is under flood irrigation. 
This farming method is a major 
reason for the country earning the 
dubious distinction of being the 
second largest producer of meth- 
ane in the world, after China, ac- 
cording to the Global Methane 
Initiative (GMI), a voluntary, mul- 
tilateral partnership that aims to 





reduce global methane emissions. A 


Despite its clear advantages, 
adoption of drip irrigation has been 
slow — less than 100 acres of land 
are under commercial cultivation 
across six states today. "The gov- 
ernment does not give a subsidy for 
drip irrigation when it comes to 
growing paddy or wheat," says 
Soman. "Also, there is a huge 
mindset issue among farmers. They 
find it difficult to imagine growing 
paddy without standing water.” 
But if the shift does happen, it wil) 
be a big step forward in addressing 
India’s water and food problems. 

N. MADHAVAN 
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AND ENDEARING RELATIONSHIPS 





At Godrej Properties, we've inherited the Godrej you the home of your dreams, so that y 
values of integrity and trust. You'll see them reflected on building the endearing relationships thai 
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Godrej Properties has been voted the “Best Emerging National Developer” 
at the ZEE Business Awards 201 1. 
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AMOUNT 
YESHASVINI 
TRUST HAS 
PAID SINCE 
JUNE 2003 
FOR 469,000 
SURGERIES 
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MICRO HEALTH INSURANCE 


I October, Madrira Ganapathy, a rice and 
] l coffee grower in South Coorzg. 
Karnataka, was told by doctors that he had four 
arterial blocks, all of them above 85 per cent, 
around his heart. He had to undergo surgery 
quickly. The following month, he got himself 
admitted at Fortis Cauvery Heart Hospital in 
Mysore and underwent surgery successfully. 
The operation cost 31.5 lakh but Ganapathy, 
who earns about 360,000 a year from farming 
his four acres of land, did not have to pay. Why 
so? His bill was settled by Yeshasvini Trust, a 
non-profit organisation under the Karnataka 
government which runs a micro health insur- 
ance scheme for rural folk. 

“I am not a BPL (below poverty line) card 
holder but, at the same time, I could not have af- 
forded a surgery like this. The scheme is of big help 
to people like me," says Ganapathy, 48, who has 
been part of Yeshasvini for five years. "I am now 
asking my friends also to enrol in the scheme." 

Yeshasvini was launched in June 2003 and 


Trust me: Karnataka official 

P. Ramakrishne Gowda enrolling a 
farmer in the Yeshasvini scheme 
in Mandya district 
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now covers about three million people in the 
state. It is open to all income groups in rural 
areas, provided the applicant has been a mem- 
ber of any cooperative society for at least six 
months. It costs 3210 a year per family member 
and covers 805 surgeries in 446 network hos- 
pitals. The hospitals offer medical consultation 
for free and diagnostic facilities at a discount. In 
cases involving hospitalisation, the trust clears 
the bill via a third party administrator. 

In 2011/12, Yeshasvini Trust settled bills 
worth 360.27 crore against 77.7 58 surgeries. 
Besides, as many as 116,000 people were 
treated as outpatients. Since the scheme's incep- 
tion, the trust has paid 34 1 2 crore for 469,000 
surgeries. "We expect the outgo to hospitals to 
be around 390 crore in 201 2/13 because ofthe 
increase in hospital charges from April 1," says 
Yeshasvini Trust CEO R.M. Nataraja. The trust 
is largely self-funded — it will mobilise about 360 
crore in premiums this year while the govern- 
ment pays 340 crore. 

"Yeshasvini is the first insurance pro- 
gramme in the world to coin the term micro 
health insurance, and its success is because poor 
people trust only the government," says emi- 
nent heart surgeon Dr Devi Prasad Shetty. 
Chairman of Narayana Hrudayalaya, and a 
member of Yeshasvini Trust. "This is the great- 
est advantage the government enjoys as a large 
scale health insurance provider." 

The biggest success of Yeshasvini, however, 
is in proving that, with just about 317 per per- 
son a month, it is possible to run a massive, 
sustainable health insurance programme. 
"Yeshasvini has demonstrated a model that 
works with the willing participation of the ben- 
eficiaries,” says G.V. Krishna Rau, Chairman of 
the trust, and Principal Secretary, Department 











of Cooperation, Karnataka. "The challenge now 
is to take this forward by enlarging its scope and 
making it a universal scheme." 

The model has inspired other states such as 
Tamil Nadu and Andhra Pradesh to start simi- 
lar programmes. In April 2008, the Centre 
launched the Rashtriya Swasthya Bima Yojana, 
a health insurance scheme for BPL card holders 
which covers costs up to 330,000. In late 201 1, 
the Maharashtra government introduced the 
Rajiv Gandhi Jeevandayee Arogya Yojana cov- 
ering about 490,000 people in eight districts. 

According to programme officer Mukesh 
Mohode, the Maharashtra government paid a 
premium of 3180 crore to Kolkata-based 
National Insurance Company for coverage of 
these districts. The scheme provides a family 
floater cover of 31.5 lakh a year covering 972 
procedures, including cancer treatment. For 
kidney transplants the scheme provides up to 
32.5 lakh. The scheme, unlike the Yeshasvini 
plan, is fully funded by the state government 
and the beneficiaries do not have to pay any 
premium. Maharashtra aims to extend the 
scheme to all districts in two to three months. 

While the Yeshasvini plan is for rural families, 
the Jeevandayee scheme benefits both BPL and 
above poverty line (APL) people (but only up to 
those with a maximum income of11 lakh a year) 
in urban areas as well. One of its recent beneficiar- 
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ies is Sadhna Dattaram Sawant, a 71-year-old 
widow who lives in Mumbai s Parel with her son 
who does not hold a regular job. She holds an 
orange ration card, given to people with annual 
income below 31 lakh. Sawant had been suffering 
from kidney and cardiac ailments and needed a 
renal angioplasty to help increase blood supply to 
her left kidney. This would help solve her hyper- 
tension and reduce chances of a heart attack. 

On November 26, doctors at the King 
Edward Memorial (KEM) hospital, run by the 
Brihanmumbai Municipal Corporation, con- 
ducted Sawant's angioplasty. Sitting on her 
hospital bed the following day, wearing a hos- 
pital-issued white dress, Sawant looked happy. 
"[ thought I would be lying in bed for a long 
time. I am so happy I am able to walk around a 
day after the procedure," she said. 

Sandhya Kamath, Dean at KEM, says the 
hospital has so far handled about 1,700 cases 
under this scheme. Hemant Deshmukh, the 
doctor who conducted Sawant's procedure, says 
his department alone takes up at least seven or 
eight similar cases under the scheme every 
month. "The procedure would have cost 
150,000 at King Edward and 31 lakh at a pri- 
vate hospital," he says. "Under the scheme, the 
cost to the patient is zero." @ 

K.R. BALASUBRAMANYAM 
and SUMAN LAYAK 


to complete mega projects before time, 
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Managed Video Communication Solutions from airtel business include: 
Desktop VC, Video Conference & Realpresence. 
To know more, email us atbusiness@in.airtel.com or visitwww.airtel.in/business 













A South Marta spotul. di 
daxrting A p PN 


Onby at OTA 


S - . * 
IL CET ES v - 


LS 


= 


Wess 


” 


; 
Y 
3 
í 
š 

/ 


Blu is located in the heart of South-Mumbais most upscale area - Worli. 
The apartments at Blu will pleasantly surprise you with their world-class design and the dazzling views of the Maha 
Race Course and the magnificent Arabian Sea beyond. Every apartment is fronted by a glass facade. While at the 
time offering you a host of luxuries, amenities and facilities in an unbelievable 5 acre area, including a unique reso) 


clubhouse. All only possible because of a luxurious 10 acre plot size. 


| Environmental Clearance Received | No Parking FSI (No Public Parking). New DCR Applicable | Construction in Full 


Contact us on 022 - 618 99999 for an appointment. 
Or, visit the Sales Lounge at One Indiabulls Worli, 132, Worli Circle, Mumbai. 
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A Vermilion, a two-level restau- 
( rant in New York’s swanky 
Lexington Avenue, adorned with 
ponds, a water curtain and sensual 
black and white photographs by lead- 
ing Mumbai photographer Farrokh 
Chothia, one of the items on the menu 
is Tandoori Skirt Steak. 

What's that? 

It is the best of Argentine grilled 
steak, including, however, all the fla- 
vours of an Indian tandoori marinade. 
started in 2008 by Rohini Dey, for- 
merly an economist at the World Bank 
and a management consultant with 
McKinsey, Vermilion blends Indian 
and Latin American cuisines. Indeed, 
it is her second outlet — the first 
Vermilion began in Chicago in 2003. 

Dey — a marathoner described as 
"ravishing" by a New York tabloid — 
wanted to break the stereotype of 
Indian dishes being strong-smelling, 
excessively spicy, and hard to digest. “I 
wanted to create a cuisine that was 
more acceptable," she says. Her inves- 
tors included author Salman Rushdie, 
Hotmail co-founder Sabeer Bhatia, 
Cisco's Chief Technology and Strategy 
.. Officer Padmasree Warrior, 
| ^ publishing heavyweight 
* Sonny Mehta and now dis- 

* graced corporate honcho 
X Rajat Gupta, among oth- 
i ers — all of whom believe 
that Indian cuisine has 
immense global possibili- 
* ties. "If such people were 
* willing to back me, there 
` is hope," Dey adds. 
N d "Things are changing. 
Nd Around 65 per cent 
` of my clientele is 
* non-Indian." 
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GLOBAL INDIAN CUISINE 


Fine Fusion 





Indian cuisine, adapted to local 


sensibilities, is Slowly but surely moving 
into the fine dining showgrounds of the 
West, where French and Italian dishes 
rule. Purists may say such experimen- 
tation besmirches the essence of Indian 
dishes, but their starch-collared attitude 
would leave Indian cuisine a fringe 
player forever. Almost all Michelin star 
Indian restaurants, on both sides of the 
Atlantic, have realised this. 

Take Quilon, opened by the Indian 
Hotels Co in London in September 
1999, which serves South-west coastal 
Indian fare. Here Chef Sriram Aylur 
introduced what he calls "progressive 
cooking", which mixes South Indian 
spices with local produce. He had to 
persevere, but it was worth it — Quilon 
has been a Michelin star restaurant for 
six years now. "The restaurant took 
three years to become popular during 
which I lost half my hair," he says. 

Indian food, being relatively inex- 
pensive, had also acquired a downmar- 
ket image, which Dey and others like 
her are keen to change. "While most 
Indian restaurants in the United States 
charge on average around eight to 
nine dollars (3430 to 7500) per head. 
the cost of a meal at Vermilion would 
be $60 to $65 per person," she says. 
similarly, when Vivek Singh opened 
The Cinnamon Club in London in 
2001, he was determined not to fall 
into the low income clientele trap. A 
Bengali favourite, shorshe bata maach 
(fish in mustard sauce), for instance, 
sold by thousands of small Indian and 
Bangladeshi eateries, cost around £7 
to £10. The fish used was usually the 
Indian bhetki or the Vietnamese basa. 
"We replaced bhetki with @N 
Scottish halibut fillet, cooked it WW 
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Inspired by the architectural splendour and rich traditions of the Chola dynasty. 


+ A 600 - key super premium luxury integrated hotel complex * 1 00,000 square feet of banqueting and convention faciliti 
including a 30,000 square feet pillar - less ballroom * 10 signature restaurants 


* A 23,000 square feet Kaya Kalp - the Royal Spa * Powered 100% by renewable energy 
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100 The glory lives on. 


Inspiring Years THE LUXURY í 


ITC Hotels - The greenest luxury hotel chain in the world 


` /^ 


ITC Grand Chola, 63, Mount Road, Guindy, Chennai - 600032. Tel: +91 44 2220 X 


Visit www.itchotels.in or call 1800-102-2333 or contact your travel agent. 
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Ad in a mustard marinade in the 
W oven, and served it on a bed of 
spinach with ghee rice at the sides," 
says Singh. He also provided a gar- 
nish of onions and gave the dish a 
fancy description — Seared Halibut 
with Bengali Dopyaza Sauce — pricing 
it at £28. Such moves have made 
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Watchful eyes: 
Trilochan 
Sastry is 

the moving 
spirit behind 
Election 
Watch 


SABHA ELECTION WATCH 2009 


ORTS (WITH cD) 


LOK 


A COMPENDIUM 


OF STATE ELECTION WATCH REP 


PAWAR 


DEEPAK G. 
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The Cinnamon Club one of the high- 
est revenue earners among Indian 
restaurants in Britain, with an an- 
nual turnover of £7 million. 

Many believe Indian cuisine also 
holds potential because of its im- 
mense variety, especially in vegetar- 
ian dishes. “The world is moving to- 


WI _ Nitish Kumar, im- 
Ten mediately alter be- 
ing sworn in as chief minister of Bihar 
in November 2005, announced that 
he would not include anyone with 
criminal charges against him in his 
Cabinet, no one was more pleased 
than Trilochan Sastry. It meant his 
team's advocacy campaign against the 
criminalisation of politics was finally 
having some effect. 

It was at the initiative of Sastry, 
52. currently a professor at the Indian 
Institute of Management Bangalore, 
that Election Watch, a nationwide 
movement of non-governmental or- 
ganisations (NGO) — 1,200 at last 
count — began in 2002. It tracks those 
who contest Assembly and Lok Sabha 
elections, and releases reports before 
elections detailing their criminal 
records if any, their assets, liabilities 
and educational qualifications, so that 
voters can make informed choices. 
"Our reports are received seriously and 
debated, and the movement itself has 
seen enthusiastic participation by 
people and organisations every- 
where," says Sastry. 

Today, no doubt, candidates are 


wards sustainable eating and vegetar- 
ianism is becoming important," says 
Abhijit Saha, founder and chef of 
Avant Garde Hospitality, which oper- 
ates two restaurants in Bangalore. 
Expect many more Indian chefs to 
open restaurants overseas. € 
GOUTAM DAS 


required to file these details with the 
Election Commission for their nomina- 
tions to be accepted. But few are aware 
that it was following a public interest 
litigation filed by Sastry's own NGO, 
Association for Democratic Reforms 
(ADR), that the Supreme Court, in a 
2003 judgement, made such disclo- 
sure compulsory. 

Election law only bars those con- 
victed from contesting, but those facing 
criminal charges, no matter how hei- 
nous, face no such impediment. Thus, 
it is only by raising awareness that 
such people can be defeated in elections 
and kept out of elected bodies. Though 
criminals still keep getting elected, 
Sastry maintains that those charged 
with serious crimes are fewer than be- 
fore. Before the 2009 Lok Sabha elec- 
tions, for instance, Election Watch 
published a 'top 20 list' of those facing 
charges for the most serious crimes. 
When the results came, of the 20 
named, 17 - including infamous 
names such as Pappu Yadav, Atiq 
Ahmed and Mukhtar Ansari — had lost. 
Political parties are themselves becom- 
ing less brazen about fielding PN 
criminals — both Congress Presi- WW 


17 0F THE TOP 20 MEN FACING SERIOUS CRIMINAL 
CHARGES LOST THE 2009 LOK SABHA POLLS 


HP recommends Windows. 





Touch has come to the PC. 
Extend your reach. 








HP ENVY 23 TouchSmart All-in-One 


HP ENVY x2 


The family of touch-enabled PCs from HP. 
Made for Windows 8. 


Touch is the most intuitive way to work. Which is why HP has created 
a family of touch-enabled PCs that let you get closer to the things 
that matter to you: the revolutionary HP ENVY x2 that's all notebook 
and all tablet, all in one, the ultra-thin HP ENVY 4 Ultrabook"" with 
Beats Audio™ and the sleek HP ENVY 23 TouchSmart powered by 
Intel? Core™ i5 processor. Extending your reach — it matters. 





ntel) inside 


















To locate the nearest HP Store: For more info: - -— ` 
SMS HP «Area Name» 2 Call 1800 4254 999 or 3030 4499 " CORE i5 
to 99000 99000 (prefix the city code) ! 





All other trademarks are the property of their respective owners. Not all features are available in all editions of Windows 8. Systems may require upgraded and/or separately purchased hardware, drivers and/or software 
to take full advantage of Windows 8 functionality. See http://www.microsoft.com. Ultrabook, Celeron, Celeron Inside, Core Inside, Intel, Intel Logo, Intel Atom, Intel Atom Inside, Intel Core, Intel Inside, Intel Inside Logo, 


Intel vPro, Itanium, Itanium Inside, Pentium, Pentium Inside, vPro Inside, Xeon, Xeon Phi, and Xeon Inside are trademarks of Intel Corporation in the U.S. and/or other countries. Intel processor numbers are not a measure 
of performance. Processor numbers differentiate features within each processor family, not across different processor families. See http://www.intel.com/content/www/us/en/processors/processor-numbers.html for 
details. For taxes/levies in your area, please contact the numbers listed above or an HP Authorised Retailer. Manufacturer's warranties and delivery conditions apply. € 2012 Hewlett-Packard Development Company, L.P 


All rights reserved. 
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Z, dent Sonia Gandhi 
W and Lok Sabha 
Opposition Leader 
Sushma Swaraj of the 
BJP have at least called 
for a consensus on bar- 
ring those with criminal 
pasts from contesting. 
ADR (www.adrindia. 
org) also analyses the 
election expenditure de- 
clared by candidates, as 
well as the performance 
of Assembly and Lok 
Sabha members on se- 
lect parameters. It is 
funded by a host of both 
global and local donors, 
including the Ford 
Foundation and the Sir 
Dorabji Tata Trust. "The 
work Election Watch is 
doing is commendable 
and a hopeful effort, 
however small it may 
be, towards the almost 
impossible task of pre- 
serving democracy in 
this country," says 
Justice M.N. Venkata- 
chaliah, former chief 
justice of India. 
K.R. BALASUB- 
RAMANYAM 
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Raining 
Convenience 


Ah two years ago N. Jayanta, Chief 
£ OI it Technology Officer, Essar Group, 
found himself in a fix. Apple had just launched the 
iPhone in India, and many of Essar’s senior employees 
who had bought the device, now wanted office data 
access on it. So, a year ago, Jayanta’s team started 
implementing a "bring-your-own-device" policy, 
meaning employees could use devices of their choice 
even for office purposes. ‘ 

Jayanta and his team were able to provide this only 
because of cloud computing. Simply put, this consists 
of delivering computing resources over the Internet. 
Instead of installing programmes on the desktop or 
laptop, a user accesses them whenever he needs them. 
All he needs is an Internet connection. 

This is rapidly changing the way people work. “A 
lot of people have stopped carrying their laptops,” says 
Jayanta. “They only carry their smartphones and tab- 
lets.” Many companies are also moving applications 
such as those relating to sales and human resources to 
the cloud, as it enables employees to connect to the 
database from anywhere and is more easily scalable. 

Microsoft's new Windows 8 allows users to carry 
their operating system in a 16 GB pen drive, and repli- 
cate their desktops on any device they plug in and log 
on to. Once connected to the web, the device auto- 
matically backs up everything on the Microsoft cloud. 
“We will have a lot of connected devices, which will be 
powered by a lot of cloud services,” says Sukhwinder 
Ahuja, head of Microsoft's Office operations in India. 
“People should be able to do what they want to irre- 
spective of the devices they are using.” 

Increasing competitiveness is forcing companies to 
be more productive, and the cloud offers a means of 
increasing the efficiency of employees. It can be ac- 
cessed through any device from anywhere any point 


“A LOT OF PEOPLE HAVE STOPPED CARRYING 
THEIR LAPTOPS AND ARE ONLY CARRYING THEIR 


yf / 


SMARTPHONES AND TABLETS" 


H. JAYANTA, CHIEF TECHNOLOGY OFFICER, ESSAR GROUP 


of time. In future, it is entirely likely 
that many offices will no longer 
have desktops or laptops on each 
desk. Instead, people may be walk- 
ing around with that sleek 10-inclt 
slate in their hands. @ 

SUNNY SEN 








An honour so significant, 
it drives us to do better. 


[JANI takes great pride in being rasei as UNS ‘Best Mid-sized Bank’ by the 
Business Today - KPMG study and The Best Bank (Mid-Size) by the Businessworld - 
PricewaterhouseCoopers study conducted in 2012. This recognition strengthens our 
commitment to provide you the best-in-class service always. 


Winner of Best Bank in the Mid-Size segment 2012 


in AA vith KPMG in association with PricewaterhouseCoopers 

“Institutional recognitions from such prestigious media houses truly validate the faith 
and confidence of our stakeholders in the Bank. These awards are indeed a true 
recognition of YES BANK’s strength, impeccable asset quality, agile growth and a fine 
management team. | am confident that YES BANK will achieve many more 

|» accomplishments and is well on its way to realize its vision of becoming the 'Best 

I uer Bank of the World in India' by 2015." Ac. | 

ANG - Rana Kapoor, Managing Dicto & CEO, YES, "BANK 
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WASTE RECYCLING 


decade. more ani 
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Engineers. Most have tie-ups 
to process their e-waste 
There has been a positive 
well. In May this year, the | 
and Handling) Rules, 201 1 
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Caterpillar, the world's largest manufacturer 
of construction and mining equipment, 
wanted to speed up production in order to 
meet the demand from China, India and 
other growth markets. We helped them 
develop common processes supported by a 
single ERP platform to simplify their business 





VIT Business School 
Fostering novation 


Admissions 
2013 


MBA & MBA (IB) 


CAT / XAT / 


Th h 
roug MAT / GMAT 


World-class faculty. Excellent placements. 


Discover the global edge of an MBA from VIT. 


VIT Business Schools in Vellore and Chennai 


MBA Programme Features: 


A trimester-based programme that integrates best 
practices in management from India and abroad using 
project-based learning, outbound training, 
co-curricular events, simulations, guest lecturers from 
industry, and case studies 


Exceptional infrastructure — a green campus with 
Smart classrooms, electronic databases including 
EBSCO and Proquest, labs equipped with PROWESS, 
SPSS, EMERALD and ReNet and a fully stocked and 
air-conditioned library 


International educational visits for experiential 
learning 


Extensive interaction with Indian and multi-national 
corporations 


A curriculum based on industry needs 


A focus on comprehensive instruction, collaborative 
student learning, and research 


A Fully Flexible Credit System™ that was tested and 
pioneered at VITBS. Students customize their learning 
experiences at an appropriate pace by choosing from a 
wide range of elective courses and class schedules. 


Selection Criteria: 


Valid CAT / XAT / MAT / GMAT score, full time degree 
with at least 60% of marks from a recognized 
university or Institution. 


Consistent academic performance and managerial 
work experience preferred. 


Group Discussion and Interviews for short listed 
candidates in major cities of India. 


Final year students can also apply. 


Avail Full / Part Scholarship : 


Top scores of CAT / MAT / XAT / GMAT will be given 
Full / Part Fee waiver. 


Refer to the details in our website www.vit.ac.in 


How to Apply: 


Apply Online at www.vit.ac.in/mba201 3 


The application form with CAT / XAT / MAT / GMAT 
score should be submitted to Director, PG Admissions 
VIT University, Vellore. 


Our Institute uses CAT scores for short-listing candidates. IIMs have no role either in the selection process or in conduct of the programme. 


Last date of receipt of application : I | .03.2013 


For admission details, visit our website: www.vit.ac.in or contact : 


Director - PG Admissions Administrative Officer 
VIT University Vellore - 632 014, Tamil Nadu. VIT University Chennai Campus, Vandalur - Kelambakkam Road, 
Phone: +91 - 416 - 220 4600, 220 4700 Chennai - 600 127, Tamil Nadu. 


Fax: +91 - 416 - 224 5544, 224 9955 


Phone: +91 - 44 - 39931555 / 1008, Fax: +91 - 44 - 39932555 


Email: pgadmission@vit.ac.in Email: admin.chennai@vit.ac.in 








Princeton University 
Cornell University 
University of Maryland 


University of Rochester Clarkson 


UNIVERSITY 





State University of New York 





ROCHESTER 





Clarkson University 
Clemson University 


Hartford University 


Eligible candidates have been placed in reputed Indian and Multinational Corporations including 
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and these lessons if learnt, 
can lead to a better state of 
affairs. Amidst all the criti- 
cism of the relationship be- 
tween corporates and the 
government, amidst the 
accusations of policy paralysis, some 
aspects stand out, pointing to ways in 
which a responsible government can 
act. While failure of public sector cor- 
porations is always handled with a 
bailout. private sector corporations 
are usually allowed to die unless such 
cases can cause a larger systemic risk. 
The only sector that has got the ben- 
efit of a benevolent administration 
across the world is the financial sector, 
because the collateral damage of a big 
bank failing is too difficult to contain. 
In India, we have managed bank fail- 
ures fairly well, be it Global Trust 
Bank or the urban co-operative banks 
in the wake of the Ketan Parekh scam. 
The fraud at Satyam presented an 
interesting challenge. It was not in the 
financial sector. It was not a public 
sector organisation. It was not collaps- 
ing for business reasons. It was in 
trouble because of cheating — clearly 
not a reason for the government to 
step in. 
However, as a brand, Satyam was 
big. It was one of the four big players 
in the information technology space 








and represented Brand 
India in many ways. If it 
had failed — given its inter- 
national client base — there 
would have been significant 
collateral damage on the 
other players, apart from a 
large-scale lay-off resulting 
in a glut in the labour market. 

This would have made the entire 
IT sector vulnerable when the global 
meltdown was happening. Lehman 
Brothers had declared bankruptcy and 
Merrill Lynch had merged with Bank 
of America before Ramalinga Raju 
confessed, and the ripples of the melt- 
down were hitting global markets. 
The government stood tall not only in 
how it handled the crisis in the finan- 
cial sector, but also the fraud at 
Satyam. 

Livelihoods of the workforce were 
at stake and they were saved. The 
brand equity of the Indian IT sector 
was more or less kept intact. There 
was no outflow from the exchequer — 
no good money chasing bad. The in- 
terim board appointed by the govern- 
ment had people known for their in- 
tegrity. The intrusion was brief and 
appropriate. Satyam was handed over 
to a buyer in a transparent bid and a 
smooth transition ensued. This is in- 
deed the example of hope amidst the 
ruins that Satyam was in, and 40 
the unimaginable state that the W7 


Your 
mansion 1n 


the sky. 


Beau Monde 


BENSON TOWN, BANGALORE. 


Ready to move in 
|2 exclusive apartments 
| lavish Penthouse 
One apartment pel loo! 
Each apartment 5000 st! upwards 
Smart Home Automation 
[op-notch Amenitie: 


premium Security Svstems 


oaring high above the city, Beau Monde is specially crafted for a distinct league of people that 
itandards of exclusivity and modern elegance. Part of the multi-billion dollar ETA Ascon Group, EIA : 
vith prestigious landmarks the world over. Beau Monde is dedicated to the art of gracious livin: 


iltra- modern requisite, this benchmark project ensures that your home is a world where luxury 


“all 080 6585 1784 / Mr. Kazi : 98440 81547 / Mr. V.S.O. Mohammed : 99865 81746 owwwietastarcom www.etastar.co.i 


YSTAR ETA STAR PROPERTY DEVELOPERS LTD. 
Site Office : 17, Benson Cross Road, Benson Town, Bengaluru 560046. Email: beaumonde@etastar.com 


Corporate Office : Unit No 501 & 502, V Floor, Front Wing, North Block, 
Manipal Center No 47, Dickenson Road, Bengaluru 560 042. 


Winner of the “ULTRA LUXURY PROJECT OF THE YEAR” Award 
CREDAI Bangalore Real Estate Awards 2012 - SiliconIndia 
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/ Indian IT sector would have been, but for the 
W intervention. 

Did it change corporate governance norms and 
shake up corporate India? That verdict is difficult to de- 
liver. We have to remember that corporate governance 
norms have undergone significant changes following the 
reports of the Kumar 
Mangalam Birla Committee 
as well as the N.R. Narayana 
Murthy Committee. Listing 
norms are more stringent, the 
requirement of transparency 
is heightened and the returns 
filed by corporates are avail- 
able on the Ministry of 
Corporate Affairs website for 
independent scrutiny. This 
had happened irrespective of 
the Satyam fraud. We had the 
letter of the norm in place. 

Cut back to Satyam and 
look at its board. It appeared 
to have followed each of the 
tenets of corporate govern- 
ance in letter, and won the 
Golden Peacock Awards for 
corporate governance multi- 
ple times. However, what 
Satyam taught us is that the 
governance role in corporates 
goes much beyond being or- 
namental. It sent a strong 
message that boards had to 
stand up and be counted. 

My own experience has 
been that more people are in- 
sisting that their views (and 
sometimes dissent) be re- 
corded. There is greater prob- 
ing and a heightened sense of 
responsibility. Satyam and 
the Union Carbide verdict, 
which indicted even the non- 
executive Chairman, have 
made board members con- 
scious of the negative conse- 
quences of being a board member should something go 
wrong. 

Satyam has helped put the spirit of corporate govern- 
ance into the letter. The fine balance between the 
mechanism for greater involvement of the board mem- 





Satyam appeared to have 
followed each of the tenets of 
corporate governance in 
letter... what it taught us is 
that the governance role in 
corporates goes much 
beyond being ornamental. 
Satyam sent a strong 
message that boards had to 
stand up and be counted 


bers in governance and the transgression of that role into 
operational interference has to be maintained. While it 
is important for independent directors to meet, even seek 
inputs and interact with the management independ- 
ently, without whole-time directors, an appropriate 
framework must be worked out to provide the board 
access to information. 

A significant positive 
that emerges from the 
Satyam episode is the re- 
definition of the audit func- 
tion and the importance of 
the signature being affixed 
by the partner of an audit 
firm. Marquee audit firms 
have turned fragile in crisis 
cases, whether it was 
Enron, Worldcom, Global 
Trust Bank or Satyam. 
Now, there is a demand for 
rotation of auditors ensur- . 
ing that they do not get 
into bed with corporate 
managements. 

This makes the audit 
committees more vigilant. 
Accounting information is 
complex, comes in consoli- 
dated form and takes time 
to study and digest. The 
audit committee has little 
time to access the informa- 
tion. There is a golden 
mean between the time 
given for the audit com- 
mittee to study the ac- 
counts and the risk of 
keeping "market sensitive" 
information for too long 
with too many people. 
However, it may be a good 
idea to expand the band to 
allow the committee to ap- 
ply its mind. The Rajat 
Gupta sentencing might 
make independent direc- 
tors conscious of even inadvertent slippage of sensitive 
information. 

The hope is that the government will be more con- 
sistent in how it handles corporate crises. And that the 
private sector will evolve better processes. 
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NH943 departs 2 hours earlier from 13" December, 2012 to 21* January, 2( 
Flight Schedule to USA (4^ November, 2012 - 9" March, 2013) 
Delhi —— USA 















Delhi —— Ë Tokyo Tokyo —— USA 











17:30 | NH1078 09:50 Seattle 
Tokyo | Tokyo | 17:25 NH8 | 09:30 | n Fran 
(Narita) | (Narita) | 17:05 NH6 09:45 _os Angeles 
2 | 17:35 NH107¢ 10:10 San Jose* 













USA —— Delhi 
USA —— Tokyo 


San Francisco | 11:10 15:25(+1) 
11:30 | NH5 | 16:25(+1) 


NH1075 | 16:10(+1) 


WINNER 






| 
Tokyo Tokyo 
(Narita) (Narita) 


SKYTRAX 


Ee — 








Los Angeles 








San Jose* 11:45 











The flight schedule is subject to change without prior notice. 

*We now announce the inauguration of Tokyo (Narita) - San Jose service 5 flights per week w.e.f. 11" January, 2 
Subject to government approval. 

Tokyo (Narita) - Seattle and San Jose are operated by Boeing 787 Dreamliner. 


ANA welcomes you on board. With a new flight from Delhi to West Coast via Tokyo, the USA is now even closer. 
A! X : va 
y Now, simply pick your preferred destination from Seattle, San Francisco, Los Angeles and San Jose and get 
ready for a newer experience. After all, no other airline can match ANA's connectivity from Tokyo 
to all the major cities of the USA - both East & West Coast. Also, numerous awards and recognitions, including 
the recent The Best Transpacific Airline’ at the 2012 World Airline Awards by Skytrax and Japan's No. 1 airline 
bear testimony to ANA's world-class service. What's more, the state-of-the-art Boeing 787 Dreamliner makes 


this an experience you'd love to relive time and again.So, it's time you say hello to a shorter route. A STAR ALLIANCE MEMBER c 





For more information please contact the ANA India Customer Service Centre on +91 (0)22 61470737 or visit www.anaskyweb.com 
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Pal Singh, a resident of Bhuj. 

Gujarat, opened a pension account 
at State Bank of India after taking premature retire- 
ment from the defence services many years SBI 
was then among the state-owned banks mandated to 
disburse pensions. But he soon began to chafe at the 
quality of its customer service. While private banks 
such as HDFC Bank and ICICI Bank were racing forward 
introducing new technological tools and offering cus- 
tomers a dizzying array of services, SBI seemed to him 
to be just plodding along. 


ago. 
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jut, in fact, SBI was changing. In 1992, it had just 
one fully-computerised branch - in Nariman Point, 
South Mumbai. In the next 10 years, it managed to 
computerise nearly 4,000 odd branches. By 2004. it 
completed its computerisation drive by connecting all 
its 9,000 odd branches. "The computerisation 
task was something like repairing a car engine while 
it is running," says Diwakar Gupta, the bank's 
Managing Director. Today, SBI boasts 14,000 plus 
computerized branches, apart from a balance sheet 
size of 313.35 trillion. 
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Internet banking initiatives also started EE Sel There is traction in SBI's othe 
in the first decade of this century. Today, Bh In 1997, it tied up with GE Caps to 
customers like Singh have no need to use ture in credit cards. Today, this 
their cheque book. A click of a million customers and an 
mouse takes care of their banking ; half a billion dollars. The 
needs. SBI now has 8.96 million the life insurance venture \ 
Internet banking customers out of is among the top three in 
the 153.9 million savings bank ac- 
count holders. Over 22,000 SBI ATMs 

y across the country serve customers 
round the clock. 







come. “The diversification s 


been paying rich dividends 
whose bank aggresively cro 
banking products through it 
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With a wide range products and technology in pla 
has been giving its rivals a run for their mo 
frompredictions that a state-run bank wouk 
creasing private sector competition. 

When O.P. Bhatt took over as Chairman in 
biggies like HDFC Ltd and ICICI Bank head oi 
Bhatt's five-year tenure saw the bank launch 
loan rates where borrowers were lured with 
eight per cent rate for the first three years follo» 
rate. The teaser loan drive even forced the hom: 
HDFC to play copycat. "We are today the large 
home loan segment, both in volume and 
growth," says Gupta. 

Under new Chairman Pratip Chaudhutr 
employee bank is rock solid despite the slowin; 
2011/12 , SBI topped in terms of growth in operat 
24 per cent as against 14-16 per cent recorded by 
HDFC Bank Ltd. The asset quality, however, has be 
ing, though it is not yet a cause for concern. Net noi 
assets have risen from 1.78 per cent in 2007/08 t 
in 2011/12. "It's cyclical ," says Gupta. 

Overall, there seems to be no threat to SBI 
position. The bank today boasts 110.45 trillion dep: 
ing profit of 331,574 crore and a balance sheet o 
lion. (A trillion equals one lakh crore.) Today, Sin 
customer, regularly gets calls from private sectoi 
him products and services. They have not yet su 
ing him away. SBI, too, knows and understands 
will move away if the bank slips in services 

Gupta lists two big challenges in the years to c 
is on the human resource front. "We have to | 
tive and leaner organisation," says Gupta. The ot 
lenge is intelligent use of the next wave of techno! 

Still. itis clear the so-called sleeping giant 
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EMPLOYABILITY 


Amit Bhatia, his students’ success 

stories matter more than the John P. 
McNulty Prize that his project recently received 
from the Aspen Institute. That project is Aspire 
India, a social enterprise that Bhatia founded 
in 2007 to help people develop skills and get 
better jobs. 

Aspire India, based in Gurgaon, near Delhi, is 
changing lives in 16 states. “If it were not for my 
training, I would be a small-time shopkeeper in 
Jammu," says 29-year-old Rahul Parihar, who 
has been working with IBM for five years and now 

lives in Gurgaon. He started out as a 
customer care executive at IBM, and 
now makes 33 lakh a year as a sen- 
ior executive. 

"| am able to talk to you in 
English because of my training at 
Aspire," says 24-year-old Chandan 
Kumar Singh, who grew up in a vil- 
lage in Bihar and studied up to class 
| 2. He was part of Aspire's first 
batch of students in November 
2007. After the Aspire course, he got 
a job with a BPO in Noida, near 
Delhi. His talents prompted senior 
colleagues to suggest he join the 
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NO. OF 
STUDENTS 
ASPIRE INDIA 
HAS HELPED 
TO GET BETTER 
JOBS. IT AIMS 
TO TRAIN 
ONE MILLION 
STUDENTS 
BY 2022 





travel industry. Now, as a travel counsellor at 
Carlson Wagonlit Travel, he earns 33.4 lakh a 
year. He says: “My dream is to work as a trainer 
for Aspire. It has transformed my life.” 

Parihar and Singh are lucky. India’s rote- 
focused education system turns out students 
with skills that have little relevance to the jobs 
market. Just about one in ten of India’s two mil- 
lion graduates are employable — industry jargon-4 
for people who can be made job-ready with a few 
weeks of training — in the call centre industry, 
estimates industry lobby Nasscom. The National 
Skill Development Policy puts the number of 
people who need to be “skilled” by 2022 at 530 
million. Institutes such as Aspire, Global Talent 
Track, IIJT and Centum seek to meet this need. 

Bhatia always had a teacher in him. “I al- 
ways wanted to be a social entrepreneur in edu- 
cation," he says. "In my first job in 1991, I was 
a lecturer at Shri Ram College of Commerce, but 
Delhi University politics suffocated me, and I left 
in two months." He loved teaching, though, and 
five years later he was back at the university, 
making less than what he earned in the corpo- 
rate job he quit. "But I lasted there only two 
months,” he says. He returned to the cor- hw 
porate world for the next 11 years, and GW 
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x Today, it's easy to marvel at how far we've come. 


Our phones talk to our TVs to record our favourite shows. Doctors in India diagnose 
patients in Denmark. Social networks help companies improve customer service. 


And yet, up to now, more than 99% of our world is not connected to the internet. 

But we're working on it. 

And tomorrow, we'll wake up pretty much everything me you can imagine. 

Trees will talk to networks will talk to scientists about climate change. 

Traffic lights will talk to cars will talk to road sensors about increasing traffic efficiency. 
Wu dde will talk to.patient records will tàlk to doctors about saving lives. 
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| #'s a phenomenon we call the Internet of Sabet li +. an unprecedented opportunity 
for today’s businesses. 


Tomorrow? i Și 
We're going to wake the world up. And watch, with eyes wide, as it gets to work. ' i l! ot | E i 


CISCO 


cisco.in/tomorrowstartshere 
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(4m worked with consulting firm 
W McKinsey, B2B e-commerce outfit 
FreeMarkets and outsourcing company 
WNS. He returned to education in 2007 
and founded Aspire. 

Aspire developed its 'embedded edu- 
cation' model iteratively. Bhatia says: 
"We call this Aspire 3.0. We metamor- 
phosed twice." He explains that the 
Aspire 1.0 business model served compa- 
nies such as WNS, Wipro, and Accenture, 
who paid for train-to-hire services. Aspire 
sought out unemployed recent graduates 
in rural and semi-rural areas. “We tested 
them for potential, and trained them for 
jobs in sales, customer service, finance 
and accounting," says Bhatia. 

The economic downturn of 2008/09 
resulted in layoffs. Aspire had to shut 
down its four academies in Belgaum, 
Gurgaon, Kolkata and Mumbai. But in 
late 2008 came Aspire 2.0 with a model 
where colleges paid for employability 
training. "We turned our business-to- 
business model into a business-to-educa- 
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A Sight for 
Sore Eyes 


š than 10,000 patients, 1.500 surgeries, and 

M O } C six eye camps involving another 1,500 pa- 
tients — that is a typical day at Aravind Eye Hospitals. As of 
March this year, the Madurai-based eye-care provider had 
examined 35 million out-patients and performed 4.3 million 
surgeries since 1976 when its late founder Dr G. Venkataswamy 
set up an 11-bed hospital. Today, the eye-care chain runs five 
large hospitals, five secondary-care centres and 42 primary-care | 
hospitals across Tamil Nadu and Pondicherry. OM 

What is unique about the hospital chain? It examines and operates 
most patients for free. In 2011/12, it conducted 228,000 cataract surger- 
ies, of which 70 per cent were free. But this is done in a financially sustainable 
manner which allows the hospital — run as a trust — to function and expand with- 
out resorting to borrowings or donations. 

The hospital chain — named after the philosopher Sri Aurobindo — has over the years Nw 
successfully adopted a business model that blends a social cause (what government WY 


NO. OF ASPIRE INSTITUTES 
ACROSS 36 CITIES 





tion one,” says Bhatia. When the job 
market improved in 2010, colleges dis- 
pensed with the training. “Finally, in 
Aspire 3.0, we invented ‘embedded edu- 
cation’, where we convince colleges to 
make our training part of the core cur- 
riculum.” Aspire has built products to 
develop both soft and hard skills, which 
are implemented over two or more se- 
mesters. 

The focus is on the basics. “They 
taught me all the soft skills, the ability to 
understand my manager's expectations, 
the art of having a confident approach 
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and, of course, speaking in English," says 
Parihar of IBM. 

Aspire has served more than 80 insti- 
tutes and trained over 52,000 students 
in 36 cities. "Our goal is to train a million 
students by 2022, when India turns 75, 
from the national target of 500 million," 
says Bhatia. "We are also working on a 
curriculum redesign project with the 
Confederation of Indian Industry." 
Together with CII, Aspire is developing 
new curricula for engineering and man- 
agement institutes. These will be submit- 
ted as CII's recommendations to the hu- 4 
man resources ministry. When they are 
finalised, Aspire plans to build a digital 
product to help educational institutions 
to develop students' skills and make them 
more employable. 

"Certainly Aspire is making an im- 
pact," says Rajeev Arora, head of human 
resources at Mercer India. "We have 
hired students trained by them and have 
been happy with the results." € 

SHAMNI PANDE 





TOTAL NO. OF = 
SURGERIES CONDUCTED 
BY ARAVIND. EYE - 
E SINGE 1976 












fia j AS j) 
Pie) 
r% tW š 


`" M 












Samir, teachers’ 
et, now owner 

of his own pet 

Food business. 


Rishita, owner of | 
model classnotes, & 
now making Financial 


models. 
Rehan, Rumour ^N 


Kina now selling 
humour on TV. 


ASPIRATIONS 


The School of Management, KIIT University, Bhubaneswar stands apart from the rest of the B-schoo!s 
in its ability to promote indepedent thinking and nurturing inner talents. 


To us, the fact that we are among the Top-5 in Eastern India according to CNBC TV-18, Outlook India anc 
MBAUniverse.com and among Top-18 private institutions in India according to a recent Pioneer Ranking 
matters less than the rank our students rise to. The institution is AICTE approved and rated in A Grade by 
fPAAC of UGC).Visit the website to know more. 


Last date to Apply for its National Level KIITEE Management Test: 31st December, 2012 


School of Management 


www.ksom.ac.in ag KIT UNIVERSITY 


Bhubaneswar, Odish 







N corporate hospitals). In fact, Venkataswamy was 
steadfast in his aim of never refusing treatment to a pa- 
tient. The poor were given free treatment while those 
who could afford to pay were charged. 

"Our mission is quality vision at a cost that people 
can afford. If they cannot afford at all, we give them vi- 
sion free," says Dr P. Namperumalsamy, Chairman 
Emeritus, Aravind Eye Hospitals. No proof of income is 
sought, and even paying patients are charged based on 
the comfort they seek. "On the clinical side the service is 
the same for paying and free patients. It is on the comfort 
side you will see a difference," explains G. Srinivasan, 
Financial Director at the hospital chain. 

The hospital earns 3200 crore a year. The secret of 
its success lies in its operational efficiency. An eye doctor 
elsewhere typically conducts 250 surgeries a year, but 
a doctor at Aravind does close to 2,000 surgeries. "This 
is achieved by optimising his work load and enhancing 
the role of paramedics in a process that resembles a fac- 
tory assembly line," says Dr R.D. Ravindran, Chairman. 
" Equipment efficiency — another major overhead for a 
hospital — is thus high. Costs are also kept low." This 
process generates a surplus, which is re-invested. 
Expansion has been aggressive for a reason; Aravind 
invested 3200 crore over the past five years. The founder 
had set a vision — a million surgeries a year by 2020. In 
2011/12 the tally was 349,000. € 

N. MADHAVAN 


50 BUSINESS TODAY January 6 2013 


Ahh hospitals do) with quality health-care (a forte of 








WN 
20) 
iy > 


GPO 
7. ad 









... Of property 
ownership on every 


street were publicised 
in newspapers. « . 





The final PR cards... 
e? 







... In Shimoga were issued to owners 
in November, two and a half years 
after the process started. 


"s. 


... had to be present 
when their properties 
were surveyed 


— — < 


3 <S 


* They were also asked 
== to submit relevant 
=) papers to show they 
m? 

i. owned the properties 


... the revenue department started generating digital data. 
As part of digitisation, owners got a property record which 
+ included all details of the property, including its map and 
global coordinates, on a ‘property register" (PR) card. 
They had to pay a one-time fee of around < 300 


The cards are proposed to be 
linked to the government s 
Aadhaar database, which 

provides a unique ID to 
all Indians 


Property buyers can now 
check the seller's PR card 
ake sure they are not 
\eated. No. some 

dents will no 
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Scan to desire 


Follow us on [m] "m [s] 
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From cutting-edge contemporary to seriously classic. It's all here, in designs that reflect your 
desires. A statement of your love for the purest forms. The Hindware Italian Collection. 
Go ahead, indulge yourself. 
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BUANNIVERSA RY ISSUE 


O a 8 April 2011, the 
n day before Anna 
Hazare broke his fast, I was 
in Cairo to present the 
‘Indian model’ for Egypt's 
future at a conference of lib- 
erals from their democracy 
movement. When I visited 
Tahrir Square, I was reminded me of 
Jantar Mantar in Delhi where I had 
seen the seventy-four-year-old Anna 
Hazare in a white villager's cap a few 
days earlier. Both were non-violent 
protests reminiscent of Mahatma 
Gandhi. 

The Egyptians asked me three 
questions. First, how did India keep its 
generals out of politics? Second, how 
did it manage to create a sense of secu- 
rity for its minorities? (They explained 
that 11 per cent of Egypt is Coptic 
Christian while 13.5 per cent of India 
is Muslim; but why did Muslims in 
India feel secure while Christians in 
Egypt did not?) And third, what could 
Egypt learn from India's success in 
winning outsourcing business from the 
world's largest companies and become 
a rapidly growing economy: I did not 
have satisfactory answers to any of 
their questions, but they did force me 
to think about India in a fresh and new 
way. I had been too close to India and 
too impatient with its deficiencies. 
The three questions of the 
Egyptians helped me to understand 





Private Success, 


Public Failure 


India better. No one in India 
ever asks the first question: 
'How did you keep the gen- 
erals out of politics?’ The 
idea is inconceivable after 
sixty-five years of robust ci- 
vilian Indian rule in which 
there have been periodic and 
peaceful changes of government. One 
answer might be plain ‘luck’. Another 
speaks to the restrained behaviour of 
India's first generation of rulers, espe- 
cially the charismatic Jawaharlal 
Nehru, who invited profound respect 
from the armed forces. Having fought 
for India's freedom, this generation 
went on to nurture the institutions of 
democracy. and this brought legiti- 
macy to civilian rule. 

The pattern of civilian control was 
set early. When power was being 
transferred from Britain to independ- 
ent India, the British military com- 
mander wanted the public to be kept 
away from the ceremony for security 
reasons. Nehru politely informed him 
that India was now ruled by the people 
and he cancelled the general's order. 
Soon after, Sardar Vallabbhai Patel, 
the home minister, was less polite in 
turning down the advice of the com- 
manding general, who opposed mili- 
tary action in Hyderabad. 

The second question of the 
Egyptians also took me by sur- Ali 
prise. India is indeed a secular WA 
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Like with Karle International for instance; an internationally recognized leader in appare! 

manufacturing and export. We have partnered with some of the leading international brands 

to bring you a vast range of high quality fashion products and have successfully left our 

imprints on yet another facet of your life. Over the years, you have placed your implicit trust 
in our every endeavour and for that we thank you. 
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/ democracy. The killing of around 3,000 Sikhs 
NW provoked by Indira Gandhi's murder by two Sikhs 
in 1984 and the death of around 2,000 Muslims after the 
burning of Hindu pilgrims in a train in Godhra in Gujarat 
in 2002 were horrendous events, but they were aberra- 
tions in six and a half decades of independent India. The 
relative success of secularism may have more to do with 
the nation's past traditions of tolerance. But democracy 
too, like a safety valve, has contributed to maintaining 
India's secularism. 

The third question of the 
Egyptians goes to the heart of 
the India model: how to get the 
economy moving by becoming 
the world's back office. India 
became a high-growth econ- 
omy partly as a result of the 
economic reforms. Egypt too 
would have to free its private 
sector from the tentacles of the 
state. Although India's success 
in software and business proc- 
ess outsourcing was enabled 
by removing some red tape in 
the telecom sector, the knowl- 
edge economy became a driver 
of growth because of benign 
neglect by the state. India's 
knowledge economy literally 
grew at night when the gov- 
ernment slept. 

Twenty years of capitalist 
growth since 1991 has made 
India one of the world's fastest 
growing economies. Although 
this growth has recently 
slowed from a scorching 9 per 
cent rate prior to the global fi- 
nancial crisis, India is likely to 
continue to grow at between 7 
to 8 per cent a year for the next 
couple of decades. This means 
that a large majority of Indians will soon emerge from a 
struggle against want into an age when they will be at 
ease. Like many parts of Asia, India, too, will turn into a 
middle class nation. This will not happen uniformly-- 
Gujarat will be ahead of Bihar, but even Bihar will catch 
up. Indians tend to be self-reliant, ambitious and thrifty— 
these attitudes are conducive to high growth. Poverty 
will not vanish, but the number of poor will come down 
to a manageable level, and importantly the politics of the 





Like many parts of Asia, 
India, too, will turn into a 
middle class nation ... 
Indians tend to be self- 
reliant, ambitious and 
thrifty — these attitudes are 
conducive to high growth 


country will also change. 

The stubborn persistence of democracy in India over 
the past sixty-five years is an even greater achievement. 
Time and again, it has shown itself to be resilient and 
enduring — giving a lie to the old prejudice that the poor 
are incapable of the kind of self-discipline and sobriety 
that make for self-government. It has held free and fair 
elections without interruption for sixty-five years. Of its 
3.5 million village legislators, 1.2 million were women, 
who ruled over the world’s most diverse country peace- 
fully. Thanks to our vigorous 
democracy I do not fear the 
army in India. But I do fear a 
limp state which cannot imple- 
ment its own laws or control its 
functionaries. 

The Indian state has de- 
clined into a state of paralysis. 
Governance has become a seri- 
ous problem and corruption is 
pervasive. While prosperity is, 
indeed, spreading across the 
country, governance failure 
pervades public life. It is a tale of 
private success and public fail- 
ure. The state's inability to de- 
liver the most basic services 
provoked one observer to call 
India a ‘flailing state’. Because 
India has historically had a frail 
state, strengthening state insti- 
tutions will not be easy. A frac- 
tured Parliament cannot be 
depended on when 150 out of 
542 seats are occupied by 
members with criminal records 
after the 2009 general election. 
Yes, the higher judiciary can be 
relied on to give reasonably fair 
justice, but it takes forever. 
Clearly, the ‘flailing state’ will 
have to be kicked and dragged 
to initiate governance reforms. 

The ray of hope, I believe, lies in a newly awakened, 
rapidly growing middle class. Backed by an aggressive 
media, it constitutes a powerful countervailing force. 
When the middle class becomes 50 per cent of the Indian 
population, as it will in the early 2020s, the politics of 
India will also have to change. # 

Excerpts from the book ‘India Grows at Night’ by 
Gurcharan Das. Reprinted with author's permission 
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CYMBIO PHARMA 


Like with Cymbio Pharma for instance; a company that manufactures and export: 
phytochemical extracts for the pharmaceutical and health food industries. By playing a Ke 
role in the production of natural and wholesome dietary supplements, we have successfully 
left our imprints on yet another facet of your life. Over the years you have placed your implicit 
trust in our every endeavour and for that we thank you. u 


To know more about Karle Group and the ways in which we've been touching your life, 
visit our website www.karlegroup.com 


KARLE “Sa WR GROUP 


istrial Suburb, Yeshwanthpur, Be 


a 





"Un 
A 


=== 
- 
p 
9 9 
— 
= 
== 
=n 
e 9 
m 
Imam 


4 
Á 





bt ANNIVI 


ien eh » 


RAINWATER HARVESTING 
‘Holds Water 

: x C] "m / 

‘` Holds Wate 

: is a familiar scene during summersin many urban 


I Í areas. A municipal water tanker trundles into a 
neighbourhood, which has not received water in its taps 
for days. A mass of people promptly converge on it car- 
rying buckets, pitchers, drums — anything that can carry 
water. While the rest queue up, amid much jostling, a 
few athletic types clamber on to the top of the tanker and 
send water down using rubber pipes. 

It happens because there is just not enough water 
available for India's 1.2 billion and growing population. 
An Organisation for Economic Co-operation and 
Development (OECD) report titled Environmental Outlook 
to 2030 says 63 per cent of the population in Brazil, 
Russia, India and China are living under medium to 
severe water stress, which will increase to 80 per cent 
by 2030. Already, India's per capita water availability 
has shrunk from 1,816 cubic metres in 2001 to 1,545 
cubic metres in 201 1, according to the latest census. 

But the situation can be turned around. "At present, 
water is being wasted or mismanaged," says A.R. 
Shivakumar, 52, senior scientist at the Karnataka State 
Council of Science and Technology (KSCST), a Bangalore- 
based government body. A vociferous proponent of 
rainwater harvesting — capturing, purifying and storing 
rainwater in large tanks — he has invented tools that 
simplify the process and has even got local authorities to 
make rainwater harvesting compulsory in the 
heart of Bangalore. 

Shivakumar started with hisown — aT. 
house, which he built in 1995. The / 
rainwater harvesting appara- Nw ; 
tus collects more than W/ 





Catch it if you can: A.R. 

Shivakumar s inventions 

have made rainwater 
harvesting more efficient 
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Naturally, he collects most of 


the water during the rainy 
season — May to October. But it is 
enough to sustain his family’s 
needs — including potable water — 
even during the dry season. Indeed, 
he has not taken any external wa- 
ter connection at all. 
As opposed to the usual sand- 
bed filter, Shivakumar has devised 
and patented a PopUp filter that can 
be vertically installed on the wall of a 
small building to remove impurities before 
rainwater is collected. For buildings that 
are bigger, he developed a ‘First Flush Lock 
and Diverter’ which does the same. 

If the tank collecting rainwater over- 
flows, the excess water is discharged into 
the ground through a barrel system, an- 
other Shivakumar invention, which has 
even been named after him. The system 
is now being propagated in Africa, as well 
as in some developed countries, by the 
Norwegian government, which had a 
joint project with India on environment 
conservation. 

Since 2002, Shivakumar has designed 
and executed hundreds of rainwater har- 
vesting projects in Bangalore, including at 
the landmark Vidhana Soudha, the 








Karnataka High Court and office buildin; 
of private companies such as Intel Ind 
and Arvind Mills. 

The main source of potable water f 
Bangalore is the river Cauvery, which 
available at best for two to three hours 
day. Rainfall, about 97 cm a year, 
higher than in other landlocked are: 
such as Delhi but lower than in coast 
towns. With the city's population swe! 
ing, ground water levels have shrunk. “ 
couple of decades ago, water was avail; 
ble at 10 to 15 feet below the ground 
says Shivakumar. "A few years ago, mo 
of these wells went dry and new borewel 
failed as water was not available even ; 
800 feet in some places.” 

At Shivakumar's persuasion, in 200 
the Karnataka government passed « 
amendment to the Bangalore Wat 
Supply and Sewerage Board (BWSSB) Ac 
The amended Act made rainwater ha 
vesting compulsory for home and offic 
with an area of more than 2,400 sq. ft. i 
the heart of Bangalore. So far, of tł 
60,000 buildings there with BWSSB wat 
connections, more than 43,000 ha 
adopted harvesting techniques. “Ot 
housing society with 95 units has no 
completely stopped buying water fro 
private players," says Suraj Raheja, 
resident of a housing society on Ali Ask 
Road, Bangalore. 

A few states such as Delhi, Andhi 
Pradesh and Tamil Nadu had brought 
rainwater harvesting legislation even b 
fore Karnataka, and a number of othe 
have since also done so, either across tl 
entire state, or in select cities. "All stat 
should go in for such mandatory legisl 
tions. Only then can we beat the scarcity 
says Shivakumar. € 
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INDIAN WRITING IN ENGLISH 


A | | the 100.000-odd visi- 
mot lg tors at the Jaipur 
Literature Festival in January this year was 
Somnath Batabyal, 38, a former Delhi jour- 
nalist and now a lecturer at the School of 
Oriental and African Studies, London. He had 
edited a book of academic essays and had his 
doctoral thesis published as well, but had 
never written a line of fiction in his life. He 
was, however, toying with the idea of writing 
a graphic novel and had got an artist friend 
to make a few sketches, which, at the festival, 
he showed the author Vikram Seth, also one 
of the attendees, while narrating his story to 
him as well. 

Seth was so impressed that he tipped off V. 
Karthika, Publisher and Chief Editor at 
HarperCollins India, who in turn approached 
Batabyal. But she wanted a regular novel — 
not a graphic one. "I was absolutely taken 
aback," he says. "I had never thought of my 
story idea as a full-length novel. I did not want 
to put in the effort but was convinced." He 
signed a three-book deal with HarperCollins 
for what he calls "a substantial advance" — 
though he is unwilling to reveal how much. 

That was just the start. As the news ofthe 
deal he had signed spread in the publishing 
world, his mailbox was flooded with enquiries 
from British and American literary agents, all 
wanting to sign him on. He finally settled on 
Jessica Woollard of The Marsh Agency. 
London, purely because she was more persua- 
sive than the others. "For months it seemed 
my life was a fairy tale," he says."Suddenly I 
was being pursued. The problem was I did not 
have a novel." He wrote one nonetheless, 
which is scheduled for publication around 
Easter next year. 

Batabyal's experience is an indicator of 
the enormous global appetite for Indian writ- 
ing in English that has arisen in the last three 
decades. Nor is he alone. November, for in- 
stance, saw the publication of a collection of 
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short stories, The Gurkha's Daughter, by 
Prajwal Parajuly. Short story collections are 
the stepchildren of the publishing world — it is 
believed very few read them — and such books 
by debut making authors are almost unheard 
of. Yet Parajuly — as leading British newspa- 
pers noted in awe - all of 28, hailing from 
distant Sikkim, and still a student at Oxford 
University, not only managed it, but secured 
a whopping five figure advance (in pounds 
sterling) for a two-book deal, the short story 
collection being the first. 

Though Indians have been writing in 
English for a very long time — the first book by 
an Indian in English, the eponymous Travels 
of Dean Mahomed by Sake Dean 
Mahomed was published in 1793, the 
first novel Rajmohan's Wife by Bankim 
Chandra Chattopadhyay in 1864 — it 
was only after the emergence of 
Salman Rushdie's Midnight's Children 
in 1981 that the world took 
note. Midnight's 
Children not only 
won the prestigious 
Booker Prize that 
year, but has been 
twice since then 
adjudged AN 
the best W/ 
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Leading the way: 
Salman Rushdie, of 
Midnight's Children 
fame, brought 
Indian writing in 
English a popularity 
it never had before 
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/@&, among all the Booker win- 
NW ning books - in 1993 and 
again in 2008. Since then books 
by Indians in English have in- 
creased exponentially, with hun- 
dreds of titles coming out every 
year, three more of which have 
won Booker Prizes — Arundhati 
Roy's The God of Small Things in 
1997, Kiran Desai's The 
Inheritance of Loss in 2006 and 
Aravind Adiga's The White Tiger 
in 2008. 

The overwhelming success of 
the Jaipur Literature Festival, 
which since it started in 2006, 
has only been growing bigger 
each year, with some of the tallest 
names in world literature attend- 
ing, is also testimony to the draw- 
ing power of Indian writing. “I 
would say that a few Indian writ- 
ers such as Vikram Seth and 
Amitav Ghosh are now counted 
among the world's best," says 
Karthika of HarperCollins. "There 
are also some lesser known ones 
who have become extremely 
popular in countries other than 
Britain and the United States. 
Anita Nair, for instance, has been 
translated into 30 languages." 

What of the future? "Indian 
writing in English has proved its 
consistency," she adds. "It is not 
just a wave that arose and is 
going to recede. Each time I at- 
tend say, the Frankfurt Book 
Fair or the London Book Fair, 
I’m struck by the persistent in- 
terest global publishers display 
in Indian writing, including the 
newest writers.” @ 
DEBASHISH MUKERJI 
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I March 2012, the results of a 
] l test conducted by the Central 
Board of Secondary Education (CBSE) 
showed that only seven per cent of the 
7.85 lakh examinees had passed. The 
result was worse than the performance 
in the test a year before when nine per 
cent cleared the examination. And 
who were the people taking the test: 
Not school students but teachers aspir- 
ing for jobs in government schools. 
The CBSE-conducted Central 
Teacher Eligibility Test (CTET), insti- 
tuted in 2011, is mandatory under the 
Right to Education Act for teachers if 
they want to apply for jobs in central 
or state government schools, the 
Kendriya Vidyalayas, and the 
Jawahar Navodaya Vidyalayas. There 
are more than 1 3,800 teacher educa- 
tion institutes in India churning out 
about 1.1 million new teachers every 
year. These institutes provide either a 





diploma or a bachelor's degree in edu- 
cation (B.Ed.). But the results of CTET 
tests are evidence enough that the 
quality of teacher training is far from 
satisfactory. 

Why is the state of affairs so dis- 
mal? "There's a general perception 
that many teacher training pro- 
grammes are bogus and run by cor- 
rupt institutions," says Padma 
Sarangapani, Dean, School of - 
Education, Tata Institute of Social 
Sciences. "Recruiters feel that B.Ed. 
candidates are no better than non-B. 
Ed ones." Is there any institute that 
stands out? "Except B.El.Ed., there's 
hardly any course that fulfils the de- 
mands of teacher education," she 
says. Sarangapani is referring to Delhi 
University's four-year Bachelor of 
Elementary Education course. 

Launched in 1994/95, the 
Bachelor of Elementary Education 
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course has become a benchmark for 
teacher training programmes. 
Currently, eight DU colleges offer it. 
These colleges have a dozen faculty 
members each for the programme and a 
total of 350 seats, indicating a healthy 
teacher-to-student ratio. A few more 
colleges plan to start the course too. 
The programme has a healthy mix 
of practical sessions and theory, and also 
teaches behavioural sciences. Over a 
four-year-long course, the prospective 
teachers acquire a wide range of skills 
à- such as in dramatics, different crafts, 
classroom management, documenta- 
tion, and evaluation. Almost 60 per cent 
of the course content consists of field 
activities. For example, in the final year, 


the students go through four months of 


internship at a school. In contrast, a 
typical B.Ed. student, takes just 40 
classes of 30 to 35 minutes each during 
her one-year course. "By providing such 
limited practical exposure, the other 
courses restrict students from getting 
‘the sense of a real classroom and school 


environment,” says Poonam Batra, 
Professor of Education at the Central 
Institute of Education, Delhi University. 

Batra says there is little difference in 
the methods taught to B.Ed. students for 
teaching different subjects. "B.El.Ed. 
students get the opportunity to study the 
subject matter and enquire into it to 
develop appropriate pedagogic ap- 
proaches,” she says. Sarangapani agrees 
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that the dominant teaching 1 
outdated. "B.El.Ed. has a cont 
approach to teaching. The en 
is developed indigenously, which mak 
it easy for students to unde! 
relate with,” she says. 

Its students endors: 
"Besides pedagogical training. 
allows a variety of work expe! 
children within and outside elemet 
schools,” says Kanishka, whi 
one name and is a final-veai 
Miranda Hous 
University's Nort 

Ashtami Rajan 
graduate who nov 
Delhi Public S 
Nagar, Ghaziabad 
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Ed students arc 

to mug up facts or thi 
developed by edu 
"Students develop 





perspectives on educat 
she says. That, perhap 
need of the hour. € 
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WOMEN LEADERS 


p 3 


husband took a break from work for 
two years and I was the one paying the 


bills,” says 39-year-old Manisha Lath Gupta, Chief 


Marketing Officer of Axis Bank. “People would 
often ask me ‘How can you let your husband sit in 
the house while you work?” It did not bother her 
at all. Gupta's attitude represents the changing 
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mindset in the workplace in India. 

No doubt India still has some way to go before 
women stand on an equal footing with men at th: 
workplace. The World Economic Forum Gender 
Gap Index shows that only five per cent of working 
women in India have made it to senior lead- ÀN 
ership positions, much lower than the global WE 
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ainstay of Millions 


} | | (d Arkan, 43, gives the spade a 270-degree swing 
Mo 1 (I m n l € over his head and digs deep into the ground 
below. He alternates this with picking up the small chunks of mud dug out and stores 
the chunks on an elevated surface to his right. "It's a relief to get some work," says the 

thinly built Arkan, an unskilled labourer who is usually unemployed between farming 

seasons. He, along with two-dozen fellow villagers, is building a dirt road in Ibrahimpur 
village of Uttar Pradesh's Moradabad district under the Mahatma Gandhi National Rural 
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“x, average of 20 per cent. 
Overall too India ranks 113 
of 135 countries on the index. 
Even so, there is no doubt that 
there are more Indian women 
leaders in business than ever be- 
fore, thanks to the resilience and 
gung ho spirit that women like 
Gupta display. Leading the charge 
are role models such as Chanda 
Kochhar, Managing Director and 
CEO of ICICI Bank, Kalpana 
Morparia, CEO of JPMorgan Chase. 
Kiran Mazumdar-Shaw, Chairman 
and Managing Director of Biocon, and more. A new gen- 
eration of young women has also followed in their footsteps. 
such as Sangeeta Pendurkar, 46, MD of Kellogg's India, or 
Kirthiga Reddy, 40, Head, Facebook India. 








ICICI Bank is one institution that has had a host of 


women in senior management positions. But Axis Bank too 
is not far behind, with CEO Shikha Sharma, Manisha 'Lath' 
Gupta, and Manjiri Rele, who is Senior Vice President (HR) 
in top roles. There are also lesser known examples of such 
companies, such as the Mumbai-headquartered NRB 
Bearings which has both a woman MD, Harshbeena S. 
Zaveri, and a woman Chief Financial Officer, Jyotsna 
Sharma. "My first job happened because the company was 
looking for a high-skilled chartered accountant, but would 
pay so little that only a woman would have agreed to take 
it up out of compulsion,” says Sharma. 

Women entrepreneurs too have made their mark. 
When Neha Kirpal, 32, decided to start the India Art Fair, 
many urged her not to. "But that was precisely what egged 
me on," she says. In its first year, 2008, the fair had 34 gal- 
leries and just one country participating; today more than 
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Employment Guarantee Act (MGNREGA). 


The ł125 that Arkan earns each day may not seem much, but he belongs to the ÆA 
India that has been relatively untouched by economic growth in recent years. With no w 
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100 galleries and 22 countries do 
so. Another such example is Devita 
Saraf, who founded the luxury 
electronics company Vu 
Technologies in 2006, and has 
gone about aggressively creating a 
market for her niche business. 

In recent years, many compa- 
nies have realised the virtues of 
diversity at the workplace. It 
brings a more comprehensive per- 
spective to every decision. 
“Women tend to weigh decisions 
from as many perspectives as pos- 
sible,” says Kochhar. Some companies, having understood 
this, have been tweaking their HR practices to enable 
women to realise their potential. Flexibility in work timings 
is frequently allowed. “From an extra benefit, it is becoming 
a business core,” says Sairee Chahal, Co-founder of 
Fleximoms, which helps women connect with companies 
offering flexible work solutions. 

But again, many have yet to see the light. “Nearly 30 to 
35 per cent [working] women drop off when they get to the 
mid-level,” says Axis Bank's Rele. "If an organisation offers 
flexible timings and the flexibility to work from home, it 
would really help.” 

The World Bank's annual World Development Report 
says reservation of 33 per cent of seats in village councils 
for women in India has led to water and better sanitation 
in villages, better schools and lower levels of corruption. 
"Women are most likely to lead social enterprises and cata- 
lyse social change,” says Mazumdar-Shaw of Biocon. The 
glass ceiling has been shattered. But crossing over the 
shards of broken glass is also not proving easy. € 
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Stable income: A labourer 
near Varanasi, Uttar Pradesh 
displays his MGNREGA card. 
The job guarantee scheme has 
given succour to millions of 
marginal people in India 


(4 special vocational skills, employment under 
NW MGNREGA helps him take care of the basic necessities 
of his family of nine. “I have been taking up work under 
the job scheme since it was launched (in 2007),” he says. 

About 25 km away in Bhagatpur Mirza village, 
Totaram. 41, echoes Arkan. He is a marginal farmer who 
along with his three brothers, works on about three and a 
half acres of land. They grow wheat and coarse cereals, 
but that is usually just enough to feed the four families for 
half the year. "Earlier I would often go to Delhi and 
Chandigarh in search of work during the non-farming 
season. Not since MGNREGA,” he says. 

The landmark Act has given succour to millions of 
marginal people across the country since it was first noti- 
fied in 200 districts in February 2006. For the first time, 
livelihood security to all rural households and 100 days 
of wage-employment in a financial vear for unskilled 
manual work is guaranteed. It is a demand-driven scheme 
and unemployment allowance is mandatory if work was 
not provided. According to the Union Ministry of Rural 
Development, in 2011/12 more than 50 million house- 
holds got work under the scheme. “MGNREGA has the 
potential to be a real game changer for the 
poor," says Reetika Khera, who teaches 
economics at the Indian Institute of 
Technology, Delhi. This is largely 
because it provides employ- 
ment locally, and workers are 
now able to get the statutory 
minimum wage. 

The execution of the 
scheme, though, has had its 
problems. While some states 
such as Andhra Pradesh and 
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Tamil Nadu have implemented it well, some others such 
as Uttar Pradesh have lagged behind. As a result, house- 
holds seeking work got only 43 days of it on an average 
under the scheme in the last fiscal year. There was ram- 
pant corruption with officials and middlemen pocketing « 
large chunk of the labourers’ wages, fudging records of the 
work done and the number of people employed. To sten 
corruption, the Union government made it mandatory i! 
2008 to make wage payments directly into bank accounts 
“But for this job scheme, so many poor people would no 
have been linked to the banking system,” says Mohammec 
Usman, Pradhan of Ibrahimpur panchayat. 

The scheme has come under fire for not creatin; 
enough tangible community assets. Usman disagrees ani 
points to the kaccha (dirt) road of 2.5 km built betwee’ 
Bhagpura and his village. It also provides for special sur 
port to lands owned by scheduled castes or tribes such a 
providing them irrigation facilities. More than 500 kr 
away in Shehadpur village of Lalitpur district in Utte 
Pradesh, Nirbal Ahirwar, 50, has had a new well dug i 
his field through the scheme. "Having a well dug cosi 
more than £5 lakh. I could not have afforded that b 

myself," he says. 

While more needs to be done to ensu! 
proper execution of the scheme, mo 
E agree it has made a telling differenc 
"MGNREGA may not be as tecl 
savvy an idea as the Uniqu 
* Identification (UID) pri 
9 gramme, but in terms of deli 
ering something to the poor, 
beats UID-related initiativ 

hollow,” says Khera. € 
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Ifyou don't believe it, ask 
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love of learning in school dropouts. In fe 

provides education to rural childret 

absent teachers, poor infrastructure, laci 

materials, power cuts and even rote lear 

graduates from the school are pursuint 

careers, higher studies and vocat 

like this that can change our cou | í 

kind of ideas that we're looking for at Spark the Rise 
At stake are grants up to Rs.4 js. | | 

is a great opportunity to give shape to a 

dear to you, one that will make a! 


To submit your idea or to know more, visit 
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Citizen crusader: Delhi architect 
Manit Rastogi launched an 
initiative in 2009 to clear the 
city's drains and use the land 
around them for public purposes 





URBAN DEVELOPMENT 


Rastogi sounds furious when he talks about Delhi 

and the ill effects of rapid urbanisation. "I am afraid 
to send my son cycling to school. I fear he might be knocked down by a 
car. For my grandparents there are no pavements to walk on. The 
Yamuna has turned into a drain,” says the Founder and Managing 
Partner of architecture firm Morphogenesis. But, unlike most other city 
residents who are aware of these problems but suffer in silence, Rastogi 
is determined to make a difference. 

In 2009, he launched the Delhi Nullahs initiative to clean the city's 
natural drains and use the land around them to build pedestrian and 
cycle paths that would connect to public transport systems such as the 
Delhi Metro. This will help ease traffic congestion and reduce pollution. 
Rastogi says more than 1,750 acres of land surrounding the nullahs, or 
drains, can be used. 

The city has 18 main nullahs with more than 15,000 branches that 
connect to the Yamuna. Many of these were constructed 700 years ago 
under the Tughlag dynasty for irrigation and drainage. This network 
of drains, 350 km long, crisscrosses the entire city. But today these 
drains dump sewage and other untreated waste into the Yamuna. 

Rastogi says about %5,000 crore has been spent on trying to clean 
the Yamuna, but it remains as dirty as ever. “With one move we can 
reduce pollution, prevent diseases and help pedestrians,” he says. 

See The Delhi Development Authority has adopted 
< Rastogi’s idea to make eco-corridors for non-mo- 
torised transport. The plan will soon be integrated 
with the authority's master plan for the city's de- 
velopment. Clearly, Rastogi is one of those showing 

Delhi the way forward. € 
DEARTON THOMAS HECTOR 
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ACTUAL SITE PICTURE 


Another 2.4 million sq.ft. delivered with panache. 


After delivering The Palm Springs, Gurgaon's premium most residential address, The Pranayam at Faridabad is 
the latest testament of our mission to deliver 'Quality in Each Endeavour. Set in an inspiring environment of 


water features, landscaping & intricate craftsmanship, The Pranayam is indeed the finest address of Faridabad. 


Luxury residences arriving soon. 


Emerald Bay, Sector 104, Dwarka Expressway, Gurgaon | Aanandvilas, Sector 81, Faridabad 
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Handing Over Commenced. 


Occupancy Certificate Received. P RA N A Y A NI 


SECTOR 82-85, FARIDABAI 


Š T +91 11 43636363 | W puriconstructions.com 


Puri Constructions Pvt. Ltd.: Corporate Office: 4-7b, Ground Floor, Tolstoy Ki 
Marketing Office: 11-124, Ground Floor, Tolstoy House, 15 & 17 Tolstoy Marc 


CONSTRUCTIONS 


E-mail: marketing@puriconstructions.com, sales@ )uriconstructions.com 
[ i 


All Fired Up 


I - |. , any growing economy. India is 
Al «€ fuel-hungry. Most of its gas-fired 
power plants run at less than 40 per cent of 
capacity — a total of 18,900 MW - because 
there’s not enough fuel. They need 85 million 
metric standard cubic metres (MMSCM) of gas 
daily to run at 90 per cent of capacity, but only 
35 MMSCM a day is available, as Power 
Minister Jyotiraditya Scindia recently told 
Parliament. And demand is rising. Gas ac- 
counts for about nine per cent of the country’s 
power generation capacity. 

Perhaps nobody in the country Is more 
concerned about gas availability than Kiran 
Kumar Reddy, Chief Minister of Andhra 
Pradesh (AP). His state could well play a piv- 
otal role in the country’s power generation. 
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Fuel up: A gas pipeline in Gujarat 
The state leads in the number of 
gas-based po 
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Nine of the country's 64 gas-based power 
plants are located there. The state is plan- 
ning to import liquefied natural gas (LNG). 
Three units for receiving more than 14 
million tonnes per annum (MTPA) of 
imported LNG are coming up in Andhra 
Pradesh and will be operational in three 
years, making the state's coast a hotspot 


EXPECTED LNG IMP( 


in the country's gas economy. 
Among these is a five MTPA terminal at 
Gangavaram port, being set up by Petronet 
LNG, the country's top LNG importer, at an 
estimated cost of 34, 500 crore. 
Reliance Power, Royal Dutch Shell 
and Kakinada Seaports are jointly 
planning a receiving terminal AN 
with a floating storage and w 





Solid State Hybrid Drives take your system to the next = 
with blazing speed and massive capacity. 


Combining the speed and capacity of Seagate hard drives with the ultra-responsiveness 

of flash memory, experience the ultimate in hybridized storage performance! The 

& Momentus” XT drive is designed for all standard laptop PCs and is OS, driver and 

. software independent, making this drive easy to integrate and easy to use. Whether you 

— are gaming, editing digital media or crunching numbers, performance is optimized and 
ready for your next move. 
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(4M, regasification unit (FSRU). This 
W is essentially a special ship that 
can convert liquefied gas back into 
gaseous form so that it can be trans- 
mitted through a pipeline. FSRUs are 
easy to set up, cheaper than onshore 
terminals, and expandable in modular 
fashion. "The project will be complete 
by 2014,” says a Shell India spokes- 
person. It will be expandable to over 
10 MTPA. 

Another FSRU for four MTPA is be- 
ing set up jointly, also at Kakinada, by 
the Gas Authority of India Ltd (GAIL) 
and the state-owned Andhra Pradesh 
Gas Infrastructure, with assistance 
from the UK-based GDF Suez LNG. "The 
unit is expected to be commissioned by 
2013," says GAIL Chairman and 
Managing Director B.C. Tripathi. 


Not only is Kakinada close to the 
Krishna-Godavari Basin, which yields 
about 25 MMSCM of gas a day, but it 
is also connected with Gujarat 
through Reliance Industries’ 1,440- 
km gas pipeline. Gujarat consumes 
more than 70 per cent of the gas 
available in the country. 

AP is second only to Gujarat in 
terms of the number of gas-based 
power plants. The state government 
reckons that LNG imports would help 
reduce the cost of electricity from 39 
per unit to 35 or 35.50. 

"Gas imports would boost gas-fired 
power generation in the country," says 
Aashish Mehra, Partner and 
Managing Director of the India and 
Asia-Pacific Practice of the Strategic 
Decisions Group. International LNG 


prices are falling as the US — the world’ 
biggest LNG market — is increasingl 
using domestically produced shale ga: 
"Having a terminal on the east coast i 
a good idea — you open the country t 
gas imports from almost every corne 
ofthe world." 

Currently, India’s capacity to im 
port LNG is 13.6 MTPA, and it is all i 
Gujarat (10 MTPA at Petronet's term 
nal at Dahej and 3.6 MTPA at the She 
and Total joint venture at Hazira). I 
the next couple of years, it will go up b 
23 MTPA, as two more units come u 
in Gujarat, and one each in Kerali 
Maharashtra and Tamil Nad. 
Together with the facilities in AP, the 
will more than treble India's impo! 
capacity in the next three years. € 

ANILESH S. MAHAJA 






KICK-STARTING 
ENTREPRENEURSHIP 


Booster Dose ~“. 





Early stag 
funding fo 
entreprenet 


A 
E ] -stage venture funds invest a total of | 
ar U about 31,200 crore in Indian start-up 
businesses annually. That's a fraction of the 329,000 crore 
such funds invest every year in the United States, the 
world's most successful entrepreneur-driven economy. The 
start-up landscape in India could, however, transform soon 
once the Union government announces a National 
Entrepreneurship Policy. 

The policy aims at encouraging both entrepreneurs and 
investors. While the policy is in the works, a committee set 
up by the Planning Commission suggested measures in June 
this year to boost entrepreneurship. One of its main recom- 
mendations is to set up a 15,000 crore corpus that will be 
used to inject capital in early-stage venture funds, which in 
turn will back start-ups. This corpus can result in a multi- 
plier effect leading to capital flow of 325,000 crore in the 
next 10 years, according to Planning Commission estimates. 

The committee also suggested setting up a National 
Entrepreneurship Mission to coordinate among govern- 
ment agencies and to monitor the implementation ÆA 
of the proposed policy. It recommended giving tax w 





More entrepreneurship courses i 
institutions of higher educatior 
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The real marvel is 
our support that bears 
700 tonnes of glass. 


For expert solutions in extrusions, 
trust Hindalco. 
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Hindalco's expertise lies in quality. Made from high-quality aluminium, 
our extrusions are preferred for their superior alloy composition and 


mechanical properties, which meet the most stringent performance 
parameters. Our expertise is backed by superior Wagstaff AirSlip* HE 
| billet casting technology. From Glazing & Facade, Windows & Doors, ___HINDALCOW_ 
y Formwork & Furniture to Ladders & Elevators — leading players trust EXTRUSIONS 
Hindalco Extrusions for their constructions. Our excellence is also 
EXPERTISE IS OUR STRENGTH 


backed by a team of dedicated experts who provide customised 
services. Expertise, in quality and service, makes Hindalco Extrusions 
the strength behind industries. 





www.hindalcoextrusions.com 


Industries using Hindalco Extrusions: + Building & Construction + Transportation + Electricals & Electronics + Industrial Machinery * 


HINDALCO MARKETING OFFICE: Mumbai: 6691 7000/31. Delhi: 4220 0200/01. Kolkata: 2280 9710, 2288 6135. Bengaluru: 4041 6000/10. Coimbatore: 438 4t i 
NETWORK HE1349-12 


More support with 
incubation centres 


ISSUI 


(4, incentives to encourage wealthy individuals to turn 
N angel investors. Besides, it proposed to increase the 
number of incubators from 120 now to 1,000 by 2020. The 
committee also suggested starting more courses on entrepre- 
neurship in institutions of higher education. 

Similar government actions in other countries have yielded 
substantial benefits. In the United States, for instance, the 
government runs the Small Business Investment Company 
(SBIC) programme that has invested more than $158 billion in 
venture funds. The public-private initiative invests up to 75 
per cent of a venture fund's corpus with an upper limit of $ 108 
million. In Israel, the government started a scheme called 
Yozma in the early 1990s to invest both in venture firms and 
directly in promising ventures. Yozma has invested more than 
$200 million so far, and has become a launch pad for venture 
capital and technology start-ups. In New Zealand, the govern- 
ment runs the Seed Co-investment Fund that jointly invests 
with angel investors. 

Experts say the 35.000-crore corpus will be crucial 
as early-stage venture funds in India get more than 
90 per cent of their capital from foreign investors. 
These funds, say experts, cannot depend on for- 
eign sources for long as the number of local 
entrepreneurs grows. 

Saurabh Srivastava, Chairman Emeritus of 
the Delhi chapter of The Indus Entrepreneurs, 

a non-profit network of entrepreneurs, says 
offshore investors have limited understanding 
of local problems. "So, if they invest they will love 
technology ventures or those with a base in India 
but with a global market — something they under- 
stand better," says Srivastava, who was part of the 
Planning Commission committee. "In countries with 
much more advanced entrepreneur ecosystems, such as the 
United States or Israel, early-stage funding has flourished only 
on capital from home." he adds. 
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Make it easy for 
starting and 
closing a business 


TASLIMA KHAN 


VOCATIONAL TRAINING 


Skilling Them Softly 





Y do not need a million bucks to make a difference: 
Ou personal motivation and belief are enough. 
Proving this true is Ramesh Swamy, co-founder of Unnati, a 
Bangalore-based social initiative that provides vocational edu- 
cation to poor youth. Swamy launched the aptly-named ini- 
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tiative — Unnati means progress in Sanskrit — in 2003. along 
with about 50 donors under the Sree Guruvayurappan Bhajan 
Samaj Trust. “We decided to fund a few students when we re- 
alised that young people from poor backgrounds were in av 
dire need of training,” says Swamy, who earns his living WE 






uad o. 


Pillar of progress: acad Swamy, 
founder of Unnati (right), with two 
students training in hospitality 


I 000 NUMBER OF PEOPLE UNNATI 
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ZA, from his family's logistics business. : 
NW Unnati provides food, shelter and training to : 

poor people for free during its 70-day programmes. 
In the first five years, it trained 350 students and helped : 
% them get jobs in sectors such as retail, hospitality and se- i 
curity services. It picked up momentum in 2008, when it 
set up the Unnati Centre with help from Infosys : 
| Foundation. “Their support has changed the pace of our 
initiative,” says Swamy. Unnati has also tied up with non- 
governmental organisations and expanded its footprint 
outside Bangalore. It set up three centres in Ahmedabad, 
Chennai, and Delhiin 2012. 

Organisations such as Unnati are bridging a critical gap 
in India which needs an estimated 500 million skilled work- 
ers. According to a McKinsey report released in December 
2012, 53 per cent of employers in India feel that lack of 
skills is a common reason for entry-level vacancies. 

Today, Unnati trains 600 youth every year. Since in- 
ception, it has changed the lives of about 4,000 people. 
One of them is G. Sathyamurthy, 29, the son of a poor 
farmer from Gullahatti Kaval village, on the outskirts of 
Bangalore, who joined Unnati about six years ago. 
Sathyamurthy completed his graduation in arts from a 
government college, but could not find a job because of his 
lack of vocational skills and fluency in the English lan- 
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When Bipasha Majumder, 38, wanted to go on a 
/ trek in Uttarakhand's Nanda Devi National 
Park this October. she did not rely on a regular tour and travel 
outfit. Instead, she opted for a six-day package from Mountain 
Shepherds, an adventure tourism company operating in the 
region. “There are home stays within villages in the area. 
Everything is sourced locally and is very eco-friendly,” says 
Majumder, who works for an international non-governmental 
organisation (NGO) in Mumbai. She is richer for the experience, 
which cost her 717,000. 

Mountain Shepherds was born out of a movement begun by 
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VOCATIONAL SKILLS SINCE 2003 
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guage. At Unnati, he learnt English, picked up social inter- 
action skills and customer-service etiquette. Since then, he 
has worked with coffee retail chain Café Coffee Day and the 
pizza chain Domino's. With his savings, he has also built a 
house for his family. "I am so grateful to Unnati that | now 
want to start a similar initiative," says Sathyamurthy. who 
is now pursuing a Masters in Physical Education at 
Bangalore University. "I often talk to people who need 
counselling, and I intend to start an orphanage.” 

As Unnati's influence increases, its list of donors also 
grows. Swamy says many organisations, such as Alcatel 
Lucent, the Global Fund for Children and Applied Materials 
Inc, have supported Unnati. "But at the heart of our initia- 
tive is the individual donor contribution and the success ol 
our students," he adds. € 
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Naturism, Ti ravellism. Tourism 


the Bhotiya community in the late 1990s to regain their his- 
torical rights over the region's natural resources. In 2002, dec- 
ades after the government banned tourism in the region to 
preserve its ecology, Sunil Kainthola, a psychologist. and Dhan 
Singh Rana, a community leader, joined hands with people from 
villages in the region to launch the initiative. Its primary objec- 
tive is to improve the living standards of the Bhotiyas, an Indo- 
Tibetan tribe, by promoting eco-friendly adventure tourism. 
“We should take control of our tourism. Why should some- 
one in Delhi be selling the Himalayas to tourists,” asks ÆA 
Kainthola. Much of that tourism involves long treks that w 
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allow tourists to take in the breath- 
NW taking sights in that part of the 
Himalayas. So, the company has not had 
to invest much in infrastructure. 

Tourists are charged between 31,500 
and 34,000 a day, depending on the size of 
the group and the duration of the trek, 


which can vary from three to 20 days. The nn 


tourists are given the option of choosing 
home stays owned by villagers or living 
in camps. 

"In the first year, we had just about 15 tourists and 
earned 360,000 to 370,000," says Kainthola. Six years 
later, they decided to make the organisation a private com- 
pany. "We didn't want an NGO. The boys wanted to be 


owners of this initiative," he says. The boys, majority of 


whom are Bhotiyas, own 12 per cent ofthe company. 

Mountain Shepherds has guides and cooks accompa- 
nying trekkers. Last year, it opened a training institute, 
which has added to its revenues. Local residents are also 
trained at the reputed Nehru Institute of Mountaineering 
in Uttarkashi. "The core team of Mountain Shepherds has 
30 to 35 boys and some work full-time with us," says 
Kainthola. 

Thirty-year-old Narendra Singh from Lata village is one 
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of the 'boys'. He has seen the start and evolution of 
the company. A graduate in geography, he trains 
: volunteers when he is not guiding trekkers. “If 
i everyone runs his own tour company, it will not 
: last for long. But if we join hands, it will be bigger 
| and better,” says Singh. He makes 3500 a day 
: when he works as a guide and takes home twice 


ba Bas GS Ye as much as a trainer. 


The April to June and September to November 
periods are the peak seasons for tourism in the area. In 
2011/12, Mountain Shepherds had over 100 tourists and 
revenues of 327 lakh. Earlier, most of the trekkers were 
foreigners but now Indians account for almost half the 
number. Kainthola says the operating profit margins are 
about 40 per cent. The company has used its profits to buy 
campsites and runs a guesthouse on a lease. 

Wildlife Conservationist Kishore Rithe believes local 
communities should be at the forefront of any tourist activ- 
ity and partake of the profits. "There is nothing wrong in 
business, but it should be inclusive. We should not wait for 
a backlash from the local people to start doing this more 
systematically," he says. 

Mountain Shepherds has shown how that can be 
done. € 
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Possibly the most abused word in Bangalore's real estate 
parlance is the word 'Villa'. RBD Stillwaters is many things 
(spacious, private, gorgeous, convenient, contemporary), 
but it's not a villa. Come, explore what could be your own  : | 


private residence, just beside HSR Layout. à JUST LAUNCHED 


BENGALURU 


Prices start at = 1.57 Crores onwards E 

4.4 kms Off Sarjapur - ORR Junction RBD - ST] LUWATE RS 
199 units over 17 acres h H i 

On the baike ol Lakedew Lake Private Residences, Beside HSR Layout. 


mu R > +91 99160 44337 
> +91 77609 96141 


Pre-approved by ING Vysya Bank, Axis Bank and ICICI Bank 





— GROUP COMPANIES —— — —- RBD Shelters Pvt. Ltd. 
Ferns Icon, First Floor, Marathahalli, 
o Outer Ring Road, Doddanekundi, 
Ferns Bangalore - 560037. Tel: «91 80 4245 2399; 
ParkPlaza ICON Toll Free No: +1800-419-7755 





Ferns Builders and BENGALURU a 2 
Email: info@rbdshelters.com; www.rbdshelters.com 
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countries such as the United 
States, Israel and Singapore, en- 
trepreneurship has largely taken oll be- 
cause of an enabling infrastructure. In 
India, however, start-ups mostly found 


their way on their own. But a bunch of 


experienced entrepreneurs and corporate 


honchos. who have faced similar difficul- 


ties themselves, now want to become the 
backbone for start-ups. Their support 
models are different, though. Some are 
helping start-ups get off the ground or get 
their first cheque of seed capital. Others 
are helping entrepreneurs overcome the 





challenges of scaling 

Rajesh Sawhne 
President of Reliai 
earlier this year, aft 
company lor sevi 
founded Global Su 


start-up acceleratol 


J » : 
january t 


AA multiple cities. Sawhney is 
NW passionate about Internet 
and mobile businesses. “When | 
saw my personal motivations 
and the big change that is hap- 
pening, driven by technology 
and Internet, I felt a connection,” 
he says. “I want to mentor start- 
up entrepreneurs for the next 10 
years of my life.” 

For Harsh Mariwala, who 
founded consumer-products 
company Marico in the 1970s 
and notched up scale from a 
modest 340 lakh in 1971 to 
314,000 crore in 2012, the rea- 
son is different. It comes from the 
understanding that an entrepre- 
neur's journey is often testing 
and lonely. A large number of 
companies struggle to scale up 
further after a certain point, he 
says. It is with this in mind that 
Mariwala has launched a pro- 
gramme called Accelerating the 
Scaling Up of Enterprises 
(ASCENT), to enable growth- 
stage entrepreneurs to scale up. 

Sunil Goyal is another of 
those who quit the corporate 





world to support start-ups. 
Goyal, a former CEO of Bharti 
Teletech, set up YourNest 
Angel Fund along with Sanjay 
Pande to mentor and invest in 
early-stage businesses. "Small 
is the next big thing to invest 
in, he says. € 

TASLIMA KHAN 


VIVAN MEHRA 
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Emerging star: 
Shuttler P.V. 
Sindhu feels 
there is more 
optimism in 
Olympic sports 


PRABHAKAR RAO 
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September, ace shuttler Saina 
In Nehwal signed with Rhiti 
Sports Management a %40 crore en- 
dorsement deal that makes her one of 
India's top-earning sportspersons out- 
side the wealthy world of cricket. The 
deal is significant not only for the 
Olympic bronze medallist but also for 
other non-cricketing athletes as it 
highlights their growing brand power. 
A lucrative deal for a badminton 
player would have been unlikely a few 
years ago in the cricket-obsessed na- 
tion. But the situation has changed 
now, and corporate advertisers as well 
as brand promotion companies such as 
Rhiti Sports are looking for athletes 
across the sporting spectrum. Besides 
Nehwal, boxers Vijender Singh and 
M.C. Mary Kom and wrestler Sushil 
Kumar, all Olympic medal winners, are 
among those who have bagged en- 
dorsement deals in recent years. 
What explains this trend? 


ESPORTS MARKEL IN 2010, acorn, » 
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Winners Take All 


Undoubtedly, on-field success is the 
most important factor that determines 
the level of support a sportsperson gets 
from companies. People looking at com- 
mercial rights in Indian sports say 
Olympic sports have seen a rise in popu- 
larity as Indian athletes have steadily 
improved their record at the interna- | 
tional level. Since Leander Paes won a 
bronze in tennis at the 1996 Olympics 
in Atlanta, at least one Indian has 
climbed the medal podium at every 
subsequent Games. The best perform- 
ance was in London 2012 when six 
Indians including Nehwal won medals. 
Before Paes, the last Indian to win an 
individual Olympic medal was the grap- 
pler K.D. Jadhav in Helsinki in 1952. 
Experts cite another reason for the 
changing trend - the overdose of 
cricket, what with the annual 20-over- 
a-side Indian Premier League tourna- 
ment that stretches for nearly AN 
two months as well as test and WEZ 
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Z, one-day series that take place throughout 
W the year. 

Olympians are not the only ones on sponsors’ 
radar. One of the best-known faces in Indian sport 
who is neither a cricketer nor an Olympian is 
Viswanathan Anand. The five-time world chess 
champion s endorsements are managed by sports 
management company TNQ Sponsorships India. 
Managing Director Kuruvilla Abraham recalls 
the time when he sat down with Anand in 1997 
to match his qualities with the brand image po- 
tential sponsors wanted to showcase. Intellect 
and trust were the qualities Anand projected, and 
Abraham felt these would fit well with either the 
computer services industry or watch makers. 
Eventually, it was computer-education provider 


gabuaetveusebsstaustceceauecdbabenacenesteapes ¿sesssssasss NIIT. which chose Anand to 


.. 
..... 
.... 
..... 
easseaeee® 
.... 
s...» 
s... 


: endorse its brand. 
Abraham says companies 


: are changing with times. “I 
: find companies are now 
: looking at sponsorships as a 


: long-term strategy," he 


d | says. 


|... While NIIT promotes 
messes : chess, other companies 
such as Hero MotoCorp and 
Monnet Ispat & Energy also sponsor non-cricket- 
ers. Monnet has a X18 crore sponsorship deal 
with the Indian Boxing Federation from 2010 to 
2017. “Monnet associated itself with boxing as it 
represents power, strength, agility and endur- 
ance, which syncs perfectly with our direct op- 
erations — steel, power and mining,” says Sandeep 
Jajodia, Chairman and Managing Director. 
Greater coverage from the media has also 
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increased chances of individuals getting en- 
dorsements. Latika Khaneja, Director at Collage 
Sports Management, feels getting endorsements 
is a matter of “capturing imagination.” She cites 
the growing marketability of Nehwal as an ex- 
ample. “I don’t think anyone cares about bad- 
minton, but she (Nehwal) is interesting.” 
What kind of numbers are we talking about: 
No one wants to hazard a guess. “Figures in the 
press are wonderfully wrong,” says Khaneja 
who declined to give an estimate. According t« 
a report by PricewaterhouseCoopers, the size o 
the Indian sports market in 2010 was $1.4? 
billion. That, however, includes endorsement: 
as well as gate receipts and television rights. 
Prakash Padukone, former All England bad 
minton champion and co-founder of Olympi 
Gold Quest (OGQ), displays cautious optimism 
"There may not be a significant jump in spon 
sorships for Olympians, but it will be mucl 
easier to find support now than in the past," hi 
says. OGO is one of the recent not-for-profit pri 
vate initiatives that aim to improve India's med 
als tally by handpicking exceptional sportspeo 
ple and help them bridge the gap with the best. 
Athletes, however, are bullish and believ: 
there could be a knock-on effect once one persot 
breaks through. "I see more optimism i! 
Olympic sports. It has changed a lot since Sain: 
(Nehwal) came up." says P.V. Sindhu, 17, hanc 
picked by Padukone for OGQ as a future badmin 
ton champion. "I have a fan page on Faceboo 
started by someone I don't know. I can sense 
more positive mood around me." @ 
SANJIV SHANKARAN ani 
GOUTAM DA: 
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MOBILE MAGIC 


He studied engineerir 
getting his M. Tech 
degree from IIT, 
Madras. 














mobile value-added-services 

industry is seeing a huge shift 
from merely providing ringtones and 
Bollywood wallpapers to customers. A new 
breed of mobile entrepreneurs offers 
education, health and agriculture 
solutions over the phone. The largest 
Vijay Bhaskar Reddy 
Dinnepu, founder of 
Vinfinet Technologies was 
born to a family of farm- 
ers in Balayapali, a small 
village in Andhra Pradesh. 


beneficiaries will be those living in rural 
and semi-urban India. @ 
SUNNY SEN 





He decided to build a career counselling 
application for mobile phones which 
could be accessed through SMS, voice 
and video. The result was a company 


Mrigank called Applied Mobile Labs. P 


Tripathi's father, 
a Lieutenant 
General with the 


Indian Army | | E Any customer 
urged him not to i can send in a 
join the defence career-related 
services as question = its 
ive e 

Mrigank wanted, = oe L. d 
but to do some- I build a career in 
thing different. film production?“ 








He had always been 
involved with new media, 
and used to run an 
e-commerce portal back 
in 2000. He could have 
gone into gaming and 
Amit Zaveri entertainment, but 
realised that a chose not to. 


lot of people in 
semi-urban 






areas aspired to pA GM \\ \ | 

learn english and i ty € 
; v RSS VT V He conducted a good deal of 

other subjects, vo eL | research to understand the 

but lacked | pr market for mobile learning, and 

opportunities pape a / how much people were willing to 

to do so. A Seg pay to learn through their mobiles. 
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After working for ated a device which has a SIM card, and 
more than 10 years in motor. The device connects to farmers 
various companies, he 

decided to do something 
on his own. 

















His brothers, 
still engaged 
with farming, 


60 farmers in Andhra 
Pradesh and Karnataka 
used the invention 
successfully during 
the testing stage. By 
now, Vinfinet has sold 
1,800 such devices 





Through the device, the motor 

can also call back the farmer if 
there is voltage fluctuation or 
a power cut. 





















manage their 
irrigation pumps. 
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It is especially helpful for those in small towns, 


The application 
enabling them to connect to the right points - be they 


gives her the 


answer, and colleges, tutorials or universities. It has, for instance, 
continues helped a youth from Akola, Maharashtra, pursue a career 
to answer in film script writing. au 
supplementary 
questions till 


She is satisfied. 


pe 


"The platform is 
designed in such 4 U 
a manner that >=] | 
> ° 1 =A Applied Mobile Labs has 
it evolves with | = now partnered with Airtel 
the customer, a` to deliver the service. 
says Tripathi. | ia. 








EnableM is a live service, charging 
between 749 and $99 for different 
tutorial packs. 


&€nAaL eM 


His company, EnableM, began 
by teaching users English, 
with a coach to guide and 
help. The user dials in and 
listen to lessons in 
sequential order. There 
are tests at the end of He has also prepared 
each module. The tutorials for the common 
course is so designed Í entrance test for 
oo that end results can § management schools, 
| be mapped. bank officers' entrance 
exams etc. "We bring in 
brands like Pearson for 
users in smaller towns 









and villages who would 
otherwise never have 
access to them," he says. 
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QUALITY SCHOOL EDUCATION 


Levelling the 
Playing Field 
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WI >x% Jitendra Singh topped Class V 
1e n in his primary school in Agra 
district with an overall score of 84 per cent more 
than three years ago, his headmaster wondered 
where the boy should enroll next. To realise his 
full potential, Singh needed to go to a good sec- 
ondary school, but his family had room, books, uniforms and five meals a 
limited means and would not be day — all of it completely free. 
able to afford most of them. Nadar is not alone. A number 
of other business families such as 
Bharti Airtel's Mittals, Wipro's 4 
Azim Premji and the Birlas of the 
Aditya Birla group have also been 
setting up similar schools. The 
Bharti Foundation, for instance, 


There are two VidyaGyan schools — the other one 
in Sitapur, in central Uttar Pradesh — where Nadar's 
eponymous foundation provides free education to 
school toppers from the state's rural areas, whose 
family income is less than X1 lakh a year. The 
schools provide hostels, a computer in every hostel 








The headmaster finally asked 
Singh to apply to both the 
Jawahar Navodaya Vidyalaya 
- a chain of free, quality 
schools being run by the 
Central government for 
more than a quarter cen- runs the Satya Bharti School 
tury - and VidyaGyan. The boy THE AVERAGE ALL Programme, which provides free 

opted for the latter, took the en- 


education to around 38,000 stu- 
trance examination and was ad- INDIA DROPOUT dents in 254 schools — a mix of owned 
mitted to its Bulandshahr branch 


RATE IN PRIMARY and managed schools — across six states. 
in western Uttar Pradesh. 


Founded in 2009, VidyaGyan 


The Aditya Birla group runs 42 schools, 
ge VI EDUCATION IN 
is an initiative of Shiv Nadar, the 


mostly in rural areas. Of the 45,000 
children in these schools, over šN 
co-founder of software giant HCL. 2010 


18,000 are educated for free. WV 





For a video on VidyaGyan school, go to 
www.businesstoday.in/bt21-vidyagyan 
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/ Azim Premji Foundation, 
NW which started school edu- 
cation this year, plans to open 
50 schools by 2016, mainly for 
children from disadvantaged 
backgrounds. At present, they 
have six schools. 

"Our focus is to nail the two 
biggest problems that exist in 
the education system — school 
dropouts and teacher absentee- 
ism," says Vijay Chadda, CEO, 
Bharti Foundation. The dropout 
rate at the primary school level 
was 27 per cent in 2010/11, 
according to Ministry of Human 
Resources figures. "Through 
better student counselling and 
community engagement, we 
have been able to lower the 
dropout rate by three to four per 
cent in our schools," Chadda 
adds. What about teachers play- 
ing hooky? "Our teachers are 
well paid, so they are moti- 
vated,” he says. 

singh's family was initially 
suspicious about a school that 
provided so much for nothing. 
"We thought there was some- 
thing wrong," he says. But there 
is no catch and a year later, with 
a score of 95 per cent in his last 
examination, Singh agrees. 

"When students come to us, 
they can hardly speak in 
English," says B. Banerjee, 
Principal, VidyaGyan, 
3ulandshahr. “Our objective is 
to make them at par with stu- 
dents from best private schools 
in urban India." 

30th the VidyaGyan and 
satya Bharti schools emphasise 
education of the girl child. 
VidyaGyan, for instance, re- 
serves 30 per cent of its seats for 
girls. It also enrolls only 10 
students per UP district and has 
thereby covered 50 of them. 
"We are addressing social im- 
balances with an aim to nur- 
ture leaders for tomorrow," 
says Banerjee. € 

MANU KAUSHIK 
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BOLLYWOOD MOVIES 


Rock On 


Th 2009 Aamir Khan- 
e starrer 3 Idiots has been 
screened at the United Nations 
headquarters in New York, and has 
not only Hollywood, but also 
Chinese and Italian filmmakers lin- 
ing up to acquire remaking rights. 
The 2010 Shah Rukh Khan block- 
buster My Name Is Khan strode 
triumphantly across the Islamic 
world, drawing ecstatic reviews 
from Egypt to Indonesia. There are 
more than a dozen highly-popular 
blogs devoted to Hindi cinema by 
westerners who have no other con- 
nection with India, and in many 
cases have never visited the coun- 
try. Interestingly, a number of them 
reveal an unabashed preference for 
masala Hindi films rather than the 
arty variety. Most leading English 
newspapers on both sides of the 
Atlantic carry reviews of select 
Hindi films — recent ones widely 
reviewed have been Talash, Jab Tak 
Hai Jaan and English Vinglish. 

Has Hindi cinema vaulted past 
the language barrier to become 


truly global? It is in the process of 


doing so, feel industry watchers. It 
is winning larger audience in coun- 
tries which have sizeable popula- 
tions of Indian origin — such as the 
United States, United Kingdom, 
Canada, Australia and West Asia — 
suggesting that locals there, too, 
are not entirely oblivious to its 
charms. But it is also gaining popu- 
larity in places such as China, 
Taiwan and South Korea, where 
Indians are few. 


“The overseas collections of big- P 


budget movies are over 30 per cent 
of their total earnings,” says Smita 
Jha, Leader, Entertainment and 
Media Practice, at consulting firm 
PricewaterhouseCoopers. The aver- 
age, however, is still around 10 per 
cent. But sustained growth is pre- 
dicted — overseas film revenues will 
rise at a compound annual growth 
rate of 10.5 per cent between 2011 
and 2016, says a 2011 report by 
consulting firm KPMG, while do- 
mestic increase in the same period 
will be just 9.4 per cent. 


No doubt the non-resident . 


Indians (NRIs) remain the bedrock 
of Hindi films' overseas earnings. 


Apart from Hindi films, Bhojpuri 
ones are a big draw in Mauritius 
and Fiji, while Malayalam films 
have an assured audience in West 
Asia. “The existing markets are 
saturated,” says Jha. “The new mar- 
kets are a value-add.” 


The decision of leading ~ 


Hollywood studios such as Walt 
Disney, 20th Century Fox and | 


Warner Bros to start producing 
Hindi films is another indicator of 
their growing importance. Bank 
financing and film insurance were 
never heard of in the context of 
Hindi films until some years ago, 
but now are fairly common. With 
content becoming more varied, and 
form growing increasingly hi-tech 
with 3D and special effects to match 
those of Hollywood films, 
Bollywood's future looks rosy. $ 
ANAND ADHIKARL 
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CURRENT TURNOVER OF INDIAN FILM INDUSTRY 





PM 


Order and 
Method . 


H holds the record for the highest banana 
€ yield in the country — 110 tonnes per 
hectare in 2003. D.K. Mahajan, from Waghoda 
village in Maharashtra's Jalgaon District, was able 
to achieve this feat only because he embraced 
precision farming way back in 2002. "Precision 
farming makes agriculture profitable," he says. 
Indeed, it does. Mahajan, who had 12 hec- 
tares under cultivation in 1994, has 24 hectares 
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now, having bought more land from his profits. 

Precision farming is a need-based, resource- 
efficient form of agriculture. “In a country where 
almost everything associated with agriculture is 
ad hoc, precision is a desirable quality,” says M.S. 
Swaminathan, Chairman of the M.S. 
Swaminathan Research Foundation, Chennai. 

Traditional farming is imprecise. Everything 
from choice of seeds, their spacing, use of inputs 
such as water, fertilisers, pesticides, and time of 
harvest is governed by tradition rather than need. 
This has made farming a risky business in India, 
with yields a tenth that of many other countries. 
The United States and Mexico's wheat output, for 
instance, is seven times that of India. 

“India faces a huge challenge in feeding its 
rising population — it needs to double current 
foodgrain output by 2050, with little scope to 
increase land under agriculture. Precision farm- 
ing is a great opportunity,” says Alok Adholeya, 
Director of the Biotechnology and Bioresources 
division at The Energy and Resources Institute, 
Delhi. “What we need is farming with highest 
efficiency.” 

Precision farming starts with 
testing, to determine the level of 


nutrients in the soil. After the re- Change for the better: Precision farming 
sults are evaluated. organic ma- at work in Jalqaon, Maharashtra. A laser- 
like focus from seeding to use of fertilisers 


mie D applied to the soil, to boost to irrigation has doubled yield in some 
its organic content. Next, quality experiments 


seeds or seedlings are sowed, fol- 
lowing specific crop geometry. 
Irrigation follows but through drips rather than 
by flooding the soil. Fertilisers are also delivered 
through the drip system. N 

As the crop grows, it is checked for WW 
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World 
AWARDS 2012 





UPES becomes the 1“ Indian 
Jniversity to receive this award! 





THINK NEXT 


UPES, which started off with programs focused on the Oil & Gas Sector, today is a unique University in the education sector offering a 
comprehensive bouquet of undergraduate and postgraduate core sector focused programs in Engineering, Management and Law. A reason 
why we have been successful in placing more than 4200 students in 425 reputed companies inlessthan 10 years. 


UPES offers programs focused on all the sectors integral to the growth of Indian economy - Oil & Gas, Power, Automotive, Aviation, Infrastructure, 
Logistics & Supply Chain, Product Design, Information Technology, Nuclear Technology and International Business. In that respect, as a 
university we have continuously redefined our boundaries. By enrolling into UPES your career will know no boundaries. 


University of Petroleum & Energy Studies, Dehradun 

Energy Acres, PO. Bidholi, Via Prem Nagar, Dehradun-248007. Ph.: 0135-2102549, 08410060090, 08410080040 
E-mail:enrollments@upes.ac.in or visit www.upes.ac.in 

Enrollment Offices: Delhi: Ph.: 011-41730151/152/153. Mumbai: Ph.: 022-67931912/13/14. 

Kolkata: 07278952154, 033-60501143 / 44 Ahmedabad: Ph.: 079-40007933. 

Patna: 08873144753 Vishakhapatnam: 09848111551 Kochi: 0484-2307995/996, 09555671449 
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(fm diseases, and pesti- 
W cides applied as 
needed. The process opti- 
mises inputs and increases 
yields substantially. A preci- 
sion farming project pro- 
moted by Tamil Nadu 
Agricultural University saw 
yields rising 60 to 200 per 
cent for a number of vegeta- 
bles and fruit. 

The 2.5 million farmers 
— of 125 million in the 
country — who have 
adopted precision farming 
have seen a sharp increase 
in their output. 

Even so, the Indianised 
form of precision farming is 
a lot less technology-de- 
pendent than the kind prac- 
tised abroad and is thus less 
capital-intensive. But de- 
spite the clear benefits, its 
spread has been slow. 

Maharashtra’s Jalgaon 
district is leading the way in 
adopting it. Before its farm- 
ers took to precision farming 
in a big way, it ranked 
poorly among the state's 35 
districts in urbanisation lev- 
els. Today it is the third 
most urbanised district in- 
the state, as its villages, 
thanks to increased earn- 
ings from precision farming, 
get richer and acquire ur- 
ban features. @ 

N. MADHAVAN 
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ROAD NETWORKS 


connectivity has transformed the life of K. Surya Subbaraju, 33, a shrimp 

trader in Malikipuram town, in East Godavari district of Andhra Pradesh. 

Shrimps are highly perishable, and the time they take to reach markets is vital for traders. 
“There has been a 10-fold increase in the volume of shrimps we source from West Godavari 

_ andtransport to processing units and exporters in the East Godavari hub of Kakinada,” he says. 
^. The difference was made by the Chinchinada bridge over the Godavari river, which cut the 





distance the shrimps have to travel by 


30 km. East and West Godavari con- 
tribute 60 per cent of Andhra 
Pradesh'sshrimp production. 

Roads have made a dillerence 
to Subbaraju's personal life as 
well. "I am now able to send my 
five-year-old daughter to a better 
school than before, located in 
Narasapuram in West Godavari. 





OF ROAD TRAFFIC CARRIED BY NATIONAL 





THOUGH THEY COMPRISE 
ETWORK 


2% OF TOTAL ROAD N 


HIGHWAYS, 





nd 


41 - 


Earlier there were only ferries acı 
so I could not." 

Three major bridges have bi 
the region in the last 10 : 
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Af lic between the two banks, while retail outlets 
NW and medical and engineering colleges have 
mushroomed. 

Land prices have risen sharply too. "Land used 
for paddy cultivation cost five lakh rupees per acre 
five years ago. The price is now close to 320 lakh per 
acre," says Gollapalli Vidyasagar, 36, an irrigation 
contractor and realtor from Peddapulapadu village 
in Kakinada district. "The bridges are also helping 
the oil companies working in the Krishna Godavari 
basin. They are able to move their heavy drilling 
equipment far more easily than before." 

This region is a microcosm of what is happening 
across the country as roads and bridges link areas 
never linked before. There has been a three-fold 
increase in the length of India's national highways 
alone since Independence, from 23,000 km in 
1947 to over 70,000 km at present. "The pace re- 
ally picked up since 1997 when the government 
began giving a major push to this sector," says 
Manish Agarwal, Executive Director and Head of 
Infrastructure Practice at PricewaterhouseCoopers 
in India. "We had only around 34,000 km then." 
National highways, however, comprise merely two 
per cent of the country's total road length. 
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The push came largely through ambitious road- 
building programmes such as the National 
Highways Development Project by the National 
Highways Authority of India, which started in 
February 1995, and later the Pradhan Mantri Gram 
Sadak Yojana, launched in December 2000 — a 
scheme fully funded by the Centre to provide all- 
weather road connectivity in rural areas. The deci- 
sion in the nineties to create a Golden Quadrilateral 
linking Delhi, Mumbai, Chennai and Kolkata also 
gave road building a big initial thrust. 

However, there is a distinct sluggishness visible 
in the sector today. Developers do not expect the 
government to meet this year's targets. At the cur- 
rent pace, only around 3,000 km of road may be 
completed in 2012/13 against a target of 8,800 km, 
feel industry experts. "We may end the current year 
substantially below target largely on account of is- 
sues relating to land acquisition, procedural delays 
and clearances,” says Agarwal. Others feel develop- 
ers are showing less interest in road projects than 
before because ofthe rise in input costs — both labour 
and petrochemical and diesel prices. Still, India feels 
connected like never before. @ 

E. KUMAR SHARMA 
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> Susan Rainey was 13, she was unbearable, while the Indian discipline helped her 

ed introduced to Yoga by a Japanese realise the power of the mind over matter. “Yoga 

Z. lady for whom she babysat. Later she went through teaches us at the deepest level that we are one with 

Z. two years of formal training in Costa Mesa, California, our body, mind and spirit, and that, above all, we are 

< at the centre founded by Ramakrishna Ananda, aka one with all beings,” she says. 

a Graham Ledgerwood, who started practising yoga in She took to teaching yoga after beating cancer; 
Canada in 1958. and has already passed on her sense of peace to more 

Rainey, who hails from León, Nicaragua, and now than 2,000 pupils. 

lives in Dallas in the United States, claims yoga helped Yoga, one of India's greatest exports and one iw 
her beat ovarian cancer. She found chemotherapy that has shaped the country's image overseas, WV 
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* Cerebra LPO - a subsidiary of Cerebra Integrated Intellectual Property Services, Medical Malpractice & 
Technologies Ltd., a BSE listed Company Personal Injury, Property Law and Conveyancing 

* Wide operational spectrum of IT & ITES services including: | + 
Legal Support Services, Medical Transcription, KPO and 
IT Consulting 


Provide a full spectrum of onsite, domestic anc 
offshore resources in support of client business objectives 


* Deliver global 24/7 cost-effective world-class support 
ensuring high standards of quality and maintenance 
through multiple service levels 


* Offer affordable, efficient, skilled LPO services, mainly 
to USA and Europe 


* LPO expertise in practice areas such as Bankruptcy 
& Foreclosure, Corporate Law, Commercial Litigation, 
Family Law, Immigration, Document & Contract Review, 
Intellectual Property Services, Medical Malpractice & | ' With LPO as the mainstay of business, company geared to 
Personal Injury, Property Law and Conveyancing achieve a growth rate of over 100% 


* Three-tier quality check, security, confidentiality, non- 
disclosure advantage 


LPO user/client advantage gained: * More operational efficiencies * Clear focus on core business*activitiés-.*-Access 
to a breadth of skills, technology, service offerings * Cost-effective services / extensive benefits Sf ime & money 
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Sobhagya 





p 


/ 





ii 





AM took off in the 1960s, owing to the grow- 
NW ing interest in mind-body therapies at the 
time. As The Beatles danced to Maharishi 
Mahesh Yogi's tune and B.K.S. Ivengar taught 
the world how to silence the vibrations of the 
chitta (the mind, the intellect, and the ego), yoga 
contorted its way into the world's consciousness. 

The bigger boost came in the later decades. 
As yoga began to be seen more as a health tool, 
rather than a counterculture fad, its popularity 
surged. Today 20 million people practise it in 
the US alone, up five times in the last 1 1 years. 

Popularity in the West has led other cultures, 
particularly the Chinese, to embrace yoga. An 
estimated 10 million Chinese practise it. Yoga 
studios can be found all over 
Beijing, Shanghai, other me- 
tropolises and the hinterland. 
In fact, China may soon over- 
take the US in the number of 
people practising yoga. 

It is a multi-billion dollar 
industry in the West. The 
Yoga Journal estimates that 
$10.3 billion is spent annu- 
ally in fees, clothes, accesso- 
ries, books, mats and yoga 
video sales in the US alone. 
Many have been cashing in 
on brand yoga, with fancy 
centres, retreats, form-fitting 
clothes, and yoga classes at 
exorbitant fees. Many others 
have built fortunes teaching 
Yoga. The Bikram Yoga 
Studio in New York offers 
hugely popular $25 sessions 
in 105-degree heat. 
According to reports, yoga- 
apparel maker Lululemon 
Athletica, a 14-year-old com- 
pany, declared $1 billion in 
revenue last year. 

Then there are the celeb- 
rity practitioners: Lady Gaga, 
Jennifer Aniston, George 
Clooney, Madonna, David 
Beckham, Beyoncé and Bon 
Jovi. They have furthered the 
soft power of yoga and, by 
derivation, India's. 

That is not to say that 
yoga's grip has loosened in 
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its place of origin. Instructors such as Suneel 
singh, Bharat Thakur and Payal Gidwani have 
attained celebrity-hood. Those who earned 
their fame elsewhere - Shilpa Shetty, Rani 
Mukerji, Kareena Kapoor and Katrina Kaif — 
swear by yoga. 

Just about every neighbourhood gym con- 
ducts power yoga sessions, which cost 3500 a 
month to 310,000. The Bihar School of Yoga in 
Munger, the world's first yoga university, boasts 
85 per cent overseas students, mainly from 
Greece, Germany, Australia, the United 
Kingdom and the US. 

The government has stepped in to do its bit. 
Its officials have documented more than 1,000 
asanas which will be uploaded 
on the Traditional Knowledge 
Digital Library. The intent is to 
stop self-styled gurus from 
claiming copyright on them. 

Baba Ramdev came to 
spearhead a mass movement, 
albeit for a brief shining period, 
because of his popularity on 
television, which has 30 mil- 
lion tuning into his daily yoga 
telecast and thousands of fans 
following him on Facebook and 
Twitter. Much of Aastha TV's 
following is because of its yoga 
sessions, though it also dabbles 
a great deal in spirituality, like 
the other religious channels. 

Ramdev, however, has 
managed what few others in 
India have: line extension of the 
yoga brand into products. 
His 2,300-plus Arogya 
Kendras and Patanjali 
Chikitsalayas sell eve- 
rything from salt, cereal and 
biscuits to shampoo, soap, 
toothpaste and medicine. All 
told, he is estimated to rake in a 
peaceful 31,000 crore a year. 

"Even if it has become com- 
mercialised, all yoga is yoga. 
And it eventually transforms 
you," says Rainey. Has she 
heard of Baba Ramdev? "I have 
not, but I love my Baba: Shri 
Shambhavananda." € 
SARIKA MALHOTRA 


ACCESSORIES, BOOKS, MATS 
AND VIDEOS RELATING TO YOGA IN THE US 
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“ADP is ranked #269 in the 
Fortune 500. And that 
makes a big difference." 


Tonnie Krijger — Senior Development Engineer, Netherlands 


“In the business 
of YOUR success” 


ADP Inc. is a world leader in computerized survey, 2012. And that's why 
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potential. No wonder we're listed among "= Rated AAA by both S&P an 
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most innovative companie 
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MUSHROOMING BANK ACCOUNTS 





TJI ) knock on the door startled Anitha Martin. 
lC J. Her husband, a construction worker, was 
out earning his wages. Her two daughters were in 
school. She was hoping for a few uninterrupted hours 
on her sewing machine. 

Martin opened the door to find K.S. Bhat, a manager 
with Union Bank of India, who wanted Martin to open 
an account with his bank. 

The thought had never crossed Martin's mind. A 
resident of Tripunithura, a tiny speck a few kilometres 
from the city of Kochi in Kerala, she works two sewing 
machines at home to supplement her husband's wages. 
There never was enough to put in a bank account. Or, 
so she thought. 

Bhat was carrying a list of people in the area who 
did not have a bank account. It had been painstakingly 
put together by officials of the municipality and volun- 
teers of self-help group Kudumbashree. Martin did not 
need any money to open the account — it was to be a 
zero-balance facility. And if she opened the account, her 
below-the-poverty-line card would help her get direct 
cash transfers, the UPA government's big largesse this 
year, and other govern- 
ment benefits like different 
types of pension, subsidies 
and scholarship for her 
daughters. 

Tempted, Martin em- 
braced the world of bank- 
ing. And how. "I now 
transact regularly and save 
1500 every week. This will 
help me fund the higher 
education of my daugh- 
ters," she says. Once she got 
into the saving habit, her 
account grew quickly and 
now has more than 
310,000. 

She is one among a 
lakh of people in Tripu- 
nithura, distributed over 
28,000 households, to 
have a bank account, and 
one of 3.3 million people in 
Ernakulam. Together they 
made Reserve Bank of India 
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New beginning: Two Kochi 
women who opened accounts 
| for the first time this December 





100% Account Ability P 


Governor Duvvuri Subbarao, on November 22, declare 
Ernakulum the first district in the country to achieve 
total, meaningful financial inclusion. That nicely 
rounds off the district's earlier milestones of 100 per 
cent literacy and 100 per cent coverage under family ' 
planning. 

Ernakulam shines in comparison with the rest of the 
country. Only about 40 per cent of Indians have a bank 
account. Of those only 13 per cent have debit cards, and 
just two per cent credit cards, according to RBI data. In 
the urban areas a bank branch caters to an average 
1 3,000 people. In rural areas the clientele goes up to 
17,000. In Ernakulam, it comes down to 4,400. 

It was Subbarao who started it all. Now perched 
mostly at Mumbai's Mint Road and confined to meeting 
rooms, conference halls and other forbidding venues, 
Subbarao, who comes from the West Godavari district 
of Andhra Pradesh and topped the 1972 civil services 
examination, does not miss an opportunity to speak 
directly with people. 

And so it was in March last year, when he went to 
Vengoor, an obscure village, as part of the RBI's out- 
reach programme, which 
seeks to spread financial lit- 
eracy. On a hunch, he asked 
how many in the gathering 
had bank accounts. 
Everyone's hand went up. 

This planted a thought 
in Subbarao's mind. If 
Vengoor, as remote as they 
come, could have near total 
banking penetration, why 
not the entire Ernakulam 
district? 

The thought morphed 
into resolve. And Kerala's 
local bank officials set the 
ball rolling. 

"With Ernakulam we 
have made a beginning. The 
RBI's goal is to do this in the 
entire country," says C.V. 
Geroge, General Manager at 
RBI's Kochi office. 

As many as 45 banks 
from public, private and co- 
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operative sectors have spread their presence in account per family would have met t 
the district with 850 branches and about 1,000 — but meaningful financial inclusion 
ATMs. In fact, just two banks — State Bank of we have integrated micro-credit, m 
Travancore and Federal Bank — account for close ance and remittance facilities int: 
to 200 branches. The regional heads of all banks, counts," says S. Jayamohan Na: 
insurance companies and other financial institu- General Manager at Union Bank 
tions met frequently, exchanged notes and went Ernakulam Regional Office, whi: 
about the task in a concerted manner. bank in the programme. 

They have made Ernakulam the first district Even migrant workers, who otherwise | 
in the country where every village has a physical difficult to open accounts, were ii 


branch, all of them equipped to handle electronic PERCENTAGE OF November 17. we received repo! 


transfer of money, including mobile banking. INDIANS WITH A percent of the goal had been ach 
"What we have achieved in the district is not Nayar. @ 


merely financial inclusion — one savings bank BANK ACCOUNT K.R. BALASUBRA! 
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vears ago, Ritika Mittal could no longer 

ignore her inner voice, which had 
been nagging her to move out of her comfort zone and 
do more. 

Her zone was comfortable enough. She had left 
Jalalabad, in Punjab, where her parents still live, for 
Mumbai in 2000 and become a documentary film- 
maker. From there she moved to the more glamorous 


world of reality shows and joined Indian Idol's team of 


producers. She had a home in Bandra, which signalled 
she had attained a certain degree of success. 

Now, she rents an apartment in Guwahati. Her 
mobile phone goes days and weeks without any signal. 
She spends eight to nine months every year living in 
bamboo huts in villages that dot the banks of the 
Brahmaputra. She shares the huts with the native folk, 
cooks with them, cleans with them, teaches their chil- 
dren, and freely risks her Bandra-bred health, once 
nearly dying of food poisoning. 

All this because she has made it her mission in life 
to revive cotton weaving in the North East. 
Her reward is the success of the Mora collec- 
tion, which sells out within days without a 
paisa spent on marketing or distribution. It 


p ; i i ow ae 
Muhe 201 


PN 


WEAVING IN THE NORTH EAST 


is sold on Facebook and at an exhibition in Bangalore. 
Last year she wanted to take it to an exhibition in 
Mumbai, but there was nothing left to display there, all 
of it already sold. 

Mora happened by chance. Her first foray, after 
giving up Indian Idol, was into Lucknowi chikan em- 
broidery, which she took to Mumbai's Kala Ghoda 
festival. One day, while she was winding up her stall, 
someone asked her what she would do next and Mittal 
responded that she would go to the North East. It came 
out of nowhere, and she decided to follow the impulse. 

Once in the North East, she saw an abundance of 
beautiful weaves on synthetic. The region had a tradi- 
tion of cotton weaving, but, to Mittal's horror, it had 
nearly died. She knew she just had to revive it. Decision 
taken, Mittal set out to defy the odds, of which there 
were many. The insurgency in the region is well-doc- 
umented, but that was just one of the obstacles. Mittal 
knew nothing about the people of the area. Everyone 
told her to give up, that there was not much to Æ 
do there, and she was being a fool chasing a WW 
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Z, dream that could cost her life. 
NW Her first stop was at the textile 
ministry in New Delhi to learn more 
about the textile heritage of the North 
East. She also fired emails to craft coun- 
cils. All she got as response was an out- 
dated database of weavers of the region. 
Very often her letters and emails went 
unanswered. “I was baffled by their 'col- 
lective silence’. The North East was just 
one big black hole,” she says. 

That was when she strapped on her 
backpack and set out to explore the 
black hole. She hopped on to buses and 
shared Sumos, walked for days, and 
took the ferry where there was no road. 
One day on a bus to Jorhat she ran into 
Iva. They shared their stories. Iva gave 
Mittal a place in her home in Jorhat, where she stayed 
for weeks. 

The trek through the North East has now become an an- 
nual ritual, as Mittal goes looking for cotton weavers. It is not 
an easy search. There are looms in every other household and 
women dedicated to weaving traditional designs. Everything 
is like it had been for decades. Except for the yarn, which is 
synthetic. There is very little cotton to be seen — not on the 
bodies, not on the looms, and not in the fields. 

How would it be? There is no government incentive to 
weave cotton. The market for cotton yarn is small. Synthetic 
yarn costs half of what cotton does and is easily available. The 
elasticity and strength of synthetic makes it much faster to 
weave than cotton. Wages are therefore lower on cotton, in 
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proportion to the output. Since cotton is 
no longer produced in the region, it has 
to be brought from outside, making it 
more expensive. 

“I realised that the last cotton weave 
had been done about 16 years ago. The 
new generation does not know how to 
weave on cotton. I have been waiting for 
a cotton weave shawl for two-and-a-half 
years. What would take 10 days in syn- 
thetic takes a year in cotton," says Mittal. 

But her annual odysseys have done 
their bit. Hers will never be an organised , 

effort, but she has found some method 

in her madness with a loose network of 

cotton weavers. There are no deadlines 
for the weavers. At times there are as 
many as two dozen of them and then 
there are months when the number is down to one. But, 
slowly, surely, cotton is finding its way back to the looms. 

Mittal's unorganised workforce produces about 200 pieces 
a year. She uses natural dyed Eri silk, Mugha ghicha, and tribal 
weaves on mulmuls, chanderis, and kalamkaris. The dyes are 
natural, "I see a particular red on a flower; if that's the colour 
I want, I extract it and use it." She designs and manufactures 
the pieces herself, with some help from her mother. The stitch- 
ing is done in a unit in Jalalabad. 

It is not a lucrative venture. This year, before her collection 
went up for sale, she had 33,000 left in the bank, but she man- 
ages to pay her bills and save for the next year's journey. 
Which must begin every November. 
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A Revolution Gathers Pace 


Rehman, resident of 
Ma l l l i b (1 r Dinhata, a small village 
near Cooch Behar in West Bengal, has a banana plan- 
tation with 300 trees. Some time back he found the 
fruit it was yielding was smaller than usual, and was 
also not ripening the way it should. He called IFFCO 
Kisan Sanchar Ltd (IKSL), an agricultural support serv- 
ice run by IFFCO, India's largest fertiliser company. The 
advice IFFCO gave him worked for him — his next yield 
sold for 310,000 more than usual. 
" We are not focused on farmers benefiting in terms 
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of lakhs of rupees,” says S. Srinivasan, CEO of IKSL. “If 
a small-time farmer gets a benefit of even 35,000, we 
are happy.” 

IKSL's phone service helps farmers keep up with 
technology. IKSL sends five one-minute voice updates 
daily to farmers who sign up for it. The service, offered 
in the local language in 15 states, covers topics related 
to agriculture, animal husbandry, horticulture, gov- 
ernment schemes and the weather. It is provided free; 
farmers pay only for the phone call if they &šN 
choose to go beyond the updates and talk toa WY 
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/4@, consultant. The service has 2.6 million 
NW subscribers. Its gets more than 400,000 
calls a month. 

Technology is becoming an enabler for rural 
folk. It is not only helping marginal farmers in- 
crease revenues, but also revolutionising educa- 
tion, health care and financial inclusion. 

Aakash Educational Services Ltd (AESL), 
for example, one of the country's biggest tuto- 
rial institutes, hit upon the idea of 'tablet 
teaching'. AESL has over 60,000 students 
preparing for engineering and medical exams. 
For years, Director Aakash Chaudhry had 
been trying out online and satellite teaching 
technologies to provide standardised lessons 
to all, but nothing worked satisfactorily. In 
2012, he imported Chinese tablets, loaded 
courses on them and distributed them under 
the Aakash iTutor programme. After the 
course ends, students get to keep the tablets. 
For AESL, this is cheaper than classroom 
teaching, and students, who increasingly take 
tests online, like the medium. 
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"Thirty per cent of our students opt for 
online tests, and the numbers are doubling, 
trebling each year," says Chaudhry. Many of his 
students are in small towns, and tablets enable 
them to hear lectures of teachers in other cities. 

Another example of how technology is 
changing Indians' lives is in navigation. With 
road signages not always available, the tradi- 
tional method of getting to any unknown des- 
tination was to ask passers-by for directions. ] 
Navigation devices not only help drivers reach 
where they want to, but also provide information 
about the location of hospitals, ATMs and the like. 
Mobile phones can be integrated with them, 
making driving safer as drivers are not distracted 
by phone calls. "Lots of new things spring up in 
a city, such as a mall or a hospital," says Sanu 
Vasudevan, India sales head for TomTom, an 
Amsterdam-based navigation device maker. 

With more and more services now available 
on virtual platforms, far greater efficiency is 
likely to follow. é 
SUNNY SEN 
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We continue to be among India's most customer friendly banks introducing schemes and 
products that empower your dreams. 


Come to Central Bank of India and experience “Touch Banking”. 


We appeal to the public to donate generously to Prime Minister’s National Relief Fund (PMNRF) 
We accept online payment. Donations are fully exempted from Income Tax under Sec. 80G of the I.T. Act, 1961. 


F ther details please visit www.centralbankofindia 9 in or contact Toll Free Customer Care No.: 1800 200 1911 
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No Other Option 


Bt 2030, India will have 68 cities with a million-plus population. Europe today 
y 














has only 35 such cities while India already has 42. And by 2030 some 590 
million Indians will live in cities — twice the current population of the US. These are the 
estimates of a McKinsey study titled India's Urban Awakening: Building Inclusive Cities, 
Sustaining Economic Growth. It predicts that the current Indian approach towards 
managing cities will lead to urban decay. 

Space will be a constraint in India's bustling overcrowded cities and it will be neces- 
sary to build high rises that could be guzzlers of water and electricity. Green buildings, 
then, that optimise use of these resources will be the key to ensuring successful ur- 
banisation of India. 

In mature markets the cost premium of constructing green buildings is around one 
to six per cent. In India, however. it varies between six to 18 per cent, according to a 
report by Jones Lang LaSalle Meghraj. The higher cost is due to lack of technical exper- 
tise in India. It also varies depending upon the level of certification sought from the 
rating agencies by a builder. With savings in electricity and water plus carbon credits 
earned from green buildings, there can be a three to seven year premium payback 
period. Carbon credits are tradable certificates awarded to groups that reduce emissions 
of greenhouse gases. A unit of carbon credit allows the holder to emit one tonne more 
of carbon dioxide than it was initially permitted. 

In India, the Indian Green Building Council, offers the Leadership in Energy and 
6 Environmental Design certification, better known as LEED, in a partnership with the US 

Green Building Council. The Union Ministry of Power has also issued the Energy 
Conservation Building Code supported by the Bureau of Energy Efficiency. The Energy 
and Resources Institute has the Green Rating for Integrated Habitat Assessment also 
adopted by the Ministry of New and Renewable Energy. “The rating system enables 
urban designers to apply green concepts and criteria so as to reduce environmental 
impact which can also be measured,” says S. Raghupathy, Executive Director of the 
CII-Godrej Green Business Centre, which offers advisory services to industry in matters 
relating to green buildings, energy efficiency and water management. 

It is important for new buildings to set the example. The ITC Green Centre, 
Gurgaon, which was certified the largest green building with the highest 
‘Platinum’ rating in 2004 while it was under construction, used fly ash bricks 

and appropriate technology to ensure zero water discharge. It also targeted 

53 per cent energy savings over normal buildings and went for 40 per cent 
reduction in potable water use. The building had a cost premium of 15 per 
cent and a payback period of six years. 

Old buildings can also be renovated to become green. Cement major ACC has reno- 
vated its headquarters, Cement House, in Mumbai to become a certified green building. 
Built in 1939, before air-conditioning became popular, the building has an atrium, a 
skylight and was designed for natural air cooling. ACC decided to do away with most 
internal walls — the CEO sits in an open enclosure — to reduce power consumption. 

Green buildings are the way forward to ensure sustainability of Indian cities, ac- 
cording to Raghupathy. “Green buildings also turn out to be more economic in the 
long run and make business sense," he says. € 
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Greenest of them all: The ITC Green 
Centre in Gurgaon was certified the 
largest green building with the highest 
‘Platinum’ rating in 2004 while it was 
under construction 
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SELF-HELP GROUPS 


All together. 
group Sadha M 


In the Name of the Lord 


T ) years ago, Gangadhara Kotyan, 34, a 
( rl | 2th standard dropout, worked as a 
salesman in a bookshop in Karnataka's 
Madanthyar village for a meagre monthly salary 
of 31.500. "We were nine children, including five 
girls," he says. "We had to feed them all." Today 
he owns a bookshop, and earns about 325,000 a 
month. 

Kotyan's lot changed after he joined a self-help 
group eight years ago, promoted by the Shri 
Kshetra Dharmasthala Rural Development Project 
(SKDRDP), a non-profit trust widely known across 
rural Karnataka. With money borrowed from the 
group, he bought a bookshop. and developed his 
business. "I have been able to marry off two sisters 
and raise a rubber plantation, areca and coconut 
on our land thanks to my business income," he 
says. He owns eight acres of farmland now. 

He is one of around 2.3 million people lifted out 
of poverty by a widespread micro credit movement, 
launched in 1995 by D. Veerendra Heggade, the 
Dharmadhikari or Chief Administrator of the Shri 
Manjunatha Swamy Temple, the famous Hindu 
centre of worship at Shri Kshetra Dharmasthala, 
about 77 km from Mangalore. The movement, 
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with 2 30,000 self-help groups, is spread across 16 
districts of Karnataka, as well as in Kasargod, 
Kerala, and, is poised to touch 335,000 groups by 
the end of this fiscal year. 

"What we do is not philanthropy,” says 
Heggade. "There are hundreds of government 
schemes aimed at the poor, but the beneficiaries 
have no information about most of them. We edu- 
cate them on these programmes, besides running 
our own." 

The trust has a field staff of about 6,000, all 
from local villages, who organise the self-help 
groups and handhold them on a regular basis. 
"They help individuals with their business plans, 
take up livelihood activities, but also inculcate the 
habit of savings and repayment," says the Trust's 
Executive Director, Dr L.H. Manjunath, a veteri- 
narian by qualification. 

The members save about 310 to 320 a week, 
and the self-help groups keep these in their indi- 
vidual bank accounts. Where there are no bank 
branches, the trust manages them. A member can 
get a loan of anywhere between 310,000 and 
13,00,000. The self-help group he is at- AN 
tached to provides it from its own savings — if WM 


SOMETIMES, THE MOST BEAUTIFUL 
SIGHT IN THE WORLD IS A COMFY BED. 
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‘Holiday Inn Express Ahmedabad, Ashram Road. 
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SKDRDP THROUGH 230,000 SELF-HELP = T 


GROUPS IN 16 DISTRICTS OF KARNATAKA, 
AND KASARGOD IN KERALA 


Aff it has enough — or with the assistance of the 


W trust. The trust borrows from a clutch of 


banks at 12 per cent interest and lends to the 
groups at 18 per cent. The interest income the trust 
earns is ploughed back into community welfare 
projects related to drinking water, sanitation, wa- 
ter purification, etc. The trust has been reporting a 
surplus from this microfinance activity since 
2006/07, earning about 225 crore from it in the 
first half of 2012/13. "Heggade's vision is that the 
programme must run on its own strength, inde- 
pendent of support from temple funds, and make 
people self-reliant," says Manjunath. 

What if a member defaults? Usually other 
group members bring moral pressure on him to 
pay up. "A defaulter cannot be thrown out of the 
group,” says Manjunath. “But if more than two 
members resort to wilful defaults, we close down 
such groups." Such defaults are treated as non- 
performing assets by the trust, which — just like 
banks — makes provisions for them every year. But 
defaults are rare — there were none, for instance, 
in 2011/12. "Itis due to the deep-bonding mem- 
bers develop with their self-help groups over a 
period of time," says Manjunath. 

Micro-credit is only one of the many pro- 
grammes the trust runs to combat rural poverty. 
It also has an education project in which, instead 
of running schools on its own, it provides teach- 


ers to community schools, bearing the cost of 
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their salaries. Initial support, however. is only for 
a year, after which it is reviewed. "We have 450 
teachers now in schools all over Karnataka," 
says Manjunath. 

The organisation runs its own health insur- 
ance scheme as well called Sampoorna Suraksha 
(total protection) in which, for a premium of 3380 
per year, a member is eligible for hospitalisation 
costs up to 310,000, maternity costs up to 37,500 
and a death compensation of 35,000. Around 1.3 
million people are part of the scheme. The trust 
has also partnered with the Krishi Vigyan 
Kendras and various government departments to 
guide and advise farmers on organic farming and 
the dairying technologies. 

The trust, quite often, shares its expertise of 
building a community network of such massive 
scale by holding training programmes for other 
NGOs. Between April and December 2012, about 
150 NGOs from across the country participated 
training programmes at the trust, sponsored by 
the National Bank for Agriculture and Rural 
Development. Such sharing can lift millions more 
like Kotyan out of poverty. 

Kotyan's own self help group, Sowmyashree, 
which he currently heads, has 10 members, all self 
employed like himself, thanks to the trust. The 
dividing line between self-help and divine inter- 
vention is sometimes thin. 

K.R. BALASUBRAMANYAM 
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ICAI 


The Institute of Chartered Accountants of India (ICAI) is the second largest professional accounting body ii 


to usher in greater heights of excellence in the profession of Chartered Accountancy. As the most 


accounting services and competent human resource, ICAI has over two lakh members and more than f: 


all in pursuit of excellence in the world of accounting. With specially tailored accounting curriculun 


exposure to latest IT techniques, ICAI is responsible for professionals who are successtully venturing ini 


ofihe financial markets and continue to leave an impression of the highest standard. 
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e Financial Reporting . 


Auditing: Compliance Audit, Management Audit, Forensic Audit à 
Taxation & Corporate Laws 

e Internal Audit & Control 

e Financial Management: Corporate Restructuring, Mergers & 


Acquisitions, Forex & Treasury Management, Due Diligence " 
e Information Technology: ERP Implementation, Systems Audit, ° 


Software Development 2 
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Insurance & Risk Manageme 
Strategic Management 
Knowledge Management 
Management Consultancy 


Statutory Audit under variou 


The Institute of Chartered Accountants of India 
(Set up by an Act of Parliament) 
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ENTREPRENEURSHIP 


Startups, a Silicon Valley- 

based seed fund and ‘ac- 

celerator', opened shop in July 2010. It 

has since funded 425 start-ups in 20 

countries. Of late, India, where it has 

backed 10 companies starting in late 

2011, has been growing bigger and 
bigger on 500 Startups's radar. 

On a Saturday in November, Paul 

singh, a 500 Startups partner, landed 
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in Delhi — his second trip to India in a 
month. "India is the third most interest- 
ing country after Mexico and Brazil for 
writing the cheque. The start-up com- 
munity here looks like what America 
did 15 years back," he says. Only 
Mexico, with 17 deals, outnumbers 
India on the 500 Startups list of compa- 
nies funded in the last six months; AN 
the seed fund has backed 10 in WE 
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/ Brazil, the same number as in India. 

wW 500 Startups is just one among the 
many, many start-up funders in India. In fact, the 
Californian accelerator — accelerators handhold 
early stage start-ups in honing their business 
models or building prototypes — is late to the Great 
Indian Entrepreneur boom. In the past few years, 
start-ups have been popping up all around India. 
Most of them are in the big Indian cities but stead- 
ily the wave is sweeping over small cities, business 
schools and engineering colleges. 

There have been perk-ups in entrepreneurial 
interest, to be sure, in the past, but what is different 
this time is the easier access start-ups have to ven- 
ture funding and angel investors, besides the 

growing spread ofan 


ONLY MEXICO WITH 17 avuncular set of 
DEALS OUTNUMBERS funders called 
, "friends, families and 


INDIA (10) ON fools”. The number 
THE NUMBER OF of early stage com- 


COMPANIES FUNDED BY panies funded was 


71 in calendar 


500 STARTUPS IN THE 2011, nearly 2.5 


LAST SIX MONTHS times from the year 


before, says deal 
tracker VCCEdge. A more accurate number could 
be a few times higher as most such deals, especially 
those with funding from friends and families, go 
unreported. 

The surge of entrepreneurship also means 
higher expectations. "We believe that India and 
Asia will produce the next $200 million to $ 300 
million tech companies. These will be products 
and services that can scale very well," says Amit 
Anand, Founder, Jungle Ventures, a pan-Asian 
venture fund that is keen on spotting start-ups 
with globally competitive products. "Indian en- 
trepreneurs are becoming much more operation- 
ally savvy than elsewhere and there is a big 
change in mindset that is happening in terms of 
trying out new business models." 

As this change takes root, says Anand's col- 
league and Managing Partner Jayesh Parekh, the 
next step will be to help Indian start-ups get to 
other emerging markets like Singapore, 
Malaysia, Indonesia, China, Korea and Japan. 
What excites him about India is the opportunity 
to build digital media and consumer Internet 
businesses collaboratively with low start-up 
capital. "There is more collaborative energy than 
competitive. Local VCs and angel networks all 
want to work with us," he says. € 

TASLIMA KHAN 
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GRAM TARANG 


Qum P 


eventually would like to marry and settle 

down, but right now 28-year-old Kalpana 
Prusty is in love with her new life and her profession in a ; 
new city — Bangalore's Bannerghatta Circle — which is far 
away from her Ghoradiya village in Orissa. "I come from 
a really poor family of nine members and could not imag- 
ine a life such as this where I could actually provide for 
others," she says. Prusty counts herself lucky to have 
responded to an advertisement she saw in a paper about 
Gram Tarang: "I have studied up to 1Oth standard and 
my life was going nowhere... Then I approached the in- 
stitute in February this year and got trained in sewing at 





the Jatni centre," she says. Training Centre, Bhubaneswar. for offering vocat 


Her skill training, lodging and food were free of cost and she ing: "We were the first ones to partner them and 
managed to get placement with Aquarelle India, a garment that many youth needed a residential training 
manufacturer. Here she earns a salary of 36,500 a month and far-removed from the life of a city and needed 
gets subsidised accommodation for 3200 per month. even in use of toothbrush, toilets along with thei 

The objective of skilling youth, that allows them to gain skills," he says. 
livelihood, is not exactly what Mukti Mishra envisaged when As this took shape. Mishra got 64 kids from naxa 
in 2005 he first acquired the ailing Jagannath Institute for areas such as Rayagada and poverty-afflicted regio 
Technology and Management (JITM) in the tribal and naxal- Bolangir and convinced mining group Vedanta t 
affected district of Gajapati in Orissa. "I wanted to give back to entirely. As this expanded. he got some outsou! 

_ the society and my dream was to also have a B-school that IL&FS and then approached the Ministry of Rural! De 
actually runs a business where students get first-hand exposure (MoRD) directly for more such initiatives. By 2010. it helpe 
of the demands and management," says Mishra. JITM became the first multi-sector. private : 

To his dismay, he found many students dropping out for legislated by a state Act, and was instituted 
various reasons. Either there were monetary constraints, or University of Technology and Management (CUTM 
they just could not relate to the courses. "In many cases, I found This allowed the varsity to take on 10.000 studi 
they were so far removed from the demands of modern work- MoRD programme, who had to be trained in thre 
place and actually required grooming and a training that would despite the partial funding I got from the ministry, l realise 
quickly make them employable,” he says. I needed funding and this is when I approached the g 


That is when he decided to partner Central Tool Room & National Skill Development Corporation (NSDC) lor fund- 99 
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Lessons in e-learning 


(dm ing and created Gram Tarang as 
NW aseparate entity that runs within 
the university," says Mishra. 

The advantage was that Mishra was 
now able to not only offer vocational 
training, but offer students the full ben- 
efits of a residential programme where 
they could interact with other students 
and teachers and get better exposure. 
Also, he was able to sustain the 
largely free-of-cost-model for margin- 
alised students under Gram Tarang 
as he could use many of the univer- 
sity's common infrastructure such as 
teachers, administration, premise, 
and other resources. 

A recognition of its effort is that 
Gram Tarang, this year, manages to 
find mention in the Secretary General, 
United Nation's report on 'Right to 


Education: Promotion and Protection of 


Human Rights' as an example of the 
good practices followed in public-pri- 
vate partnerships across regions by 
different stakeholders. Every year 15 
million youth need initial vocational 
training in India and the existing pri- 
vate and public institutional capacity 
captures just three million. 

Gram Tarang offers aid in spaces 
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MILLION 


YOUTH NEED INITIAL 





VOCATIONAL TRAINING 
IN INDIA EVERY YEAR 





that few can really imagine: "Mishra 
actually sends local cooks with batches 
of youth to cities. He teaches them 
specialised courses, such as industrial 
sewing, that are in demand and takes 
pain to ensure that local youth get ad- 
justed in big cities," says Dilip Chenoy, 
CEO and Managing Director, NSDC. 
Few realise the challenges when it 
comes to skilling poor youth from far- 
flung regions of the country: “I am one 
of the few survivors. Many others have 
run back to the village as they cannot 
cope with a different language and alien 


culture,” says 30-year-old Sarat 
Chandra Nayak who works with auto- 
components maker TATA-ASAL for ë 
salary of 16,500. He was trained as e 
fitter and industrial helper last year a! 
Gram Tarang. "I got everything free o 
cost, and the company tries hard to hel 
us adjust," he says. 

Having trained 23,000 students 
Mishra now is aspiring hard to com 
plete the entire loop in other ways. Hi 
university has already registered witl 
the All India Council for Technice 
Education and the University Grant 
Commission this year. It will be able t: 
offer a degree on vocational trainin: 
called B.Voc and it has partnered wit! 
National Institute of Open Schoolin 
where it is able to offer those underg¢ 
ing skill training a 10th and 12t 
standard certification as these are stt 
dents who had to drop out of trad 
tional schooling and opt for vocatio 
for various personal constraints. "Th 
will offer the critical vertical mobility 1 
students and allows for the critic: 
credit transfer that has long come ! 
the way of giving vocational trainir 
the sanctity it deserves," he says. € 

SHAMNI PANEL 





A last, multiplication and division 
| are adding up for 13-year-old 
Simran Yakub. “I not only follow math 
now, but can also read and write Hindi." 
she says. “I used to make many mistakes, 
but after coming to the centre, I’m doing 
better.” She is referring to the Mindspark 
Learning Centre in Govindpuri, New 
Delhi, where children like her from neigh- 
bouring slums come to supplement their 
school education with time spent at the 
centre learning on computers. It is one of 
two centres set up in the city by 
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Educational Initiatives (EI). The centres 
have 20 computers each. Students come 
in three times a week for an hour each to 
learn Hindi, English and mathematics. 
EI is an education research organisa- 
tion started by a group of alumni of the 
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students’ learning gaps. It is personalised 
because it adapts to each user. aa 
EI's learning centres were estab- w 
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(4m lished with the help of Central Square 
NW Foundation, a philanthropic organisation that 
aims to improve learning outcomes of children from 
disadvantaged communities (see Give and Ye Shall 
Receive on page 1 38). Services such as these, which use 
technology and online learning, could well be the sil- 
ver-bullet solution for India's challenges in primary and 
secondary education. 

There are 1.4 million schools that teach kindergar- 
ten through high school, or K-12. The government 


runs about 80 per cent of these. The penetration of 


information and communication technology (ICT) in 
schools is about 10 per cent, through programmes 
such as Sarva Shiksha Abhiyaan and ICT@Schools. 
Some 689,000 positions for teachers are vacant, and 
670,000 teachers are untrained. 

While companies such as Educomp and IL&FS are 
making inroads with digital teaching systems, the 


potential is vast. India has relatively little in terms of 


online models of the likes of California, US-based 
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Rocketship Education, that relies on technolog 
boost academic achievement in low-income ni 
bourhoods. 

Meritnation.com is one of India s biggest oi 
learning portals, with 3.7 million registered stu« 


across nine countries. About 10 per cent of the stud 


are from outside the country. Despite its for-profit n 
— it charges each student 33,500 a year for all su! 
— it has found ready takers. "We find that at leas 


the traffic is from smaller towns," says Pavan Chouh 


Co-founder and Managing Director. The only thin; 

keeps Meritnation.com from spreading further in 

India, he adds, is the low level of Internet access. 
There are other issues, too, especially at the pri 


education stage. "Technology surely holds the solut 


but I am a great believer in human intervention ! 
it comes to delivery of primary education, ` says | 
Sabha member Anu Aga, who is involved in edu: 
initiatives for underprivileged children. 
SHAMNI PA 
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-Chikkaballapur is a p 

in eastern Karnataka. | 
villages, none of which has anything ii 
irrigation. Except rains, which are errati 
was declared drought-hit in each of the last | 

If only the fields could be irrigated 
without anyone being called crazy to! 
tion. For, the 1,674 milk cooperativ: 
pick up no less than 925,000 litre 
Organised under the Kolar District Coopei 
Union, they pay {18 for each litre. 

About 24,000 litres of this is consum: 
and the rest sent to Bangalore, and pla 
Pradesh and Kerala, which pay betw: 
123 for each litre. Bangalore region's 
have a dairy network of their own, whic! 
million litres a day. 

All told, the dairies of Karnata 
12,000 of them - defy the hardship: 
wheels of the state's rural economy turni 





` 


made Karnataka the second-largest m 
among states after Gujarat. 

Gujarat's dairies make the state ! 
distance, with procurement at more than tv 
in Karnataka. Amul, the brand owne 
Cooperative Milk Marketing Federa 
largest dairy brand. 

In many ways, Karnataka follows in 
of Gujarat, which, under Verghese Kurie 
country on course for the White Revolu 
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Karnataka' story stands out because th 
fortunate than Gujarat in industrial dev: 
economic growth. Just 100 km from B 
Kolar-Chikkaballapur remains untouched 
city's industrial and corporate glitz. Kai 
capita income — in 2009/10 prices 
compared to 363,961 for Gujarat. 

[t has been a decade and a half sin 
took the US to become the world's larges! 
ducer. At the time, India's production wa 
litres a day. Today, India accounts for 
the global milk output. And there is 
India’s 70 million dairy farmers have a 
forward to, with the demand in the cout 
to touch 203 billion litres a day in 10 
cent rise over the current 124.16 bill 

K.R. BALASUBI 
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THE INSTITUTE OF COST ACCOUNTANTS OF INDIA 


COST ACCOUNTING A PROMISING CAREER... 


In a one on one conversation, ICAI President CMA Rakesh Singh talks about the many duties 
and responsibilities that he holds and the vision he has to take the institute forward 


— 


| 








I CMA Rakesh Singh 
ICAI President 


m Thirty years is a long time to be associated with ICAI, 
how does it feel? 


We still follow a very old system and maintain the legacy of being a 
statutory body under the Parliament of India. The Institute of Cost 
Accountants of India (ICAI) is a premier institution engaged in developing 
CMA profession and therefore to be a part of this is a privilege for anyone 
including me. In the last thirty years, the situation has changed from the 
demand driven economy to a supply driven and we all know how 
competitive it has become today. Globally, CMA professionals are being 
looked at as key contributors in efforts of the organisations to achieve 
sustained growth and that's where our profession has started to grow and 
garner visibility. Over the past ten years the profession has started getting 
due recognition and industry today needs CMA professionals in huge 
numbers. 
m What do you feel about the shortage of semi skilled 
people in India? 
In the last 68 years since the Institute was founded, we only have had 
60,000 members and five lakh students, but have managed to maintain a 
certain standard of quality. We have entered into a knowledge partnership 
with the Kerala Government. It is a tri-partite Memorandum of 
Understanding (MoU); this scheme envisages educating those who cannot 
go for higher education and are forced to give up after the 12" standard. 
Another problem is - how can we educate students between the 10" and 
12"standards? So, we provide them with some vocational training through 
which they can earn an income and livelihood. In 2009, we introduced a 
course called Certificate in Accounting Technicians (CAT), which has proven 
to be very useful to those seeking employment, as this is a one year course 
with three months of hands-on training, practical experience and a 
computer course (Tally). In this course, students gain basic accounting 
knowledge. 
m Tell us something about the placement of students 
who enroll in ICAI 


Under the centralized campus placement schemes, the Private and Public 
Sector Undertakings participate in campus selection at 4 locations -Delhi, 
Mumbai, Chennai and Kolkata at the pre-announced dates and time. 
Secondly, the Institute organizes customized campus placement as per the 
mutually agreed location, date and time for recruiting companies in 
accordance with their internal recruitment criteria. Many of the PSUs such 
as Coal India, ONGC, NMDC, STC, MMTC, Allahabad Bank and Corporates 
like Nestle, TCS, HCL, TVS, Vedanta, Wipro, Jindal Steel regularly visit the 
campus, scouting for talented CMAs. Over the last few years, there has 
been a gradual rise in the placement percentage and package offered. We 





are having a dedicated placement portal to help the industry to find their 
requirements for experienced CMAs. 


m Does Government of India recognize the qualification 
of Institute for Certification or Audit purpose? 
Within six years of statutory recognition in the year 1959, the Government 
of India amended the Companies Act 1956 in 1965 to incorporate Section 
209 (1) (d) and Section 233B. Section 209 (1) (d) prescribes for the 
maintenance of cost accounting records and Section 233B provides for the 
audit of the cost records. Further, Government of India has constituted in 
1978, an Indian Cost Account Service (ICAS). This Accounting Service is 
meant for persons having professional qualification Cost Accountants/ 
Chartered Accountants. 


Various Ministries such as Ministry of Finance, Ministry of Commerce, 
Ministry of Corporate Affairs, Ministry of Chemicals and Fertilizers, Ministry 
of Textile, Ministry of Consumer Affairs, Food and Public Distribution and 
various department of Government of India namely Central Board of Excise 
and Customs (CBEC), Reserve Bank of India, Securities Exchange Board of 
India (SEBI), Telecom Regulatory Authority of India (TRAI), Fertilizer Industry 
Coordination Committee (FICC), National Pharmaceutical Pricing Authority 
(NPPA), Insurance Regulatory and Development Authority (IRDA), Central 
Electricity Regulatory Commission (CERC), National Securities Depository 
Ltd (NSDL),Public Sector and Private Sector Banks in India, State Public 
Center Enterprises (SPSEs),Public Sector Enterprises (PSEs) have 
recognized the qualification of Cost Accountants for the purpose of Audit 
and certification. Moreover, many States have authorised Cost Accountants 
for auditing, certification of returns and to appear as authorised 
representative on behalf of their clients under the Value Added Tax (VAT) 
Act of State Governments. 


m Asa new president, what steps have you taken to 
keep up with competition? 
The subjects in Intermediate and Final Course of the Institute provide 
balanced and comprehensive knowledge which is evenly distributed among 
four knowledge pillars: Financial, Management, Strategy and Regulatory 
functions. Recently, the syllabus has been revised in line with the changing 
business situation so that it helps in preparing students for meeting the 
stakeholders expectations. Moreover, we have been adopting the 
educational guidelines of International Federation of Accountants (IFAC) to 
design the syllabus so that our students are trained to meet the 
requirements of global economy. 
m Let's end this with your advice to students who want 
to make it to ICAI 
Our courses do not require high IQ levels; what it requires is general 
knowledge, common sense and hard work, which is a basic requirement for 
every course. One of the basic advantages of our courses is that it equips 
you with knowledge that you can practice or use throughout your life. We 
are a Government oriented Institute with an affordable fee structure, so 
students can easily pursue this course additionally, after 10" standard, 
anyone can join our course; there is no age limit. It is a fact that people sell 
their land or take loans to educate their children by spending 10-15 lakh, 
but ultimately, at the end of the day, that individual doesn't even get a 
salary of Rs.7,000 per month. Our course fee is less than Rs.30,000 and, 
after a two and half year course, the average placement package is Rs 6.5 
lakh per annum. 


THE INSTITUTE OF COST ACCOUNTANTS OF INDIA 


( Statutory body under an Act of Parliament) 


CMA Bhawan, 12 Sudder Street, Kolkata 700016 Ph: 033-2252 1031/34/35/1602/1492 Fax: 033-2252 7993/1026 
Delhi Office : CMA Bhawan, 3 Institutional Area, Lodhi Road, New Delhi- 110003 Ph: 011-24622156/57/58 
Toll free nos: 18003450092, 1800110910, email : info@icwai.org, web: www.icwal.org 
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The Institute of Cost Accountants of India is a premier professional institute and a statutory body constituted under an Act of Parliament viz. the 


and Works Accountants Act, 1959 to regulate and develop the profession of cost and management accountancy in the country. The Institute 
forefront for grooming professionals to take up the challenges in the areas of corporate decisions making, management accounting, ! 


management, performance management, financial reporting and strategy, valuation management across a wide spectrum of indust 


manufacturing, services and other sectors of the economy. 


FREEDOM TO PURSUE 


* Employed persons can join and pursue the course simultaneously 
* Canbe pursued along with other full time studies * Can be pursued 
through distance learning mode from anywhere in India * Option for 
oral coaching through experienced faculties at four regional councils 
and selected chapters across the country * Option to write the 
examination in Hindi medium also * An excellent record of campus 
placement * Admission open throughout the year 




























Eligibility 
COURSE FOR ADMISSION FOR APPEARING IN EXAMINATION 
FOUNDATION 10th Pass ]2th Pass 


Foundation (pass) or Foundation pass or 
— Graduate pass 
(A) Audit under different statues & authorizations 
Cost audit under Companies Act 
Special audit under Central Excise Act, Service Tax Act and 
Customs Act 
Audit under Value Added Tax Act of State Government 
Due diligence audit mandated by Reserve Bank of India 
Internal audit mandated by SEBI & NSDI 
Stock audit concurrent audit of banks 
Internal audit of public sector enterprises 
(B) Certification of various returns/forms prescribed by 
following ministries/departments of the 
Government of India 
e Ministry of Commerce 
e Ministry of Consumer Affairs, Food & Public Distribution 
e Ministry of Corporate Affairs 
* Ministry of Finance 
Ministry of Textiles 
« Directorate General of Foreign Trade (DGFT) 
Fertilizer Industry Coordination Committee (FICC) 
National Pharmaceutical Pricing Authority (NPPA) 
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Fees Structure 
INTERMEDIATE COURSE 


Tution Fees for | Tution Fees for 
Postal Coaching | Oral Coaching 
Coaching (Both Group) (Both Group) | (BothGroup) | (Both Gre 


Rs. 3500/-| Rs. 3500/- | Rs. 15,700/- | Rs.19,700/- | Rs.1L500/- | R 
For Prospectus Contact | 


Western India Regional Council Rohit Chambers 4th floor | 
Janmabhoomi Marg, Fort, Mumbai - 400001 Ph: (022)-220454\¢ 
22841138/ 22043406 email: wirc@icwai.org 

Chapters: Ahmedabad, Aurangabad, Baroda, Bhilai, Bhopal, Bil 
Chandrapur, Goa, Indore-Dewas, Jabalpur, Jharkhand-Chirimiri, Ka 
Ambarnath, Kolhapur-Sangli, Korba, Konkan, Kutch-Gandhidham, Nagpu 
Nasik-Ojhar, Navi Mumbai, Pune, Raipur, Rajkot, Surat-SouthGujaral 
Vindhyanagar, Pimpri-Chinchwad-Akurdi, Vapi Daman-Silvassa. 

Southern India Regional Council : CMA Bhawan, 4 Montiet 
Egmore Chennai-600008 Ph: (044)-28554443/ 28554376 
sirc@icwai.org 

Chapters: Bangalore, Bhadravati-Shimoga, Cochin, Coimbatore, God: 
Hyderabad, Kothagudem, Kottayam, Madurai, Mangalore, Mettur-S 
Mysore Nellai-Pearl City, Nellore, Neyveli, Palakkad, Pondicherry, Panipe! 
Vellore, Tiruchirapali, Thrussur, Trivandrum, Ukkunagaram, Vijayawac 
Visakhapatnam. 

Eastern India Regional Council : CMA Bhawan, 84, Harish Mukherjee 
Rd, Kolkata- 700025 Ph: (033)-2455341/595, email: eirc@icwai.org 
Chapters: Agartala, Asanol,Bokaro Steel City, Cuttack Bhubaneswai 
Dhanbad-Sindri, Durgapur, Siliguri-Gangtok, Guwahati, Howarh, Jaipur 
Keonjhar, Jamshedpur, Kharagpur, Naihati-Ichapur, Patna, Rajpur, R: 
Rourkela, Sambalpur, Serampur, South Orissa, Silchar, Talchet 
Hazaribag. 

Northern India Regional Council : CMA Bhawan, 3 Institutional Are 
Lodhi Road, New Delhi- 110003 Ph: (011)-246158788/ 246266/5, emal 
eirc@icwai.org 

Chapters: Ajmer-Bhilwara, Allahabad, Chandigarh-Panchkula, Dehi 
Faridabad, Ghaziabad, Gorakhpur, Gurgaon, Haridwar-Rishikesf 
Jalandhar, Jammu-Srinagar, Jhansi, Jodhpur, Kanpur, Kote 
Ludhiana, Noida, Naya Nangal, Patiala, Udaipur. 








FOUNDATION COURSE | 


Oral 
Coaching 


FINAL COURSE 


Tution Fees for | Tution Fees ! 
Postal Coaching | Oral Coachint 
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BEHIND EVERY SUCCESSFUL BUSINESS DECISION, THERE IS ALWAYS A CMA | 
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is known for its enterprising 

farmers, and Mohkam Singh, 
from Khiva Khurd village in Mansa district, is no 
exception. Eight years ago Singh began to use a dif- 
ferent method of sowing rice that promised to cut his 
production costs. Initially, he set aside only one acre 
of his 25-acre land for the experiment. Today. he 
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uses the method over10 acres. “It reduced labour, 
irrigation and electricity costs, and I kept increasing 
the area," he says. “I am lucky to have opted for this 
as rainfall this season has hardly been adequate." 
Singh is referring to the direct seeding of rice 
(DSR) technique that involves sowing seeds Æ 
directly in the fields with the help of a ma- GW 
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KOHLER 


www.kohlerindia.com 


Stay powered with our x 
comprehensive power solutions 23 


5 [t] 


Diesel Generator Range: 3.5 - 3000 kVA 
Gas Generator Range: 2.5 - 400 kVA 


For years, Kohler has been the first choice of individuals & 
businesses across the world for a quick & reliable power backup. 
Kohler offers a comprehensive range of generators to match user 
specific requirements. So if reliability is what you are in quest of, 
choose Kohler. 


Registered Office: 080 236 
Bangalore: +91 99805 4 
Kolkata: +91 98310 3165! 





4 


4 


Es) 
- 
p 
a 
> 
im 
cm 
< 
p 
mat 


4 
4 


bt} ANNIVE 





RICE PRODUCED BY INDIA ANNUALLY 


hua 


136 BUSINESS TODAY January 6 2013 


oe chine. This is different from the 

N more popular method where 
seeds are first germinated in a nursery for up 
to four weeks, and then the saplings are trans- 
planted to the fields. This method became 
popular during the Green Revolution in the 
1960s, as it enhanced productivity. But it is 
also labour — and water — intensive, as sap- 
lings must be manually shifted and the fields 
kept under three to four inches of water to 
prevent growth of weeds. 

The transplantation method has led to 
extensive use of groundwater resources over 
the past few decades, and is an important 
reason for the fall in the water table. In 
Punjab, for example, the water table is falling 
by up to 33 cm every year, according to 
various studies. This has prompted scientists 
to take a fresh look at rice farming. To be 
sure, DSR is not a new method - it is the old- 
est means of growing rice — and was used 
extensively before the advent of transplanta- 
tion. Farmers would throw rice seeds in the 
fields and depend on monsoon rainfall. This 
was not scientific though, and productivity 
was low. Since then, the DSR method has 
undergone several modifications and is again 
gaining popularity. 

"The DSR technique has been very popu- 
lar in the US and Australia and is fast spread- 
ing in many other parts of the world," says 
Jagdish K. Ladha, Principal Scientist and 
India representative at the International Rice 
Research Institute (IRRI), The Philippines. 
According to a research paper shared by 
Ladha, DSR cuts water requirement by 30 per 
cent on average. Considering that India pro- 
duces about 100 million tonne ofrice a year 
and it takes between 3,000 litres and 5,000 
litres of water to produce one kg of rice, DSR 
can save a massive amount of water. 

Private sector companies such as cola 
giant PepsiCo India and consumer-goods 
maker ITC are also encouraging farmers to 





























use DSR. 

Pepsi, often criticised by civilsociet 
groups for depleting groundwater resourct 
around its plants, in 2004 began supportin 
farmers such as Singh who adopt DSR as pa 
of the company's corporate social responsibi 
ity programme. "We have seen our initiati 
grow from 20 acres in Punjab in 2004 t 
15,000 acres now spread across Punjal 
Haryana, Tamil Nadu and Karnataka," sa: 
Vivek Bharati, Executive Directo 
Agriculture and Corporate Affairs, Pepsi 
India. Ladha estimates that DSR is now use 
on 100,000 hectares across India. This me 
seem small given that rice is grown on abot 
44 million hectares in India, but DSR's infh 
ence is increasing. 

Bharati also says that DSR cuts produ 
tion costs by a fourth. While the transplant. 
tion method costs 38,000 per acre, DSR leat 
to a saving of about 32,000 per acre, he say 
It is environment-friendly, too. According ! 
Bharati, DSR reduces emission of greenhou: 
gases by up to 75 per cent when compar: 
with the transplantation method. 

It is not as if there are no concerns abo 
DSR. "Some farmers report a drop in yield 
says B.C. Marwah, Agriculture Scienti: 
Farm Solutions Business, DCM Shrira 
Consolidated, which makes fertilisers, cro 
care chemicals and hybrid seeds. He adi 
that DSR also requires extensive use of hert 
cides to prevent weeds. 

Still, the advantages outweigh tl 
smaller niggles: “Paying for herbicides is a | 
easier than dealing with labour trouble at 
electricity and fuel costs involved with pum 
ing water," says Singh. “In fact, I am nc 
thinking of pooling resources with a fe 
other farmers to buy a DSR machine." € 
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y have built the most successful venture capital 
O l f and private equity business in India. Your cash- 
outs and bonuses make for a generous pile. You are still in 
your early 40s and are not yet ready to lower gears in life to 
watch your three kids grow. What do you do: 

If you are Ashish Dhawan, you have a go at the next big 
— indeed, bigger - thing: transforming the way India teaches 
its children. Dhawan, who co-founded Chrysalis Capital 
(later renamed ChrysCapital) in 1998 and built it up to be 
India's biggest venture capital (VC) private equity (PE) fund 
backed by foreign investors, has pooled in 375 crore with 
friends to seed Central Square Foundation. "Starting 
Central Square is so much like when I started ChrysCapital 
— dive in, start small, fail, learn, reboot and find your way." 
he says. Two bedrooms in an apartment in New Delhi's 
upmarket Lodhi Estate make for the office of his seven-people 
team, who sit around two large wooden tables. 
The idea is not just to build another non-profit 
but to achieve systemic change, says Dhawan of 
his aim to raise standards in the rote-heavy 
Indian school education system. And for that, he 
wanted to play to his strengths both as an inves- 
tor and as a corporate leader. "We are working 
at two levels. One is to act as a philanthropic VC 
where we identify, incubate and nurture entre- 
preneurs working in the education domain, especially work- 
ing for the bottom of pyramid in the K-12 space. The other 
is to leverage on our networking and advocacy skills to 
provide services and best practices to enable sharing of in- 
novation, highlight learning and knowledge that can even- 
tually influence public policy." he says. K-12 is short for 
kindergarten to Class 1 2. 

Think of it as new-age benevolence. Philanthropy is no 
longer limited to age-old business houses like the Tatas. 
Many businesses that have made it big in the last two 
decades, as also successful professionals, are giving back. 
They are taking best practices of management to areas 
they want to support. "Real organisations are being built 
rather than just cheque book charity. It is a strategic ap- 
proach at a systemic level with the quantum of money to 
back it," says Dhawan. "The results will slowly show for 
themselves." 

The reach of corporate philanthropy is growing, too. 
Foundations seeded by Azim Premji, Shiv Nadar and Sunil 
Mittal's family are engaged in education (see Levelling the 
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Entrepreneur 
with a heart: 


Central Square 
Foundation's 
Ashish Dhawan 











Playing Field. page 96) 
Infosys writes out one 
per cent of its net profits every year to an 
eponymous foundation. Retired investment 
banker Hemendra supports wildlife conserva- 
tion. The Hemendra Kothari Foundation also 
arranges health services and diagnostic tests 
for villagers. Anji Reddy, Asit Koticha, Anu Aga, Rohini 
Nilekani, Rakesh Jhunjhuwala, Vineet Nayar, Kalpana 
Morparia, Nita Ambani... the list goes on. 

Even set against such worthies, Dhawan. who wants 
his epitaph to read “an entrepreneur with a heart", holds 
promise. He is full time with Central Square Foundation 
now, except for some fiduciary work at ChrysCapital, and 
continues to work his long days. Private equity peer Rahul 
Bhasin says Dhawan is very driven and passionate about 
education “and I hope that what he is doing does not re- 
main an island of success but scales up into a much bigger 
movement”. 

If Dhawan and other philanthropists deliver, India will 
have several models with impact on the ground to show 
for. No matter how difficult the odds are. As ChrysCapital 
Managing Director Sanjiv Kaul says of Dhawan: “To be a 
phenomenon in a lifetime is a one in a million chance, but 
to be a phenomenon twice in a lifetime, is a one in a billion 
chance." A chance worth taking. @ 
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V ILII been generated so far, the enormous promise the proje: 
being realised. 
Take. for instance, West Tripura district in remote, north east 
pension payments are being made on the basis of Aadhaar. The prog 
been implemented with extraordinary speed in the state - around thre 
total population of 3.6 million already have Aadhaar numbers. “` 
cash inTripura, everyone has a bank account," says Kiran Gitte, c 


wh West Tripura district. “And WiMAX connectivity, linking the p: 


WV of the banks with the national payment corporation of India, 


ies are serviced at the same pace as in a bank in Mumbai or D 
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around 210 million Aadhaar, or unique identification nun 
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payments very quickly." Despite Tripura's location, pension be! 
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LÁ Y Or go to East Godavari district, Andhra Pradesh, 
W 1600 km from Tripura's capital Agartala, where 
those entitled get their public distribution system (PDS) 
food grain through Aadhaar. They are identified at PDS 
outlets by a biometric verification of their Aadhaar num- 
bers, which drastically reduced fraud. "Authentication 


takes about one second," says A. Babu, Joint Collector of 


the district. "The machine used is even programmed to 
speak in Telugu to help those who are not literate. We are 
saving 20 per cent on rice, 15 per cent on sugar, 15 per 
cent on palm oil, 30 per cent on kerosene thanks to 
Aadhaar." The district has also integrated the PDS with 
beneficiaries mobile numbers and informs them as soon 
as stocks arrive at the outlets. 

Delhi too is following in their footsteps. Through its 
Annashree Yojana, the Delhi government will disburse 
1600 every month to beneficiary families, instead of pro- 
viding subsidised food grain as before. The money will be 
deposited in the account of the senior-most woman in 
these households, with the Aadhaar number used as a 
means of authentication. "It is proved that there are leak- 
ages even in cash transfer schemes," says Santosh Vaidya, 
Director, Mission Convergence, a Delhi government ini- 
tiative to converge all welfare benefits. "To ensure that we 
have every aspect covered, we have linked the scheme to 
Aadhaar." Nearly 2.1 million Delhi families are expected 
to have an Aadhaar number by March next year. 

There is a silent revolution afoot, which well take ex- 
traorinary new turns. 

SHWETA PUNJ 
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A the Delhi office of World Health Partners, a 
[ non-government organisation, a doctor 
monitors the temperature, blood pressure and pulse 
readings of a new mother and prescribes her some 
medicines and tests for her stomach ache. Nothing 
unusual, except that the patient, Rizwana Khatoon, 
22, is sitting in a village in Bihar's East Champaran 
district. How did they interact? Through a video con- 
ference the US-based NGO arranged between its Delhi 
office and its telemedicine centre in the village. 

World Health Partners conducts more than 100 
such consultations a day for patients in Bihar and 
Uttar Pradesh for as little as 330. The conferences are 
managed by Bangalore-based Neurosynaptic 
Communications, which offers a package of remote 
health-care delivery solutions called ReMeDi. 
Neurosynaptic provides this facility for a fee at 1,350 
centres in eight states, partnering with NGOs such as 
World Health Partners, as well as private hospitals 
which have outreach programmes, and government- 
run public health centres in villages. AN 

Neurosynaptic was founded in 2002 by WW 
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“Rb Sameer Sawarkar 

w and Rajeev Kumar. “We 
want to make a difference in places where it is 
impossible for doctors to reach patients,” says 
Kumar. The company started as a tiny outfit 
from the incubation centre of the Indian 
Institute of Technology, Madras. The journey 
for these former engineers at Motorola India 
Electronics has been hard. “We spent three 
years up to 2005 understanding the village 
ecosystem,” recalls Kumar. “We knew formal 
channels never work in these terrains. 
Eventually, in 2008, we got our first scalable 
project with World Health Partners.” 

Sawarkar and Kumar are part of a grow- 
ing breed of social entrepreneurs who start 
businesses not just to make profits but also to 
find innovative solutions to the problems of the 
underprivileged. A younger entrant in the area 
is Vistaar Financial Services. The Bangalore- 
based company provides loans to small busi- 
nessmen, such as powerloom or grocery store 
owners, who find it difficult to get bank fund- 
ing. Founded by first-genera- 
ton entrepreneurs 
Brahmanand Hegde and 
Ramakrishna Nistala, it 
aims to increase its loan 
portfolio to 31,600 crore 
in four years from 360 
crore now. 
“Aspiring entrepreneurs 
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are now more 





aware of the developmental chal- 
lenges our society faces," says Sidhartha Tata, 
Agriculture Portfolio Manager at investing 
firm Acumen Fund. "In general, people are 
more accepting now of market-based solu- 
tions to fight poverty." 

Support is also coming from big corporate 
houses. The software-to-auto giant Mahindra 
Group, in August 2011, launched the 
Mahindra Rise initiative to support service- 
oriented ideas in energy, infrastructure, agri- 
culture, transportation and rural development. 
B. Karthik, Senior General Manager, Corporate 
Brand Management, Mahindra Group, says 
7.000 ideas have so far landed. Mahindra 
gives a grant of up to 340 lakh per venture. It 
has supported 48 so far with a total of 33 crore. 

Social entrepreneurs are also aware that 
the impact of their innovations is not the only 
factor investors look at while funding. "There 
is a recognition that grants and donations are 

finite," says Acumen's Tata. 

"A number of non-profits 

make their models finan- 
cially sustainable." 
Neurosynaptic, for in- 
stance, mobilised fund- 

ing from early-stage ven- 

ture firm Ventureast in 
2003 and 2006, but has 
been self-sustainable for the 





past four years. # 
TASLIMA KHAN 
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Food for Thought 


Í the early 1960s, while on a visit to 
j l Cheranmahadevi town in Tirunelveli dis- 
trict, then Tamil Nadu Chief Minister K. Kamaraj 
noticed a boy herding cattle and asked him why 
he was not in school. The boy replied: “If I go to 
school will you give me food to eat? I can learn 
only if I eat.” His response gave birth to the Mid 
Day Meal Scheme. Today, it has become the larg- 
est schoolchild feeding programme in the world, 
covering 110 million students in 1.2 million 
schools. 

When he became the chief minister in 1982, 
M.G. Ramachandran expanded Kamaraj s initia- 
tive across Tamil Nadu. Initially seen as a costly 
populist measure, it began to get noticed as enrol- 
ment and attendance in schools 
rose. In 1995, the then prime 
minister P.V. Narasimha Rao sug- 
gested that the Mid Day Meal 
Scheme be implemented across 
the country. This led to the birth of 
the National Programme for 
Nutrition Support to Primary 
Education. The programme aims 
to increase school enrolment, at- 
tendance and retention while 
eradicating malnutrition and em- 
powering women through em- 
ployment. 

Has the programme delivered? 
“It has,” says Gaya Prasad, Mid 
Day Meal Director in the 
Department of School Education 
and Literacy, part of the Human 
Resources and Development 
Ministry. Prasad points out that 





and stores have been set up and 2.4 million cooks/ 
helpers, mostly women, have been employed. 
The national programme requires the Centre 
to supply foodgrains free of cost while states have 
to bear the cost of other ingredients, labour and 
infrastructure. However, in the initial stages, im- , 
plementation was patchy. Not many states opted 
for the scheme citing various budgetary con- 
straints. Instead they offered students dry rations. 
In November 2001, the Supreme Court di- 
rected every state government and Union 
Territory to implement the programme in govern- 
ment and government-aided primary schools. In 
the 2007/08 Union Budget the scheme was ex- 
tended to the upper primary (6th to 8th standard) 
level as well. 
The project has received sig- 


( ( nificant funding from the govern- 


ment — the 11th Five Year plan 
had an outlay of 348,000 crore 
while the budgetary allocation for 
2012/13 was 111,937 crore. 
Today, nearly 72 per cent of stu- 
dents at the primary and upper 
primary level are covered by the 
programme nationally. In states 
such as Kerala and Goa, the cov- 
erage is close to 100 per cent. But 
implementation is still a chal- 
lenge in some states. Bihar, 
Chhattisgarh, Uttar Pradesh, 
Gujarat and, ironically, Tamil 
Nadu, are some of the states 
where coverage is lower than the 
national average. 
Oddly, for a programme of 


many more children are going to NUMBER OF KITCHENS this magnitude, there has been 


school now. And unlike earlier, 
girl children are also being en- 
roled, thanks to the free meals. “In 
2001 the literacy gap between 


AND STORES THAT 
HAVE BEEN SET UP 
AS A RESULT OF THE 


no study to measure the nutri- 
tion levels or increase in enrol- 
ment, attendance and retention 
of the schoolchildren. “Since the 


male and female students was 25 NATIONAL PROGRAMME Mid Day Meal is just one of the 


per cent. Now it is 16 per cent,” he 


FOR NUTRITION 


meals, it is difficult to evaluate 


says. the effect on the nutritional 
It has also generated employ- SUPPORT 10 PRIMARY side," says Prasad. 
ment. Close to 577,000 kitchens 
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EDUCATION 


But some indication of its suc- 





x K 


cess can be gleaned from the Planning Commission s 
Approach Paper for the 12th Five Year Plan (201 2- 
17). “For the age group six to 14 years in all of rural 
India, the percentage of children who are not enrolled 


2 


in school has dropped from 6.6 per cent in 2005 to 3.5 





per cent in 2010," notes the paper. "The proportion : 
girls in the age group 11 to 14 years who were out : 
school has also declined from 11.2 per cent in 2005 t: 
5.9 per cent in 2010." Food for thought there. 

N. MADHAVA! 
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PRODUCER COMPANIES 


( 7 l flow was always a problem for K.M. 
MIS 1 Senthil, a farmer at 


Kalathuminnapalayam village, 30-odd km from 
Erode, a town in south western Tamil Nadu. He 
cultivates turmeric and sugar cane — both annual 
crops. The sugar mill to which he supplies cane 
takes its own sweet time to pay him, while the 
turmeric crop usually has to be stored awhile 
before releasing in the market, so as to get better 
prices. Often cash fell short and he had to borrow 
to manage. 

But no longer, not since at the urging of the 
Erode Precision Farm Producer Co Ltd (EPFPC), 
he ventured into growing fruit and vegetables as 
well, from which payment comes in much more 
quickly. “The company has transformed my 
life,” says Senthil, who is also currently EPFPC's 
president. 

EPFPC is a ‘producer company’ — one of 150 
such across the country — which has farmers as 
shareholders. Begun in 2008, EPFPC has 150 
shareholders who own around 2,000 acres. 
“Producer companies bring farmers together and 
thereby enhance their bargaining power while 
marketing their crop. They also help disseminate 
modern agricultural practices," says E. Vadivel, 
Nodal Officer, Precision Farming Project and 
Extension Services at Tamil Nadu Agricultural 
University, who has been the force behind EPFPC. 

What has EPFPC achieved? Earlier farmers in 
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ü > Farmer’s Best Friend 


this region — like most of their counterparts across 
the country — hardly ever updated their agricul- 
turalpractices as they had little scope for sharing 
knowledge. With EPFPC having given the farmers 
around Erode a platform to do so. these practices 
have improved, with many farmers taking to drip 
irrigation and precision farming instead of follow- 
ing tradition mindlessly. (See One Drop at a Time. 
page 20.) A few members recently planted tissue 
culture-based pomegranate for the first time in the 
state, whose produce will earn them 39 lakh per 
acre at current market prices, compared to 32 lakh 
per acre from sugarcane or turmeric. "Producer 
companies can transform agriculture," says 
Vadivel. 

EPFPC has also set up a shop to sell branded 
fertilisers and pesticides to farmers — not merely its 
members — benefitting them immensely. "Earlier 
farmers were at the mercy of retailers while buy- 
ing these," says V.S. Mahalingam, a director in the 
company. "Invariably, the retailer, in order to 
maximise his profit, would advise 
us to buy and use more than needed. Nowadays. 
the manufacturing companies approach EPFPC 
directly." 

The company is also gearing up to help farm- 
ers market their produce better. Senthil, for in- 
stance, has undoubtedly gained by growing 
vegetables, but the price he gets for them NX 
still causes heartburn. "Even today, I sell GW 
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OF PRODUCER COMPANIES 


ESTIMATED NUMBER 
ACROSS THE COUNTRY 


A bitter gourd at X12 per kg, 
NW while the retail price at the 
Erode market is 336 per kg," he 
says. But this will soon change. 
"We will be marketing our pro- 
duce directly," 
Jayachandran, one of EPFPC's 
shareholders. We plan to grow a 
variety of vegetables in bulk over 
100 acres, which we will then 
sell directly to buyers. This will 
increase the farmers' income 
manifold." In future, they even 
plan to sell sliced vegetables to 
hotels, set up grading facilities 
and a cold storage. 

"There is only one catch,” 
says Vadivel. "When a farmer 
sells his produce as an individual, 
his income is not taxed. But 
when he forms a company and 
the company sells it, the profits 
are taxed. This could ring the 
death knell for this nascent but 
promising concept." It is up to 
the government to set right this 
anomaly. € 


says S. 


N. MADHAVAN 
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TACKLING MALNUTRITION 
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has a persisting malnourishment problem. 
! Almost 24,000 children died due to malnour- 
ishment in 2011, according to state government statistics. In the four financial years 
before that, 1.17 lakh children had similarly lost their lives. 

Even so. the death of 14 children due to malnutrition in Bhadli, a village in 
Aurangabad district of Maharashtra, in 2000. came as a shock. It spurred the local 
administration to start — from 2002 — tracking and trying to improve child nutrition 
levels across the district. Three years later, the Maharashtra government expanded this 
into a mission which, in stages, expanded the area being covered until the entire state 
was being tracked. 

The Rajmata Jijau Mother-Child Health & Nutrition Mission (RJMCNM) has UNICEF 
as a partner, and works with Maharashtra government’s Women and Child 
Development department, and the Centre's Integrated Child Development Services 
(ICDS) programme. "Our aim is to strengthen the ICDS, achieve convergence between 
different administrative arms, provide technical guidance and try different models of 
development using the village child development centre as the crux of the effort," says 
Vandana Krishna, its Director-General. 
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Although, as the statistics 
show, the problem is still 
far from overcome, the findings 
of a study by the International 
Institute of Population Sciences 
released in November 2012 are 
encouraging. They reveal that the 
mission has led to distinct improve- 
ment in nutrition levels. While 39 
per cent of children had stunted 
growth in 2005/06, the correspond- 
ing figure in 2012 is 22.8 per cent. In 
the same period, cases of children 
‘wasting away has fallen from 19.9 per 
cent to 15.5 per cent, as has that of un- 
derweight children, from 29.6 per cent to 
21.8 per cent. 

Of course, it all began in Aurangabad. 
Despite the skeletal staff available for the ini- 
tiative, V. Ramani, then Divisional 
Commissioner of Aurangabad, started provid- 
ing children of Aurangabad district with vitamin A 
supplements and getting them dewormed regularly, and 
setting up nutrition care centres. "These were for children 
being treated for malnourishment at the hospitals and 
primary health centres," says Ramani. "Here they got 
regular food and nutrition supplements for six months. 
Their mothers were also compensated for staying with 
them." Since such centres were expensive to maintain, a 
cheaper variant called ‘development centres’ were also 
started, located closer to the children's homes. "These were 
places where parents could leave their malnourished chil- 
dren during the day and they would be given two-hourly 
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nutrition.” adds Ramani. After the RIMCNM began, 

Ramani was made its first director and the same 
measures repeated on a larger scale. 

To keep people informed of the improve- 

ment — or otherwise — in the nutritional 

levels of their children, the mission also set 

about preparing colour-coded graphs on 

large plastic sheets. During village com- 

munication meets, children were phys- 

ically stretched out on the plastic 

sheets and their height and other vital 

statistics measured, so that parents 

could see for themselves the physical 

changes being recorded. Earlier, 

growth charts of children main- 

tained by anganwadi (day care 

centre) workers had never been 

made public. “This helped com- 

municate nutrition and its cor- 

relation to growth to the mothers. They 

could see why their children were being moved from 

the red zone to the green zone on the graph,” says 

Ramani. 

A number of other states are set to replicate 
Maharashtra's efforts. Gujarat has already done so, while 
Uttar Pradesh, Madhya Pradesh, Jharkhand and Orissa 
have shown interest in it. “The Mission s achievement 
shows how data monitoring and a joining of hands by the 
bureaucracy, politicians and civil society can work won- 
ders,” says Ramani. “We did not create any alternative 4 
machinery, just used the district apparatus and still 
achieved our goals." @ 
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SOLAR ENERGY Z 


proliferation of solar 

power farms will give the 
Indian electricity market a jolt in the 
next five years. Already, in the past 
three years, India's installed solar 
capacity has gone from a puny 10 
MW to more than 1,000 MW. It is a 
remarkable feat, given that every 
megawatt of capacity cost 111 crore 


to €12 crore to build. By terms of in- 
stalled capacity, wind energy is big- 
ger than solar by a factor of 18 today, 
but a change in depreciation rules for 
wind energy and the lack of genera- 
tion-based incentives make it less at- 
tractive than 
Development is so-called thin film 


solar energy. 


technology in solar power make it the 
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energy source to bet on, too. 

Two events turbocharged India’s 
solar effort: the Centre's Jawaharlal 
Nehru National Solar Mission (JNNSM) 
targeting 20,000 MW of grid-con- 
nected solar capacity by 2022, and 
Gujarat's pioneering policy to get 500 
MW online. The latter has, in fact, 
awarded projects adding up to 965 
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MW, and is aiming for another 1,000 
MW. Like Rajasthan, Gujarat has high 
levels of solar radiation, and it has prom- 
ised investors returns of 315 per unit for 
the first 12 years. 

[nvestors' response to JNNSM's pro- 
gramme under the first phase of 1,100 
MW has been overwhelming. The gov- 
ernment awarded projects in two batches 
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to those who offered the biggest dis- 
counts to the benchmark tariff of 117.9 | 
per unit. The average tariff discovered 
through bids was 311.80 per unit in the 
first round, and 38.88 in the second. 
Over the past two years, most other 
states have joined the party, coming up 
with their own solar policies. In recent 
weeks, Tamil Nadu and Andhra Pradesh 


have stunned the industry b: 
ing 1,000 MW worth of project 
[Innovations and the ste 
prices of solar panels have spun 
that by 2017, solar power w 

pooled electricity on cost. As 
shoot up, this could happet 
rather than later. 

K.R. BALASUBRAM 
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C-DAC SUPERCOMPUTERS 


all began with frustration. In the early 1980s, 

the Indian Institute of Science and the India 
Meteorological Department were trying to import a 
supercomputer each, but the US government would 
not permit it because of sanctions on the sale of high- 
technology items after India's 1974 nuclear test. 
Undaunted, Indian scientists decided to build their 
own supercomputer system. And Sam Pitroda, Rajiv 
Gandhi's Technology Adviser, convinced India's sixth 
prime minister about the need for a home-grown 
programme. Thus was born the Centre for 
Development of Advanced Computing (C-DAC) in 
1988. 

"Our first machine was developed in three years 
with a budget of 330 crore," says Prof Rajat Moona, 
Director General of C-DAC. "We have not looked back." 

Moona says C-DAC has kept pace with India's 
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growing computing requirements with newer gen- 
erations of its supercomputers, christened Param, 
which means "supreme" in Sanskrit. There are two 
Param supercomputers in Pune and one in 
yangalore. The most powerful of the lot is a 50 tera- 
flop machine - one teraflop is one trillion 'floating- 
point operations’ per second’, a technical term used 
to describe the power of the system's computing 
processor. One trillion equals one lakh crore. 

The supercomputers developed by C-DAC - struc- 
tured as a scientific society under the Department of 
Information Technology — provide much-needed 
computing power to run molecular simulations, 
weather modelling and even pharmaceutical re- 
search. "A lot of researchers use our infrastructure 
over the Internet to run their applications," says Æ 
Moona, who previously taught computer sci- w 
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to India. Find out more at bp.com 


e^ y t e 


oil natural gas wind biofuels efficiency 


Dp 





H 
T 


ISSUE 


> 
m 
=— 
< 
4p» 
fms 
p 


E 
A 


DUANNIVE 





Ad ence at the Indian Institute of Technology, 
NW Kanpur. “CSIR (Council of Scientific and 
Industrial Research) is using our supercomputer 
for its open source drug discovery programme." 

As computing requirements continue to grow, 
C-DAC's role will become ever more crucial for the 
nation. The organisation wants to graduate to 
petascale (one quadrillion floating-point operations 
per second) and exascale computing (one exaflop 
is a thousand petaflops) that would enable applica- 
tions such as advanced medical modelling. 

"Exascale computing will enable the world to 
run applications like personalised drug discovery 
and genetic engineering. Huge simulations would 
be required and these need tremendous computing 
power. However, exascale computing, even glo- 
bally is four or five years away," says Moona. 
C-DAC, he adds, can scale to petascale computing 
in two or three years. 

Petascale computing, meanwhile, has already 
arrived. There are more than 20 petaflop super- 
computers worldwide, with the fastest, Titan, in- 
stalled at the Oak Ridge National Laboratory in the 
United States, achieving 17.59 petaflops. 

While the nation waits for faster supercomput- 
ers from C-DAC, the organisation has been contrib- 
uting in other areas as well, from Indian language 
computing to agricultural and health-care elec- 
tronics. Sony Ericsson and Samsung use Indian 
language technologies developed at C-DAC on their 
mobile phones. The organisation's technologies 
also help in translating Parliament's documents. 
By commercialising its technology. C-DAC gener- 
ates revenue of about 3100 crore to 3115 crore a 
year. With its 3,000-strong employee base and a 
huge array of innovations waiting to be unveiled, 
the organisation can reach for a lot more in the 


years to come. 9 
GOUTAM DAS 
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Giving a 
Little 
Dam 


T. I » 2 is an unassuming vil- 
(1 v<] lage about an hour`s 
drive from the industrial town of Vapi 
in Gujarat. A semblance of a road — 
with no street lamps - leads to the 
village. Humble as it is, Taki is a mi- 
crocosm of the revolution that has 
enriched agriculture in the state over 
the past decade. 

In 2010, Vinod Bhoya, a diminu- 
tive 45-year-old farmer, took the ini- 
tiative to apply to the government for 
a check dam to be built across the 
stream that ran by his 15 acres of 
land. A check dam is a small struc- 
ture that prevents the flow of water 
during the monsoon. The water thus 
stopped can be pumped to irrigate 
fields, and also percolates into the 
ground. 

The check dam was built by a 
non-government organisation in as- 
sociation with the government. Since 
then, Bhoya's earnings from his 
crops, which include paddy, papaya 
and banana, have risen from 
360,000 a year to 31 lakh. "Earlier, 
there was enough water for me to 
farm for only six months," says 
Bhova. "Now, with the check dam, I 
can farm through the year." 


Flipcam interview with farmer Vinod Bhoya at 
i www.businesstoday.in/bt21-checkdams 





Check dams have been around 
Gujarat since before Indi 
but they gained moment 
late 1980s and early 1991 : 
community-led initiative | 
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Many benefits: A check dam on | : 
the Kolak river at Tukwada village, helped things along ii 
Vapi, Gujarat. Check dams have Sardar Patel Partici 
increased the period for which 

water is available for cultivation viesis the state 
by three and a half months neo SE sue w 

cent of the cost of building heck 


Saurashtra region. The governm: 


Conservation Project. Thro hi 


dam, and farmers or NGO 
pitch in the rest. The 
revised to 80:20. 

Not far from Taki is Oz lla 
where a group of people he 
sugarcane farmer Ramanbi | 
pitched in manual laboui tead 
money to build a check da 
The dam, with a capa 
lion cubic feet, cost all of 3f 
10 years up to 200 
only on 25 per cent of my one à 
land," says Thorat. “Now ti 
the entire stretch.” A check dam 
hold up to as much LOO milli 
cubic feet of water and | 
few crore rupees. It is sometimes built 
for industrial use, too 

There are some vol | cauti 
however. Shilp Verma 
date at the UNESCO-IHE Institut: 
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Water Education in the Netherlands 
who is studying the impact 
dams in Saurashtra, says h: logists 


and geologists have expressed 
cern over the number ol check dan 
in Gujarat. "They sa iat n 
check dams means that the flov 
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water to big dams will be 
says. "Also, in years of drought 
lages downstream ma 
Nowhere else in the wi 
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dams been built on this scale. he at 
7. However, opposition to big d 
Z: such as the Sardar Sarovar remain 
f. strong in Gujarat, and check dam: 


have been central to ellor 
mote agriculture. $ 

state has built 125.0 | dams 
at an average cost of 3» lakh to M^ 
36 lakh each. "About wv 
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Ail of those dams are in 
W Saurashtra,” says S.J. 
Desai, Secretary of the 
state's Water Resources 
Department. Citing a recent 
report by the Indian 
Institute of Management, 
Ahmedabad, he says check dams 
have increased the period for which 





8.1 million hectares (a hectare is 


1 2.5 million hectares. 
"Several other states such as 
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RETURNING NRIs kn 


Best of Both 
Worlds 


I Vuppala (35) spent a decade 
Vi «Van ; in the United States, but he 
never intended to settle there. A 1999-batch Indian 
[Institute of Technology, Kharagpur alumnus, who 
went to the University of Chicago's Booth School of 
Business for his MBA, he stayed on only to earn enough 
to pay back his education loan. That done, he gave up 
both his job with global consulting firm McKinsey and 
his green card, and returned to India in December 
2009, to start NephroPlus, a chain of kidney-care 
hospitals. 
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SINCE 2000, GUJARAT 


HAS BUILT 


Andhra Pradesh an 
Karnataka have started fc 
lowing in Gujarat's foo 
steps," says Aditi Mukher 
senior researcher at tl 
International Watt 


Management Institute 
New Delhi. Desai of the state's wat 


SMALL h AT AN department says officials fro 


water is available for cultivation by 35 Orissa and Rajasthan have visit: 
three-and-a-half months. The total AVERAGE COST OF Gujarat to study its check dam 


land under cultivation in Gujarat is LAKH 10 $0 LAKH EACH Meanwhile, his state continues 
2 HIE ste > š y ` Ly "cc 66 e 


build on its success. "We are looki 


2.47 acres) and the total arable land SPURRING AGRICULTURAL at 5,000 new check dams a year Í 


PRODUCTIVITY — 777 seems 


NephroPlus currently has 12 kidney-care centres 
across Andhra Pradesh, Karnataka and Punjab, em- 
ploying more than 200 people. In the last three years, 
it has conducted around 50,000 dialysis sessions, 
without a single cross-infection. "My passion was to 
generate jobs in India," says Vuppala. "At IIT, I paid 
incredibly low tuition fees, barely 31,000 per semester. 
The government subsidised my education, 
paying 125,000 for a semester. I had to give back to 
my country." AN 

Many highly-skilled non-resident Indians are W/ 
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(4, now returning to the country — for dif- 
NW ferent reasons. For some it is family 
concerns, for others, because unlike before, 
there are now enough professional and entre- 
preneurial opportunities available. It is esti- 


state. But now, increasingly, NRIs are con- 
tributing to India with their presence and 
expertise as well. 

In the technology sector, entrepreneurs 
returning to India after having worked in 


mated that around 60,000 Indian profession- c the US are both mentoring start-ups and 
als came back to the country in 2010 alone. — = TM funding them. Sundi Natarajan, 42, went 
All indications are that this is a rising trend. =m. S to the US in 1998 and was part of three 

"When NRIs return, they bring with == cl technology start-ups, becoming an 
them professional contacts with high net = = m = American citizen, too. But he moved back 
worth individuals and venture capitalists,” e= e — > to India in 2010. "I have two daughters, 
says Vuppala. "That helps in financing a ca r — = and I want them to grow up in India just 
company. A former boss of mine back in the == = = like I did,” he says. Natarajan has since 

= Occo 


US invested 32 crore in an angel round in my 
hospital chain. And the McKinsey name 
helped me secure venture capital funding 
last year.” 

The 22-million-odd Indians living 
abroad - almost the population of Australia 
— have always been contributing to the 
home country in the form of remittances. 
India was the top recipient of remittances in 
2012, around $70 billion, followed by 
China, the Philippines and Mexico, accord- 
ing to a World Bank brief on the subject. 
One of the papers on the Indian diaspora by 
Rupa Chanda, Professor of Economics and 


Social Sciences, Indian Institute of 


Management, Bangalore, notes also how 
overseas Gujaratis have lobbied Western 
capitals for foreign investment in their home 
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then invested in nine Indian start-ups, ei- 
ther in an individual capacity or through 
networks like the Indian Angel Network 
and BITS Spark Angels. 

'So far, the contribution of NRIs has 
been more perceptible in sectors such as IT 
and health care," adds Chanda. "In the IT 
sector, NRIs have come back to open sub- 
sidiaries and influenced outsourcing to the 
country as well." If the contribution is 
lower in other areas, it is because of the 
problems inherent to India. "The problems 
are the same the Indian investor faces. 
Corruption, inefficient bureaucracy, una- 
vailability of land and lack of quality man- 
power have been the bottlenecks for large- 
scale investments." € 

GOUTAM DAS 






Enabling a cleaner, 


greener tomorrow. 
Innovating solutions that are 


showing the way ahead 


At Kirloskar, we firmly believe that anything we 
do must enrich lives. It’s this zeal that made 
us develop engines and generating sets, that 
run effectively on 100% bio-diesel, 100% 
straight vegetable oil (SVO) or even a blend of 
bio-diesel. We also provide technology that 
transforms agri-waste into bio-fuel for a 
cleaner, greener tomorrow. At Kirloskar, that's 
what we call a real 
innovation! 


Kirloskar Oil Engines Limited 
(KOEL) has a sizable 
presence in international 











markets, with offices in Dubai, South Africa 
and Kenya, and representative in Nigeria 
KOEL has a strong distribution network 
throughout the Middle East and Africa. What 
drives us today is not just our world class 
products, but our commitment to meet bigge! 
and tougher challenges. we make sure thal 
our clients get their solutions in the shortest 
time & in the toughest of environments. 
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greatest engineering solutions providers of al! 
times. 
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Anand loves 

to play 
chess. He would, he is world champion. But he also loves 
to see schoolchildren play chess, especially because he 
believes it helps sharpen their learning skills. He has 
translated this belief into action, by partnering with in- 
formation technology education company NIIT, of which 


kod he is the brand ambassador, to create a programme 
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called NIIT MindChampions’ Academy. The academ 
promotes chess among students in the seven to 17 a; 
group through the schools in which NIIT provides con 
puter-aided education. “A movement like this will pus 
students to play chess and lead a healthy school life 
says Anand, on the phone from Chennai. 

[t all started in early 2001, at a party NIIT 4 
threw to celebrate Anand's first world champion- W 
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HAS TOUCHED ACROSS MORE THAN 16,000 SCHOOLS 


NO. OF STUDENTS NIIT MINDCHAMPIONS' ACADEMY 
WITH ITS CHESS LEARNING PROGRAMME 


1 MILLION 





166 BUSINESS TODAY January 6 2013 





Ai. ship title. At the party 
W was World Chess 
Federation (FIDE) President Kirsan 
Ilyumzhinov, who was then also the 
President of a tiny Buddhist enclave 
called the Republic of Kalmykia, in 
Russia's south-west. Its capital Elista is 
called the world's chess capital. 

That evening, the chess-obsessed 
Ilyumzhinov - he was his country's 
champion at 14 — described to Rajendra 
Pawar, NIIT's Chairman, how making 
chess compulsory in schools in Kalmykia 
had improved academic performance and 
also brought down the crime rate 
amongst students there. 

An impressed Pawar later talked to 
Anand about it. Within a year, Anand 
and NIIT had together created the 
MindChampions' Academy. Schools that 
use NIIT's computer learning solutions 
are offered the MindChampions' 
Academy module as a value-added fea- 
ture — free of cost in government schools, 
and on payment in private schools. 

NIIT provides a kit to each such 
school, including computer-based chess 
tutorials and chess-playing software. The 
kit also has a process manual on how to 
form chess clubs. Schoolteachers are 
trained in the game, and are responsible 
for running the clubs. Special classes are 
slotted during school hours in which 
students play chess. For instance, Noida- 
based Father Agnel School has seven 
such clubs, each with 30 to 40 students, 
from the sixth to the 12th grade. 

NUT says the MindChampions' 
Academy has so far touched 1.5 million 
children in over 16,600 schools. It also 
cites a 2010 study it conducted — across 
24 schools and 11,000 students — that 
found students learn better in school 
hours if they play chess in a classroom 
environment. According to the study, the 
students' end of year (academic) scores 
had considerably improved in subjects 
such as maths and science. 

One such student is Bappi Deb, a Class 





1 2 student of Teliamura Higher 
Secondary School in West 
Tripura. Deb's aggregate marks were 79 
per cent in Class 1 1, much better than the 
65 per cent he scored in Class 10. There 
is, of course, no scientific evidence on. 
how much of this could have been influ- 
enced by chess. 

Taking the school learning forward, 
NIIT organises tournaments through the 
year, at school, district, zonal and na- 
tional levels. “At one of the zonal tourna- 
ments in Hyderabad, I met tribal boys 
who had come to play chess,” says 
Anand, who spends a week each year 
attending the zonal competitions and the 
finals. He also plays the game with some 
kids at these events — a rare opportunity 
for the little masters. 

NIIT's Pawar says the opportunity is 
huge: “More than 400 million students 
are currently part of the school system. 
There’s so much hidden talent that we 
need to explore.” 

However, chess suffers as students go 
into higher classes. “I was an active player 
until about Class 8,” says Sagar Mukherjee, 
a Class 11 student at Father Agnel. 
"Although my interest has not waned, I 
am unable to devote the same amount of 
time nowadays." Concurs Jaydeep 
Sharma, a FIDE-certified chess instructor: 
"Students are under pressure (from par- 
ents) to perform well in academics." 

The little ones, of course, are not sub- 
ject to such constraints yet. Mrigank 
Bhatnagar, a six-year-old student of Class 
[ at Father Agnel, likes to play chess dur- 
ing his 'games period'. "I take chess as 
seriously as any other subject," he says. 
His best performance? When he defeated 
his 1 2-year-old brother in just 1 2 moves. 

Whether chess has improved 
Bhatnagar's, and thousands of other 
students’, cognitive skills or not is a moot 4 
question. But the very effort to bring 
chess to the grassroots level is laudable, 
and offers hope for the future. @ 

MANU KAUSHIK 
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Shopp uns $, 


: 2012 was a rough month for 
N O ve mb € r Indian-owned multinational 
companies (MNCs). The Tata Group cut jobs in Britain, and 
Lakshmi Mittal received flak for trving to kill some more jobs 
in France. In the past, too, the Tata Group had faced problems 
after they acquired steel maker Corus, and the Aditya Birla 
Group's acquisition of Novelis was a bumpy ride as well. It 
does not look as though the sailing will be smooth in the fu- 
ture. 
But there are success stories, too: the Tatas again, with 
Jaguar Land Rover, for instance, and Novelis's turnaround. 
The gumption and success of a few have inspired even 
relatively modest-sized companies to go multinational. In 
October 2012, for example, L&T Finance Holdings acquired 
French company Family Credit Ltd for $21.82 million 
(around 31 20 crore). In November, minnows such as Magma 
Fincorp, MakeMyTrip.com and VLCC Healthcare also bought 
companies abroad, alongside big-ticket deals such as Sun 
Pharma's purchase of Dusa Pharmaceuticals and Gulf Oil 
acquiring Houghton International. 
The Mahindra Group has bought companies to gain ac- 
cess to technology and design capabilities. The Tatas have 
gained substantially from the brand value of Tetley, while 
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Corus's technologies have been implemented at the 
Jamshedpur steel plant of Tata Steel. 

In a 2010 report, PricewaterhouseCoopers (PwC) pre- 
dicted that by 2018, India would produce more multination- 
als than China every year. It added that by 2024, India would 
have 20 per cent more MNCs than China. This is not as far- 
fetched as it sounds. 

Indian companies are seeking out their share of the global 
pie, even as India attracts a limited amount of foreign direct 
investment (FDI) every year. In 2010, for example, Indian 
companies invested $22 billion abroad to buy foreign com- 
panies (or stakes in them). By contrast, companies from other 
countries spent $8.96 billion to acquire companies or stakes 
in India, according to audit and accounting firm Grant 
Thornton's annual deal tracker. In 2011, the numbers re- 
versed. Again, from January to November 2012, the situation 
has flipped back, with Indian companies spending more than 
$12 billion abroad and foreign ones $8.09 billion in India. 

"Companies should go where their customers are," says 
Timothy Hanley, US-based global leader for manufacturing 
at Deloitte Touche Tohmatsu Ltd, a professional services 
company. He notes that Indian companies have an advantage 
over large Chinese companies, which are mostly government- 
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owned and focused on their domestic market. 

Jaya Prakash Pradhan, economics professor at the 
Sardar Patel Institute of Economic and Social Research, 
Ahmedabad, noted in a 2011 paper on Indian and 
Chinese MNCs that Chinese companies preferred to in- 
vest in nearby countries that were small and rich in 
natural resources, while their Indian counterparts 
tended to choose big countries with which India had a 
bilateral investment treaty, regardless of distance. 

In another paper in 2007, Pradhan noted that 
Indian multinationals had played an important role in 
promoting exports. "Therefore, instituting favourable 
policies for promoting outward FDI activities of Indian 
multinationals could be instrumental in boosting India's 
export performance," it says. Pradhan, who has studied 
at least 2.000 Indian companies that have bought 
companies or stakes abroad, says: "Indian companies 
acquire to be able to export from India, especially in 
certain sectors like pharma, where they get access to 
distribution channels by acquiring abroad." 

For Indian companies, it's a good reason to carry 
on shopping abroad. 

SUMAN LAYAK 
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WATER REUSE 


< — 


wars of the 21st century, futurists say, 

will be fought over water. Tarun, a fa- 
ther of two in South Delhi, thinks the wars have 
begun. He points to his bi-monthly water bill as evi- 
dence. “Until about 18 months ago, we used to pay 
1300-3400. Now, 
got a 36,000 bill 
Tarun did not want his second name taken because 


t is around 33,000; once we even 
he says. A mid-level manager. 


his employer doesn't permit him to be interviewed 


by the media. 
It is not quite apocalypse yet, but there is less and 
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less of water available to India's fast-expanding cit- 
ies. The water table in urban India is dropping scar- 
ily as water is sucked out from the ground by apart- 
ment blocks, and at a bigger scale by industrial 
consumers. There are large pockets of water-stressed 
areas in our cities and more than a few incidents of 
violence have been reported in recent times. 

There are multiple fronts on which this problem 
is being attacked: water conservation, recharging 
groundwater, rainwater harvesting, revival of lakes, 
and community efforts. One effort that has received 





less public attention is water reuse. Simply explained, take 
the water and excreta that you flush out or bathe 
with every day and treat it to a level of purity fit for con- 
sumption — for bathing, washing, cleaning, gardening or 
other uses. 

Sounds gross? Water recycling and reuse has been on 
for many years among factories — Madras Refineries in 
Chennai and Maruti Suzuki in Gurgaon being prime ex- 
amples — and large consumers like the Willingdon Sports 
Club. For the first time on its scale, Delhi Jal Board (DJB). 
the largest water utility in South Asia, plans to recycle 40 


z 
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million gallons of sewage a day into drinking w 
of its plants being upgraded with part-fun 
Singapore's Temasek Foundation. That is alm 
cent of the water supplied to the city. 

DJB does not plan to supply this sewag 
water to its 17 million consumers, yet. The 
Debashree Mukherjee says it plans to release 
to 40 km upstream into the Yamuna for now. ? 
solution but a start for mass-scale water reuse i! 
try, certainly. € 
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AFFORDABLE DRUGS 


kills 1,000 
people a day 
in India. The Open Source Drug Discovery (OSDD) 
programme, launched four years ago, could change 
that — not just because it's working to develop a new 
low-cost drug to treat cases in which current medi- 
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cines are not effective, but also because of the 
unique way in which it is bringing thousands of 
researchers together. 

Unlike conventional drug development by a 
group of scientists in a lab, the OSDD initiative has 
6,500 registered participants from 1 30 countries. A 
virtual collaboration platform called Sysborg 2.0, 
developed with the help of Infosys, is uniting scien- 
tists, doctors, technocrats, students and software 
experts in this effort. Scientists can upload and dis- 
cuss data, research findings and exchange ideas. 

The goal of the collaboration is to develop a drug 
and that will then be manufactured and marketed 
by generic drug makers. The other big difference 
between the OSDD collaboration and traditional 
drug discovery could be a billion-dollar difference in 
the cost of research. The OSDD's cost will be zero: no 
royalty to the innovator and no intellectual prop- 
erty cost. This would mean that drugs will be 
cheaper for patients. 

“By using computational modelling and meth- 
ods, we want to reduce the risk of failure — that is. of 
not finding a new drug — from one in 100 to one in 
10 or five," says Samir K. Brahmachari, Director 
General of the Council of Scientific & Industrial 
Research (CSIR), the Indian government organisa- 
tion which is leading the OSDD initiative. 

The initiative's focus is currently on TB. Clinical 
trials are expected to begin by mid-201 3 and. if all 
goes well, a new drug could hit the market by 2019. 
This venture is important because developin gadrug 
for TB is not a commercially attractive proposition. 
The global market is worth $300 million to $400 
million, and the cost of developing a new drug is 
twice as much. 

The OSDD is also starting to work on malaria. 
Brahmachari says an open source model could have 
a far-reaching impact in treating diseases such as 
kala-azar, filariasis, dengue, chikungunya and a» d 
diarrhoea, which especially affect poor com- WE 
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/ffà munities in India and elsewhere. 
WW “Open source holds a great 
deal of promise for development of new 
ideas and new ways of innovating,’ says 
Harish Iyer, CEO of Shantha Biotechnics, 
a Hyderabad company that belongs to 
French pharmaceutical giant Sanofi. 
“The approach uses greater participa- 
tion and less hierarchy than traditional 
methods of innovation, and hence has 
the potential to create breakthroughs.” 
He underscores, however, that such 
an approach can work only if the gov- 
ernment is prepared to fund the product 
and its clinical development, which 
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IRIGHT TO INFORMATION ACT 


Chandra 
Agrawal runs a 
textile business in the narrow lanes of Old 
Delhi. But as much as — or perhaps more than 
— orders and deliveries of bales of cloth, his time 
is devoted to digging up dirt through the Right to 
Information (RTI) Act, 2005. Some of his nearly 
6,000 petitions have received substantial media cover- 
age. For example, one led to the public declaration of 
the assets of Supreme Court and High Court judges in 
2010. He also uncovered the fact that the Planning 
Commission, which determines the poverty line, spent 
135 lakh on renovating two toilets in Yojana Bhavan. 
The Act is popular even among students, who use 
it for a range of reasons. For example, ñN 
Paramahansa Kolagani, a 24-year-old post- w 


POSSIBLE FALL IN THE COST OF 
CREATING A NEW DRUG - 
CURRENTLY $1 BN - DUE TO 
VIRTUAL COLLABORATION 


typically takes several years. Comparing 
OSDD with the drug research pro- 
grammes of global companies is like 
comparing chalk and cheese. However, 
itis worth noting that so far all, the total 
expenditure on the programme has been 
only around 325 crore. Brahmachari 
says: "We are seeking 3600 crore under 
the 12th Plan for this." He says the open 


source route could reduce the cost of 


developing a new drug from $1 billion 
to less than $100 million. 
Open innovation is catch- 
ing on among companies 
worldwide. GlaxoSmithKline 
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AMONG THE 93 
COUNTRIES THAT 
HAVE RIGHT-TO- 
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LAWS 


176 BUSINESS TODAY January 6 201 


h] 
) 


/ graduate student at the Delhi 
NW school of Economics, used it to 
find out what was holding up his pass- 
port application. And Shruti Parija, a 
postgraduate student of social work at 
the Tata Institute of Social Sciences, 
Mumbai, filed a query to get information 
about the rehabilitation of villagers to be 
displaced by a power generation project 
near Ranchi, Jharkhand. "It's the only 
way change can be effected in this coun- 
try," she says. 

Agrawal concurs. "Such information 
in the public domain can pressure the 
government to effect change, and can 
help save the public exchequer money," 
he says. "The Act is an effective way to 
explore old scams and check new ones." 

The RTI Act allows any Indian citi- 
zen to participate in governance by 
enabling her or him to seek information 
about Central and state government 
activities. Issues that relate to national 
security and external affairs, however, 
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are not covered by the Act. India’s law, 
say experts, is one of the strongest 
among the 93 countries that have 
right-to-information laws. 

Given the widespread perception 
among Indians that corruption is en- 
demic, the RTI Act has proved popular. 
The number of petitions filed went up 
from around 200,000 in 2007/08 to 
500,000 in 2010/11. In the same pe- 
riod, the percentage of total applications 
rejected by the authorities has declined 
from nine per cent to 5.41 per cent. 

Venkatesh Nayak, Coordinator of 
the right-to-information programme of 
the Commonwealth Human Rights 
Initiative, a non-government organisa- 
tion, says the law has helped restore 
power to the people. There is little doubt 
that it has spurred information activism 
in the country and helped bring corrup- 
tion to the centre stage of national 
politics. @ 
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MOBILE INTERNET “ 


a middle-income economy 
with 1.2 billion people 
India has several paradoxes. One of 
them is India's low penetration of per- 
sonal computers and Internet connec- 
tivity. It is home to just 40 million personal 
computers, counts around 100 million Internet us- 
ers, and has not even 15 million broadband connections 
(measured by an anaemic speed of 512 kbps). 

Talk to Sumit, a 22-year-old who does not use a sur- 
name, and you will see how that is set to change. A resi- 
dent of Kusumpur Pahari, the biggest slum in New Delhi 
bordering the uber-swish Vasant Vihar colony, and a 


part-time driver — “I do it for pocket money” — Sumit is videos, songs on Facebook and chat,” he says in haltin 
© the go-to guy in his neighbourhood for all things Internet. English. “I help low-educated families around me 
His tool? A Nokia Music Xpress 5800 phone with a cess Gmail, YouTube and check prices on the Interne! 
3.2-inch screen. He spends 349 a week to refresh a sec- The excitement is evident when he talks about t! 
ond-generation connection on the now-discontinued latest download on his well-thumbed phone: @ 
phone to crawl the Internet. "I use it to share pictures, WhatsApp. a messaging platform that allows him P 


January 6 2013 BUSIN 


= 
d p 
e 
-~ 
A 
r 
p 
e 


E 
4 
A 


9p. VN M 





Aff to chat with his friends no matter 
NW which phone they use. 

India's telecom regulator estimates 
people like Sumit who access the 
Internet and text messages on their 
mobile phones number 460 million. 
That number is inflated because the 
Telecom Regulatory Authority of India 
counts as a wireless Internet user any- 
one who has used his or her mobile 
phone even once to access the Internet 
or for messaging. A more realistic 
number of regular Internet users on 
mobile phones is about 125 million, 
reckons Mohammad Chowdhury, who 
leads the telecom practice at consul- 
tancy PricewaterhouseCoopers. 
Smartphone users at about 50 million 
today and set to rise to 100 million by 
2015 will rapidly expand the potential 
of Internet use on mobiles. 

The missing piece of the jigsaw to- 
day is speedy wireless data access. But, 
that situation will likely change the mo- 
ment third- and fourth-generation mo- 
bile networks become more affordable in 
India and new devices proliferate — pre- 
dicted for 2013 or a year alter. 

For millions and millions of Indians, 
then, mobile phones will become the 
first computer they have used. The cus- 
tomer experience may be difficult to 
imagine but there are, for instance, al- 
ready well-documented cases of custom- 
ers watching movies on tiny mobile 
phone screens. Extrapolate that to other 
sectors and India's data story, says 
Hemant Joshi, Partner at consultancy 
Deloitte Haskins & Sells, will steamroll 
through "mobile banking, health care, 
education and agriculture". The contri- 
bution of telecom could double to eight 
per cent of gross domestic product from 
today when that happens, he says. 

The reaction of Sumit, the 
Kusumpur Pahari phone jock, is instant 
and infectious: "A speed of two to three 
mbps on the phone will be great, Sir." + 
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Bhatia, Managing Director at Hindustan Tin Works, 

works out of Jasola, a suburb of New Delhi. An im- 
portant part of his company's operations is the manufacture of tin contain- 
ers. Among his customers is consumer-goods major Nestle, to which he 
supplies the tins that carry the Milkmaid brand of condensed milk. 

Hindustan Tin Works, like many other companies, buys inputs from 
across India and ships them to its factories in Sonepat, Haryana, and 
Panvel, Maharashtra. To make tin containers at Sonepat, the company 
buys inputs from The Tinplate Company of India's plants in Jharkhand. 
Some other inputs are bought from Haryana-based units. A number of his 
customers are based outside Haryana. 

Bhatia's company's operations are typical of many. Often, the chain of 
transactions that links companies to the eventual consumer is spread across 
states. What happens if each state treats its borders as sacrosanct and levies 
taxes on goods manufactured within, but sold outside the state? If 
Jharkhand levies a tax on inputs sourced from the state, and Haryana seeks 
taxes on goods manufactured there but sold outside its boundaries? 

It would mean India, despite being one country, is a fragmented and 
overtaxed market. In fact, that is just the way it is at present. 

To break down fiscal barriers between states and create a common 


_GOODS AND SERVICES TAX 


. Am 
q y 


market in the country is the objective of the single most impor- 
tant economic reform today in India. For more than five years, 
Union and state finance ministers have engaged in tortuous 
negotiations to usher in the Goods and Services Tax (GST), an 
attempt to create a common market within the country. 

Indian industry wants a transition to GST. “Now, it's more a 
political issue than economic,” says Bhatia. But all of this could 
change next year, and Bhatia is optimistic. 

Satya Poddar, partner at consultancy Ernst & Young, thinks 
Bhatia's optimism is well founded. In 2010, Poddar helped the 
Thirteenth Finance Commission to crystallise its position on GST 
and has often engaged with bureaucrats at both the centre and 
states on the subject. 

According to Poddar, the main reason for a revival of hope is 
the arrival of P. Chidambaram in the Union finance ministry in 
August. Distilling his conversations with participants in the talks, 
Poddar says that in Chidambaram India has a finance minister 
who is able to engage states more effectively on the subject. 

Poddar's comments echo what Sushil Modi, Bihar's Deputy 
Chief Minister, said in October soon after a meeting with 





Fast Track, Finally 





Chidambaram. Modi heads the group of sta 
who are negotiating a transition to GST with 
inching towards convergence on these (GS 
had said on October 25. 

The economic rationale underpinning G 
accepted. It is the political support for it tha 
Without political support, there is no hope 
needs a constitutional amendment. It wou 
proval from Parliament, but also the majo 
tures. Most of the Indian political parties | 
before GST can be rolled out. 
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This is where Poddar is upbeat. ` 
ner (at a political level)", he says. 

Looking ahead, Poddar feels that in a b: 
constitutional bill relating to GST can be put 
or October 2013. This assumes the centra! 
states are able to agree on a framework lo! 

The year 2013 may then just be a yeai 
for the Indian economy. € 
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Manjhi's life seems 

simultaneously full 
of possibilities and the likelihood of them 
ultimately not being realised. The 
| 2-year-old is a Class VIII student in a 
government school in Khairma village. 
about 90 km southeast of Patna, Bihar. 
His father, Bindeshwari, is a daily wage 
labourer earning 1150 to 3200 on days 
he finds work. He has not studied beyond 


: RISING LITERACY LEVELS 


Class IV, but vows Guddu will never have 
to cut short his education. “No matter 
what it takes,” he says in his native 
Maghi dialect. 

Guddu is far from alone. He is repre- 
sentative of youngsters from among 
India's poor whose parents are throwing 
everything into their education in the 
hope of a better future for them. One ol 
the most positive trends in data generated 





Bihar's aggressive literacy drive has yielded great results 


Percentage increase in L] 
literacy (2001-11) 


Percentage increase ir 
population (2001-11) 


in Census 2011 was growth in literacy 
level in the poorer states such as Bihar, 
Uttar Pradesh, Jharkhand and 
Arunachal Pradesh. In all these, growth 
in literacy levels between 2001 and 2011 
outstripped the increase in population. Of 
the lot, Bihar's performance was the most 
impressive. Its literacy level grew 74.8 
per cent, while population rose 28.75 per 
cent. The literacy rate now stands at 








Bihar 


Source: Census 2011 





63.82 per cent against the national aver- 
age of 74 per cent. 

"Education was always very high in 
the Bihari's priority list," says Medha 
Sekhar. She has been running a non- 
government organisation, Purwa, in 
Patna for the last 10 years. “Wanting 
education is not new," she adds. 

Sekhar believes that the data on 
Bihar reflects a national trend. Increase 
in income levels has put money in the 
hands of poor people. who are using 
much ofit to pay for their children's edu- 
cation. Bihar, where Sekhar has lived for 
25 years, has seen a mushrooming of 
English-medium schools, she says. 

The growth in Bihar's literacy rates 
has also been pushed by massive educa- 
tion programmes. Over the past decade, 
the central government's drive through 
the Sarva Shiksha Abhiyan (SSA) 
brought over 60 million more children to 
schools, which the Planning Commission 
says is unprecedented in history. 

The possibilities ahead for children 
like Guddu are just one part of the story. 
The SSA and an explosion of English- 
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Note: Literacy is calculated for proportion of population aged seven anc al 


Jharkhand Meghalaya Uttar 
Pradesh 


medium schools do not guar 
ity. There is little control ovet 
outcomes and it continues 


shoot-and-miss in most institution 


efforts by a handful of private f: 
focusing on primary and secoi 
cation is beginning to take 
ground across India. See 
Playing Field on page 96. 


The number of children thes: 


tives cover will take long year 
the numbers churned out b 
ment-funded schools and otl 
schools but they hold immen 
in terms of the demonstrative 
could have on the rest of the se 
there are a bunch of skilling 

making school and college 


ready for the marketplace: set 


Them Softly on page 80 
The spurt in literacy rates i 
out challenges. But it indic: 
start has been made. This is 
than growing up without 
Bindeshwari Manjhi. ® 
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demographic dividend lies at the heart of 


India's future. According to the 2001 
census, India will be home to 484.86 million people 
in the age group of 15-34 in 2030. Undoubtedly, this 
chunk would comprise the workforce that is expected 
to fuel the country s economic growth. 

Just that they need to be healthy to do any good, 
and India isn't exactly topping the charts when it 
comes to tackling hunger and malnourishment. 
According to the latest Global Hunger Index of the 
International Food Policy Research Institute, India 
ranks a low 65 out of 79 countries in terms of child 
mortality, malnourishment and low child weight. 
Even countries like Sudan and Niger fare better. 

The National Food Security Bill of 2011 is aimed 
at setting this right. "The Food Security Bill will go 
beyond the normal obligations of the state to a legal 
obligation," says Harsh Mander, Special 
Commissioner to the Supreme Court. 

The Bill gives two categories of people the right to 
get foodgrains at subsidised prices — priority house- 
holds and general households — but is silent on how a 
priority household would be identified. Priority house- 
* holds will be entitled to seven kg foodgrain per person: 


and general households, not less than three kg. In fact, 
priority households would get coarse grains for one 
rupee, wheat for 32 and rice for 33 per kg. 

"This can be a big relief for families such as ours," 
says Digambar Swain, 27, a resident of Panchogaon 
village in Tigria block in Cuttack district of Orissa. 
Swain works as a security guard in a state public sec- 
tor company. Adds Nirmal Kumar, who drives a cycle- 
rickshaw for a living in Noida district of Uttar Pradesh: 
"This will greatly help me beat the high food prices." 


"The Bill gives a fillip to the existing schemes of 


the Integrated Child Development Services (ICDS) and 
mid-day meal," says Rajkishore Mishra, a ‘right to 
food’ activist in Orissa. ICDS, which started in 1975, 
seeks to nurture children below six years and preg- 
nant and lactating mothers through supplementary 
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nutrition, immunisation, and free health check-ups. 
among other facilities. However, it has not achieved 
much. The Food Security Bill aims to go further. 

For instance, Pushpita Sahu, a lactating mother 
from Panchogaon village, complains that at present 
she gets only about four kg of take-home food supple- 
ments, apart from medicinal supplements, under 
ICDS. The new legislation provides pregnant and 
lactating mothers free meals during pregnancy for six 
months after childbirth, apart from a maternity ben- 
efit of 31,000 for six months. 

While exclusive breastfeeding would be promoted 
for children below the age of six months, children 
between six months and six years would get age-ap- 
propriate free meals. "The first 1,000 days ofthe child 
is important. If malnourishment sets in then, it is dif- 


ficult to reverse it with any food or supple- 
ments later," says N.C. Saxena, National 
Advisory Council member. “The ICDS in the 
current form is not geared for this." 
Children in the age group six to 14 years 
would get one free meal in school as per the 
mid-day meal scheme. 

The Bill aims to go beyond children and 
young mothers as well. Destitute persons 
would be entitled to at least one free meal 
every day: and all homeless persons entitled 
to affordable meals at community kitchens. 

The catch? In a country with a poor 
track record of implementing government 
schemes, the Bill's noble intentions will fall 
flat if there are no systemic corrections — the 
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5 KASHMIR GAS PIPELINE 
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and Kashmir has a very fragile 

relationship with hope and peace. 
But signs of progress are increasingly visible in the hill 
state that has been wrecked by two decades of violence. 
Militancy appears to be on the wane, tourism is reviving, 
road and rail connectivity with the rest of the country is 
improving, and business is picking up. Now, a pipeline 
from Gujarat that will bring natural gas to households 
and industries in the valley for the first time is raising 
expectations of the people. 

Gujarat State Petronet Ltd (GSPL), a company owned 
by the Gujarat government, will connect Mehsana in the 
western state to Bhatinda in Punjab and then to Jammu, 
Kathua and Srinagar. The entire project will cost an es- 
timated 36,500 crore, says a GSPL executive. The pipeline 
will pass through one of the most difficult terrains in the 


country and is likely to begin operations by the middle of 





2014. It will be crucial especially in winters when de- 
mand for fuel rises after temperatures drop while snowfall 
disrupts traffic movement. 

The pipeline could potentially change the dynamics 
of the energy-deficient state. It will have transporting 
capacity of 75 million standard cubic meters of natural 
gas per day. This gas will replace, to a large extent, the 
expensive cooking gas and petrol currently used. The 
state government plans to have city-gas distribution 
networks in Jammu, Kathua and Srinagar. It also is look- 
ing to set up two gas-based power plants to tide over 
electricity shortages in winters when hydroelectric 
projects run below their capacities. Chief Minister Omar 
Abdullah has publicly backed the pipeline project, and 
said gas will also be available for commercial and indus- 
trial purposes. 

“Good infrastructure is an obvious ingredient for 





growth and development. Gas could give the impetus re- 
quired for the state to be part of the growth story," says Umar 
Tramboo, Director at the Srinagar-based Khyber Group. 
which runs a bottling unit for cooking gas cylinders as well 
as a cement factory, a milk processing plant and a flour mill. 

GSPL received approval from the Petroleum and Natural 
Gas Regulatory Board to lay the gas pipeline in July 2011. It 
has set up a joint venture with Indian Oil, Bharat Petroleum 
and Hindustan Petroleum for the project. A GSPL executive 
says that the 1,670-km-long first phase, from Mehsana to 
Bhatinda, is on schedule and that the company has acquired 
from landowners the right of use to lay the pipeline under the 
Petroleum and Minerals Pipelines Act. 

The 740-km stretch from Bhatinda to Srinagar, however, 
poses a problem since the central legislation is not applicable 
in Jammu and Kashmir. A state government official says the 
state is enacting similar legislation to enable GSPL to lay the 
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pipeline. "The state government has finished the modalities 
and will present the bill in the next session of the assembly," 
says the official. 

GSPL is also negotiating with the National Highways 
Authority of India and Indian Railways to lay pipelines along 
roads and rail tracks, the company executive says 

The local business community is hopeful the pipeline wil 
benefit the state. "We don't expect our region to become an 
industrial hub like Gujarat, but access to gas will help th« 
businesses grow at a rapid pace,” says Dinesh Mahajan, wh 
owns a glass unit in Jammu and also has business interests 
in Udhampur and Kathua. 

"This is the initial stage of rebuilding the state, says 
Waseem Trumboo, who owns a cement unit in Srinagar and 
is the president of the Confederation of Indian Industry s stat 
council. "Soon progress will return.” * 

ANILESH S. MAHAJAN 
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STATEMENT TO SHAREHOLDERS BY 
M.S. RANA, CHAIRMAN AND MANAGING 


DIRECTOR DURING THE 7th AGM HELD 


MS mm oa ma, ON 27th SEPTEMBER, 2012 

LADIES AND GENTLEMEN, 

On behalf of the Board of Directors and on my behalf, | would like to extend a very warm 
welcome to all of you to the 7th Annual General Meeting of the Security Printing and Minting 
Corporation of India Limited (SPMCIL). The notice of AGM, Directors Report and Audited 
Accounts for the year ended 31st March, 2012 are already with you and with your 
permission, | take them as read. 

OPERATIONAL PERFORMANCE 

Its my pleasure to inform that production achieved by India Government Mints in 2011-12 of 
6282 mpcs of circulating coins is the highest ever in the history of Mints. Your Company's 
two Bank Note Presses produced 6541 mpcs of Bank Notes during 2011-12 which is 19.5% 
higher than last year. The Security Paper Mill, Hoshangabad produced 2925 MT of CWBN 
paper during 2011-12 which is ever highest. ISP Nashik has produced SPUs of 49822 mpcs 
which is 31.2% higher than the last year. 


( Ever highest Production of Coins of 6282 mpcs ) 


FINANCIAL PERFORMANCE 

Your Company's sales turnover for the year increased to €3422.68 crore as against 
x3134.57 crore last year. PAT during — - : Wo remm 
the year increased to £582.46 crore as TOTAL REVENUE (CI CRONO 
against 3577.19 crore during the zi 
previous year. The PAT per employee 
has increased to 34.54 lakh resulting 
into an increase of 626 over the last 
year. 

DEBT FREE COMPANY 

Your Company has paid during March 
2012 the last instalment of 175 crore 
of the working capital loan of 3700 
crore taken from Ministry of Finance during corporatisation. Now SPMCIL has become a 
debt free Company. The Company has created reserves of 2370.33 crore as on 31st March 
2012. 

MoU PERFORMANCE 

Your Company had achieved for the 2nd time the "Excellent" rating in MoU fer the year 2010- 
11. The Company has met maximum of the MoU targets for 2011-12 and its performance is 
poised for achieving "Excellent" rating for the third year in succession. 

DIVIDEND | 

The directors have recommended a final dividend @20% of post tax profits of the Company 
for the year 2011-12 aggregating to 3116.49 crore. In the year 2010-11 your Company had 
paid the maiden dividend of 115.44 crore. 

AWARDS | 

Your Company has been awarded Performance Excellence Award-2011 in Golden Enterprise 
category by Indian Institution of Industrial Engineering (IIE), Mumbai for its financial and 
operational performance. Bank Note Press, Dewas has been awarded the National Safety 
Award for the performance year 2010 by Directorate General of Factory Advice Service and 
Labour Institutes, Ministry of Labour & Employment, Government of India.India Security 
Press, Nashik has been declared winner in Maharashtra Safety Awards competition-2011 
for longest accident free period in the group of light engineering industries (Factories worki ng 
over one million man-hours), by National Safety Council, Maharashtra Chapter, Mumbai. 
SPM, Hoshangabad has been awarded the 1st Prize by Nagar Rajbhasha Karyanvyan Samiti, 
Hoshangabad for the outstanding work done in Hindi. BNP Dewas bagged the 2nd prize of 
Central Western Region from Town Official Language Implementation Committee (TOLIC) 
Bhopal, in implementation of the Rajbhasha for the year 2009-10. 


( Ever highest Sales Turnover of 73422.68 crores ) 
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MODERNISATION / INDIGENISATION - 

Your Company has a capex plan of 2500 crore out of which your Company has spent about 
X130 crore during the year. After completion of phase-! modernization of Mints at a cost of 
200 crore, phase-ll modernisation of Mints has been taken up at an approximate cost of 
x80 crore. The modernisation has resulted in increased capacity and quality of the coins 
being produced. 

One new Bank Note printing line in place of the old printing line has been commissioned in 
BNP Dewas. With this, the Bank Note printing capacity and capability for anti-counterfeiting 
ofthe Bank Notes has improved considerably. 

The foundation stone of a new CWBN Paper machine at SPM, Hoshangabad has been laid 
during the year. The combined capacity of Joint Venture Paper Mill at Mysore and that of SPM 
Hoshangabad when commissioned in 2014, will lead to indigenous production of major 
requirement of CWBN paper as against major portion being imported at present. 

A new Bank Note processing system BPS-2000 has been installed in CNP Nashik leading to 
improvement in the quality of the Bank Notes. State-of-art CAD and CTOP system has been 
installed in the Currency Presses, thus, enhancing the capability in designing state-of-art 
Currency Notes. One new automatic processing and finishing line has been installed in SPP 
Hyderabad for on line numbering of printed stock. 

CORPORATE SOCIAL RESPONSIBILITY 

SPMCIL has spent 4.36 crore during the year on various CSR projects as against the MoU 


target of 73.00 crore. A MoU with 
Bharti Foundation was signed to BEL m 
promote education in the rural | 4. i 


areas with special focus on the girl 
child. About 1000 students are 
studying in these schools | 
comprising about 51% girls. This 





is a unique CSR initiative of SPMCIL 
in the education sector which has | 
been very successful and popular T7 sd Rr | 
in that area. | 
MoEF while granting Environmental l 
Clearance for the New CWBN Paper line in SPM Hoshangabad has put a condition that 5% of 
the total cost of the project shall be earmarked towards CSR based on local needs. A 
reference to MoEF through MoF will be made to reconsider the above condition as it will 
increase the project cost substantially. 

In addition, SPMCIL has taken up various CSR projects in the areas of family welfare, health, 
rain-water harvesting, sanitation, renewable energy, roads, water supply and skill 
enhancement of the MSME personnel etc. All the CSR projects mentioned above have gone 
through the process of baseline survey and were duly monitored and evaluated by 
independent consultants. 














STRENGTHENING OF VIGILANACE SET UP 


Due to systematic institutional improvements carried out as part of strengthening of the 
vigilance set-up, there has been a discernible improvement in following rules, procedures 
and guidelines relating to procurement. Training of officials and vigilance staff has been 
taken-up to enhance their capacity in implementation of CVC guidelines. The net result of 
preventive vigilance initiatives has been reduction in complaints, increased follow up of 
systematic procedures thus bringing in more transparency, economy and efficiency in 
SPMCIL's operations. 


(Reserves of 32370 crores as on 31st March 2012 ) 


INCREASED TRANSPARENCY = 

A new Procurement Manual examined by CVC and approved by the Board was 
released by the then Hon'ble Union Finance Minister in May 2011. This manual 
wherever possible, adapted and expanded upon the best practices from existing 
Public Procurement Manuals. An extensive training has been conducted to the key officials 
involved in the procurement of raw materials & machinery. The adoption 
of this Procurement Manual has brought significant improvement in procurement 
processes. The panel of Integrity Monitors after security clearance from MHA has been 
approved by CVC. The integrity pact will be implemented in future contracts beyond 
the threshold value. 
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In pursuit of achieving excellence in the delivery of its products and services, your Company 
has conducted customer satisfaction survey through independent consultant for the year 
which was also one of the target parameters of MoU between SPMCIL and MoF. As per the 
survey, the overall customer satisfaction rating for the six major security product categories 
is ‘Excellent’. It shall be our endeavour to further improve the customer satisfaction in the 
years to come. 
( Debt Free Company as on 31st March 2012 ) 

ECO-FRIENDLY OPERATIONS 

SPMCIL's all units are ISO 9000 certified and six units have also obtained ISO 14001 for 
better environment management of their operations. These six units have implemented 
EMS in their operations. A project for reutilization of treated effluent water and consequent 
reduction in intake of fresh water from Narmada river for SPM, Hoshangabad is under 
advanced stage of commissioning. Rain water harvesting projects have been taken up in 
ISP Nashik and BNP Dewas. Replacement of existing tube lights and mercury lamps with T- 
5 tube lights and CFLs have been taken by SPP Hyderabad and IGM, Noida respectively. BNP 
Dewas has reduced specific energy consumption by modification of the existing air 
conditioning system. 

All the information as required to be placed as per DPE guidelines on corporate governance 
were placed before the Board. Your 
Company has duly constituted Audit 
Committee & Remuneration Committee 
chaired by the Independent Director. The 
compliance certificate has been 
obtained from the practicing Company 
Secretary regarding compliance of the 
guidelines on Corporate Governance by 
SPMCIL for the year 2011-12, which is 
annexed to the Directors Report. For 
third year in succession, CAG has issued ~ 
NIL comments after review of the Annual 
Accounts of the Company. 


| Excellent MoU Ratings for 2009-10 &2010-11 and poised for excellent 
rating for 2011-12 


NEWPRODUCTS — — à 
New series of coins with € symbol and having better designs and lustre have been launched 
during the year. New Bank Notes with < symbol are being gradually introduced. SPP 
Hyderabad has taken up printing of excise labels for Delhi Government and D-patta forms, 
loan eligibility cards, etc. for A.P. Government. ISP. Nashik has printed Land Revenue 
certificates, Maharashtra VAT certificates and Octroi receipts for Municipal Corporation 
Nashik. 
During the year the Company has spent 34.63 crore on R&D activities against the MoU 
target of 33.75 crore. Your Company 
has taken up applied R&D project in the 
field of security paper, security printing, 
Bank Note printing & coin metallurgy. 
The Company is setting up R&D centres 
across all production verticals. It will 
help the Company to bring more 
indigenisation in its operations and 
efficiency in the production processes. 
ERP y EAS x i 52009-10 © 2010-11 2201112 
Your Company is implementing SAP-  - — - — 
ERP across all the nine units of SPMCIL. A fully functional Tier-3 Data Centre is operating at 
IGM, Noida. SPMCIL is also setting up a Disaster Recovery Centre at IGM, Hyderabad which 
is in final stages of configuration & testing. As on date, the ERP system has been nearly 
implemented across all the units and is in stabilisation phase. This will not only enhance 
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transparency, efficiency and economy but will also help in achieving the desired goals with 
relative ease and simplicity. 


( Ever highest Final Dividend of 116.49 crores } 
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The overall industrial relations scenario during the year was cordial and peaceful Training 
of the workmen, supervisors & executives has been taken as a thrust area The elections to 
the EPF Trust has been conducted successfully during the year 2011-12. Employee strength 
as on 31st March, 2012 has come down to 12818 as against about 18000 at the time of 
corporatisation in 2006. 

USINESS SCENARIO 


METTUS 


| RBI in its latest forecast has indicated enhanced indents for Coins and Bank Notes in the 


next five years. This will require increasing the capacity of the Mints and of the Bank Note 
Presses by replacing old machines and also purchasing new machinery wherever required. 
The printing capacity of Currency Presses may be required to be further increased as and 
when new security features are introduced. 

In case of E-passport, SPMCIL has installed machinery but the project is held up for quite 
some time due to delay in security clearance of vendors. This segment has potential for 
increased revenue to SPMCIL once the project takes off. The demand for postal and NJSP 
products is decreasing due to technological changes. To diversify, ISP Nashik and SPP. 
Hyderabad have ventured into new security products as mentioned earlier 

The delay in finalisation of sale prices of Coins, Bank Notes, and Postal products ensuring a 
reasonable return on the capital employed to SPMCIL remains an area of concern The 
payment of 1200-1500 crore by MoF to SPMCIL as per the tripartite agreement of 2008, in 
the form of equity or any other form is still due. 

However, it is mentioned that with the initiative already taken for 
modernisation/indigenisation, your Company is ready to meet the requirements of Currency, 
Coins and other Security Products required by the Central and State Governments & other 
organisations. 


( Nil comments from C&AG for third year in succession J 
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would like to acknowledge with deep sense of appreciation the cooperation received from 
the Government of India, particularly from the Ministry of Finance, Reserve Bank of India, 
Ministry of External Affairs, Ministry of Home Affairs, Department of Posts, Department of 
Public Enterprises, Ministry of Labour, Department of Pension and Family Welfare and 
various State Governments. | am also thankful to my colleague Directors for their valuable 
inputs and laudable support. | would also like to acknowledge with thanks the constructive 
suggestions received from Comptroller & Auditor General of India and the Statutory Auditors. 
Lastly, | would also like to place on record the sincere appreciation of the devotion and 
commitment of all executives and employees of the Company. 


Jai Hind f 
huan 
New Delhi 
27" September, 2012 (M.S. Rana) 


Chairman & Managing Director 


Note: Excerpts from the Chairman's Speech atthe 7" Annual General Meeting of SPMCIL held 
on the 27th day of September 2012 at New Delhi. This does not purport to be a record of the 
proceedings of the Annual General Meeting. 





: SECURITY PRINTING AND MINTING 
A CORPORATION OF INDIA LIMITED 
O Miniratna Category-I, CPSE (Wholly owned by Govt. of India) 
16th Floor, Jawahar Vyapar Bhavan, Janpath, New Delhi - 110001 
Tel: 011-23701225-26, 23701141-42, Fax: 011-23701223 


Email: info@spmcil.com, Web: www.spmcil.com 
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Bazar, before 1989, | 
other village in India. Scar 

a drought in 1972, this village in Maharasht 
Ahmednagar district was deep in poverty. Agricul 
— the main source of income — was a failure. Ther 
few jobs and people were migrating to nearby tow! 
and faraway cities. Worse, many of those w | 
took to drinking and gambling as more thai 
shops sprouted like weeds. For a government ofi 
transfer to the village was considered a punishi 

Today, a drought does not affect the villag 
culture is flourishing and villagers who o! 
coming back from Mumbai and Pune. The 
ces have improved, too, as almost 98 pe! 
1.300 inhabitants are literate. An equal perce! 
above the poverty line, and as many as 5 
earn a staggering 110 lakh annually 

How did this transformation happen: 

The village's fortunes began to change 
Rao Pawar, a cricket-loving youth, was el 
sarpanch in November 1989. Pawar had com] 
his post-graduate studies in commer 
University in 1987. In his student days, he ha 
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mostly in Pune and Ahmednagar. Bu! 
visited home, he felt dismayed at th 
conditions. He had almost take! 
accountant with Ahmednagar Cooperative Ban 
on the insistence of women and youth, return 
village determined to make a difference 

"Stopping migration was my first pri de 
says Pawar, who was 29 when he first becan w 
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(dM sarpanch. He had to convince 
W the villagers they could prosper 
only if they stayed back and worked 
together. For that, agriculture had to 
be revived. The panchayat took up 
soil and water conservation 
programmes as well as tree 
plantation. "Those days, panchavats 
hardly got any direct funds. The 
villagers did all this work for free," 
says Pawar. There were hiccups 
initially. Some tree plantation work 
was vandalised. But, gradually, he 
won over almost everyone. With the 
help of the youth and women, he 
also convinced the men to give up 
their vices. By 1991, the panchayat 
had banned production and 
consumption of liquor. 








percolation tanks, 100 loose stone 
bunds and nine check dams were built. 
The conservation programmes 
have replenished the groundwater 
level, and the results are showing. 
Apart from rain-fed crops such as 
bajra, cash crops such as onions and 
potatoes are grown. This has in- 
creased farmers' incomes. "The per 
capita income, which was at 3830 in 
1996/97, has now gone up to 
330,000," says Pawar, who was sar- 
panch until 2000, deputy sarpanch 
from 2000 to 2005, and sarpanch 
from 2005 till 2010. He is currently 
deputy sarpanch as the post of sar- 
panch is reserved for women every 
alternate term. 
There has been 


To save water, the panchayat s drought for the past 
banned using tubewells for i three years, but 
irrigation and growing of water- = d Hiware Bazaar has 
intensive crops such as c < D been unaffected. The 
sugarcane. Drip irrigation was = ms | "x village is also seeing re- 
made compulsory, and sprinkler c S Cc verse migration. 
irrigation was made mandatory g a e "Ninety-three families 
during summer. The = who had left Hiware 
panchayat barred villagers < N= Bazar earlier have re- 
from selling farm land to Sas turned,” says Pawar. The 
outsiders. Land could, village now has 315 fami- 
however, be sold to landless ^] ed R lies, compared with 236 in 
farm labourers from the a == 1997/98, he adds. 
village. lay Vishwanath Bajirao, 57, 

The panchayat's efforts a = is one of those who came 


attracted the government's 
attention. Pawar points to 
the afforestation work 
taken up jointly with the 
forest department in 
1994. The village soon 
had a thick forest cover, 
which the villagers 
maintain themselves. 
In 1995, the 
Maharashtra gov- 
ernment launched 
the Adarsh Gaon 
Yojana (model vil- 
lage programme) 
and Hiware Bazar 
was selected as a 
model village. 
Under this pro- 
gramme, about 52 
earthen bunds, two 
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back. Bajirao left in 1975 for 
Ahmednagar but had retained 

his seven acres of land. As the 
groundwater levels improved, 
he diversified into onion farming 
that vastly increased his income. 
In 1994, he bought 16 acres 
more. "In 1998, I decided to re- 
turn for good and become a full- 





Qe time farmer," he says. 
3 The turnaround story is 


X 


summed up best by Pandurang 
Kadam, 67, who left the village in 
1970. "I would not have left had the 
situation been as good as it is now," 
says Kadam, who came back in 2007 
from Mumbai where he worked in a 

textile mill. 
Bringing about positive change is, 
perhaps, only a matter of conviction. @ 
SEBASTIAN P.T. 
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Diamond in the Rust 


Í ., 1994, Surat, in Gujarat, saw 
n an exodus as the fear of a 
plague outbreak led people to flee the 
city in droves. Today, things have 
come full circle — Surat is witnessing 
a migrant influx from across India. In 
terms of living standards, it is ahead 
of other cities. Indeed, in 2010, 
Business Today pointed out that Surat 
was ahead of most cities on three key 


à VI 


f 


B 
1 


Jr. 


parameters that make a city liveable: 
water supply, sanitation and roads. 
And that has led it to be cited as a 
model for other cities seeking to ur- 
banise in an orderly fashion. 
Ironically, India's ninth-largest 
city may have to thank the epidemic 
fears of 1994 for its resurgence. That 
incident, says Manoj Kumar Das, 
Surat's municipal commissioner, was 
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a wake-up call. But, he adds, t! 

did not function by a different set 

rules to transform itself. It simply d 
the same things better. The saniti 
tion system was overhauled. Bas 
health care has been made availab 
to every section of society. And t! 
water supply system has been n 


ernised — 97 per cent of the ñ> 





city’s 4.5 million people resi 


Money magnet: At 71.2 trillion in 
a 15 sq km area, Surat has one 
of the densest concentrations of 
investment in the country 





January 6 2013 BUSINI 


-— 
Jn 
e» 
^ 
an 
< 


/ 


RS 


- 
4 


DUANNIVE 








(4m, dents get piped water today, says 
NW Das. The rest will get it by March 
2013, he adds, making Surat possibly 
the first city to have 100 per cent piped 
water supply. 

The city is developing commercially 
viable and environmentally sustainable 
infrastructure. "The citizens are ready 
to support and experiment," says Das. 
For instance, piped water is not subsi- 
dised, but slum dwellers pay less. A 
waste water treatment project will be 
completed by the end of this financial 
year. The corporation is working to 
generate 40 per cent — 35 megawatts — 
of its power needs through renewable 
energy. Some 15 MW is already being 
generated. 


Walking on Wate 


Diamonds, textiles and engineering 
are the city’s main industries. These, 
along with quality of life, are attracting 
investment. Paresh Patel, who heads 
the local industry chamber, says a 15 sq 
km area around Surat now has an in- 
vestment of 31.2 trillion (a trillion is 
100,000 crore). 

The city has dealt well with the in- 
flux of migrant workers, says Das, a 
computer engineer from IIT Kharagpur. 
For instance, government schools offer 
instruction in seven languages, includ- 
ing Oriya and Marathi. 

Openness to migrants and the posi- 
tive attitude of both the government and 
populace bode well for Surat's future. 

SANJIV SHANKARAN 
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U | three years ago, Prabhat Meena, a farmer in Paidiyala village in 
i l L I Rajasthan's Alwar district, tilled just half an acre of his six-acre hold- 
ing. It was not out of choice — Meena has a family of nine, including seven children, 
to support. But it was not feasible for him to farm more land as the region suffered 
from an acute shortage of water. Today, however, Meena has all his land under 
cultivation, thanks to the efforts of Alwar-based NGO Tarun Bharat Sangh. In the past 
three years, the ground water level in Meena's village has steadily increased, thanks 
to a project by the NGO to rejuvenate the nearby Arvari river. Over the last two dec- 
ades, Tarun Bharat Sangh has built 402 structures over an area of 500 sq km to 
rejuvenate the river, increasing water supply to villages in the surrounding region 
through tube wells and bore wells. After getting access to that water, Paidiyala has 
been transformed. “Earlier, we used to consume whatever we produced. Today, I am 
able to sell the excess produce and make some 170,000 annually,” says Meena. 
Although Tarun Bharat Sangh was begun in 1975, it is only in the last two dec- 
ades that its activities have really taken off. Realising that livelihoods could be trans- 
formed by ensuring that people had access to water, Rajendra Singh, the NGO's 
chairman, began focusing on water conservation. Over the years, Tarun Bharat 
Sangh has built rainwater harvesting structures to recharge ground water and AN 
restore the ecology of 1,200 semi-arid villages in Rajasthan. Since 2002, it has WE 
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No longer dry: This century- 
old tank in Sanwatsar village, 
Rajasthan, is back in use 
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Z#h, been doing work similar work 
NW in Uttar Pradesh, Bihar, 
Uttarakhand and Jharkhand. 

The NGO’s efforts have rejuvenated 
seven rivers, restored the ecology, 
improved farm yields and raised 
incomes. Greenery has increased by 
nearly 30 per cent, and in many areas, 
the land under cultivation has 
increased from 20 to 80 per cent. The 
increase in fodder has also benefited 
villagers who rear cattle. 

"We are playing the role of a facili- 
tator. All our efforts have been made 
possible by active participation from 
villages," says Singh. "We employ time- 
tested, traditional methods to manage 
natural water resources." They involve 
the construction of storage tanks, ani- 
cuts, ponds and check dams. A trained 
ayurvedic physician, Singh started his 
career as a healthcare volunteer in a 
government programme before shifting 
his focus to water management. In 
2001, he won the Ramon Magsaysay 
award for community leadership. 

Much of Tarun Bharat Sangh's 
work has happened through word-of- 
mouth. Singh's team gets requests from 
communities facing a water shortage. 
They study the topography and soil, 








PERCENTAGE OF 
LAND NOW UNDER 
CULTIVATION IN 
MANY AREAS, UP 
FROM 20% 
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assess water needs and mobilise people. 
A cost-sharing plan is drawn up and 
construction of water-harvesting struc- 
tures begins. Villages do not take gov- 


All You Need Is Law 


ernment help; they pool money to beai 
the labour and material costs. "The ide< 
is to promote financial independence 
Involving the government would resul: 
in corruption," says Singh. 

His NGO provides 30 to 50 per cent 
of the funding for a project. Some cost: 
are met with financial assistance from 
the Swedish International Development 
Cooperation Agency. "We have refusec 
financial help from several large or- 
ganisations. They are only interested ir 
carrying out projects on their own 
without involving local communities. 
That is against our model," says Singh. 

Governments, NGOs working in 
water-starved regions and the corpo- 
rate sector could learn a lot from 
Singh's efforts. According to ratings 
agency CRISIL, the country's per capita 
availability of water has tapered from 
5,177 cubic metres a year in 1951 to 
1,544 cubic metres in 2011. This is 
expected to decline to 1,140 cubic me- 
tres by 2050, well below the current 
global benchmark of 1,700 cubic me- 
tres. If they are replicated on a mass 
scale, Singh's water harvesting initia- 
tives could go some way in addressing 
that shortage. @ 

MANU KAUSHIK 





Begum, 33, who lives in a Delhi 
Nagma slum, was constantly tor- 
mented by two neighbours. They would get drunk, 
leer, chuck garbage at her house, and threaten her. 
If she protested, things got worse. On one occasion 
they even hit her. "I was briefly hospitalised after 
that," she says. Nagma Begum, who works as a do- 
mestic help and has five young daughters, lived in 
fear. Her husband, a daily wage earner, could do little 
to help. She complained to the police in October, but 
nothing happened. She was in despair. "I did not 
know what to do," she says. 
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Like many poor people, Nagma Begum did not 
know that the state provides free legal aid to the un- 
derprivileged under the auspices of the National Legal 
Services Authority (NALSA), constituted under the 
Legal Services Authorities Act, 1987. The law seeks 
to uphold the constitutional right to equality before 
the law. NALSA also organises Lok Adalats for amica- 
ble settlement of disputes. NALSA's policies are imple- 
mented by state and district legal services authorities. 

NALSA Member-Secretary U. Sarathchandran 
says: "The poor silently suffer the violation of ÆA 
their rights or deprivation of their entitlements WY 
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Z, because they lack the power to react or demand 
W their right. NALSA intervenes to empower them." 
NALSA is not just about providing lawyers for free. 
"Often, for the poor, justice is not court-related," says 
Sarathchandran. For instance, a poor person may be 
unjustifiably deprived of her entitlement to a BPL (below 
poverty line) card, needed to claim benefits under gov- 
ernment schemes. Technically, she can go to court if 
denied a legal entitlement, but this may be impractical. 
However, the legal services authority can intervene. 
"Instead of the poor approaching us, we have been 
reaching out to them through community paralegal 
volunteers since 2009," says 
Sarathchandran. Volunteers from 
the community are trained in the 
law and welfare schemes, and 
serve at the state, district and 
taluka levels. They identify cases 
in the community that need atten- 
tion, and provide help or refer 
them to NALSA's legal counsellors. 
Since 2011, NALSA has been 
organising legal services clinics, 
especially in rural areas. It has 
even recruited prison convicts 
with basic education and good 
behaviour to volunteer as parale- 


THE APPROXIMATE 

NUMBER OF LEGAL 

AID CLINICS SET UP 
BY NALSA 


gals. Tihar Jail, for instance, has 46 such volunteers. Oni 
of them, Ajay Pal Singh, says: "We help with bail appli 
cations, special leave petitions and so on for undertrial: 
and other prisoners.” 

The Delhi Legal Services Authority (DLSA) has 
panel of lawyers who regularly visit Tihar. “Undertria! 
sometimes do not know what their crime is, let aloni 
their rights and the remedies," says Ajay Bhatia, a police 
officer who is on deputation to DLSA. 

State legal services authorities also accredit noi 
government bodies that implement NALSA s schemes 
This was, in fact, how Nagma Begum got help. She me! 

student volunteers from Delhi 
University’s DLSA-accredited 
Legal Services Clinic near hei 
house. "We took up her case with 
the higher police authorities. 

says Clinic Director Suman, who 


goes by only one name. The 


police took Nagma Begum 
neighbours to task and got them 
to give a written apology. "The 


says. She now helps bring to light 

other 

neighbourhood. € 
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have not troubled us since,” she 


such cases in her 


DIICINECS TONA 


8 
= 
Z 
» 
oe 
S. 
p 
ae 
— 
7 
S 
— 


ARY ISSUI 


$ 


RS 


= 
> 
vm 
Z. 
Pd 
» 





GAS DISTRIBUTION 


has taken a long time, but piped 

natural gas (PNG) — or com- 
pressed natural gas (CNG), they are one 
and the same — is slowly replacing liq- 
uefied petroleum gas (LPG) packed in 
cylinders as fuel across industrial units 
and kitchens in several pockets of the 
country. According to the sector regu- 
lator, the Petroleum and Natural Gas 
Regulatory Board (PNGRB), there are 
28 ‘geographical areas’ — whose size 
can vary from a single city to a whole 
district — where the network of pipes to 
supply PNG is already in place. They are 
also being built in 49 more areas. By 
2015, the PNGRB expects to see 201 
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Relative Safety 


PNG/CNG: Lighter than air and thus will 
normally dissipate into the atmosphere 
in the event of a leak. A sulphur-based 
odorant is also usually added to CNG, so 


any leakage can be smelt and detected. 


LPG: Heavier than air, and hence will not 
dissipate if the gas cylinder leaks, 
heightening the chances of an explosion. 
Methyl mercaptan gas is added to give 
it a rotten cabbage-like odour, so leaks 
can be easily detected. LPG also 
condenses at room temperature, 
forming white froth, making it easy to 
detect leakage. 


Subsidy 


PNG/CNG: No direct 
subsidy. 


LPG: Subsidy is around $450 
for a 14.2 kg cylinder for 
domestic use, up to a limit of 
six cylinders a year. The six- 
cylinder cap was introduced 
only in October 2012. The 
total LPG subsidy from April 
to September this year was 
118,544 crore. 





METRIC STANDARD CUBIC 


7 METERS OF PIPED GAS WILL BE CONSUMED 


“< DAILY ONCE ALL THE PIPE NETWORKS 


° @ Pipe network ready 
Auction process begun 


CURRENTLY UNDER CONSTRUCTION 


ARE READY 


infrastructure 


PNG/CNG: Network of pipelines to carry it right up to 
the gas stove. Countries like India, which do not produce 
much PNG, also need re-gasification facilities at ports to 
convert the PNG arriving in liquid form back into gas. 


LPG: Provided in cylinders or pressurised steel bottles. 
At normal temperatures and pressures, LPG evaporates, 
hence difficult to transmit in pipes. Cylinders come in 
four varieties, five kg ones for rural kitchens, 14.2 kg 
ones for urban households, and 19 kg and 47.5 kg ones 
for commercial use. 


Use in transport 


PNG/CNG: Widely used in vehicles, but 
requires a special kit to maintain the 
pressure needed for combustion. 


LPG: Can be used as vehicle fuel, but LPG 
varies widely in composition, leading to 
variable engine performance. 


Availability for 
transport 


PNG:/CNG There are more than 635 CNG terminals across 
the country, largely in the NCR, Mumbai and Gujarat . 


LPG: There are approximately 350 terminals which sell LPG 


as 'autofuel'. 


Portability 


PNG/CNG: Only one supplier 

at present in each 
‘geographical area’, hence no 
portability possible. But the 
regulator intends to have 
multiple players in coming years. 


LPG: There are multiple suppliers, like Indian Oil 
Corporation, Bharat Petroleum, etc. Switching suppliers 
is easy. With the government having reduced the subsidy 
burden, more and more private players such as Essar Oil 
and Reliance industries are also considering getting into 
the business. 


Consumer 
convenience 


PNG/CNG: Since a network of pipes is needed for 
transportation, it can only be provided to consumers at 
places where such a network exists. 


LPG: Cylinders can be delivered just about anywhere. 





geographical areas being supplied PNG. 
The slow pace in recent years has been 
primarily due to the legal tussle that 
erupted between the regulator and 
Indraprastha Gas Ltd (IGL), which supplies 
piped gas to Delhi and some of its surround- 
ing areas. When the PNGRB, set up in 
2007, sought to auction the licence for 
supplying piped gas to Ghaziabad, neigh- 
bouring Delhi, which IGL had expected to 


bag as a matter of course, the latter took 
the regulator to court. It questioned the 
regulator's authority to issue licences at all, 
since a key section in the Act setting up the 
PNGRB had not been notified. The licensing 
process, and thereby the expansion of piped 
gas across the country, was thus slowed 
down. The matter reached the Supreme 
Court before the section concerned was fi- 
nally notified by the Petroleum Ministry in 


November. which has considera! 


ened the IGL's position. 


But other players have a 


to be resolved. The last at 


stance, was completed in 


year. The switch to piped gas may h 
due, but now things are moving 
benefits will be far-reaching 
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BRAILLE SMARTPHONE 


the Mahabharata, Dhritarashtra, metres. And the final 
the king of Hastinapur, was the development ol 
= blind from birth. Yet he was aware of tures. If successful, t! 
3 everything that happened in the world, able visually impair: 
: thanks to his advisor Sanjaya, who had images and videos 
> the gift of observing distant events. Some progress | 
: Today, Sumit Dagar, a Delhi-based de- made in this field th: 
S signer, wants to create the technologi- 'haptic' technology. 
š cal equivalent of Sanjaya to help the ers to feel tactile s: 
š visually challenged. He wants them to stance, Samsung 
z be able to feel what others can see. phone has a large toi 
E Dagar, an alumnus ofthe National that allows the use! 
° [nstitute of Design, Bangalore, is devel- touch sensations, in 
r] oping a Braille smartphone. "There is a vibrations. 
^| huge gap between what is usable for a Dagar and his t: 
É normal person and for a handicapped to have a final ver 
° person. Design is the only thing that ready in thi 
o ñlls the gap between technology and point, he says. the B 
B the user," he says. able to form icons, s 
The project is in its first stage. grams and si | 
which involves developing a Braille tion, so users can 
display for the handset. At this stage. been collaborat 
the phone, says Dagar, will be bulky. [Institute of Techno 
particularly its display screen. The Prasad Eve Institi 
second phase will aim to reduce the develop the produ: 


thickness of that screen to three milli- India has the 


January ¢ 
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Ah impaired population in the world 
W -~ around 62 million who are ei- 
ther blind or visually impaired — accord- 
ing to the World Health Organization. 
Mobile devices currently available do 





not adequately address the problems of 


this community. 

Dagar, 29, was one of two Indians 
who recently received a Rolex Young 
Laureate award. He plans to use the 
prize money of 50,000 Swiss francs 
(around 329 lakh) to finance the 
project. Until now, he had been relying 
on his own savings. 
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After graduating from NID, the de- 
signer spent a few years in the corpo- 
rate world but was "not happy" despite 
being in jobs that paid well. His decision 
to develop the Braille smartphone sur- 
prised his parents. "Now, my parents 
understand what I am doing and they 
support me," says Dagar. As does his 


SION wife. "I got married when I was un- 


THE FINAL VES LE employed, but she has been with 


me through the whole journey, 


SM ARTPHONE hoy — DEARTON 
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I^ POY DEVELOPMENT 


kilometres from Ranchi is Rukka vil- dependent. She joined a self-help group and learnt poultry 
lage, a popular weekend spot in farming. Within a year she started a business and began à 
Jharkhand state. Kalavati Devi was born here. A girl child supplying chickens to Krishi Gram Vikas Kendra (KGVK), an 
in this region is often considered a financial burden. so she organisation supported by the Usha Martin Group, makers 
was married young. But Devi, now in her twenties, chal- of wire ropes. Today, she earns around 320,000 a month. 
lenged societal norms by striving to become financially in- and plans to give her three children a good education. 
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Pinnacle Group vs all set to redefine Sinhagad Road 
with a Landmark for affluent Living. 
Come over to visit Cottage Close, 
a path—breaking Lifestyle project featuring 


unique designs, stunning elevations and a 





surprisingly new face of practical Living. lt offers a wide 
Selection ot fine apayvtments and Luxurious cottages 
fov the distinct few. 
t Apevience what You have never imagined at Sinhagad Road. 
Pinnacle a, 
PAM z- Close RP ype 
GROUP 
Site Add: Survey no. 56/5C, Vadgaon Budruk, Pune. 
Office: 1641, Madhav Heritage, Tilak Road, Pune - 411 030 
Tel.: +91 20 2432 4332 / 33 - 
email: info@pinnaclegroup.in | url: www.pinnaclegroup.in METRE CREDAI 
MBVA sarsa sai PUNE METRO 
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if KGVK, launched in 1972, helps Jharkhand villag- 
W ers improve their livelihood. For nearly three dec- 
ades, it focused on giving them donations for projects. But 
it changed its strategy in 2000, as it realised that villagers 
often needed both financial assistance and mentoring. “We 


were looking at sustainable income and better quality of 


life,” says B.K. Jhawar, Chairman Emeritus, Usha Martin. 
In 2000, KGVK helped farmers start a water harvesting 

project. “Water resource management 

could make a lot of impact,” says Yezdi 

Karai, member of the governing body of 

KGVK. It also started a maternal and child 

health programme together with the 

Indian government and Life Spring 

Hospital. “At that time many practices 

that we started were not part of the mu- 

nicipal rural health mission,” says 


Jhawar. THE NUMBER 0F 





SOMNATH SEN 


In 2008, KGVK developed an integrated approach. 
called the Total Village Management model (TVM). It is 
based on strong business principles adapted to the rural 
setting. It focuses on eight key areas: natural resources 
management, education, renewable energy, livelihood, 
women's empowerment, capacity building, resource mo- 
bilisation, infrastructure development, and health, nutri- 
tion and sanitation. All TVM efforts have 90-day implemen- 
tation cycles, at the end of which impact 
is measured. Today, all KGVK projects are 
based on the TVM model. 

TVM projects cover 130 villages in 
the state, and will soon be extended to 
350 villages in six districts. They include 
midwife training, opening Gurukul 
Schools in association with the World 
Bank, and rural manufacturing of prod- 
ucts such as low-cost sanitary napkins, 


In 2005, KGVK introduced a new JHARKHAND VILLAGES THAT baby food, and bamboo furniture. 


farming process for paddy in Jharkhand 


WILL SOON BE COVERED 


Projects are increasingly being run by 


— Systematic Root Intensification. This UNDER THE ‘TOTAL VILLAGE governing bodies of villagers. KGVK 


reduced water consumption by 50 per 
cent, fertiliser use by 70 per cent and seed 
consumption by 95 per cent. 


204 BUSINESS TODAY January 6 2013 


MANAGEMENT’ MODEL 
OF KGVK 


seems to have found the right formula to 
make villages a better place to live in. @ 


SUNNY SEN 
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BUSINESS HOUSES OF 


=- TAMILNADU 


PART - Il 


he State of Tamil Nadu has always been home to several business houses- small and big- all of whom have 

managed to find acceptability and the right resources for their growth there. The government in addition is 

conducive to entrepreneurs and provides the right permissions and grants for businesses to be established and for 
their growth as well. In this feature we bring to you two business houses both of whom are striving to provide the best of 
services, have seen unparalleled success and continue to grow. Accord Group is a multifaceted company and Innovative 
Group, though a relatively new player in the market is already resounding success and raring to make a pan India 
presence. Read their success stories on how they have taken small steps to being winners. 
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The Accord Way of Excellence 


Rising from the heart and soul of Chennai, The Accord Metropolitan, a Five-Star hotel is a 
classic example of the Accord group's policy on excellence. The founder J Sundeep Aanand is 
a simple, soft spoken South Indian industrialist who dabbles in most of the key market sectors 
in the country. Having completed his graduation in Anna University, India, Sundeep took on 
software Engineering at the University of St. Thomas, United States Of America. People and 
Business Management were his area of interest during his | 
academics days, he spearheaded and conducted various 
programs and honed his skill in the process. 


The Accord Group's 
beliefs are founded 
on strong sense of 
ethics and morals. 


n aggressive businessman at heart, Sundeep 
soon founded a group named The Accord 
Group. Being at the helm of this new venture 
as Chairman, he saw great potential in the entity and 





also a whole new world of opportunities. Shortly after Their chairman fi 

Mer Í 
| | h | h Th S iis 
Its gs n, the group launc ed e Accord Sungeep, greatly j: Sundesp ñanuad 
Metropolitan Hotel, a popular five star luxury influenced by Dr. AP Chairman, The Accord group 
business class hotel in the heart of Chennai. J Abdul Kalam, 


Following this, The Accord Group also launched two 
five-star hotels in the summer holiday destinations of 
Ooty and Pondicherry. In the coming year's one can 
expect hotels in London, Paris, Singapore and 
Chicago. 


With the success of the Accord 
metropolitan hotel, the group 
actively ventured into other sectors 
while setting up and stabilizing his 
new hospitality ventures. The group 
sensed an opportunity in the IT 
sector during its initial years - it was 
only a matter of time before they 
make a presence in the IT sector. 
The information sector was in full 
bloom when the group set up two 
companies, one into IT and the 
other into the ITES segments 
servicing clients from the regions of 
Germany, Netherlands, United 
Kingdom and many more. 





incorporated a value system which believes that true 
progress and success can be achieved only through a 
systematic and holistic approach to the social 
problems of today. One of the largest social problems 
that plagued the common man was the availability of 


The Accard Metropolitan Hotel, Chennai 
& ES q M Rel & a ç ; 





electricity. Opportunity presented itself shortly after 
the group's interest in the energy sector was sparked. 
In a span of a few months, The Accord Group forayed 
into the energy sector with a 300 megawatt imported 
coal based thermal power plant at Gumidipoondi. 
Now in its final stages of deployment, the power plant 
is expected to be operational at the end of the year. 
Tuticorin was next to follow were the group is still in 
the process of setting up two 660 megawatt imported 
coal-based thermal power plants. 


The demand for coal for power forced the group to 
look towards Orissa for coal reserves. A coal mine 
reserve was obtained and mining undertaken in the 
region. The extensive coal mining and the availability 
of another possible thermal power plant zone led the 
group to research and understand the region better. A 
large energy facility was set up in the region - a 2000 
megawatt thermal power plant at Mine head. It is the 
group's largest power plant in Orissa. 


The Accord Group spearheaded by Sundeep also saw 
great promise in the country's liquor market. The 
group commissioned an Indian Made Foreign Spirit 
unit near Kanchipuram with the best of machinery 
available in India. The unit at full capacity can 
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produce ten lakh cases of premium liquor per m 


Having achieved so much in such a shi 


Sundeep has become an icon amongst all those w! 
A man driven towards a 


have known him. 
milestones in everything he does, he is mot 
his constant need for excellence in all the 
does. An empathetic & compassionate e 


is loved by all. Social reforms and the uplifi 


the poor are causes close to his heart. 


Truly, The Accord Group and J Sundeep Aar 


shown through their consistent perse 


strategic thinking, and successes that Where 


will, there is a way! 


ACCORD 


METROPOL 


#35, G.N. Chetty Road, T. Nagar, Chennai - 
Ph: 044 2816 1000 / 4391 1000 


www.theaccordmetropolitan.com 
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nnovative Group 


Innovative Group is an ISO Certified, Crisil rated Group of Nine Integrated Management 
Companies that specializes in all types of Soft and Hard services. The company Is head quartered 
in Chennai and takes pride in calling itself a Professional, Efficient and Result oriented 
organization that guarantees high quality comprehensive cost effective services. 


hey believe in decentralisation and ensure quick response 

and efficient execution. Innovative Group specializes in 

flawless services to enable the clients to focus on core 
business. They deliver a set of value based support resources 
offering a multitude of facilities to the clients. Through a diverse 
team of highly skilled professionals they provide a signature level of 
services and resources customized to the need of the clients. They 
are committed to providing solutions which enhance the 
environment and build an environment to provide fcr sustainability 
as well as focus on the unique perspectives of the clients. The core 
principle of the company is to give the best value to the clients with 
strict adherence to all statutory compliances. Throughout the 
course of their journey their guiding policy has been to render 
tactical and strategic solutions that make out services more 
productive, unique and economically effective. 


The group was established in 2008 by Colonel (Retd) D Pradeep 
Kumar, Shaurya Chakra, Sena Medal as a specialized group of 
Security companies providing high end Armed and Unarmed 


Ad Ole Kumar, Shaurya Chakra, Sena Medal 


ing Director, Innovative Grou 


security cover to high risk establishments like Airports, Oil 
companies, banks, PSU’s and government organizations. They 
have in a short period grown to be market leaders in this highly 
competitive industry. 





Colonel (Retd.) D Pradeep Kumar, receiving GEM OF INDIA AWARD 
from His Excellency THE GOVERNOR of Tamil Nadu at Chennai 








How did you choose to move from Army into business? 


I come from a family in Kerala though we have been all over India 
since my father was an Army Officer and also served with Netaji 
Subash Chandra Bose. | automatically joined the Army and trained 
in OTA Chennai. l joined the Infantry and was part of the Gurkha 
regiment. | am a Commando and participated in the anti terrorism 
operations in Punjab and specialize in anti terrorism operations. | 
have received two National Gallantry Awards from HE The 
President of India for these operations. After a successful stint of 30 
years in the army | took a voluntary retirement in 2007 because 
some where deep within me there was a dream to become an 
entrepreneur. | joined Star City as their Executive Director and also 
helped set up a Thermal Power Plant before | started Innovative 
Group. 


How did you start Innovative Group? 


| started Innovative Group in 2008 in a very humble way providing 
Security services to a few companies. By 2010 we got into 
Management Services and also into Risk Management Solutions. 
Today we have our presence in all South Indian states apart from 
having 6 branches in Tamil Nadu and one branch in Pondicherry. 
We provide Security for high risk places like PSU, Government 
Establishments, Airports, Banks, Oil industries, Gas plants, 
Industries etc. We provide both Armed and Unarmed security. Most 
of our employees are Ex service men since | come from a service 
back ground. We are into Facility Management sphere where in we 
can provide you all the services you ever dream of outsourcing. 


Could you elaborate on the Facility Management ? 


Normally Facility Management Companies deal in house keeping 
and other associated services however | would expect a doctor who 
wishes to set up a hospital to come in with his co doctors, nurses 
and lab technicians. We will provide all back end services, plant 
maintenance, HR, Accounts management, soil disposal, catering, 
A to Z staffing and completely run the hospital for them. This will 
allow the doctor to concentrate on his core business ie treating the 
patients. We wish to offer such services for Hotels, Hospitals, Malls 
and IT Companies etc. There are very few such companies in India. 
| would like to make this Company one of its kind and set some sort 
of a bench mark in this sphere of activity. 


Tell us something about how you are poised to provide Risk 
management services? 


We are already into providing risk management services. Though at 
the moment we provide both manned and unmanned security we 
know that in future there would be a shift to unmanned security 
devices and we want to be well poised to help companies by 
providing such modernisation and complete solution. 


Do you have any plans of diversifying ? 


« We are already managing petrol bunks and hotels and would like to 
further diversify into Agro Ventures also. We have another branch of 
our company called Innovative Hospitality Solutions which 
manages hotels. But our strong point remains Facility Management 
and Industrial Security for high risk places and yes most of our 
employees are Ex service men. 
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In what way do you plan to give 
back to society? 


| just believe that if there is a will to 
do something there is nothing 
impossible. We need to play our 
part and contribute in our humble 
way to the society. That is the 
reason | came out of the armed 
forces to not just live my dream of 
being a business man but also to 
give back to society that has 
contributed so much to me. Yes | 
believe in philanthropy and | am 
pursuing an MSc in Psychotherapy. 
| want to counsel children in 
schools & colleges and if in my life time | am able to appropriate!) 
guide about 200 children then | will feel | have done something fot 
the society. | am a workaholic and never accept ar ything sub 
standard. | believe we should set our High standards and never 
compromise on the quality. 


td.) D Pradeep Aumar 





Why did you choose Tamil Nadu to set up your company? 


| think the environment in Tamil Nadu is full of opportunities, the 
place is more disciplined, there is a lot of acceptability and you wil! 
never feel you are an outsider here and most importantly th 
government is very conducive to entrepreneurs. | am glad | started 
my business here and today Our Group and | have already won 8 
National and 2 International awards for our business with a tew 
more Awards in the offing. 


What is your vision for your Group? 


My Vision for the Group is to Spearhead the Group's expansio! 
strategy to become the leading Facilities Management anc Security 
Service player in Asia Pacific and Middle East with a turnover o! $ 


200-$300 Million in five years 


Evolving modern pedagogy in Facilities Management by extending 
the service portfolio to include IT Services like Hardware, Software 
& Network Infrastructure set-up & maintenance as well as many 
other such non-core activities. 
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E-mail : pradeep@innovativebusinessgroup.com 
www. innovativebusinessgroup.com 
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he India Today Sexposition 2012, partnered by Skore 
ondoms at Blue Frog, New Delhi, was an evening 
lled with revelry as people got together to launch the 
0” edition of the India Today Sex Survey. The evening 
ick-started with Shobhaa De and Koel Purie Rinchet 

is they discussed 'Does Success Breed Infidelity?’ 

he veteran author was all wit as she talked about 
arriage, fidelity and the power of being a woman. 
Only a woman can make any man feel like he is 

\donis,” she said. 

Panelists surely 'scored' at the second session on 

Scoring in the Big City’. Actor Randeep Hooda, author 
adhuri Banerjee, Tantric sex guru Ma Ananda Sarita 

and sociologist Sanjay Srivastava kept the audiences 
ooked with their witty one-liners. 

Skore Condoms launched their new range of 

ondoms, Skore, at this glittering event. Vishal Vyas, 
ead Marketing TTK LIG launched the product, he 

added “Sex landscape in India is rapidly changing 

and evolving. At the epicentre of these changes lies 

today's youth. Skore is a new age condom brand for 

this generation, a brand that speaks the language of 

love in the parlance of youth. With range of 

fashionable and trendy condoms like coloured, 

dotted, flavoured etc. it not only makes lovemaking 

stylish but rewarding too. And that's why we say 

there's a lot to be won with Skore.” 

Actor Bipasha Basu, in a candid chat with Koel Purie, 

talked about being single. She also launched the 10” 
edition of the India Today Sex Survey. 

Stand-up comedienne Aditi Mittal had the crowd in 
splits with her 'sex doctor act’ at the penultimate 
session, The Comic Position’. 

The evening concluded with a presentation 

by Michelin Chef Vikas Khanna where he laid 

bare the erotic in gastronomy. 


Ta -— 
a t XA A 
^ ; Š $ u | -— 
í k i A I is. ç. 
= ` = - ES | ! i 
wm IU 4 
LAM i > 


P a 


BETWEEN THE | 
SHEETS of SMALL | 
TOWN INDIA | 


iu 














LACES ENTS BOOBA a 


a uk | 


os 
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Step Up Placements 
Principal Cosultant 
Location: Ludhiana 


| Job ID: 12517820 


Description: Responsible for full 
Recruitment lifecycle. Requirements 
Management and to identify, screen and 
submit suitable candidates in a rapid 
turnaround environment, meeting 
deliverables. 


Gebbs Software International Ltd 
Training Manager 

Location: Mumbai 

Job ID: 12180738 

Description: Should have trained multiple 
batches .Having experience in US 
Healthcare RCM Process Training, Soft 
Skills and Behavioral Training. 


Rockwell Collins (India) Enterprises 
Private Limited 

Avionics Customer Service Engineer 
Location: Delhi, Mumbai 

Job ID: 12347248 

Description: Should be Specialized into 
Avionics Aircraft Maintenance Engineer or 
Avionics Customer Service engineer. 


Murugappa Group 

Relationship Manager 

Location: Mumbai, Pune 

Job ID: 12552446 

Description: Recruit & develop General 
insurance agents in Nagpur for General 
insurance business. 
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Mani Square Limited 

Civil Supervisor 

Location: Kolkata, Durgapur 

| Job ID: 12535491 

Decription: Should have 15 - 20 y 
experience in Real Estate secto 
Structural engineering. Responsible 
preparation of standard design. 


Fidelity Business services 

. Manager- Operations 

Location: Bangalore 

Job ID: 12121763 

| Description: The Manager Operations 


' also be accountable for the day to 


operations his/her direct and in d 
teams. 


. UST Global 


| 


Delivery Manager- Technical 
Location: Thiruvananthapuras 
Trivandrum 

Job ID: 12406036 

Description: 12+ years of experienc 
managing large programs. 


ONIENTERPRISES 

SBU Head/ Profit Centre Head 
Location: Bangalore 

JobID: 12461373 

Description: You have either heade 


^. Chemical Factory of INR 500 to 1000 cr 


as it's Profit Centre Head. 
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Get Lucky. Get Active with Monster. 
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Mastek Limited 

Release and Configuration (SVN) Engineer 
Location: Mumbai 

Job ID: 12464573 

Description: Candidate must have 
knowledge of Release management that 
includes a Tagging , building , Configuration, 
release & deployment. 


ADP Private Limited 

Database Administrator (DBA) 

Location: Pune 

Job ID: 12576649 

Description: Must have sound knowledge 
on MS SQL Server 2005 and 2008and also 
basic knowledge on MS Windows 2003 
server (Operating System). 


IMSI India P Ltd. 

Technical Support Engineer 

Location: Mohali 

Job ID: 12500036 

Description: Hardware and networking, 
CCNA, A+,N+ ,MCSE, or any other IT 
Certification. 


Ciena 

Network Administrator 

Location: Gurgaon 

Job ID: 12285483 

Description: Looking for a dynamic and 
versatile engineer to be a member of the new 
Regional Systems & Network Engineering 
organization. 






monster 


Find Better 


eBay, Inc 

Project Leader/ Project Manage 
Location: Bangalore 

Job ID: 12364397 

Description: Lead and build 
extremely talented engineers and 
eBay India Reginal COE (eBay 
business). 


BONFIGLIOLI Tramissions Pvt Ltd 
ERP, CRM - Functional Consulta: 
Location: Chennai 


Job ID: 12338145 


Power & Control Solutions 


TERADATA 


Raising Intelligence 


cO 
FUJITSU 


Description: Should have good kn 
of SAP FI-CO and integratio 
modules with SAP PP-MM-SD-OM-W1 


Teradata 

Software Engineer/ Programme: 
Location: Mumbai 

Job ID: 12402257 

Description: Should have 3.5-8 
experience and 2.5-6 years : 
Development experience. 


Fujitsu Consulting India Pvt. Ltd 
System Analyst/ Tech Architect 
Location: Pune 

Job ID: 12496749 

Description: Prior know 
migrating from ShareP 
SharePoint 010. 


[o apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs" box >> And click the "Go" button. 
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CareerNet Technologies Private Limited 
Distribution Sales Manager 

Location: Bangalore, Delhi 

Job ID: 12529181 

Description: Responsible for driving 
growth for the organization through the 
distribution channel. 


Pangea3 Legal Database Systems Pvt Ltd 


. Manager / Head - Internet Marketing 


Location: Mumbai 

Job ID: 12006317 

Description: Responsible for developing 
Website, Online, Social Media and Search 
Engine Marketing strategies based on 
business strategy and clien: behavior. 


Akshay Software Technologies Ltd 

Sales Executives 

Location: Mumbai 

Job ID: 12308651 

Description: Meet with business targets set 
for the accounting year on a monthly basis 
and ensure a steady booking of orders 
throughout the year. 


Kelly Services India Private Limited 
Business Development Manager 

Location: Hyderabad 

Job ID: 12583219 

Description: Excellent Communication 


Skills, Should be genuine & Ethical. 
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Line Backer Consulting LLP 


. Sales Manager 


Location: Mumbai 


| Job ID: 12528318 
. Decription: To acquire new corpc 
clients in the specified region / market 


achieve the sales / revenue targets. 


| 2COMS Consulting Private Limited 


rossing dimensions 











Sales Manager 


| Location: Hyderabad 


Job ID: 12531154 
Description: Has to recruit advisors f 
own contacts. Should develop and main 
ateam of advisors. 


Jobzebra 


Business Development Executive 


_ Location: Bangalore 


Job ID: 12399896 


_ Description: Looking for Busir 


development executive for oneof 
Clients for Bangalore. 


Amazon Development Centre In: 
Private Limited 

Sales Specialist 

Location: Bangalore 

JobID: 11813572 

Description: Experience in a higl 
analytical, results-oriented environm¢ 
with external customer interaction. 


To apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs" box >> And click the "Go" butta 
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Connects people to Brands on 
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IConsider IT Done" 


Red Hat 

Accounting Manager 

Location: Pune 

Job ID: 12529027 

Description: This person will manage the 
Shared Service Centre in Pune. Apart from 
ensuring the smooth functioning of the 
centre. 


Sungard Solutions India Private Limited 
Chartered Accountant (CPA) 

Location: Pune 

Job ID: 12525232 

Description: Looking for CA / Chartered 
Accountant for Financial Operations Team 
at Pune location. 


Avtar Career Creators 

Finance Manager 

Location: Chennai 

Job ID: 11809755 

Description: Advanced knowledge of 
financial, management and business finance 


accounting and reporting, preferably in 
Banks. 


Syntel Limited 

Financial/ Business Analyst 

Location: Pune 

Job ID: 11773085 

Description: The job profile will involve 
Financial Analysis of various financial and 
investment products and instruments. 
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Deloitte. 


Capgemini | 


COWTUITINE TECHMOLORY OUTEOURTING | 


monster. 


Find Better.” 


Capgemini 


| Account Manager 


Location: Bangalore, Mumbai 
Job ID: 12344205 
Decription: 12-15 years with minimum 7-8 


| years of experience in selling/delivering IT 


services to overseas customers. 


ValueFirst 

Financial/ Business Analyst 

Location: Gurgaon 

Job ID: 12488944 

Description: Maintaining all regional 


| reports of Revenue, Collection, DSO and 


other Operational parameters. 


| Cognizant Technology Solutions India 


Pvt Ltd 

Senior Finance Analyst 

Location: Chennai 

Job ID: 12154897 

Description: Provide accurate and timely 
periodic financial reports to business unit 
and finance management. 


Deloitte Consulting India Pvt Ltd 
Manager- Financial Planning & Analysis- 
Specialist 

Location: Hyderabad 

JobID: 12540954 

Description: Directly coordinates and 
manages all aspects of maintaining the 
appropriate resource levels within the USI 
Business Operations Services group. 


To apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs" box >> And click the "Gi 
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& Better Connections 


advanced technology, finding the right 
candidate is easy 


Get Lucky. Get Active with Monster. 
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ven in a tough economy, there is no dearth of options for 

buyers of luxury housing. There was a time when address 

used to be the main thing while buying a premium house. 
While location continues to be a key factor, branded residences 
are an emerging concept wherein developers tie up with 
international luxury hospitality or lifestyle brands, even — 
celebrities. Modern homes nowadays pack a lot of features to 


reflect their social and financial standing. —— 
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meet the growing aspirations of people who want their houses to 
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.— in-house entertainment are common in most luxury homes 


Over the last few years, a number of projects in the premium 
and luxury residential segment have been conceptualised and 
successfully marketed. These are a lifestyle statement, far 
more evolved from yesteryears when a premium home meant 
a house that is centrally located, large and comfortable. So, 
developers are promoting modern living spaces with a mix of 
technology and exclusivity. "The luxury residential property 
market has become the fastest-growing in real estate globally. 
It is attracting not only domestic developers but also foreign 
investors. The market for super-luxury housing in India is not 
more than 5 per cent of the total. Branded residences are 
geared towards that segment of the super-rich that prefers 
the conveniences and value of luxury homes designed, 
marketed and often managed by global hospitality or 
signature designer brands. 


Spacious luxury apartments and villas invariably come with 
top-quality interiors, bathroom fittings and kitchen decors, 
often imported. Many developers are also focusing on creating 
intelligent living spaces through latest gadgets and 
technology. Digital locks, electronic surveillance systems, | 
temperature control, wireless communication for Internet and 
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upertech's ORB is a 50 
storey luxurious 
residential 
development located in 
Noida, Uttar Pradesh. 
This unprecedented 3 tower 
landmark boasts, futuristic 
luxury homes with hi-tech 
automated facilities nestling 
amidst landscaped surroundings. 
The development is been 
scientifically designed for 
optimum energy efficiency and 
vaastu compliant construction 
for maximum influx of positive 
energy. Orb comprises of 3 and 
4 BHK apartments and duplex ` 
. penthouses. The project is been 
innovatively designed for : 
maximum interior space for 
uninterrupted supply of air and 
.. 180 degree view. The project - 
will also have a world class club 
on the ground floor connecting. 
all the three towers. These 
beautiful high end premium 
apartments are masterminded 
by renowned designer and 
actress Twinkle Khanna. 
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Proposed elevation of Supértech's ORB 
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mİ IMPAC Treature 


Godrej Properties launches a new phase 
at Godrej Platinum, Mumbai 


The Mumbai-based real estate developer will offer 2, 3, and 4 BHK apartments 
in this premium residential development at Vikhroli, Mumbai 


odrej Properties Ltd. (GPL), the real estate 

development arm of the Godrej Group, 

announced the launch of the third tower in 

its premium residential project, Godrej 

Platinum, in Vikhroli, Mumbai. This tower, 
having 28 habitable floors, will offer 2, 3, and 4 BHK 
apartments that range in size from 843 sq. ft of carpet 
area to 1,762 sq. ft. of carpet area. 


Godrej Platinum is strategically located in the upcoming 
area of Vikhroli offering excellent connectivity to all parts 
of Mumbai. It is in close proximity to current and future 
airport developments, the commercial hub of BKC and 
residential clusters of Andheri and Powai. It offers ready 
access to the Eastern Express Highway, the Vikhroli 
railway station and bus depot. The project offers a fully 
equipped state-of-the-art clubhouse which includes a 
swimming pool, an aerobics studio, a gymnasium and a 
library. Other facilities include a tennis court, an indoor 
games area, and a kid's play area. 


Godrej Platinum is one of the first residential projects in 
the country to receive IGBC - Platinum precertification, 
which is the highest available certification for green 
homes. Some of the sustainability features include well- 
planned building orientation to reduce heat gain effect, the 
usage of low Volatile Organic Compound (VOC) paints, 
water-efficient fixtures and landscaping with facilities for 
rainwater harvesting, electric charging points for 1076 of 
parking spaces, double glazed windows for thermal and 
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sound insulation, solar water heating system, and a 
sewage treatment plant. Due to its features the energy 
demand of this residential building will reduce, thereby 
offering economic benefits to users. 


Godrej Properties has partnered its sister company, Godrej 
& Boyce, for this exciting project. Godrej Properties is the 
development manager and Godrej & Boyce is the 
landowner and developer of this project. 


Mr. Pirojsha Godrej, Managing Director & CEO, 
Godrej Properties said, "Following the outstanding 
response to the first two phases at Godrej Platinum, 
we are happy to launch the third phase. This will be 
a state-of-the-art project designed to the highest 
standards of quality and sustainability. Godrej 
Platinum will offer its residents a contemporary 
lifestyle, an outstanding location, and the rare 
opportunity of being surrounded by the lush 
greenery of the Vikhroli mangroves." 
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I | d ° _ $ _ urban 
Hl ld S tran- 
sport story is certainly one 
of hope. In the last five 
years or so there has been a 
huge surge of interest 
across cities in urban trans- 
port solutions, largely due 
to the success of the Delhi Metro. 
Though the Kolkata Metro has existed 
for around 20 years, it never gener- 
ated the kind of excitement the Delhi 
one has. Cities currently implement- 
ing metro projects (or expanding exist- 
ing lines) include Mumbai, Ahme- 
dabad, Hyderabad, Kochi, Kolkata, 
Jaipur and Bangalore. 

It is reported that there are 19 cit- 
ies currently working on project re- 
ports for urban solutions. Ludhiana's 
report is said to be ready. 


Customised Solutions 
for India 
In the popular imagination, the metro 
is the answer to all transport prob- 
lems. But metros need to meet certain 
criteria to be successful. They are 
capital intensive and can only be effec- 
tive solutions for cities with large 
populations, where people have the 
ability to pay and ensure a high den- 
sity of commuter traffic. 

Not all Indian towns can sustain a 
metro. There is a view that for a metro 
to be a viable option, the city con- 





M aking Urban 
Travel Easier 





cerned should have a popu- 
lation of at least five million 
along with high commuter 
traffic. 

There is a whole range 
of urban transport solu- 
tions possible for a country 
like India. Positive change 
can be brought about by improving 
the quality and efficiency of public bus 
transport systems, making them of the 
kind one sees in western cities where 
buses arrive on time and have digi- 
tised displays: there can be bus rapid 
transit systems (BRTS) with dedicated 
corridors; electric tramways; electric 
trolley buses; monorails; light rail 
systems. Then there could be metro 
rails of different intensities. Along 
with mainline solutions there can be 
a range of eco-friendly feeder systems. 
There are also green solutions, such as 
implemented in some cities of Europe, 
which have cycling tracks all over. 
One system feeds into another, which 
determines the efficacy of the overall 
urban transport solution. 

In Gurgaon, for instance, there is 
a Rapid Metro coming up. which 
feeds into the Delhi Metro. There are 
electric rickshaws in New Delhi. 
There should be a combination of 
urban trunk routes and a feeder sys- 
tem. The feeder system has been a 
historic weak spot in Indian ñN 
urban transport solutions. w 
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ICICI BUSINESS LEADERSHIP 
PROGRAMME 


An Opportunity to Serve India 


IMBA (Finance 8 Banking) Programme 

The current economic landscape provides numerous 
opportunities for the Indian banking sector. In order to leverage 
son these emerging opportunities, a new class of bankers will be 
required in the domains of Project Finance, Corporate Banking, 
Risk Management and Banking Technology. To meet this 
objective, ICICI Bank and NIIT University have come together to 
equip experienced professionals from diverse industries with 
banking knowledge and skills. 

Atwo year MBA (Finance and Banking) programme is a product 
of this partnership and aims to create a pool of talent at mid- 
management level. 


Who should apply? 

* Working professionals who are CAs/ Engineers/ Graduates 
in any discipline(s) with a minimum work experience of 3 
years from across industries 


* Applicants with a minimum score of 60% in 12th and 10th 
examination boards and minimum of 55% in graduation 


* Applicants upto the age of 30 years (as on April 22, 2013) 
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Programme Structure 

° Two years full time residential programme 

* A comprehensive management programme 1 
developing expertise in finance and banking in t! 
of Corporate Banking, Commercial Ban 
Management and Information Technology 

e Hands-on experience through two internsh 
6 months each at ICICI Bank 

Earn while you learn 

Scholarship of 710,000 per month while 

150,000 per month during internship at ICICI Bank 


Placement Guarantee 


* Post successful completion of the programme 


applicants will be placed at mid-management le 
Bank with a starting salary of {15 lacs per annun 


Commencement of Programme 
* Theprogramme will commence on April, 2013 


Process for Applying 
To learn more about the programme and to appl; 
www.icicicareers.com 


Apply within 7 days. 


P ICICI Bank 


Terms and Conditions Apply. Misuse of any intellectual property or any other content displayed herein is strictly prohibited 
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Z, What the country requires is a mapping of the 
NW top 100 cities from the smallest to the largest. 
Then technical choices need to be made. Urban transport 


choices have to be tailored to the specific needs of 


each city. 

Also, for an urban transport solution to be effective 
and efficient it has to keep place with urbanization. 

One characteristic of urbanisation has been growth 
of satellite towns; we need solutions to enable movement 
of people from these periph- 
eral towns to their main work 
centres. So while looking at 
urban transport solutions, 
one should not only look 
within the city but also at the 
connecting urban nodes. 
Given the rate at which India 
is growing there will have to 
be more and more satellite 
towns, from which people 
commute to the main centre 
and go back, what in the 
United States are known as 
"sleeper towns". 

A plan for a Regional 
Rapid Transport System 
(RRTS) has been approved in 
principle for the National 
Capital Region. Three lines 
have been approved under 
RRTS at an estimated cost of 
172,000 crore. They will run 
between Delhi and Sonepat/ 
Panipat, Delhi and Alwar, and 
Delhi and Meerut, via 
Ghaziabad. These will be com- 
muter trains like the metro, 
but they will not be under the 
Delhi Metro or the Railways. 
The urban ministry and the 
respective state governments 
will coordinate to run them. 


RAJAT BARAN 


Entrepreneurship and Innovation 

Other innovations are taking place too. There has been a 
mushrooming of radio taxis. In Gurgaon, there are radio 
tuk-tuks (autorickshaws which can be called on the mo- 
bile). BRTS is also catching on, especially in cities with 
long, wide carriageways such as Ahmedabad and Indore. 


BRTS did not work effectively in Delhi, because of 









One characteristic of 
urbanisation has been 
growth of satellite towns; 
we need solutions to 
enable movement of 
people from these 
peripheral towns to their 
main work centres 


space constraints and location challenges. But it has 
succeeded in cities across the world with wide carriage- 
ways. In Delhi, BRTS was squeezed into a cramped cor- 
ridor. Space for the BRTS was squeezed out by restricting 
car movement. 

Indian cities are ideal for a wide range of urban trans- 
port solutions. For example, a city like Chandigarh would 
be ideal for an electric trolley-bus service or an electric 
tram service. It has the space, it has long carriageways 
and no shortage of power. A 
city like Chandigarh requires 
lighter solutions than a metro. 


Money Trail 
India will see a surge in in- 
vestments in the urban trans- 
port solution space in the 
next five years. Around 
115,000 crore, for in- 
stance, is being invested 
in the Hyderabad metro. 
If 10 cities need to have 
similar metros, it means an 
investment of 7150,000 
crore. With other towns and 
cities implementing other 
solutions, the investment po- 
NOSE tential would be around 
——— %300,000 crore. 

There are two points of 
view of how such massive 
funds can be raised. E. 
Sreedharan, who built the 
Delhi Metro, believes metros 
should be funded by public 
expenditure alone, with loans 
being raised from the World 
Bank and other sources. 

There is also a view in the 
government that private cap- 
ital should be used wherever 
possible. Hyderabad Metro is a classic case - it is the first 
metro project in the public-private partnership mode, 
being built by Larsen & Toubro. I believe both ap- 
proaches will co-exist in coming years. 

The two big challenges that remain are those of land 
acquisition in dense urban corridors and approvals from 
railway systems. But things are moving faster as com- 
pared to yesteryears. € 
(As told to Shweta Punj) 
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THE ROAD AHEAD 


elivery of small ticket loans and financial 

inclusion products has been a continuing 

challenge over the years. Several efforts 
have been put toward filling the gap between the 
bankable and the non-bankable sections through 
specialized services in order to bring the majority of 
this country’s population into the mainstream 
financial market. These efforts have confronted 
various barriers including high transaction costs, 
non-availability of collaterals, information 
asymmetry, financial illiteracy, dampened demand 
and the lack of physical and social infrastructure, 
technology support etc., 


The idea of offering an opportunity to those who 
are excluded from the mainstream financial 


The study then materialized into SHARE, which 
now provides servicesto over 2.7 million clients. 


During the initial years, SHARE invested its efforts in 
building systems and processes tailored to the 
Indian market. Post establishing a strong 
operations model which was simple and replicable 
across geographies, SHARE's major constraint fo! 
growth was funding. SHARE raised its initia! 
funding from the several developmental and 
financial institutions with higher margins & 
security clauses because its portfolio was a new 
asset class with no ratings, credit history 
collaterals, or track record ofthe clients. Further, the 
underlying stock / receivables are spread across 
hundreds of villages hence attracting substantia! 


Dr. M. Uda 


= >. 


ia Kumar 


Although, the recent microfinance crisis has not left SHARE & Asmitha 
unhurt and the institutions are undergoing debt recast, the two companies 
have continued to serve the non A.P. States with a remarkable performance 
. “Our strong fundamentals have so long enabled us to run the microfinance 
activities in a sustainable way and have justifiable pride in our role as an 
agent of change and social transformation," says its founder Dr. M.Udaia 


Kumar. 


Reminiscing his old days when he started operations in 3 different agro 
climatic zones of AP and slowly, over two decades, brought SHARE to the 
current shape and size."Things have turned abruptly bad for Indian 
Microfinance sector but not all is lost; the draft Microfinance 


founder 


SHARE & Asmitha Microfin ua its implementation,” adds Udaia. 


systems has created the concept of Microfinance. 
Microfinance entails providing small sums of 
money to groups of women without seeking any 
collateral security. The impact created by these 
small loans by way of assisting these women in 
initiating income generating activities and sustain 
their families has been 

endorsed by several studies. | 

SHARE, one of the largest 

microfinance institutions in 

India, was founded by Dr. M. 

Udaia Kumar. As early as 

1989, Dr. Kumar had started 

a microfinance action 

research program in India. 


— Institutions bill is a ray of hope but what is more important is timing of 


costs to track and monitor them. Inspite of these 


challenges, SHARE remained undeterred anc 
stubborn in its objective to provide its services to 
the underserved. SHARE's operational efficiency 
and success confirmed that lending to the poor is 
safe and trustworthy. Confidence among the 
stakeholders grew - in turn 

| drawing banks and 

financial institutions to 

partner with SHARE to work 

toward financial inclusion 

in the country. To 

compliment these efforts, 

adoption of the right and 

sustainable legal structure 
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was essential. SHARE was the first Micro Finance 
Institution (MFI) in India to obtain a Non Banking 
Financial Company (Non Deposit) license from 
the Reserve Bank of India (RBI) in the year 2000. 


With rest set in place, the major challenge at this 
stage was meeting with the equity requirements 
of the company. MFIs are less capitalized to 
maintain important parameters such as the debt 
equity ratio. The optimum capita! structure for 
MFIs is 1:6 whereas for banks to lend it is 1:2 or 1:3. 
Further, this makes MFIs to be severely 
dependent on debt funding for onward lending 
to rural poor. Inspite of this, banks were 
supportive to microfinance institutions for 
several years based on the model and the 
repayment track record of MFIs and their clients. 
Further, the success of the model attracted equity 
investors in the later years, which enabled in 
meeting the capital requirements. The PSU banks 
started funding as well, with the support and 
favourable policy decisions by the RBI. 


The idea of giving unsecured loans to a client 
with no proper KYC details (no address, age, 
education, signatures) once upon a time was 
considered a highly risky task and one must 
appreciate the initiative that has proven this 
mindset wrong. Growing the microfinance sector 
and dealing with millions of tiny borrowers with 
limited machinery and resources is a difficult 
task, which required a lot of effort in the initial 
years. Today, it creates exciting new possibilities 
for rolling out financial inclusion products and 
other social innovations through the 
infrastructure that the MFIs have created in the 
nook and corners ofthe society. 


Without fundamental and technical soundness 
of the model; microfinance would not have been 





successful. Without the demonstrated success and 
impact, it could not have mobilized funding and 
investments from domestic and foreign players. We 
need to remember that while small may sometimes be 
beautiful, small is also small and it needs greater policy 
and advocacy support........ says Dr. Kumar. 


Microfinance, as a model, facilitates financial inclusion. 
The microfinance sector brought 27 million households 
under its fold. It is associated with improvement in 
economic welfare of households apart from promoting 
women empowerment and gender equality. India has 
been successful in evolving a highly efficient delivery 
model with low cost to clients compared to the interest 
rates being charged in other markets across the globe. 
However, in the process of its evolution, the INDUSTRY 
ignored some of the critical aspects while 


The idea of giving unsecured loans to a 
client with no proper KYC details (no 
address, age, education, signatures) 
once upon a time was considered a 


highly risky task and one must 
appreciate the initiative that has 
proven this mindset wrong. 





concentrating on the numbers, growth, outreach, 
systems and processes, which was supported and 
welcomed by all the stakeholders. 


Though there are a lot of benefits that MFIs brought to 
the rural areas, these aspects have been lately 
suppressed and submerged with the turmoil and issues 
currently experienced by the industry. MFIs provide 
doorstep services in an organized manner. They offer 
timely funding support for tiny seasonal / business 
activities without any collateral. The loan amounts are 
as small as $40 to $60 with less paperwork and simple 
processes. MFIs offer credit, and tie up with providers of 
insurance and remittance services who utilize the MFI 
infrastructure to tap the rural markets. MFIs' 
infrastructure can further be utilized for financial 
services like savings and non-financial services- all at 
one stop. Further, customer relations and bonds are 
strong since the field officers meet the customer 50 
times in a year. 


There are very few such models / channels other than 
MFIs that offer the above unique services today to their 
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beneficiaries / customer segments. Microfinance 
assumes importance as it has proven to be an effective 
tool capable of addressing the huge quantum of 
demand and area of operations that is required today. 
There are numerous products offered by Banks and Fls. 
Most of these products are secured in terms of lending 
and credit. While 40% of the strata of people having 
access to these services today after nationalization of 
banks and introduction of many targets / framework by 
the esteemed regulators RBI, NABARD etc., 8796 of the 
balance 6096 strata of people are still struggling to get 
any kind of financial services - only reason being that 
these segments are not bankable as per the lending 
principles and requirements such as security, capital 
requirements, reliable cash flows, financial records and 
performance, operating efficiency etc. of the 


FY 2010-11 
11,249 

No of Clients served 27.69 mn 
No of Staff 92,221 

Disbursements 324.2 bn 
200.0 bn 
144.5 bn 


FY 2011-12 
9,743 
22.56 mn 
72,365 
199.8 bn 
171.7 bn 
120.7 bn 


Industry Outreach YoY (%) +/(-) 
(13%) ¥ 
(19%) $ 
(22%) $ 
(38%) V 
(14%) V 
(16%) V 


No of Branches 


Loan Portfolio 


Borrowings O/s. 


mainstream financial institutions. In such a scenario, 
there is need to nurture and assist the growth of the 
microfinance sector. Sadly, the past two years have 
witnessed just the opposite. 


Itis 25 months since the enactment of AP MFI Act, 2010 
which has curbed the access between MFls and its 
borrowers in AP. Since the first and largest MFIs had 
originated in AP and have close to 50% of their portfolio 
in AP this Act has had a severe impact on these MFIs. 
This crippling down of the largest MFIs has in turn 
affected the entire sector and created uncertainty 
leading to limited access to funds and further straining 
liquidity positions of most MFIs, including SHARE and 
Asmitha. At the same time, SHARE and Asmitha believe 
that this period has offered a unique opportunity 
wherein the companies revisited and strengthened 
their processes and systems. On a sectoral level, the last 
couple of years have brought much visibility to the 
sector leading to positive initiatives and reforms within 
the sector. The RBI has acknowledged the Malegam 
Committee Report and has already implemented 
several of the Committee's recommendations. MFIs 
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have been recognized as extended arms of 
banks. The sector’s importance has been 
stressed upon and reiterated. Code of Conduct 
have been designed and implemented by all 
NBFC - MFls. All the MFIs today share their 
database with each other through Credit Bureau 
mechanism, which is a huge task implemented 
with great support from specialized bureaus 
successfully. The tie-up will augur a new era 
where even a micro-client is evaluated on several 
credit parameters and a track is kept on issues 
like multiple lending, over-indebtedness etc. 
The recent RBI guidelines and the MF Bill to 
tackle the current crisis situation legitimizes the 
role of MFls and clarifies that the RBI is the sole 
Regulator for NBFC-MFIs 


WAY FORWARD: 


By the very nature of its client segment and 
collateral free loans, the sector is exposed to risks 
that are particular to its lending and 
environment. It is highly impossible to work with 
this kind of client segment without the support 
of Government, bureaucrats and the politica! 
strata apartfrom the regulator - the RBI. 


MFis should relook into their operational 
processes and reengineer leaner, cost efficient 
systems. In the current environment and 
revenue model, it would be difficult for many 
MFIs to sustain their operations unless they have 
robust operational processes and IT systems. 
Consolidation and Mergers would be a solution 
for smaller MFIs to attain economies of scale and 
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reduce geographical concentration. MFIs will need 
to revamp their products and diversify into new 
ventures so that they offer a broader array of 
services based on a market segmentation 
approach. MFIs should diversify geographically 
and through products that create more value to 
clients. 


From the AP crisis, the sector has learnt important 
lessons which should not be forgotten. MFIs will 
now grow at minimal and manageable levels. 
Focus would be on building client relationships 
and client retention, which would also be a way of 
managing multiple lending. Further, strong and in- 
depth role of microfinance Self Regulatory 
Organizations (SRO) should be strengthened in the 
areas of client awareness, client protection and 
market-watch etc., which will ease the role of the 
regulator. In order to address the pricing, liquidity 











and funding related issues, RBI may permit deposit 
mobilization from its own clients of MFIs that meet 


certain criteria (good systems, governance and 
technology). This will allow low cost borrowings to 
MFIs, which can then pass on the benefit to the 
clients. 


t would be ideal to follow a consortium approach 
of funding to MFIs in India. Things could have been 
different in Andhra Pradesh today if the funding by 
banks is more collective and systematic. The large 
quantum of funds to MFls fuelled the 
unmanageable growth of the sector 
compromising on quality. 


Finally, the central ministries should clear the 
regulatory uncertainty as early as possible by 
passing the MF Bill. Microfinance crisis in AP could 
become a national crisis without central 
regulation. Accordingly, it is crucial that the debate 
of the MFI Bill is fast-tracked and heard at the 


PARLIAMENT at the earliest. 


A complete shutdown of the microfinance sector 
will penalize its beneficiaries more than a handful 
of corrupt players. Still, it is high time that the 
theoretical recommendations are put into practice 
and concrete steps are taken, to allow MFIs reach 
to their clients and restart the work in the state of 
Andhra Pradesh. 


We hope this way forward approach with 
commitments of all the industry associates, 
governments, bureaucrats and banks are very 
much essential in order to prevent further damage 
tothe sector. 








ARUN MAIRA 


Points of Light to 
Pools of Light 





time ago, 
Some when 
India was Shining, Indian 
citizens had a vision. They 
saw a pond with buffaloes 
wallowing in it, and little 
children standing around 
the edge. The buffaloes 
were the big leaders of the nation — the 
political netas, ministers, senior bu- 
reaucrats, economists, and other ex- 
perts. The citizens had been counting 
on them to make things happen for 
their benefit. But these so called lead- 
ers were wallowing in their debates 
and ego clashes, unable to agree and 
move together on reforms that would 
improve health, education, and liveli- 
hoods for the waiting children. 

But the citizens also saw another 
vision, once they looked away from 
politics-related headlines and macro- 
economic numbers. It was one of 
fireflies rising. They saw many 
individuals, some young and some old, 
some women and some men, some 
with little education and some with 
foreign degrees, some in villages and 
some in towns, who were making 
remarkable change happen in their 
own lives and the lives of the 
community around them. These 
fireflies were leaders of change, little 
points of light, who with their own 
energy and passion were bringing 
light into the lives of others too. 








These are two contrast- 
ing pictures of the different 
approaches towards bring- 
ing about change in India. 
Big leaders wallowing in a 
pond on a hot summer day 
— the ‘official’, top down ap- 
proach. The other, unoffi- 
cial approach: millions of fireflies rising 
on a hot summer night creating light 
amidst darkness. India has many fire- 
flies now — many points of light — 
showing a way for others to follow. 
But India's challenges are so vast and 
time is so short. We must turn points 
of light into large pools of light. we 
must 'scale up' the impact of change 
and with it brighten the India story. 

The sputtering of India's economic 
growth has rung alarm bells for econ- 
omists and rating agencies. India must 
attract investments in infrastructure 
and industry. Though attracted by the 
potential of India's market, investors 
are turned off by the difficulties of get- 
ting things done in the country. 
Projects are stuck in tardy processes of 
approval and trapped in inter-depart- 
mental wrangles. Consequently India 
remains near the bottom when coun- 
tries are evaluated for ease of doing 
business. Very poor coordination 
among agencies, poor implementa- 
tion, and leaky delivery systems are 
also root causes of the unsatis- @@N 
factory state of India's health, W/ 
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Z“, education, and other public services. 

NW Three scenarios of the country s progress are 
described in India's 12th Five Year Plan. In one, called 
'Muddling Along', growth in the Plan period averages 
6.5 per cent. A persisting political logjam could result in 
a second, more undesirable scenario with a ‘Falling 
Apart' of the growth story, in which growth falls to five 
per cent. In the third, the desirable scenario, with align- 
ment amongst stakeholders, “The Flotilla Advances’ and 
growth accelerates to over nine per cent in some years, 
averaging over eight per 
cent in the Plan period. 

There is widespread 
need in India to convert 
confusion into coordina- 
tion, contention into col- 
laboration, and intention 
into implementation. Easier 
said than done, many say. 
It is in our culture to be ar- 
gumentative, they explain. 
And democracy makes it 
difficult to get people to 
work together, they add. 
Nevertheless, in a highly 
diverse as well as demo- 
cratic country, such as 
India, consensus is required 
for all stakeholders to move 
together, to move forward 
and do so faster. This con- 
sensus cannot be com- 
manded. We need another 
mechanism specifically de- 
signed to bring people with 
different perspectives to- 
gether — to listen to each 
other, to distil the essence of 
their shared aspirations for 
their habitation or their or- 
ganisation, and adopt the 
critical principles they will 
adhere to in the work they 
must do together. 

A model of a process for rapidly improving a nation's 
capabilities to get things done systematically and demo- 
cratically is available in the Total Quality Movement 
(TOM) of Japan. In less than two decades, Japan, which 
had a reputation for poor quality and low cost products, 
became the international benchmark of quality in many 
industries and several of its public services too. The es- 





In diverse and democratic 
India, change for the 
people can be brought about 
with the energies of 
entrepreneurial people 
around the country 


sence of the TOM movement was the deployment, at 
several levels in many organizations — especially at the 
‘shop floor’ levels but at higher levels too, of simple tech- 
niques for systems thinking, cooperative action, and 
continuous improvement. 

Within the 12th Plan there is a description of a 
similar transformative process to improve capabilities in 
the country. This process, described as the India 
Backbone Implementation Network (IBIN), can improve 
results in many sectors of the economy. The architecture 

of IBIN is along similar lines 
as the TOM movement. The 
experiences of other coun- 
tries, such as Korea and 
more recently Malaysia, 
which have systematically 
improved capabilities of co- 
ordination and implemen- 
tation, has also been con- 
sidered while developing 
IBIN to fit India’s condi- 
tions. The tools and tech- 
niques that will be de- 
ployed by the IBIN move- 
ment will be in some re- 
spects similar to TOM, but 
updated and customised for 
the objectives of IBIN with 
its emphasis on techniques 
and tools for collaboration, 
coordination, and imple- 
mentation. 

India's next decade 
must be a decade of collabo- 
ration and implementation 

to improve the health and 
education of its large popula- 
tion, and to rapidly multiply 
opportunities for better jobs 
and livelihoods for India's 
growing millions of young 
people. In diverse and demo- 
cratic India, change for the 
people can be brought about with the energies of entre- 
preneurial people around the country. Therefore India's 
strategy for change must multiply the fireflies — the 
points of light. Let their stories be told to inspire others. 
But this will not be enough. The strategy for change must 
also bring people together to collaborate, to combine their 
energies and resources, and scale up outcomes into large 
pools of light. @ 
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Shine On, You Crazy Diamonds 


remember back in the 

1970s, when a new India 
was just over a quarter of a 
century old, Geoffrey 
Moorhouse, in his foreword to 
his "Calcutta" wrote: "The im- 
perial residue of Calcutta, a 
generation after Empire ended. 
is both a monstrous and a mar- 
vellous city. Journalism and 
television have given us a 
rough idea of the monstrosities 
but none at all of the marvels. | 
can only hope to define the first 
more clearly and to persuade anyone interested that the 
second is to be found there too." 

Kolkata has of course endured and it is even learning 
to live with Mamata's blue period after more than three 
decades of Marxian red. If you scrape away the grime and 
raise the louvres there are multiple shafts of bright sun- 
light that make the gloom glisten. 

And there are marvels aplenty if we care to look for 
them. We have been beset by an avalanche of negativism 
and often it seems that we have an especial talent for ex- 
tracting defeat from victory, misery from happiness, and 
calamity from good news. 

The Japanese possess a very fine aesthetic, and their 
poets transformed what they observed into written pointil- 
lism in the form known as haiku — a 1 7-syllable composi- 
tion in three lines. Read this haiku by Basho | 1644-1694): 

Seen in plain daylight 
the firefly’s nothing but 
an insect 
So true. It is only against the ink-black night that light 


flares out brightest, and it is only against the backdrop of 


the rancour and vitriol that we respond positively, and 
eagerly, to good news and tidings of the better side of hu- 
man nature. We have much to look forward to, and there 
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really is a lot that is going right. 
When every “news-hour” on 
prime-time television is actu- 
ally a showcase for a shouting, 
berating, finger-wagging “an- 
chor” — heaven knows what 
they are anchoring when they 
are ricocheting so much — you 
are hard put to really get near 
the real news. If you read the 
vernacular press you get infor- 
mation couched like agendas; 
you rarely get dispassionate 
reportage. So where do you 
turn for positive news on what is happening across the 
vast United States of India? Where are all the hundreds of 
thousands of little smithies where our innovators and 
entrepreneurs and experimenters toil long and hard to 
hammer out a better and more exciting future? They flash 
past like the tiny points of light that flare up in the black 
countryside as your train hurtles past and then grow dim 
and distant again. 

You will find one repository of good stories at wwu 
goodnewsindia.com. Its progenitor D.V. Sridharan writes 
that he stopped the website in 2006 to concentrate on a 
land-restoration project. The website has been revived in 
2012 and you will find several good stories. With a note 
of resignation, Sridharan writes: “I no longer retain my 
early confidence that a sustained economic boom will be 
like the tide that raises all the boats.” 

It is easy to nearly drown in the excreta of despair, like 
that young lad in Slumdog Millionaire. But we do have a 
responsibility to ourselves to chronicle the tides rolling in. 
It is not easy finding these inspiring tales. Our antennae 
need to become super-sensitive to pick up those feeble 
radio signals. Sometimes we do tune in to them, and the 
sounds we hear are music to our ears. Hence the theme of 
this year's anniversary issue. @ 
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From the Managing Editor 











usiness opportunities are like buses, there's always another one com- 
ing," business magnate Richard Branson likes to say. True when you 
are an entrepreneur but not as true for nation states. For countries, 
game changers happen once in a few decades: often, under duress. Some three 
decades ago. vast swathes of US business, faced with the might of the Japanese 
run by precise and deliberate managements, looked headed for the trash bin. 
"America came from out of nowhere with tech," US entrepreneur, academic 
and thinker Vivek Wadhwa told me recently. Technology that ran operations 
smoothly and added percentage points to productivity and EBITDA, making US 
businesses profitable again. The US faces a similar bleak situation today with 
value in manufacturing getting increasingly added in places such as China. 
(Exceptions such as Apple are few.) Wadhwa predicts this will change with 
three-dimensional printing turning the world of manufacturing on its head. 
3D printing creates objects by laying successive layers of material based on a 
design. At its most basic, think of making a plastic spoon. Or. think of a com- 
plex design of, say, a fuel injector printed with help from a robot topping the 
printer with 'ink', typically a polymer today. As 3D printing and robots evolve. 
they could help shift design-rich manufacturing right back to the US in about 
five vears, Wadhwa insists. He is not being 
imaginative — 3D printers today start at 
$1.500 apiece with industrial printers coming 
at half a million dollars or so. 
An equallv epochal change sweeping the 
US is that it is headed towards energy inde- 
pendence in its region with discoveries of large 
quantities of shale gas and oil sands in the 
Americas. Extracting these today is expensive 
and not particularly friendly to the environ- 
ment, but with oil prices staying put in the 
vicinity of $100 a barrel. it makes good busi- 
ness to blast the rock open with steam and 
chemicals to let out gas. This breakthrough 
has big implications for energy guzzlers like 
China and India. Not only do they get to tap into American exports of energy 
fuels, they get to buy cheaper crude and gas from traditional suppliers in West 
Asia. Read our resident energy expert and Special Correspondent Anilesh 
Mahajan's reportage on, and analysis of, the topic starting on page 66. 
Some 13 years ago, a reporter staffing a government-business meeting 
tried to buttonhole Ratan Tata when he walked out of Prime Minister Atal 
Bihari Vajpayee's office. He was polite but said little. An imported Toyota 
Corolla pulled up to pick up Tata, who had unveiled the Indica car, the first 
car made by Tata Motors, just a few months ago. He was unabashed when 
asked why he was still using a foreign-made car. "Do you mind," he asked me. 
adding with a smile, "Just you watch." What a ride it has been for Tata. who 
stepped down from the $100-billion group he chaired on December 28. We 
have a personal account of Tata by confidant J.J. Irani that you must read on 
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page 13. As also, untold stories of Sanjiv Bajaj's emergence in business and of 


the Khorakiwalas rebuilding their hospitals business. 
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And everything looks good. 


Pilot's Watch Chronograph TOP GUN. Ref. 3880: Contrary to what 


you might think, a pilot's life is full of hardship. Whether he's cruising at 
30.000 feet or stuck on an aircraft carrier far from home, there's plenty 





he has to leave behind. One thing he'll never part with, however, is his IWC, adiens | 
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and who could blame him? It comes in a 46-mm case made of rugged high- Hee c ` 
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Faith, Hope 

and Action 

The anniversary issue of Business 
Today (January 6, 2013) was 
excellent, positive, progressive, 

and promising. It has beautifully 
presented 66 reasons to keep faith in 
India. There could be even more 
reasons, but faith, 'Hope' and action 
are the main keys. You have put 
your faith in all the sectors from A to 
Z, from agriculture to technology, to 
science, and industry. It also gives 
hope for a prosperous India. Action 
is the greatest of all, rising above 


www.facebook.com/BusinessToday 


Ravinder Singh 





Vikas Baliyan 


Kingfisher Airlines shares jump on revival plan submission to DGCA 
New ray of hope for Kingfisher... It might actually provide Vijay Mallya the hope 
that he so desperately needs before shutting down the airline forever 


Akshat Kapoor 
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The Editor, Business Today, India Today Mediaplex, FC- 


HOW TO 
CONTACT 


8, Sector 16/A, Film City, Noida-201301. 


Website: www.businesstoday.in 
Unsolicited articles will not be returned 
or acknowledged. 


Business Today reserves the right to edit letters 
for brevity and clarity before publication. 
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UPA's cash transfer scheme: Game changer or hype? 
It is a ploy to siphon out money before they are booted out. 


Govt steps in to fix gas price, and deregulate oil sector 
Step in right direction, you cannot fix price in isolation with 
no link to international prices. 


E-mail: letters.bt@intoday.com/editor.bt@intoday.com 


politics without discrimination or 
prejudice, bringing good 
governance and benefits to all. 
Jacob Sahayam, Thiruvananthapuram 


Stuck in a Rut 

Your cover story God Save Them 
(December 23) has brought to light 
how the Indian telecom industry is 
stuck in a rut, because of ambiguous 
government policies and a poor 
blueprint for growth. The telecom 
industry's earnings have been used 
to offset large government subsidies. 
The industry is in a mess today 
because our policy roadmap is 
unclear. It is always a strong and 
consistent policy framework that 
makes an industry successful. But 
the Indian telecom industry has 
been let down by the government 
in this very critical area. 

R. Yogesh Kumar, Hyderabad 


Draconian 

Cyber Laws 

The column by Madabhushi Sridhar 
(66 Shades of Black, December 23), 
on cyber laws is quite informative. It 
shows how the Net laws are 
arbitrary and can be used to harass 
any citizen. Section 66A of IT Act is 
a mockery of law. It is against the 
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constitutional provisions of free 
speech in a democracy. It must 

be repealed or redrafted suitably. 
Social media like Facebook and 
Twitter are more of a personal 
nature, and not meant for the public 
at large. They cannot be compared 
with print media or TV channels. 
Mahesh Kumar, New Delhi 
Subsidy Scheme on 
the Bumpy Road 

Your story on the direct cash 
transfer scheme (UPA's Talk Show, 
December 23) has nicely analysed 
how the effort to provide subsidies 
faces several implementation 
challenges. It needs serious study 
by all concerned. It will be better 
if the poor are given debit cards, 
which they can use only to buy 
their food quota. 
G.Venkataraman, Mumbai 


Correction 

The story Banking on Modern Times 
(January 6, Page 44) says the size 
of State Bank of India's balance 
sheet is $13.35 trillion. It should 
be 313.35 trillion. 

We regret the error. 


Send all your comments to editor.bt@intoday.com 
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yhave made your safety their destination. 
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Having to wait eight hours to fully recharge an electric car is the main reason for not 
buying one. But things have changed: With ABB';s direct current (DC) chargers charging 
time has been slashed to as little as 15 to 30 minutes. No wonder the Estonian govern- 
ment is relying on ABB to build Europe's largest electric vehicle fast-charging network. 
By the end of the year the Estonian main roads will have fast chargers every 50 km. Once 
accomplished the goal to significantly reduce CO; emissions by 2020 moves a lot closer. 
www.abb.com/betterworld 
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Corporate 





Im 2012, Indian companies voted 
Gujarat as one of the best states 
in terms of investment climate. 
For example. Maruti Suzuki. al- 
ter facing labour unrest at its 
plant in Manesar, Haryana, de- 
cided to set up a second plant in 
the state. Many are crediting 
Chief Minister Narendra Modi for 
this. Modi scored a hat-trick with 
his third win in the state elec- 
tions. He is also seen as the top 
contender for the post of prime 
minister if the BJP-led National 
Democratic Alliance wins the 
next Lok Sabha elections, due 
in 2014. 
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The $100-billion 
Tata Group was 
perceived as India's 

best known global 
brand within and 
outside the country, 
according to an 
Assocham survey 

of 78 top chief 
executive officers 
and heads of 
domestic and foreign 
companies. 


Private equity 
deals in India fell 
to a three-year low in 
2012. PE firms made 

268 transactions 
worth $7,595 million, 
compared with 352 
deals worth $11,451 
million in 2011 and 
303 deals worth 
$9,196 million in 
2010, according to 
investment tracker 
VCCEdge. The 
consumer sector may 
see more deals in 
2013, in the wake of 
the easing of foreign 
direct investment 
norms. 
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ITC Chairman Y.C. Deveshwar 
is the seventh best performing 
CEO in the world, according to 
a Harvard Business Review sur- 
vey. It ranked 100 CEOs based 
on growth in shareholder re- 
turns and market capitalisation 
since 1995. Other Indians on 
the list are ONGC's former chair- 
man and managing director 
Subir Raha (rank 13), RIL's 
Mukesh Ambani (28), A.M. 
Naik of L&T (32), former BHEL 
CMD A. K. Puri (38), the Bharti 
Group's Sunil Bharti Mittal 
(65), JSPL Chairman Naveen 
Jindal (87) and former SAIL 
chairman V.S. Jain (89). 





Jaguar Land Rover's 

Chinese subsidiary 
said it would recall 337 
cars with substandard 
fixings in their brakes 
and steering boxes. 
The British luxury 
marque, which is 
owned by Tata Motors, 
has relied on strong 
demand over the past 
year from emerging 
markets such as China, 
for its luxury SUVs and 
sleek sedans. This 
demand has offset 
sluggish growth in 
developed markets. 


Japan has a new 

prime minister - 
its seventh in six years. 
Shinzo Abe takes 
charge as the nation 
faces the growing 
burden of an ageing 
population, industrial 
decline and an assertive 
China. Abe has promised 
to spur growth by 
offering 10 trillion yen 
(about $120 billion), 
in public works and 
other emergency 
stimulus spending. 














Economy 





The government needs to take 
more painful decisions — raising 
diesel prices and cutting LPG cylin- 
der subsidies were just the first 
steps — to rein in the subsidy 
bill, Chief Economic Advisor 
Raghuram Rajan said in a recent 
interview. The subsidy bill - some 
11.8 trillion (a trillion is 100,000 
crore) in 2012/13 - is likely to go 
up sharply due to domestic and 
global factors. 


The government has announced 
incentives to revive exports 
growth in an attempt to narrow 
the trade deficit. As part of the 
package, it has extended an inter- 
est subsidy of two percentage 
points on rupee-denominated 
export loans for labour-intensive 
and small-scale industries by a 
year, up to the end of March 
2014. This is expected to cushion 
the impact of weak demand in 
developed economies. 


The Indian workforce is bullish 
about the economy in 2013. 
According to a survey by 
Randstad, a human resources 
(HR) services company, around 
72 per cent of respondents in 
India felt the current economic 
situation was good. Around 83 
per cent believed the situation 
would improve in 2013. This in- 
dicates a high level of optimism 
compared to the world average of 
only 41 per cent respondents say- 
ing the economic situation was 
good. The survey covered 30 
countries spanning Europe, the 
Asia Pacific and the Americas. 
Ninety per cent of Indian respond- 
ents felt their organisation was 
in good financial health, com- 
pared with a global average of 
72 per cent. 


5% 

The increase in foreign 
direct investment 
inflows into the 
services sector, 
amounting to $3.6 
billion, between April 
and October 2012. The 
sector attracted FDI 
worth $3.4 billion 
during the same period 
in 2011. 


$1.5 billion 


The fine that UBS will 
have to pay for 
manipulating global 
interest rates. This is 
the second largest 
banking fine ever. The 
Swiss banking giant also 
allegedly tampered with 
Swiss franc interest 
rates for over a decade. 


21% 

Decline in new job 
creation in India in 2012 
up to December 15, 
totalling 530,000 jobs, 
according to Assocham. 


Markets 





Indian stocks found favour 
with foreign investors in 
2012. Total cumulative in- 
vestment in the country's 
equity market reached an all- 
time high of $125 billion. The 
net inflow of 31.23 trillion in 
2012 is the second-highest 
for a one-year period. It 
comes in the wake of a net 
outflow in 2011, and could 
prepare the ground for even 
better times in 2013. 


Mutual funds are eyeing 
bank stocks like never before. 
Their investment in the sector 
stood at 342,022 crore at the 
end of November 2012. This 
is 20.59 per cent of the mu- 
tual fund industry's total eq- 
uity assets under manage- 
ment of 32.04 trillion, accord- 
ing to the latest data with the 
Securities and Exchange 
Board of India. 


No socks...? 
No bank a«ount...* 





Coming Up 


The government is 

likely to divest a 1O 
per cent stake in Oil 
India in January, 
and a 9.5 per cent 
stake in NTPC in 
February. This would 
help the government 
achieve its 
130,000-crore 
divestmeent target. 





Borrowers from non- 

banking finance 
companies have until 
March 31 to replace 
outmoded bank 
cheques with new ones 
that have added 
security features for 
equated monthly 
instalment payments. 


The 1lth Pravas 

Bharatiya Divas - the 
government's bid to 
reach out to the Indian 
diaspora of 30 million - 
will be held from 
January 7 to 9 in 
Cochin. 
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Thump the Table" 


Ratan Tata listened to eve 


hardly knew Ratan Tata when 
he did an early stint in 
Jamshedpur. He left within a few 
months of my reaching 
Jamshedpur in early 1968. In the 
1970s, we interacted while he was in 
charge of Nelco. His first love was the 
automobile industry and it is in Tata 
Motors that he has contributed in 
great detail — from design to manufac- 
ture to acquisitions. But our interac- 
tions grew in the late 1970s, when he 
started taking an interest in TISCO 
(then known as Tata Iron and Steel 
Company, now Tata Steel Ltd). 





ryone before evolving his 


own view, in a quiet but firm way. By JAMSHED J. IRAN! 


Becoming chairman of the compan 
did not change his attitude — h 
deputy chairman before the bi 
pointed him chairman o 
1993. 

The qualities that I like most ut 
him are his sincerity and tot: 
tion. He is a workaholic. He is also t: 
tally devoted to the canines he has had 


A 


as pets for long years. Even at 

House stray dogs are cared V 
best personal memories o 
after-dinner discussions on a one-on 
one basis (or sometimes in 
group), when all those present coul 





HE THINKS 


BIG AND 


ENCOURAGES 
OTHERS TO 
DO LIKEWISE. 
HE DOES NOT 
DISCOURAGE 
THOSE WHO 
OCCASIONALLY 


FAIL TO 
DELIVER 





Ratan Tata 





open up and [reely express their views on 
all subjects under the sun. He is normally 
quite reserved and these moments of free 
expression were out of the ordinary. 

The chairmanship did not change him 
or his manner of arriving at the most ap- 
propriate course of action. He evoked sup- 
port from his team and he still does. Ratan 
Tata is not the type of boss who is given to 
thumping the table. He softly mandates. 
and those to whom the message is ad- 
dressed get the point very clearly. He 
thinks big and encourages others to do 
likewise. He does not discourage those who 
occasionally fail to deliver. 

When dealing with a difference of opin- 
ion, he will convincingly present his views 
but at the same time listen attentively to 
other points of views and arrive at a con- 
sensus. He has alwavs listened to all points 
of view before evolving a decision in his 
own quiet but firm way. 

The last decade — when I had retired 
[rom Tata Steel but still served on different 
boards of Tata companies as well as Tata 
Sons — was aimed at growing outside India, 
thinking big and not changing track when 





faced with difficulties. If we were convinced 
about our goals, we were urged not to give 
up. Also, another theme was not to give up 
on our principles of doing business ethi- 
cally. Ratan Tata had clearly enunciated 
targets for turnover and profits. All the 
CEOs accepted these and by and large 
achieved them. 

I may also recall the period prior to my 


becoming CEO and managing director of 


TISCO. That was a very turbulent period. 1 
was on very good terms with Russi Mody 
for 20 vears, but he was advised poorly in 
his final two years at TISCO. He smudged 
the line between professional management 
and ownership. The Tatas (both J.R.D. Tata 
and Ratan Tata) handled the situation with 
firmness and decorum and the board was 
with them. But that brief period was awk- 
ward for both Ratan Tata and myself. I 
must thank Ratan Tata for his guidance. € 
The author is a former managing 

director of Tata Steel and has also been a 
director on the board of several 

Tata Group companies 
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Big bang acquisitions 
transformed the Tata Group 
into a global conglomerate... 


2000) cA35 million 


Tata Tea acquires Tetley Group 


$12 billion 


Tata Steel acquires Corus 


$1.3 billion 


Tata Power acquires 30 per cent 
stake in PT Kaltim Prima Coal and 
PT Arutmin Indonesia 


$2. 3billion 


Tata Motors acquires Jaguar 
Land Rover 


$1 billion 


Tata Chemicals buys General Chemical 
Industrial Products 
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... even as it exited 
non-core businesses 


Tata Oil Mills Co. (TOMCO) 
merged with HLL (now HUL) 


Stake in Lakme sold to HLL 





Merind Pharma and Tata Pharma 
sold to Wockhardt 


14.45 per cent stake in ACC sold 
to Gujarat Ambuja 


TTE 





Tata Coffee's entire 34.31 per cent 
stake in Barista sold 


















Ratan Tata has left a daunting legacy for his successor Cyrus Mistry. LB XSL 
Under his leadership, the Tata Group not only consolidated its business 
in domestic markets but also metamorphosed into a global entity. 
Text by Suman Layak and Jyotindra Dubey 
Graphic by Anand Sinha 
EEE cE es 7€ 2p a om 2 "E 
Sales and profits of several Tata ( 
Group companies soared 





Revenues Net Profit 


Company Name KETTEN ECPI: 
Tata Motors Ltd 3162 171750 m 13.514 
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Source: CMIE Prowess Figures in x crore 
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: Telecom aa Insurance 
Retail Forayed into telecom Real Estate Launched two 
p Gave full thrust to first as an investor in spearheaded the insurance joint 
the retail business Idea Cellular and then Groups initiative ventures with AIG. 
through group with the launch of Tata in the sector While the financial 
companies Trent Ltd, Teleservices Ltd. The through Tata — services business was 
Infiniti Retail, Titan Group also bought VSNL — Housing, targeting not begun by Ratan 
Industries, and also through the divestment low-cost housing Tata, the insurance 
Fa tie-up with UK process and renamed it as well as forays happened 
multinational Tesco Tata Communications premium projects under him 
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The combined market capitalisation of the Tata 
Group, an exponential jump from about t30,000 
crore at the time Ratan Tata took over. TCS 
accounts for more than half of the total. 
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Ratan Tata 
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Business Today Was launched | 





n January 1992, soon after 
of the Tata Group. 


Ratan Tata became the helmsman 
Indeed, the first issue featured Ratan Tata on the covet. A 
collage of BTS reportage on Tata over the years. Ta io 


Compiled by Suman Layak 
= IN 1998, IN ITS SIXTH 


ANNIVERSARY ISSUE 
BUSINESS TODAY ASKED 


THE QUESTION 
“Can Tata 


Survive?" 
The story concluded that “The 
Tata Group's businesses will 
survive, and flourish, in 

spite of — and not because of 


— the Tata family.” 
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TATAS AND HE 
“Tata Trans formed" 
d; “.... wanted 


In an interview Ratan Tata sai 
our companies to be led by people in their 
40s, and that could also hold for the 
chairman of the group. That would be 
something I would be happy to see.” 
In 2012, Tata finally gota successor in his 
fifties to head the Group - Cyrus Mistry. 
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developments extensively. 
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IT APPEARS 
THAT THE 
GOVERNMENT 
HAS MISSED 
OUT ON 
FINE-TUNING 
DETAILS 
CRUCIAL TO 
MAKING THE 
SCHEME 
WORK 





Wages of Haste 


Implementing the cash transfer scheme is proving a challenge 
because of the hurry in which it was launched. By SHWETA PUNJ 
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Ambitious project: A centre at old Delhi's Chawri Bazar set up to implement the 
state government's 'Cash for Food' programme 


n the labyrinthine lanes of Chawri Bazar 

in Old Delhi stands a Gender Resource 

Centre (GRC) of the Delhi government's 
‘Mission Convergence’. Along with over 100 
other such centres, it is tasked with executing 
the ambitious "Cash for Food" programme, 
Annashree Yojana, launched on December 15 
in the presence of UPA Chairperson and 
Congress President Sonia Gandhi. 

The centre is a twelve-feet square room on 
the first floor of a dilapidated building. 
furnished with four tables, a dozen-odd chairs, 
an old, ripped sofa and five computers. There 
are about six women, mostly in burqa, waiting 
for their paperwork to be completed — which 
mainly comprises filling up a form seeking 
basic details such as age. names of family 
members, etc. The forms are being filled on 
their behalf by a GRC worker. 

It is a-first-of-its-kind project. The Union 
government eventually plans to implement 
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direct cash transfer schemes in lieu of subsidies 
across the country. The Annashree scheme 
entitles the seniormost woman of a beneficiary 
household to 3600 every month, provided she 
does not claim food entitlement from a public 
distribution system (PDS) outlet. 

The process of cash transfers has three 
attributes for the beneficiary: an identity in the 
form of an Aadhaar number, a bank account, 
and cash. The money will be transferred, 
electronically and automatically, to the bank 
account. and the beneficiary should be able to 
withdraw it from a micro-ATM at any of the 
GRC centres using her Unique Identification 
Number (UID)-linked biometric 
authentication. 

The scheme may well be a good idea, but 
a Business Today investigation reveals that the 
government has missed out on fine-tuning the 
details. crucial to making the scheme work, 
before starting it. Micro-ATMs, for instance, are 
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MANY OF THE 
INTENDED 
BENEFICIARIES 
WORRY THAT 
THE PROJECT 
WILL NOT BE 
WELL PLANNED 
AND EXECUTED, 
AND ARE THUS 
RELUCTANT TO 
REGISTER 











Slow going: Namia Begum has been 
waiting for money to be credited to her 
bank account for nearly two months 


vet to be installed, and there is still ambiguity 
about the criteria for selecting beneficaries. 
The awareness campaigns of the government 
lack focus and the registration forms are in 
English, which immediately alienates a 
majority of the intended beneficiaries. It 
makes the process prone to errors and 
manipulation. 

Two ofthe six women at the GRC centre in 
Chawri bazaar had been waiting for money 
to be credited to their bank accounts for 
nearly two months. Namia Begum, 63, 
enrolled in the Annashree Yojana in October 
- enrollment had begun before the formal 
launch - but since she does not have an 
account in one of six banks that have been 
specified, she has received nothing, while 
technically the money has been transferred 
to her bank account. She says that when she 
enrolled, she was never told that having an 
account in one of the six specified banks was 
a precondition. 

Six days after the scheme began, a data 
correction option was introduced in the 
enrollment form. "We will be able to start the 
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process of opening her bank account today. 
We just got the data correction option," says 
Girish Chandra, Project Coordinator at the 
Chawri Bazar GRC. 

While desktops have been placed for the 
beneficiaries to supposedly verify the data 
being entered, the form being in English 
makes it impossible for most to do so. How 
long will it take for the micro-ATMs of the 
specified banks to be installed? "We checked 
with Bank of India (one of the six partner 
banks). They said their system is not 
updated," says Chandra. 

There was also widespread cynicism 
about the scheme actually working. Most of 
the intended beneficiaries were apprehensive 
that the project would not be well planned 
and executed and were reluctant to register, 
preferring to stick to their ration cards. The 
fear could also be partly due to a campaign 
against the project by the Bharatiya Janata 
Party during the Delhi municipal elections in 
early 2012. "There was some ambivalence 
around the project, because the opposition 
party ran a campaign stating that those who 
take cash transfers would be thrown out of 
the BPL (Below Poverty Line) list," says 
Santosh Vaidya, Director, Mission 
Convergence, and Special Secretary to Delhi 
Chief Minister Sheila Dikshit. Those in the BPL 
list get government assistance through 
various schemes, not just the PDS. 

In Delhi under the Annashree Yojana, 
300,000 families will get cash subsidies, 
according to state government estimates. For 
several of the women, a lump sum amount of 
14,800 - the Delhi government is crediting 
money with retrospective effect from April 
onwards - is a substantial amount, giving 
them hope of making a new beginning. 
Shakila, for instance, has nine children, and 
hopes to get one daughter married with the 
money. Babita, 29, has difficult choices — she 
wants to secure a future for her two-year-old 
daughter and also create some kind of regular 
income stream for her husband who has been 
out of work for months. 

But for the moment the cash transfer 
scheme — while a promising alternative on 
paper to the existing inefficient, corruption- 
ridden PDS — needs a lot more spadework to 
deliver the goods. € 
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The $1.60 Trillion 
Question 


Chidambaram's team to draft his politically 
correct Budget is in place. By SANJIV SHANKARAN 


e's already got an economic dream 

team ready for next year's Budget. 

But the question on everybody's lips 
is: will Finance Minister P. Chidambaram 
pull off another dream Budget the way he 
did nearly 15 years ago: 

It may not be so easy this time. With a 
general election around the corner and the 
economy in the throes of a slowdown, 
Chidambaram can either craft a Budget with 
giveaways aimed at winning votes or take 
tough decisions to revive a slowing econ- 
omy. Officials say the Finance Minister may 
eventually be forced to walk a tightrope be- 
tween populism and pragmatism. On the 
one hand, he may be tempted to draft a 
populist Budget for 201 3/14 because it will 
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be the United Progressive Alliance's last full 
Budget before next year's election. On the 
other hand, with Asia's third-largest econ- 
omy — with a gross domestic product (GDP) 
of $1.60 trillion in 2011/12 — expected to 
grow at its slowest pace in a decade, he 
cannot ignore a bigger economic concern: 
the spiralling fiscal deficit. 

Chidambaram has promised to rein in 
this year's fiscal deficit at 5.5 per cent of GDP 
and bring it down to three per cent in the 
next three years. Officials who have been part 
of pre-Budget meetings say the overarching 
theme has been his emphasis on controlling 
expenditure. But cutting the fiscal deficit will 
be a big challenge because, at the end of the 
day, economics will be dominated by politics. 
Bureaucrats will do the spadework and eco- 
nomic experts will advice the government, 
but sensitive cost-cutting recommendations 
cannot be implemented without getting the 
political nod. The economic team headed by 
Chief Economic Advisor Raghuram G. Rajan 
and adviser Parthasarathi Shome may only 
play a supporting role. Officials say a sugges- 
tion by Vijay Kelkar, Chairman of the 
Thirteenth Finance Commission, to scrap 
subsidies and link the retail price of diesel to 
its cost, for example, depends on the decision 
of politicians. 

Bureaucrats and economists who have 
been part of the finance ministry say the 
Union Budget essentially represents political 
choices and their role is limited to offering 
professional advice on the economic fallout 
of the choices. However, there's been a con- 
tinuity in India's economic policy over the 
past 20 years despite change of govern- 
ments because the need to forge a political 
consensus precludes radical changes, said a 
government official who did not want to be 
identified. 

Chidambaram has hinted at some tough 
measures to kickstart the economy. He told 
chief ministers last month "some measures 
may cause immediate pain" while separately 
he told Parliament "bitter medicine" was 
necessary to restore the health of the econ- 
omy. For those trying to get a sense of what 
the next Budget has in store, Chidambaram's 
speeches may not be a bad place to start. The 
politician calls the shots. ® 
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ON THE DOUBL 


The current slump in the Indian housing market may end soon. Rapid 
urbanisation is bound to stoke demand for homes over the next few 
years, raising prices. A report by property consultancy Knight Frank 

identifies 13 residential destinations in India - across five metros - likely 

to witness the sharpest spikes in prices and ranks them on the basis of P, 





how quickly prices will double their present value. S, 
f / 
Graphic by Santosh Kushwaha / / 
MUMBAI: The top three destinations among the 13 are all in Mumbai \\ 
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PUNE: The development of Hinjewadi as an IT destination has 


led to unprecedented construction in the city 
RANK DATUE 


x k Y amem 
ncs 


: PRICES TO NOURI E IN (VEADC) 
J 2012 AVERAGE PRICE (/SQ.FT.) PRICES TO DOUBLE IN (YEARS) 


7 HINJEWADI 4,000 5.0 
8 TATHAWADE 4,300 5.1 
9 . RAVET 3950 5.1 
12  WAKAD 4,500 5.5 
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POPULATION (SINCE 2007) 
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NCR: 55 per cent of the units under construction here are in 
Noida and Greater Noida 
RANK DESTINATION 2012 AVERAGE PRICE (/SQ.FT.) PRICES TO DOUBLE IN (YEARS) 
4  NOIDA EXT. 3,200 4.5 
5 DWARKA EXPRESSWAY 4,900 4.6 
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NOT A SINGLE RESIDENTIAL LOCATION IN THE 
EAST FIGURED IN THE LIST OF TOP 13 REAL 
ESTATE INVESTMENT HOTSPOTS IN INDIA 





BANGALORE: The population here has doubled in the las: 
two decades 
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CHENNAI: The IT and automobile sectors are driving the 
construction boom 
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FOCUS 0n Record/Narendra Modi's re-election 

















“The stability in the state (Gujarat) 
will enhance the confidence of 
industry and herald new 
investments" 


Adi Godrej, President, Confederation of Indian Industry (CII), to Agencies 





"Itis a vote for 
DE 
evelopment, 
growth and 
transparency" 


Deepak Parekh, Chairman, HDFC Ltd, 
in The Indian Express 





“This is a clear signal that 
reforms and performance 
can prove wrong the theory 
of anti-incumbency" 


Harsh Mariwala, Chairman and Managing Director, Marico Ltd, 
in The Economic Times 






^THE GUJARAT 
GOVERNMENT 
UNDER MODI 
HAS THE 
EPITOME OF 


"We need development but not 
GOOD 
GOVERNANCE” 


at any cost... one of the most 
important things is secularism 
and we can't ignore that" 


Anu Aga, philanthropist and former chairperson of Thermax Ltd, 
in The Economic Times 


Rajkumar Dhoot, 
President, Associated 
Chambers of Commerce and 
Industry (ASSOCHAM), 


to Agencies 
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All at Sea 


The long-pending delivery of 
Admiral Gorshkov, the 
44,500-tonne aircraft carrier 
that will be renamed INS 
Vikramaditya, has again been 
delayed. India signed the deal 
to acquire it from Russia in 
2004, with 2008 as delivery 
date. After repeated cost 
revisions and delays, it was 
scheduled to arrive in 
December 2012, but will now 
be handed over only in October 
2013. No further cost revision, 
though - it remains $2.3 billion. 





Big Wheels 


At an ex-showroom price of 
212 crore, the Bugatti Veyron 
is the most expensive car in 
India, rivalled only by the 
Koenigsegg Agera, which costs 
about the same. The two are 
also among the fastest cars on 
the planet, touching top 
speeds of just over 400 km per 
hour. The first has been here 
since October 2010, the 
second from April 2011. But 
would they be roadworthy on 
Indian roads? Car enthusiasts 
are very doubtful. 


Moral ine à 
Groun 


A 25-year-old man has been 
living in a guava tree in a 
village near Varanasi for the 
last nine months. He refuses to 
descend unless his wife 
apologises to him. She has not 
yet done so. Sanjay and Tara 
married in a Varanasi village 
last year before moving to 
Mumbai. In the big, bad city, 
returning early from work one 
day in March, Sanjay caught 
Tara making out with a 
neighbour, and chose this 
unique mode of punishing her. 


Etcetera 
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Fear and Loathing in Delhi 

The brutal gang rape and torture of a 23-year-old paramedical student inside a private 
bus in Delhi has outraged the country. The numerous angry demonstrations prompted 
Prime Minister Manmohan Singh himself to appeal for calm. A look at the existing 
framework to prevent and punish rape and how these can be strengthened: 


The law: Sections 375 and 376 of the Indian Penal Code define rape and set forth the 
punishment for it. Rape is defined as sexual intercourse with a woman against her 
consent. Activists have claimed that the definition is too narrow, but attempts to widen 
it have so far been turned down by the courts. The minimum punishment for rape is 
seven years, the maximum, life imprisonment. In special cases, such as the rape of a 
minor or custodial rape, the minimum sentence is 10 years. 


Proposed changes: The Criminal Law (Amendment) Bill, awaiting Parliament's nod, 
widens the definition of rape to include all kinds of sexual assault, makes the act gender 
neutral to cover homosexual rape as well, and raises the minimum age of consent from 
16to 18 years. 


Hurdles: First, poor policing. Many have called for more visible presence of the police 
on roads, using community resources to assist them if required. Second, the slow pace 
of justice. There are around 40,000 rape cases currently pending in Indian courts. 
Recent steps: A panel of three legal experts has been set up to review the laws against 
rape and suggest amendments to strengthen them. 
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Troubled times: 
G.M. Rao, 
Founder- 
Chairman, 
GMR Group. His 
airport venture 
has been having 
a bumpy flight 
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The GMR Group's airport business was already in the red. The Male setback 
could make things worse. By K.R. BALASUBRAMANYAM 


irst generation entrepre- 


arjuna Rao was also the 
first Indian businessman 
to enter the airport infra- 





structure sector. He bagged the con- ` 


tract to build a new airport in 
Hyderabad, the capital of his home 
state Andhra Pradesh in 2002, under 
the public-private-partnership model. 
two years before a Siemens-led con- 
sortium won a similar contract for a 
new Bangalore airport. 

It was a bold step, but one which 
has yet to reward Rao. His GMR 
Infrastructure Ltd has, in joint ven- 
tures with different partners, devel- 
oped and until recently ran four air- 
ports — the Rajiv Gandhi Intern- 
ational Airport in Hyderabad, the 
Indira Gandhi International Airport 


Where the GMR Grou 


Failed to read the 
political situation 
in the Maldives 
correctly 


neur Grandhi Mallik- 


Levy of $25 fee 
on outgoing 
passengers led to 
resentment 


in-Delhi, the Sabiha Gokcen 


International Airport in Istanbul, 


Turkey, and the Ibrahim Nasir 


International Airport in. Male, the 
Maldives. But GMR-Infrastructure’s 


"airport Vertical is bleeding, with 


losses of 3557.9 crore in 2011/12 
and 347.5 crore in the first half of the 
current fiscal year. The company, 
which also operates toll roads and 
power plants, closed fiscal year 2012 
with losses of 3603.34 crore, on 
gross revenues of 38,47 3 crore. 

The situation worsened in late 
November, when the Maldives gov- 
ernment unilaterally cancelled the 
contract for the Male airport it had 
signed with GMR in June 2010. The 
state-owned Maldives Airport Co. Ltd 
(MACL), which was running the air- 
port earlier, took it over again. For 
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p went wrong to end up losing Male airport 


Did not have 
a strong local 
partner 


the.Male airport was profitable. in 


deed the most profitable of the foun 


airports the company was runnin; 
In the first six months of the current 
financial year, it made a net profit 
182.9 crore, compared to which 
Hyderabad airport had a profit 
119.9 crore, while both Delhi 
Istanbul airports ran up losses ol 
190.8 crore and 345 crore, respe 
tively. (See Clipped Wings.) 

Though low on passenger 
umes, Male was earning profits be 
cause GMR had successfully con 
tained interest and finance costs 
getting dollar loans at competitive 
rates. Indeed, both Delhi 
Hyderabad airports have better ope: 
ating profit margins than Male, but in 
terms of net profit it is Male whic! 
scores. "Interest and financ 
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Gave the 
impression it was 
making big profits 

at the tiny 
country's cost 
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steep at Delhi and Hyderabad airports, while Male pro- 
vided a relief for GMR's airports business as a whole," Says 
Vivek Mallya, a Bangalore-based chartered accountant. 
In addition, unlike at other airports, the Male airport 
contract also included the right to sell aviation fuel. 
which contributed 3379 crore to the company’s total 
revenue of 3661 crore in the first six months of this year. 


But the writing had been on the wall for some months. 
The GMR-led combine, which had won the contract to 
develop and run Male airport for 25 years beating rivals 
led by the GVK Group and Aeroports de Paris, was per- 
ceived in the Maldives as being close to its previous 
president, Mohammed Nasheed. In February 2012, 
following some street protests against the government, 
the former Vice President, Mohammed Waheed Hasan. 
in a backroom coup, displaced Nasheed to become 
president himself. Ever since then the fate of the con- 
tract had been uncertain. 

"It was not seen as a fair deal at all. The contract was 
not acceptable to the public," says Masood Imad, Media 
Secretary in the Maldives President's Office, and a former 
MACL director. "The technical evaluation committee 
qualified GMR for the project under pressure from 
Nasheed." Sidharath Kapur, Chief Financial Officer, GMR 
Airports, denies the charge emphatically. "We won the 
project in an open and transparent bidding process over- 
seen by the International Finance Corporation, a World 
Bank affiliate, which has successfully handled such 
public-private partnerships in the airport sector in many 
countries," he says. GMR, which held 77 per cent in the 
joint venture with the Malaysia Airport Holdings Berhad 
(MAHB), is seeking compensation of more than $800 
million from the Maldives government. 

The unpaid bills of Indian airlines using its Delhi and 
Hyderabad airports, particularly Air India and 
Kingfisher, which owe it 3520.90 crore and 344.90 
crore, respectively, are yet another source of GMR’s tra- 
vails. (See Fly Now, Pay Later.) Not surprisingly, GMR 
Infrastructure's scrip was trading at around 318 in the 
last week of December, down from its 52-week high of 
134.50 on the National Stock Exchange on March 14. 
Rating agency ICRA has also downgraded its long-term 
rating outlook on the company from stable to ‘negative’, 
"The negative rating outlook reflects the possibility of 
cash support having to be extended by the group to sev- 
eral operational/under implementation assets which 
would serve to worsen the already stretched funding 
position of the group." ICRA's report says. It has also 
lowered the rating assigned to GMR Infrastructure's 
short-term loan programme because of "the growing 
regulatory and political risks" impacting many of the 
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“The Male 
development 
Will not dampen 


our zeal to 
look at global 
Opportunities in the 


airports sector” 


Sidharath Kapur, 
CFO, GMR Airports (seen 
here at the Delhi airport, 
which GMR built) 


group s assets, including its airports. 

So what next for GMR's airport business? Kapur is not 
unduly worried about the payments due from airlines. "We 
know we will get Air India's dues because it is a govern- 
ment airline. The only problem is when," he says. He ex- 
pects some payments to come in from January. As for the 


airports, if there have been setbacks, there are also signs of 


hope. At Delhi, for instance, though it is early days vet, fi- 
nancials have started to improve ever since the airport 
regulator, the Airports Economic Regulatory Authority, 
allowed a steep 352 per cent increase in aeronautical 
charges from May 15, 2012. 


THINGS CAN ONLY GET BETTER 


The GMR-led consortium took over the 
Delhi airport for 30 years in April 
2006, following an operations, man- 
agement and development agreement 
it signed with the Airports Authority 
of India (AAI), but has yet to make a 
profit. "Delhi airport will be- 
come profitable at the net 
level by the last quarter of this 
financial year or the quarter after 
that," says Kapur. The agreement 
with the AAI also included the 
right to develop around 250 
acres of land around the air- 
port for commercial use. GMR 
has awarded development 
rights for 45 acres so far, and is 
waiting for both regulatory clarity 
as well as market revival before taking 
up the rest. This is expected to be a 
further source of regular revenue. 
The main problem besetting the 
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FLY NOW, PAY LATER 


What Indian airlines owe 


GMR 










Figures as on Sept 30, 2012. 





Sabiha Gokcen Airport in Istanbul is that there is an older 
airport, the Kemal Ataturk International Airport, barely 
45 km away, to which the bulk of air traffic to the city still 
goes. But traffic at the new airport has been steadily in- 
creasing since it opened in October 2009, and is likely to 
accelerate once Turkish Airlines — as it has already an- 
nounced — starts basing five more aircraft at this airport 
from the coming summer. GMR hopes this will bring in at 
least 400,000 more international travellers to the new 
airport. “Turkey will take another four or five quarters to 
report profits,” says Kapur. 

Besides, as air traffic increases worldwide, the airport 
business is bound to expand as well. “The Maldives expe- 
rience will not dampen our zeal to look at global oppor- 
tunities in the airports sector,” says 
Kapur. “At this stage we have noth- 
ing to bid for, but there are many 
potential opportunities.” GMR, how- 
ever, should proceed with care, feel 
analysts. “The group should look for 
airports where user charges are bet- 
ter and growing, interest and finance 
costs are lower and profit margins 
better,” says a sector expert. Again, 
in Turkey, GMR had a local partner, 
Limak Holding, but none such in The 
Maldives — which holds a lesson too. 
“Companies should always consider 
having a strong local partner with 
high credibility and relationships 
across the political spectrum, more so 
in the high visibility airport sector,” 
says Amber Dubey, Head of Aviation 
at the consulting firm KPMG. € 
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UPES becomes the 1“ Indian 
Iniversity to receive this award! 


T UPES, WE ALWAYS STRIUE 
TO SURGE AHEAD OF TIME. 


UPES is the first university in Asia that has been honored with World Oil Awards as an Outstanding Petroleum University. UPES offers a 
comprehensive bouquet of undergraduate and postgraduate core sector focused programs inEngineering, Management and Law. 


UPES is also amongst the first universities in India to introduce multidisciplinary courses like Techno-legal programs, Mechatronics, Material 
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UPES was also the prime choice of global IT leader IBM when it came to an academic collaboration to offer cutting edge Computer Science 
Engineering Programs. You have enough reasons to shape an outstanding career graph with us. 
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MAHINDRA SATYAM WILL MERGE WITH 
TECH MAHINDRA, BUT THE BIG QUESTION IS 


By K.R. BALASUBRAMANYAM 





ahindra Satyam s an- 
nual report Íor 
2011/12 runs into 
152 pages. Amid the 
hundreds of figures and explana- 
tions, it is easy to miss the balance 
sheet entry of 31,230.4 crore on 
page 42. But that figure is fraying 
nerves, as it has put the brakes on 
the company's merger with Tech 
Mahindra, the Mahindra Group 
company that bought it in 2009. 
The amount has set off a volley of 
claims and counter-claims, and 





G Why Tech Mahindra's Program is Stalling 


e 2,370 crore in suspense accounts 
on Mahindra Satyam balance sheet 


* IL&FS demands that 11,230 crore be 





recognised as unsecured loan 


put the merger, announced on 
March 21, 2012, in a state of sus- 
pended animation. 

The 31,230.4 crore was osten- 
sibly advanced temporarily to 
Satyam Computer Services in 
2008 by several companies owned 
by close family members of the 
company's disgraced founder, 
B. Ramalinga Raju. Thirty-seven 
companies have filed civil suits in 
a Secunderabad court, claiming 
the money, which is now in a sus- 
pense account. 


Suspense accounts — accounts 
in which debits or credits rest tem: 
porarily until their source becomes 
clear — figured prominently at the 
investors' meeting in Hyderabad. 
convened by Mahindra Satyam on 
June 8 as directed by the Andhra 
Pradesh High Court. G 
Venkateswar Reddy, representing 
IL&FS Financial Services Ltd. 
which owns less than one per cen! 
of Mahindra Satyam, demanded 
that the 31,230.4 crore be 
recorded as "unsecured 
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A TALE OF TWO COMPANIES 





S 





2010/1 
Sales* 5,149.7 
EBITDA Margin (%) — 8.33 
Net Profit* -144 


Figures in š crore 


loans”, and that the 37 companies 
owned by Raju s relatives be recog- 
nised as Mahindra Satyam's "credi- 
tors”. In the objections to the merger, 
filed with the Mahindra Satyam man- 
agement, IL&FS said: "In the absence 
of ... clarifications on this (suspense) 
account, the financials of the com- 
pany will not reflect a true and fair 
view ofthe affairs ofthe company." 

The reason IL&FS is pleading the 
case of entities controlled by Raju's 
relatives is that the Mumbai-based 
infrastructure and finance company 
owns Maytas Infra (now IL&FS 
Engineering and Construction) and 
Maytas Properties. IL&FS claims that 
Raju parked about 3650 crore from 
these two companies in Satyam's ac- 
count, routing them through compa- 
nies closely held by his relatives. 

On September 7, 2012, at 
Mahindra Satyam's annual general 
meeting in Hyderabad, IL&FS raised 
these issues, reportedly provoking 
Mahindra Satyam chairman Vineet 
Nayyar to retort angrily: "The source 
of the said amount is the result of a 
crime. It is based on money launder- 
ing. Law-enforcing agencies are in- 
vestigating it. So it can't be consid- 
ered a loan." 

A close look at Mahindra 
Satyam's balance sheets for the last 
two years shows that the company 
has, in fact, partly conceded IL&FS's 
demand. The 2010/11 balance sheet 
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6,396 3,818 
16 21.6 
1,306 630 






put the 31,2 30.4-crore figure under 
the head “source of funds”, and ex- 
plained it as “amounts pending inves- 
tigation of suspense account”. But the 
2011/12 balance sheet shows the 
sum under “current liabilities”. 
Interestingly, the Life Insurance 





“This merger will help 
propel the combined entity 
into the top tier of Indian 
software and services 
companies, achieving the 
Group's key objective of 
being in a leadership role 
in each of our focus 
business areas.” 


ANAND G. MAHINDRA, CHAIRMAN, 
TECH MAHINDRA, ON MARCH 21, 2012 


5,148 
19.95 
746 
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Minority shareholders in Mahindra Satyam, which fared better than Tech Mahindra last year, 
ay they are getting the short end of the stick 
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Source: Companies 


Corporation of India has interests in 
both warring parties: a controlling 
stake of about 26 per cent in IL&FS 
and a 3.18 per cent stake in 
Mahindra Satyam. It will stand to 
gain more if IL&FS can establish its 
claims. Since Mahindra Satyam's 
partial concession indicates that it 
already considers the amount a liabil- 
ity, it will not affect its financial per- 
formance. What the management 
contests is the claims of the 37 firms. 

Another suspense account lurks 
in the books of Mahindra Satyam. 
The forensic audit by Deloitte and 
KPMG teams in 2009 unearthed a 
surplus of 31,1 39.3 crore. Ever since, 
the Hyderabad-based IT company has 
recorded the sum in its balance sheet 
as "unexplained differences suspense 
account”, 

The two suspense accounts, total- 
ling 32.369.7 crore, are slowing 
down the merger that would create a 
$2.4-billion software company with 
about 350 active clients. As if the ac- 
counts themselves weren't headache 
enough for Tech Mahindra, the 
Enforcement Directorate attached 
1522 crore in these accounts in 
October 2012, to investigate whether 
this amount was the result of money- 
laundering by Satyam Computer's 
management in the days of Raju. 

Things went reasonably 
smoothly with the merger proposal 
until December 201 2. It was cleared 
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by both companies' boards and 
shareholders, the Competition 
Commission of India, and the 
Mumbai High Court. But on 
December 6, when it came up before 
the Andhra Pradesh High Court, 
Mahindra Satyam's official liquidator 
M. Anil Kumar said he could give no 
opinion on the company’s financials 
because of the complexities arising 
from the two suspense accounts. 
Judge P.V. Sanjay Kumar ordered 
fresh scrutiny of the audited num- 
bers. "The court wants to ensure a 
thorough due diligence in the case to 
see a fair and equitable conclusion," 
says R. Ramakrishnan, a Bangalore- 
based chartered accountant. 
Besides the suspense account 


tangles, Tech Mahindra must 
grapple with another 
challenge. Some minority 
shareholders in Mahindra 
Satyam have filed writ petitions 

in the AP High Court, contesting 
the swap ratio — two Tech 
Mahindra shares (face value 310) for 
every 17 shares of Mahindra 
Satyam (face value 32) - announced 
with the merger. The petitioners say 
this is unfairly based on Mahindra 
Satyam's 2010/11 financials, rather 
than its better performance in 
2011/12. They point out that the 
company announced the ratio just a 
week ahead of the financial year- 
end, instead of waiting for the latest 
result. They also point out that 
Mahindra Satyam is doing better 
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than Tech Mahindra, so they deserve 
a better deal. 

Mahindra Satyam has also got 
legal notices from the 37 entities 
owned by founder Raju's relatives. 
who say they want their 31,230.4 
crore with interest. They have threat- 
ened to file a winding-up petition 
against Mahindra Satyam if their 
demand is not accepted. Mahindra 
Satyam's management, however, has 
not accepted their claims. 

Neither these 37 companies nor 
IL&FS nor the minority shareholders 
are opposed to the merger in princi- 


HOLDING PATTERN 


Top stakeholders in Mahindra Satyam 


TE 1.38 
4696 in 
ita 
Others | 
1.47 
3.18 Goldman 
LIC Sachs 
2.42 1.95 
Indus Capital GMO Emerging 
Acvisors, UK Markets Fund 


Holding figures in % as on Sep 30, 2012. 
Source: National Stock Exchange 


"From a corporate governance standpoint, this case 
should be of interest to regulators and policy makers, 
as it may set a precedent for future arrangements like 
the forthcoming JSW Steel-Ispat merger, where again 
minority shareholders are aggrieved by the swap ratio.” 


SHRIRAM SUBRAMANIAN, FOUNDER, INGOVERN RESEARCH SERVICES 


ple: they only want their demands to 
be met. The litany of demands - espe- 
cially from those who seek creditor 
status — is likely to slow the merger. 
“The court review has delayed the 
merger process,” says Shriram 
Subramanian, Managing Director at 
InGovern Research Services, a proxy 
advisory firm based in Bangalore. 
"The court will ... review the report of 
the independent auditor and schedule 
another hearing,” He adds that he 
believes Mahindra Satyam's share- 
holders have a genuine grouse. 

Tech Mahindra, promoted by 
Mahindra & Mahindra, acquired 
Satyam Computer at 358 per share 
after a global competitive bidding 
process in 2009. It now owns 42.64 
per cent in the Hyderabad company 
through its subsidiary, Venturbay 
Consultants. 

Vimal Gohil, analyst at Asit C. 
Mehta Investment Intermediates, 
says Mahindra Satyam has a compe- 
tent management, and is staying the 
course envisioned during the buy- 
out. "It might take time, but the 
management will come out of the 
present situation by finding a solu- 
tion soon," he says. 

Legal and accounting profession- 
als are keenly watching the twists 
and turns in the merger. "From a 
corporate governance standpoint, it 
should be of interest to regulators and 
policy makers, as it may set a prece- 
dent for future arrangements like the 
JSW Steel-Ispat merger.” says 
Subramanian of InGovern. ® 


Send your comments to editor.bt@intoday.com 
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Delhi - Tokyo 
. Delhi 01:25 + Toky 
I ' Tokyo (Narita) 17:20 + Delhi 
Ë — ne _ 
Mumbai 21:05 - — Tokyo (Narita) 08:45(4 
Tokyo (Narita) 12:10 + Mumbai 19:45 
NH943 departs 2 hours earlier from 13^ December, 2012 to 21" January, 20 
Flight Schedule to USA (4^ November, 2012 - 9* March, 2013) 
Delhi —— USA 
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USA —— Tokyo + Delhi 

















Seattle 11:55 | NH1077 | 15:45(+1) | 
San Francisco L 11:10 NH7 15:25(+1) | Tokyo Tokyo 12:20 — 
| LosAngeles 11:30 NH5 | 16:25(+1) | (Narita) (Narita) 
| SanJose* | 11:45 | NH1075 | 16:10(+1) 








The flight schedule is subject to change without prior notice. 

*We now announce the inauguration of Tokyo (Narita) - San Jose service 5 flights per week w.e.f. 11' 
Subject to government approval. 

Tokyo (Narita) - Seattle and San Jose are operated by Boeing 787 Dreamliner. 


ANA welcomes you on board.With a new flight from Delhi to West Coast via Tokyo, the USA is now even closer. 
Now, simply pick your preferred destination from Seattle, San Francisco, Los Angeles and San Jose and get 

F ready for a newer experience. After all,no other airline can match ANA's connectivity from Tokyo 

to all the major cities of the USA - both East & West Coast. Also,numerous awards and recognitions,including 
the recent The Best Transpacific Airline' at the 2012 World Airline Awards by Skytrax and Japan's No. 1 airline 
bear testimony to ANA's world-class service. What's more, the state-of-the-art Boeing 787 Dreamliner makes mc, = 
this an experience you'd love to relive time and again. So, it's time you say hello to a shorter route. A STAR ALLIANCE MEMBER Y, 2 





For more information please contact the ANA India Customer Service Centre on +91 (0)22 61470737 or visit www.anaskyweb.com 
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Siwan and Gopalganj are the new hotspots for remittances from West Asia, 
dramatically transforming the lives of people in the region. By SARIKA MALHOTRA 


him Singh, 29, and his younger brother Ashu are 
building their dream home in their village, 
Indrawa Abeidullah, in Bihar's Gopalganj district. 
The four-storied house has a four-room set on each floor 
and will cost 360 lakh. That is a far cry from just a few 
years ago when they lived in a kutcha mud house and their 
father ran a grocery shop which barely made 34,000 a 
month to support his family of 10. 
How did this transformation occur? It all began in 


2006 when Bhim Singh. following in the footsteps of 


several village youth, decided to get a job overseas. 
“Yahaan pe kuch kamaai nahin ho rahee thee (I was hardly 
earning anything here),” says Singh, who has five sisters. 

He found a job as a pipe fitter with Consolidated 
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Contracting International Co in Doha, Qatar. He borrowed 
from friends and a local moneylender to meet expenses of 
about 362,000 on travel agents, visa and other travel-re- 
lated needs. "I returned it in just two months," he says. His 
initial salary was 335,000. He also opened a snack coun- 
ter and earned 110,000 more. Since the company bore his 
food, clothing and lodging expenses, he saved almost his 
entire income and sent it home. Next, in 2009, Ashu went 
to Saudi Arabia to work for National Construction Co and 
started sending home another 332,000 every month. 
Today, all siblings are married. “Each sister's marriage 
costs us at least 35 lakh. The money we earned overseas 
made it possible," says the elder sibling. 

The Singhs are not the only ones building a new home 


| Dreaming of à 
new car? 


Fulfill your dreams 
with Union Bank Car Loans. 
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Th 
e brothers have two elephants worth 240 lakh each - 





in their village. Construction activity can be seen in 
every lane. An estimated 80 per cent of the local 
economy in Gopalganj and the neighbouring Siwan 


district depends on remittances from overseas work- 
ers. Bihar, in fact, has emerged as the new hotspot for . Interest rate - | 0 95% p.a 
emigrants, especially those bound for West Asia. j | TT 
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According to the latest data from the Ministry of 
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71,438 





The number of emigrants from Bihar and Uttar Pradesh is rising while the 
southern states are sending fewer people overseas 


du 2006 & 208 Source: Ministry of 
Overseas Indian Affairs 


155,301 





overseas (see Changing Trend). 

[n all, about five million Indians are working overseas. 
In 2011, 626,565 workers emigrated from India, 90 per 
cent of them going to Saudi Arabia, the United Arab 
Emirates, Oman, Kuwait and Qatar. There has been a 
steady increase in remittances as well, from $25 billion in 
2005/06 to $55.9 billion in 2010/11, according to Reserve 
Bank of India data (see Steady Growth). The World Bank 
estimates India likely received $70 billion from overseas 
in 2012, up from $63 billion the year before. 

State-wise data is difficult to get. Kerala is the only 
state which periodically maps the trend. A survey by the 
Thiruvananthapuram-based Centre for Development 
Studies shows the state got 349,965 crore ($9.11 billion) in 
remittances in 2011. Malappuram district topped the list, 
receiving 39,040 crore, or more than a sixth of the total. 

The Bihar government does not have district-wise data 
on emigrants, but travel agents estimate that Gopalganj 
and Siwan account for 70 per cent of the state's total. The 
rush to go overseas can be gauged from the fact that the 
Siwan police verified 198,000 passports from 2007 to 
2012 and Gopalganj police verified 153,000. 

Sushil Kumar Modi, Bihar's Deputy Chief 

Minister, acknowledges the phenomenon. “Every 

time I board a Delhi-to-Patna morning flight, | 
meet at least 10-12 people from Gopalganj and 
Siwan coming from overseas,’ he says. 

Funds from overseas are changing the socio- 
cultural landscape. Until a few years ago Muslims 
accounted for nearly 80 per cent of the total emi- 
grants and Hindus the rest. Today, Hindus account 
for 40 per cent. 

Among Muslims, change is evident in the kind of 
education sought. Boys study in English-medium 
schools and go to cities for professional courses. Take, 
for instance, Mohammad Habibullah from Bindusar 
village in Siwan district. He never completed schooling 
but went to Qatar in 1979 as a driver. His son Shahid has 
a management degree from Amity University, Noida. 

Indrawa Bairam village, part of the panchayat that 
covers Indrawa Abeidullah and four other villages, has 
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40 boys pursuing engineering courses in Karnataka, 
Maharashtra and Delhi. Sarpanch Sher Alam says this 
was unimaginable 10 years ago. He adds the panchayat 
has 6.400 voters including 3,300 men. Of these, at least 
1,700 are working overseas. 

Girls, however, still get an Islamic education. Village 
elders are hopeful things will improve for women, too. “We 
want them educated. With all-round development mind- 
sets will change.” says Mohammed Ali Imam Rayeen, a 
community leader and businessman in Mirganj. 

Most emigrants have limited formal training and 
learn on the job. This has prompted some locals to set up 
training centres for teaching job skills such as masonry 
and carpentry to aspiring emigrants. There are at least 50 
training institutes, such as Al Saifi and Arbab Institute, 
in Gopalganj and Siwan districts. They charge between 
312.000 and 35,000 from the aspirants. 

These centres also work as placement agencies where 
officials from various companies, who may be Indians or 
foreigners, interview locals seeking jobs. "This trend 
began about five years 
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ago. Every month three to four 
interviews are held,” says M. Haque, who 
runs Hamidia World Travels, a travel agency in Siwan. 

These centres network with Gulf-based companies 
either directly or through agents based in Delhi and 
Mumbai. They announce the dates of interviews and tests 
in local markets using loudspeakers. They distribute leaf- 
lets that specify the names of companies coming for inter- 
views, number of positions on offer under different catego- 
ries, and the likely salaries. One such leaflet mentions the 
salary of masons and carpenters as 1,300 to 1.400 Saudi 
Arabian Riyals (%19,000 to 320,500). The craze for work- 
ing overseas is such that even children in the two districts 
know the riyal-rupee exchange rate. 

Deputy Chief Minister Modi admits there is need for 
training. He says the state will soon start a programme to 
provide 15 to 20 days training in various job skills. 

The increase in remittances has also led to a mush- 
rooming of money transfer agencies. Western Union, the 
global money transfer company, has 200 outlets in 
Gopalganj. Kiran Shetty, Managing Director, Western 
Union Services India, says Bihar has emerged as a strong 
remittance market. “The number of our outlets in Bihar 
has jumped from 2,200 in 2010 to 5,500 in 2012,” he 
says. Ashraf Ali, an agent at the company’s Bathua Bazar 
outlet in Gopalganj, says his office handles transactions 
worth 32 lakh daily. He estimates that the total money 
transfer business would be 1150 crore a month in 
Gopalganj and 3200 crore in Siwan. 

UAE Exchange, the principal agent for Xpress Money 
and Western Union, increased the number of its outlets in 
Bihar from three in 2010 to nine in 2012. "For us the re- 
mittance flow to Kerala is growing at less than five per 
cent and Tamil Nadu by three per cent," says Promoth 
Manghat, Vice President, Global Operations. UAE 
Exchange. "Growth in Bihar was 19 per cent in 2012." 

Thomas Cook opened its money transfer and foreign 
exchange branch in Siwan six months ago. "On average. 
32 crore worth of foreign currency is encashed per month 
at our branch,” says the branch head Ashish Kumar. 

Banks are tapping into this opportunity, too. Raj 
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Kishore Prasad, Senior Vice President, International 
Retail, Axis Bank, says his bank has tie-ups with Xpress 
Money, MoneyGram and EzRemit for money transfer. 

But emigration has also had other side effects. Some 
elders worry that young people are neglecting education 
and instead opting for jobs overseas by paying placement 
agencies. Locals also complain about the shortage of ag- 
ricultural labour. "We have about 90 acres of land but 
very few labourers to work on it,” says Laxmi Narayan 
Singh of Line Bazar village in Gopalganj. Singh's brothers 
run a construction business in Dubai. "Buying more land 
is not a wise decision anymore. Who will till it?” 

Still, the outflow of workers and the inflow of money 
are transforming the region. Shops of various brands have 
sprung up. Women are splurging on cosmetics. Farmers 
are buying tractors and other farm equipment. Sales of 
television sets and other consumer durables are rising as 
well. Just about every house in the two districts has a story 
to tell. Ali Imam remembers a poor woman whom he used 
to give one or two-rupee coins occasionally as charity. 

"She came to my shop after having been absent for 
some six months and I took out a coin for her," he says. 
"She looked me in the eye for the first time and said, 'Babu 
ab ye nahin chahiye, mere do bete Arab ko gaye (I do not need 
this now, my two sons have gone to the Gulf)." € 
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A unique management model sustains one of the world's biggest classical 
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! ow does Chennai do it? More 
than 3,000 South Indian clas- 
sical music concerts, organised 
by 135 cultural associations, 
featuring 1,000 artists, all in a 
month. At the heart of it is an 
innovative financial model. 
which makes the Chennai 
Music Festival one of the larg- 
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est classical music fetes in the 
world. As former West Bengal 
governor Gopalkrishna Gandhi 
wrote in a recent newspaper 
article: " Nowhere in the world. 
I should imagine, is there any- 
thing like Chennai's music sea- 
son. December for Chennai 
means Carnatic music and 





Food of love: A concert by sisters Ranjani end Gayatri, organised by the Music Academy in Chennai 


classical dance. The season is... 
a huge enfranchising of the 
highest classicism.” 

The event is held in the 
Tamil month of Margazhi 
(December 15 to January 15), 
though of late it has extended 
a bit longer. It helps the cul- 
tural associations, called sab- 
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music festivals and helps preserve Carnatic music. By N. MADHAVAN 





has, to raise funds to promote classi- 


cal music for the rest of the season. 
“Our institution raises about 32 crore 
from the music festival, which is the 
bulk of our annual revenue,” says N. 
Murali, president of the Music 
Academy, one of Chennai s most 
prestigious institutions, set up in 
1928. "We make a good surplus. 
which is then ploughed back into 
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the trust.” 

Revenues are not easy to come 
by. Carnatic music is a niche art, and 
its connoisseurs are a small 
population who cannot afford to pay 
high ticket prices. The festival is 
sustained by sponsors who are more 
kind-hearted than mileage-seeking. 
“We understand that Carnatic music 
— or, for that matter, any classical 


form of music — cannot | 
a sustainable proposi 
R. Thiagarajan, Chairm 
Group. "Like temples anı 
to be preserved. Withoi 
cannot survive. His or; 
one of the largest supp: 
festival. 

The sponsorshij 
innovative. As events g6 
a sponsor little possibili 
promotion — audience 
and a good proportioi 
citizens — they sign 
sponsors, each of who 
relatively small sum of n 
Academy, for instanc: 
sponsors: 15 major s] 
pay 315 lakh each, and 
daily sponsors wh: 
145,000 each. "Thi 
responsibility is shared, 

On a typical day 
festival, each sabha hold 
concerts. Morning 
reserved for veteran musi 
afternoon sessions are | 
ones. These are all free 
In the late afternoon and 
the prime-time coni 
feature popular nan 
ticketed events. 

“By this system 
artistes cross-subsidis 
help in the identific: 
talent.” says Nalli K 
Chetti, president of the 
Sri Partha Sarathy Sabh 

Shriram Group s 
adds: “For an art to be pi 
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Joint venture: With the help of big and small sponsorships, the festival raises money for the whole season 


helps us identify young talent." 
Acclaimed singer T.N. Seshagopalan 
was first spotted at the festival in 
1970 by the great violinist and 
singer Lalgudi Jayaraman. 
Performing at the music festival 
is a must for any young musician 


who hopes to make a career of 


Carnatic music. "His career will not 
go where it ought to if he is not ac- 
cepted by Chennai and at the festi- 
val," says R. Sridhar, Managing 
Director and CEO of Shriram Capital. 
This is why artistes make it a point to 
perform at the festival regardless of 
how much they are paid. 

But Chennai isn't their only op- 
portunity: they can earn money by 
performing at international Carnatic 
music festivals in Australia, North 
America, Singapore and South 
Africa. The second largest such festi- 
val after Chennai is held in 
Cleveland. Ohio, says Music 
Academy's Murali. "The 10-day 
festival in early April, involving 120 
musicians, has been happening for 
35 years," he adds. This allows ar- 
tistes to earn a reasonable income. 
"If you do not ensure a decent stand- 
ard of living for Carnatic musicians, 
no youngster will take to this form of 


50 BUSINESS TODAY January 20 2613 


music," says Thiagarajan. 

Challenges remain. The average 
age of the audience continues to be 
on the higher side. "We need to 
tackle this issue sooner rather than 
later," says Murali. 

Efforts are on to introduce 
Carnatic music in school curricula, 
as it is difficult to appreciate if one 





"Carnatic music 
needs to be 
. preserved. ` 
Without support, it 
cannot survive" 


R. Thiagarajan, 
Chairman, Shriram Group 


does not understand it. In the past, 
Carnatic music was commonly 
taught in South Indian homes, but 
with increasing competition from 
other musical genres, things have 
changed. 

Promoters of Carnatic music are 
using technology to reach out to a 
larger audience, especially outside 
India. Websites and phone apps are 
an easier way for people to check 
programme schedules than poring 
over various newspapers to figure 
out where one's favourite musicians 
are performing. 

Shriram Capital's Sridhar, an 
ardent music lover who has been 
travelling from Mumbai for the last 
26 vears to attend Chennai's music 
festival, says: "We need to ask our- 
selves if the current model needs to 
change to reach out to youngsters. 
Should the event be webcast?" 

While inaugurating the festival 
in December, Tamil Nadu Chief 
Minister J. Jayalalithaa, too, mooted 
the idea of a global Carnatic music 
festival in December every year, and 
offered full government support. 
That could be yet another way for 
the centuries-old musical tradition to 
keep up with the times. 
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Uday Kotak is Executive Vice Chairman and Managing 
Director of the 13,000 crore Kotak Mahindra Group, which 
he built from scratch in just two and a half decades. In an 
exclusive interview with Govindraj Ethiraj on the show 
Bottomline, airing on Headlines Today, he discussed the 
economic situation and his company's future. Edited excerpts: 
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How would you describe 
the environment we see our- 
selves in today? 

We are in a situation where there 
are certain aspects I would call 
cyclical and certain aspects I 
would call structural. We are see- 
ing a combination of structural 
and cyclical changes at the same 
time. There are similarities with 
some earlier cycles, but there are 
aspects which are structurally dif- 
ferent this time. 


Can you give examples of 
each case? The cyclical sim- 
ilarities and the structural 
non similarities? 

I think on the cyclical side we have 
seen from time to time that when 
GDP (gross domestic product) 
growth slows down, credit cycles get 
challenged, we have slowdown in 
particular sectors. This is very much 
part of a cycle. What is structurally 
different (this time) is that you are 
living in a world with two major 
bubbles. One is a commodity bubble, 
which is structurally changing the 
fundamentals of many businesses, 
and the second is what I call a global 
post recession bond market bubble, 
which is essentially printing of 
money, which (in turn) is creating 
huge liquidity globally. We are seeing some of it happen 
here as well in pockets. This will structurally redefine the 
way businesses are going to be run, say three-to-five 
years from now. 


To what extent are the Indian companies and 
India affected by the structural problems? 

I think, pretty dramatically. Some of the questions on 
resources and mining, which is the flavour of the day, 
come out ofthe fact that these resources, which had very 
little value in earlier cycles, have dramatic value today. 
Therefore, pricing of these resources has become such a 
big national and economic issue. Therefore, you really 
need to rethink some of the structural aspects of how we 
run our economy, which means resources have to be 
priced, not allocated as you have seen in the past. We 
need to see how thereafter the private sector, which was 
used to getting resources in a particular manner, changes 
its business model, and effectively becomes a converter. 
When you are becoming a converter, you better be 
damn efficient. Therefore the levels of efficiency which 
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the system will need (will be 
higher). I wonder whether the 
Indian system is geared for that 
level of efficiency. 


Who is responsible for the 
current state of affairs? 
I think finally people get the sys- 
tem they deserve. We can't 
blame it on anybody else or a 
particular arm, but on the 
broader structure which we find 
ourselves in. There is a little bit of 
what I call a jalebi structure right 
now which we have to unravel 
and this is the challenge. We 
have three forces acting at the 
same time on the structural side. 
No.1, the global dynamics are 
very different. No.2. the Indian 
dynamics, particularly in the 
areas of resources and infrastruc- 
ture, are undergoing a structural 
change, and No.3, the politics of 
India is in the throes of a structural 
transition as well. So, a combina- 
tion of these three is the reason for 
our challenges. 


Governance has always 
been an issue, right? We 
have always faced the issue 
of governance and improv- 
ing governance standards 

and audit committees. Is it a 
bigger issue now than ever before? 
[ think investors have woken up to the risk of 

bad governance in recent times. Let me explain. In 
the period 2003 to 2008, investors cheered compa- 
nies and promoters who could "manage the system". And 
they felt that they should put their money behind these 
people because that's how they will make the returns in 
some of these companies and sectors. 


And they did. 

They thought they did for a while. But those very com- 
panies and promoters, which were good at managing the 
system, could also fix the minority investors and manage 
them with very bad returns, and we are seeing that back- 
lash right now as we talk. 


The environment is not changing. Will it take 

strong arm legislation, strong arm policies, 
strong arm action of the legal kind? What 
is going to make people change? 
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I think structural change will happen top down and bot- 
tom up. Top down in regulated sectors, where you will 
see different kinds of regulations. The financial industry 
will see a lot more regulation coming in, which is what I 
call top down pressure for structural change. 


Even in countries like India? 

Very much. Second is bottom up. and here it is structur- 
ally important to realise businesses are not immortal. The 
most outstanding examples in recent times are in the 
airline industry, where we have seen two companies — 
one in the public sector, one in the private — get into 
trouble. Structurally in a bottom up manner, it has 
helped the others make the industry better. It is amazing 
how some airlines have built business models on first 
principles with outstanding success. 


Let's talk banking. You have constantly said 
that you borrow from India 
and lend to Bharat and 
your strength really lies in 
lending to sectors where 
underlying demand and 
consumption has been 
strong so far. Does it con- 
tinue to look like that? 
What is the dharma of a bank? The 
dharma of a bank is to protect the 
money of its depositors and stake- 
holders. Thereafter and only there- 
after it is about trying to salvage 
the economy. If a bank has to be 
true to its dharma, it has to ensure 
that all it does is consistent with 
protecting the interests of its de- 
positors and stakeholders. Very 
often, the banking industry, both 
globally and even locally, gets a 
little confused because of the large 
amount of money it handles, most 
of which is depositors’ money. 
Bankers are not the owners of de- 
positors’ money. They are custodi- 
ans and they have to ensure the 
money is protected at all costs. 


Are you implying many 
banks have lost their way? 
That is the danger because banks 
by their very nature get a huge 
amount of public money. But get- 
ting the distinction between being 
a custodian against thinking that 
I have the power to decide on this 
money, is a very big challenge. 
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So, what is going to bring growth back? 

That is a macro thing. What will bring growth back are 
sensible policies combined with a longer-term view of the 
system in terms of how the different rights and obligations 
of different players are ensured and protected. 


How do you think financial markets will 
reflect all of this? Will they remain the same? 
My view is that the equity markets may be more range 
bound till we get clear signals which way we are going. | 
think the economy is somewhere between the five-to-six 
per cent mark and if we do a few things right, we get 
above 5.5 (per cent GDP growth) and if we do not get 
them right, we go below 5.5. That's how I see the situa- 
tion on the economy - it is raining heavily, it is cloudy, 
but still you have to drive the car forward, but carefully. 


For the 20 years or so that Kotak has been 
around and metamor- 
phosed from one version to 

icm another, it has grown all the 

ae time. You talked about how 

different this phase is from 

others and yet your num- 

bers don't reflect change. Is 
this likely to change? 

My view is India is going through 

both cyclical and structural 

changes in the financial sector as 
well and during this period there is 

a longer-term opportunity for mar- 

athon runners. We would like to 

believe Kotak is a marathon run- 
ner. We would like to get much 
deeper into the psyche and DNA of 
an average Indian over time, build 
steadily. Steady running is far 
more important than winning a 
] O0-metre sprint. 


And what next for Kotak 
Bank? 
We are very focused. We believe 
our core business model is concen- 
trated in India - diversified finan- 
cial services. We are focused on 
building a long term stable, sus- 
tainable banking franchise to 
serve savers and investors across 
India and those across the world 
who are interested in India. 
Business Today and Headlines Today 
are part of the India Today Group 


Send your comments to editor.bt@intoday.com 


Í e! 


/ A (eB. 


b 


J 
id 1 


"TR 





At Elecon, innovation is a sacred creed. No industry demand is insurmountable. This passion for excellence has made us the largest Gea 
company in India. For over sixty years we have been offering the widest range of Gears to various industries like Steel, Cement, Suga 
Chemical, Fertilizer, Plastic, Power, Construction & Rubber. After all, it's innovation that distinguishes a leader from a f 


ELECON - GEARING INDUSTRIES. GEARING INDIA. 


Post Box & 6, Vallabh Vidyanagar - 388 120, Gujarat, India. 


Gear Division: Tel.: +91 269 223 6469, +91 269 223 6513, +91 269 223 6516. Fax: +91 269 222 7484. 
E-mail: infogear@elecon.com 


MHE Division: Tel.: +91 269 223 7016, +91 269 223 6521, +91 269 223 6590. Fax: +91 269 222 7020. 
E-mail: infomhe@elecon.com 


ANlways a step ahead Z technology 


@@ EMTICI ENGINEERING LTD. Marketing & Servicing Company. Regd. Off: Vallabh Vidyanagar. ELECON ENGINEERING COMPANY LIMITED 
Branches: Ahmedabad, Asansol, Bengaluru, Bilaspur, Chennai, Dhanbad, Indore, Jamshedpur, Kolkata 


Madurai, Mumbai, Nagpur, New Delhi, Pune, Raipur, Secunderabad & Vadodara. www.emtici.co in 


<J 


For orders, order status, delivery schedule, product drawings, product catalogues and technical information visit 





Kiran Mazumdar- 
Shaw, Chairman and 
Managing Director of 
Biocon Ltd, and the face 
of India s flowering 
biotechnology industry, 
pulls no punches in this 
exclusive interview to 
Govindraj Ethiraj on 
the show Bottomline, 
aired on Headlines 
Today. Edited excerpts: 





There is a certain amount of gloom across the 
country. Has this gloom penetrated the elec- 
(ronics city in Bangalore or biotechnology 
companies like Biocon as well? 


The pharmaceutical sector actually is not in a state of 


gloom. In fact there are great opportunities for Indian 
pharmaceutical and biopharmaceutical sectors. I say that 
because the global health care scenario is very challenged 


in terms of spiralling health-care costs and the need for 


affordable drugs and affordable health-care. I think 
Indian companies actually have a very big opportunity 
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to make a play at such a time. India is the lowest cost 
producer for generics and today generics account for 30 
per cent of the $900 billion pharmaceutical market. 
Today, even in the United States, 75 per cent of prescrip- 
tions are generics, and it is very interesting that Indian 


generics actually account for almost 70 per cent of the 
generics market. 


So things are looking generally good for 
your sector? 
Our sector looks good but I think in general the mood is 
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not upbeat. I think there is a lack of investor confidence. 
There is a serious concern about whether India has really 
lost the profile it had in terms of being one of the most 
interesting and exciting investment destinations. There 
is concern even among domestic players and new projects 
are actually shifting out of the country. We are putting 
up a new facility in Malaysia. This is an expansion of our 
existing facilities. We could have done this in India but 
we believe that it is a risk for us. We believe that as a 
growing global biopharmaceutical company we need to 
de-risk by having a different geographic location. 


Why is India a risk? 

The biggest risk I see is that our 
infrastructure is failing us. We 
have a huge infrastructure deficit. 
We have a huge power deficit, we 
have a huge deficit in terms of 
roads and many other aspects of 
the industrial infrastructure eco- 
system. There are other parts of the 
world which are competing with 
[India for investments such as 
Malaysia and Indonesia. If I just 
want to do research I would prob- 
ably do it in India, but if I were to 
manufacture a product I would not 
do it in India. There are a number 
of sectors challenged by skill short- 
ages because we don't have 
enough high quality engineers or 
scientists who are needed by indus- 
tries to take them to next level. Yes, 
we can do a very basic level kind of 
business, but when you want to 
operate in a value added way then 
[think there is a skill shortage. 


India has a gap when it 
comes to health-care, in 
terms of the number of peo- 
ple who can access quality 
health-care. Even for those 
who do, often their life sav- 
ings get wiped out. Why is 
that not an opportunity for 
the private sector? 

Well, the private sector has created 
a very large opportunity. Today 80 
per cent of health-care infrastruc- 
ture is in the private sector. India 
today is a fairly large pharmaceuti- 
cal market. It is a $12 billion mar- 
ket and is expected to be a $50 
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M ] Full interview at 
| www.businesstoday.in/kiranms-view 
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billion market by 2025. But the government has not 
done its bit. Todav. for instance, we only spend one per 
cent of our GDP (gross domestic product) on health-care 
and this is the lowest in the world. 


But there is a huge deficit. The government 
has failed to a large extent at delivering even 
quality primary health centres. It is an op- 
portunity, but it also means somewhere the 
system is crumbling. 

See, health-care is one sector where, because of this very 
skewed statistic which I just gave 
— that 80 per cent of health infra- 
structure is with the private sector 
and 80 per cent of health-care 
spend is out of pocket today — it has 
to be a PPP (public-private partner- 
ship) model where the government 
has to partner with the private sec- 
tor to deliver affordable health- 
care. That is beginning to happen. 
Also, accredited hospitals are get- 
ting into bulk procurement, get- 
ting into tendering. All this is go- 
ing to drive down the costs of 
health-care system. 


The public perception is 
that the Indian pharma- 
ceutical industry has not 
managed to bring down 
prices as it should, and 
therefore the government 
had to step in through drug 
price control orders... 

That is absolutely untrue. I will 
counter that argument by saying 
that if you actually look at what 
drugs constitute as a percentage of 
total health-care spend, it's only 
15 per cent. Drugs are a soft tar- 
get, what about the rest of health- 
care system? There is no control 
on what hospitals charge. There is 
no control on what doctors charge 
as fees. Do you know that the lo- 
gistics component of health-care is 
a whopping 20 per cent? So if you 
work on logistics you can see how 
much saving you can get. Why 
are logistics so expensive? Because 
our infrastructure is appalling. 
Business Today and Headlines Today 
are part of the India Today Group 
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ver since India-born Rakesh 

Kapoor took over as CEO of the 

UK-headquartered £9.5 billion 
Reckitt Benckiser Plc in August 
2011, the company — behind brands 
such as Dettol, Disprin and Cherry 
Blossom — has been restructuring itself 
to tap more aggressively into opportuni- 
ties in emerging markets. Kapoor re- 
cently spent 10 days in Delhi during 
which he spoke with Shamni Pande. 
Edited excerpts: 
How do you see the growth 
agenda for your company? " ud 2M - 
The world of Reckitt Benckiser (RB) z ; VE 
was Europe, North America and the | "M. 
developing markets. When I took over EC uen Lo ENS Fo : 
as CEO, we wanted to make sure our E - 2 P gee 341) Y AY a M - 
next decade would be as successful as 4 » 
the previous one. We needed to shape 
our business and organisation struc- 
ture around consumers. We identified 
six major consumer clusters in emerg- 
ing markets, as the idea of just one 
emerging market was too superficial. "-— P ^. | | r 
We call it BRICAM — Brazil, Russia, EBENEN Sm. — s" ! EN 
India, China, Africa and Middle East. i ee Ee" : | pe = 
Traditionally, Europe and North 
America have been treated as two 
different markets because there is 
something called the Atlantic Ocean 
in between, but I don’t think compa- 
nies of tomorrow should organise 
themselves using geographic bounda- 
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ries or oceans. We felt that there was 
more in common between European 
and North American consumers 
than, I could argue, between north 
Indian and south Indian consumers. 
We put Europe and North America 
together. Further, Russia, Middle 
East, the Arab cluster and Africa be- 
came the second area called RUMIA 
and the third area became LAPAC — 
Latin America, Asia, Asia Pacific. So 
we actually, with the stroke of a pen, 
substantially changed the organisa- 
tion's focus from developed markets 
to emerging markets. 


youdon't have 
anything called’ 


individual success. 
in a way, you pet 


more humble 


You have over 300 brands. Isn't 
your portfolio getting un- 
wieldy? 

We have identified 19 ‘power brands’ 
which make up more than 70 per 
cent of our business. Underneath 
these are our local heroes. For in- 
stance, Cherry Blossom is a great 
brand in India, but it is not a global 
or a power brand. It is a local hero. 
We want to nurture it so we can 
serve consumer needs. Our brands 
are in more than 200 countries 
around the world, but the best pen- 
etrated brand is only in 75-odd coun- 
tries. On average each brand would 
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Rakesh Kapoor 


be in 45 to 50 countries. Even the UK 
and the US do not have the full port- 
folio of 19 power brands. So, I see a 
very big opportunity for the 19 
brands and do not consider it an 
unwieldy portfolio. 


What has changed for you since 
you came to the No.1 position? 
[t is the final position where your 
personal ego gets submerged in the 
organisational progress. I don't think 
I dissociate my personal achieve- 
ments from the company's achieve- 
ments. If I was head of supply or 





marketing, I'd say how my market 
share was doing, how my brand was 
doing — that is how I would measure 
success. But when you are CEO you 
don't have anything called individ- 
ual success, there is only the success 
of the company. Your ego has to go, 
in a way you become more humble. 


Are vou particularly tough on 
India: 

Yes. But other markets would say 
the same. (Laughs) At RB being un- 
reasonable is part of your success. 
Being reasonable is not a good idea 
to be successful at RB. 


It is good for CEOs to be unrea- 
sonable? 

Yes, it is a good quality to have. 
When you ask people why some- 
thing did not happen, they will give 
you five reasons. You should not get 
into too much detail of why things 
did not happen, as you would end up 
agreeing with the other person. So | 
am sometimes not very interested in 
the why. I am only interested in the 
how. 


Are you getting more aggres- 
sive in India, now that there is 
competition from the likes of 
Hindustan Unilever in some 
niche categories where 
you led? 

[ think our company has always been 
very aggressive. I mean it in a positive 
way. Our company is very entrepre- 
neurial. It has this edginess where it 
is able to take risks. I would like to 
say that RB alone will not solve all the 
health and hygiene issues of the 
world, so the more people get en- 
gaged with it, the better for everyone. 


There has been some negative 
publicity for RB related to over- 
charging in the UK and price 
fixing in Germany for dish- 
washer detergent... 

The cases against the company were 
filed many years ago. We are not the 
only company which got embroiled 
in competition cases, such as the one 
you mentioned of detergents. There 
are many other companies which got 
bigger fines than we did. But this 
happened at a time when companies 
did not have the same strict govern- 
ance processes, training and aware- 
ness programmes around what con- 
stitutes competitive and uncompeti- - 
tive behaviour (as they do now). We 
take these things very seriously and 
we have now in the company a very 
strong culture and training around 
behaviours. We are ensuring now 
that every employee, every year, 
even if he or she been trained before, 
goes through the training. And that 
includes me. @ 
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India prepares for a never-before 

world of energy abundance as the US 

moves closer to self-reliance. 
By ANILESH S. MAHAJAN 


PN, 


66 BUSINESS TODAY January 20 2013 






W businesstoday.in/energy-security 


= A - sg ut 


The Mitt Romney-Barack Oba 
dential debates in October h: 
in New Delhi hooked. D.k 
Managing Director, ONGC 
the state-run overseas explori 
plonk himself before a televisio 
the day and hang on to eve! 
Sarraf is no avid Ameri 
— his interest in the three d 
the United States's energy 
the two contenders’ stanci 
interest arises largely from r« 
opments in the global energ 
where the US is expected t 
Saudi Arabia as the world 
producer in another decad: 
just that which is churnin; 
energy market. It's also th 
and oil sands finds in th 
Canada in recent years that 
to ferment in energy circles 
[n addition, in Augi 
adopted stringent vehicula 
norms. The Obama adminis! 
goals to double average mile: 
by 2025, a decision that th 
industry has agreed with. Th 
tion: the US will reduce oil coi 
by about 10 per cent and | 
halve imports from OPEC nati 
a newborn today turns 1 2. 01 
for Organization of the 
Exporting Countries, a | 2« 
mostly dominated by West As 
bers which call the shots oi 
crude oil to produce every d: 
The implications of | 
largest energy consume! 
self-reliant in gas and les 
on oil imports are enormou 
ing bandied the biggest « 
global energy market alte! 
shocks of the 1970s. Estimat 
by the US Energy In 
Administration (EIA) and | 
yritish Petroleum) predict th 
be self-reliant in gas before 2! 
will import almost no cru« 
West Asia and other OPE 
The US Energy Departm« 
the country will need to im] 
little more than one-third o 


) [ 


January 20 2i 





I 


di 


€ 


A0 [3:11:44 Energy 


by 2020 (down from 45 per cent now), and 
most, if not all, of it could be catered from 
countries such as Canada, Mexico and 
Brazil. But, more than the energy independ- 
ence of the world's largest economy, what 
excites Sarraf and his peers in other Indian 
energy companies is that the US is looking to 
export gas and its shrinking oil imports will 
mean more oil available in the global mar- 














WE SHALE OVERCOME 


Cheap gas seems the way to go for India. Shale gas has 
exploded into the oil economy from almost nowhere. Discovery 
of rock formations with gas trapped within - from Australia to 
the US, from Argentina to China - means shale gas reserves 
now are close to global natural gas reserves discovered all 
through history. The mainstreaming of shale gas technologies 


ot for bareas doch as India. Potenti. ai helps extract gas at as little as $3.5 per million cubic feet with 
lower prices than the average $ ] OO0-and- promises 0f the price falling further. In addition, as more LNG 


change a barrel that India has paid in the terminals come up, gas could become as transportable as oil 


last three years. According to the BP 
Statistical Review of World Energy 201 2. a 
respected and frequently-quoted annual 
report, India and China, which will account 
for nearly half the world's incremental en- 
ergy requirements, will need to import oil. 
gas and coal even after 2030. 





Liquid Energy 

In such a situation, shipping liquefied natu- 
ral gas (LNG) even from halfway across the 
world begins to makes sense. "The price of 
gas at Henry Hub is constantly hovering in 
a band of $3.5 to $5 per unit. The question iy zre ypt i ; ay 

is whether this gas can be brought to India,” "ia un 

says Sarraf, himself answering the question | un H H Hy 
in the affirmative. Prices at Henry Hub, an | ó 
import terminalin Southeast USthatiscon- | A Uf 
nected to a nationwide grid of pipelines, are 
the benchmark for global gas prices. Even 
after the cost of liquefaction, transportation 
and then regasification after landing in 
India, “it is a viable business,” says Sarraf. 

In Asian markets, LNG is traded at $9 to m 
$13 per unit or mmbtu (short for million : 681,483 
metric British thermal unit) depending upon 
the source of the gas and purchase negotia- 
tions. In comparison, says an investment 
banker working for an Indian company 
with gas interests, in the future even with all 
costs factored it, LNG can be supplied at 
around $10 per mmbtu landed on the 
Indian west coast. The banker requested 
anonymity. India has two LNG terminals in 
Gujarat, one is being commissioned, and the 773,289 UY, 
fourth will open next year. Thirteen more 
terminals and floating gasification units are 
planned on both India’s eastern and western 
shores in the next five years. 

The estimates for shale gas reserves in 
the US vary widely. The US Energy 
Department's 2012 Annual Energy Outlook 
projects it at 482 trillion cubic feet (tcf) 
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ES Proven natural gas reserves in billion cubic feet (Jan 1, 2012) // Shale gas reserves in billion cubic feet 
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M, 3 Completion date of LNG export terminals proposed or under-construction worldwide 
483,747 tt US Department of Energy is considering seven applications for LNG export terminals 
*OPEC member 
^Most of the exploration work for shale gas has not begun as yet 
&In April 2012, US revised the shale gas reserves data and reduced it from 862,000 bcf to 482,000 bc! 
Source: Oil & Gas Journal, EIA and BP estimates based on Advanced Resources International Inc data 
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gas at Henry 

Hub is constantly 
hovering in 

a band of $3.5 to 
$5 per unit. The 
question is whether 


A AA /VWIHHNIN NVAIA 


this gas can be 
brought to India" 


D.K. SARRAF, Managing Director, 
ONGC Videsh Ltd 


across the US. BP reckons it is around 
300 tcf, while some analysts’ esti- 
mates are as high as three times that 


amount. For perspective, one tcf of 


gas can fire a power plant with nearly 
1,000 megawatt capacity for 20 
vears. India's shale gas reserves are 
estimated at 63 tcf but little work has 
been done on the feasibility of extract- 
ing it, though Obama on his India 
visit in November 2010 had prom- 
ised US cooperation. India is expected 
to announce its shale gas policy in 
the first quarter of 201 3. 

Indian firms, meanwhile. are 
looking at North America as a new 
source for imports. "The US may be- 
come a gas exporter as LNG tankers 
and port infrastructure are built," 
says Ajit Ranade, Chief Economist, 
Aditya Birla Group. Proposals to set 
up eight LNG export terminals, with a 
total capacity of 12.33 billion cubic 
feet a day, or bcfd, on both the east 
and west coasts are pending before 
the US government, with another 
seven (capacity: 9.72 bcfd) potential 
sites identified by project sponsors. 
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"Some LNG projects are definitely go- 
ing to get off the ground and already 
seeking the growing markets in 
Asia," says Vandana Hari, Editorial 
Director at Platts Asia, an energy in- 
formation provider. 

Indian gas pipeline utility GAIL, 
through unit GAIL Global (USA). has 
bought a 20 per cent stake in Carrizo 
Oil & Gas's Eagle Ford shale acreage 
in Texas for $95 million in 
September 201 1. Reliance Industries 
has invested in three US shale joint 


ventures since April 2010 — one of 


them in the promising Marcellus 
Shale of Pennsylvania, eastern US, 
partnering Atlas Energy. GAIL also 
has a 20-year contract with 
Cheniere Energy Partners to buy and 


ship 3.5 million tonnes per annum of 


LNG from the US company's under- 


construction terminal in the Gulf of 


Mexico in Louisiana. The first des- 
patch of LNG is expected in 2016. 
An OVI-led consortium is in talks 
with Houston-based ConocoPhillips 
to buy stake in six oil sands in the 
Alberta province of Canada. OVL, to- 


Or, Drop in US's oil imports from OPEC 
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gether with Indian Oil Corporation 
(IOC) and Oil India Ltd (OIL) has read- 
ied $5 billion for buying the stake, the 
talks for which are on. OIL and IOC 
have separately teamed up to acquire 
a 30 per cent stake in Carrizo Oil & 
Gas's Niobrara shale-oil acreage in 
Colorado, the US. OVL and GAIL are 
also looking to take up some equity in 
the LNG terminals once they get ex- 
port approval. 


Canada to Australia 


Companies are also scouting north of 


the US. "What applies to the US also 
applies to Canada,” OVL's Sarraf says. 
Canada expects to export 66 million 
tonne per annum (mtpa) of LNG by 
2019. Canadian Energy Minister Joe 
Oliver on his India visit in September 
told Business Today that his country 
is looking at India along with Japan 
and Korea as probable markets. "We 
are a net exporter of oil and gas, but 
largely it is the US [that is the buyer]. 
We are looking at newer avenues, 
India figures at the top of the list," he 
said. Helping India's case is the fact 
that selling most of its gas to the US 
means Canada has to offer hefty dis- 
counts. "Hence we are looking at the 
global players as new consumers." 
Canada is as enthusiastic about 
the synthetic crude finds in its oil 
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sand fields. Also known as shale oil, 
synthetic crude is the output of up- 
grading heavy oils such as bitumen. 
It can then be fed into most modern 
refineries to produce petroleum prod- 
ucts, or at least blended with normal 
crude before refining. 


Given Canada's abundance of 


synthetic crude, the difference with 
comparable varieties in West Asia is 
as much as 50 per cent. Between 
January and June 2012, Canadian 
synthetic crude was priced on aver- 
age of $62 to $83 a barrel. Similar 
crude in the Asian market traded at 
$90 to $95 against the average price 
for Brent at $113. 

IOC, India's biggest domestic re- 
finer, has already told the Petroleum 
Ministry it can process synthetic 
crude. "We use various variety 
blends of crude in our refineries. The 
tough crude from Canada could also 
be treated there after blending," says 
Chairman R.S. Butola. Given the 
relatively young life of refineries in 
India, they can process synthetic 
crude oil, says Deepak Mahurkar, 
who leads the oil and gas consulting 
practice at audit and consultancy 
firm PricewaterhouseCoopers India. 

Indians are doing their recces 
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Down Under, too. Australia is esti- 
mated to have 400 tcf of recoverable 
shale gas — about four-fifths the esti- 
mated reserves in the US. It has four 
large LNG terminals and is building 
four more to meet the massive de- 
mand for gas from countries such as 
Japan, Korea, Taiwan, India and 
China. Indian companies have been 
slow to report progress in buying 
equity in projects or securing long- 
term supplies there, though. The last 
and only oil and gas deal an Indian 
company has signed to source gas 
from Australia is the Petronet LNG- 
ExxonMobil agreement to source 1.5 
million tonnes of LNG annually from 
the Gorgon project in western 
Australia for 20 years. The gas will 
reach the Kochi terminal in 2017. 
There is another compelling rea- 
son for India to buy LNG and crude oil 
from the US, Canada and Australia: 
derisking its sourcing from West Asia. 


India imported 142 million tonnes of 


crude oil in 2011, nearly nine-tenths 
of which came from OPEC countries, 
mainly from West Asian and North 
African countries. While it may seem 
an expensive strategy to source crude 
and gas from 7,500 nautical miles 
away, analysts such as Aashish 





Focal point: Prices at Henry Hub 
(above), an import terminal in the 
US, are the benchmark for 

global gas prices 


Mehra, Managing Partner at consul- 
tancy Strategic Decisions Group 
(SDG)'s India chapter defend New 
Delhi's strategy. "This should be seen 
as an effort to diversify the energy 
sources and reduce its heavy crude oil 
and gas dependence on Middle East 
and OPEC nations," he says. 


Dark Lining to 

a Silver Cloud 

For all this, it is not a clear road 
ahead for India in its sprint to secur- 
ing its energy future. Coal, currently 
accounting for about 50 per cent of 
India's energy mix, will remain the 
main pillar of India's energy econ- 
omy with some predictions that the 
share will rise to 55 per cent. 
Problems on that front are unlikely 
to disappear any time soon partly 
because of global prices remaining 
high and policy changes in different 
nations against mineral stripping. 
(See Black Future.) 

India can do little to change that 
tide but what about its speed of deci- 
sion-making, especially when faced 
with much nimbler rivals? "Indian 
companies are very late, we are get- 
ting proposals from several compa- 
nies from across the globe," 


“Cheaper oil is going to be air is r TZ lin the 
next few years if fundamentals stay as they are" 


MATTHEW HULBERT, Lead Analyst, European Energy Review 
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Black Future 


oal seldom finds mention in discussions 

on strategies to secure the country's 

energy supply. But it is the key source 
of energy driving India's infrastructure sector, 
power, steel and cement plants, and makes up 
about half of India's energy mix. Its availability 
in the near future is bound to be a big factor 
deciding the trajectory of the country's economic growth. 

Three factors influence India's coal industry. First, over 90 per 
cent of India's coal production is in the hands of government compa- 
nies, primarily Coal India. The country produced 554 million tonnes 
in 2011/12, which was inadequate to meet the demand. A report by 
PricewaterhouseCoopers says that, in 2012, demand likely out- 
stripped supply by about 98 million tonnes, making India's energy 
security sensitive to global developments. 

Second, the price of coal imports has trended upwards over the 
past decade. The decade can be broken into three phases. In the first 
phase (2003 to 2007), coal price (Japan benchmark) rose gradually 
from about $20 a tonne to $50. In the next phase (2008 to 2009), 
the price first jumped rapidly to about $120 per tonne and then col- 
lapsed in the wake of the global financial crisis to about $60. Since 
then (2010 to 2012), the price has again risen to around $120. 

Third, the latest projections by the International Energy Agency 
show that India will be the world's largest seaborne coal importer by 
2016 as there is no hope of a marked ramp-up in local output. India's 
key coal markets today are Indonesia and Australia. In the future, 
South Africa and Mozambique will likely emerge as important markets. 

The problem for India's coal importers is that the level of uncer- 
tainty has increased on account of changes in policies. Australia and 
Indonesia have in the re- 
cent past either changed 
policies and enhanced tax 
rates or are considering 
doing so. These imports are 
no longer a stable or inex- 
pensive input, making 
project completion compli- 
cated for power producers 
who operate in a market 
where output price tends 
to be sticky. This means 
that even securing coal 
mines in these countries may not pay off. 

The next few years threaten to be insecure for users of India's 
most important primary source of energy on account of policy uncer- 
tainty in the world's most important coal markets. 

The writer is Senior Editor, Business Today 
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Dark matter: A coal field in Jharkhand 








Canadian minister Oliver told BT. 

For instance, Shell Canada, 
Korea Gas Corporation, Mitsubishi 
Corporation and PetroChina 
Company came together to form LNG 
Canada in May 2012 to operate a 
two bcfd LNG export terminal in 
British Columbia, Canada. In 
Australia, while rivals such as Korea 
Gas and Japan's Tokyo Gas and 
Kansai Electric are active and have 
bought equities in proposed LNG 
terminals, Indians have little results 
to show. The Koreans and the 
Japanese also dominate other parts 
of the Oceania region. 

Separately, there is a growing 
worry in oil markets ofthe US playing 
a smaller role in West Asian geopoli- 
tics as its interest in the region as an 
energy source wanes. Though most 
global experts BT interviewed dis- 
counted such a possibility, the crude 
price trend showcases the concern. 
"The supplies in the global market are 
more than the demand today. But the 
prices of oil are not coming down. It is 
largely because we are paying the 
premium offear... the threat of disrup- 
tion of supplies," says IOC's Butola. 

One fix to that fear premium, sug- 
gests Matthew Hulbert, Lead Analyst 
at European Energy Review, a 
London firm of energy publications 


and analysts, could be a bigger Asian 
role in the region. "The flag always 
tends to follow the trade, which 
means that China and India need to 
make sure they gain a greater secu- 
rity stake across the region and in- 
deed, Indian Ocean," he says. There 
is little evidence of any such efforts 
on the Indian diplomatic front yet. 
Then there is the big mismatch 
between reality and Indian ambitions 
of importing oil and gas from the US: 
there is no free trade pact between the 
two nations. This means that oil or 
gas exports will be restricted to India. 
The prospect in North America, 
however, is forcing Indian establish- 
ment to push for these talks. GAIL 
Chairman B.C. Tripathi has led peers 
in seeking diplomatic intervention to 
persuade Washington. Even if that 
were to bear fruit, Indians — and in- 
deed buyers from Japan, Korea and 
China — would run into local indus- 
trial lobbies in the US, which would 


SHEKHAR GHOSH/WWW.INDIATODAYIMAGES.COM 





like to keep the cost of gas low by 
limiting exports. 


Energy High 

Overall, though, there is no denying 
that India is faced with a life-altering 
phase in its energy history. In 2008, 
the global LNG prices shot up to $22 
per mmbtu — while crude oil topped 
$140 a barrel — and it was projected 
that it would stay above $15 a unit 
after an earthquake swerved Japan 
away from nuclear energy to LNG. 
But fresh global discoveries and sup- 
plies have kept prices low. With more 
African gas finds and China striking 
shale gas, Mehra, the SDG partner, 
says he is hopeful the price of gas on 
Indian shores would be in the $9 to 
$12 range and stay constant for the 
next few years. Analysts hesitate to 
make similar predictions for crude oil 
given the potential of OPEC produc- 
tion cuts and technologies in areas 
such as thin film solar energy. 
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s OPEC' s Secretary General 

Abdalla Salem El-Badri 

has a bird's eyeview of the 
world's oil supplies. Business Today's 
Anilesh S. Mahajan reached out to 
him for his views on the growing discov- 
eries of shale gas and oil sands around 
the world, and the projections that the 
US could be energy independent in the 
coming decades. Edited excerpts from the 
email interview: 


With North America potentially 
becoming self-dependent for its 
energy needs, how does OPEC sees 
the market for oil and qas 
changing globally? 

We at OPEC recognise that shale oil 
and gas hold great promise. In fact, a 
number of OPEC's member countries 
have significant resources in this re- 
gard. We see it as part of a diverse 
energy mix — something we have 
always welcomed. However, the 
challenges associated with the envi- 
ronmental impact of hydraulic frac- 
turing still remain, especially on 
groundwater supplies. While tech- 
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nology will eventually help solve 
some of these problems, it will take 
time. It is also important to highlight 
the fact that the US still needs to over- 
come bottlenecks in its domestic oil 
transportation systems. 

In terms of North American en- 
ergv independence, however, I think 
at the moment we cannot say more 
than ‘let's wait and see’. And I would 
like to add the simple fact that no 
country today can fully be energy 
independent. This is not the world 
we live in. 


Do you see developments in the US 
having an impact on the pricing 
0f oil and gas? 
| cannot make predictions on what 
may or may not impact prices. 
What I can say is that OPEC has no 
price target. Our priority is striving 
lor a stable price: at a level that al- 
lows producers to receive a decent 
income and to invest to meet future 
demand, and at the same time, does 
not affect global economic growth. 

| think it is important to highlight 
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‚For the full interview go to 
| www.businesstoday.in/elbadri-opec 
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“No Country 
Today Can 
Fully be Energy 
Independent" 


the break-even prices for all energies. 
Obviously these vary and prices that 
are too low may see some develop- 
ments put on hold or stopped alto- 
gether because they are deemed un- 
economic. This happened at the end 
of 2008 when prices fell to just above 
$30 per barrel. In turn, prices that 
are too low may 'sow the seeds' of 
high prices in the future if invest- 


ments are not made. 


In the next five years, we expect 
emerging markets, such as China 
and India, to be the main drivers 
of increased energy demand. How 


is OPEC reacting to this? 


In terms of the Middle East and the 
Asia Pacific regions, crude oil exports 
from the former to the latter are ex- 
pected to increase by six million bar- 
rels per day between 2011 and 
2035. The projected trend over this 
time period is for a re-direction of 
crude oil exports from Europe, and 
the region of the US and Canada, to 
the growing markets of the Asia 


Pacific. 


Prices that are too low may ETAU of high prices in 
the future if investments are not made 
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Hir 6 dn r1 Bajaj 


3 Five years after the Bajaj 
= demerger, profits at Sanjiv 
Bajaj's financial services 
business are increasing 
rapidly, but the younger 
scion still has some way 
to go to catch up with 
elder brother Rajiv's 

auto business. 

By ANAND ADHIKARI 





e began his career on the 
shopfloor of Tata Motors be- 
fore joining the family firm, 
Bajaj Auto. At that point, 
Sanjiv Bajaj must have as- 
sumed he would spend most of his life 
among vehicles, be they of the four- 
wheeled or two-wheeled variety. But in 
December 2007, Rahul Bajaj's 
younger son shifted gears altogether 
and took control of a completely new 
portfolio of businesses — financial serv- 
ices. He took charge as managing di- 
rector of Bajaj Finserv soon after. 

The big change came after Bajaj 
Auto was demerged into three separate 
companies in 2008 — Bajaj Auto, Bajaj 
Finserv and Bajaj Holdings. As part of 
the deal, Sanjiv, an MBA from Harvard 
MET Business School, took charge of the fi- 
nancial services side of the business 
while elder brother Rajiv ran the auto- 
mobiles business. 

It was not an easy transition. 
sanjiv, who had also studied mechani- 
cal engineering and manufacturing, 
was thrown into a business in which 
the group had no experience. The first 
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SANJIV BAJAJ, MANAGING DIRECTOR, BAJAJ FINSERV LTD 
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year alter he took charge of Bajaj 
Finserv Ltd, its financial firm was 
deep in the red. Rajiv's more high- 
profile Bajaj Auto, on the other hand. 
was a profit-making firm riding on 
the success of its iconic two-wheelers. 

"Five years ago, when we started 
looking at financial services, what we 
had was a small mono-line company. 
Bajaj Auto Finance, financing autos. 
We had two insurance companies in 
different stages of growth. That was 
really all our presence," says Sanjiv. 

But the younger Bajaj scion, who 
practises yogic breathing exercises 
that help him tap his inner energy, 
has come a long way in the past five 
years. His business philosophy of fo- 
cusing on the long-term but not losing 
sight of profitability is paying off. 
Today, Finserv is fast catching up with 
Rajiv's Bajaj Auto: the firm with a 
finger in both insurance and lending 
has seen a huge turnaround from a 
loss of 332 crore in 2007/08 to a 
profit of 31,338 crore in 2011/12. In 
comparison, Rajiv's auto business 
profits have jumped four times from 
1726 crore to 32,990 crore during the 
same period. (See GenNow.) 

"We don't want to act like ven- 
ture capitalists. We'd rather focus on 
the long term and build businesses 
which we think have tremendous 
value," says Sanjiv, sitting in his 
swanky sixth-floor Pune office. 
"Choosing when to grow, and growth 
ofthe right quality are also important 
parts of strategy." 

Kevin D'Sa, an old loyalist who 
still splits his working day between 
the Bajaj brothers' businesses, says 
Sanjiv's empire will have assets of 
over 13100,000 crore in the next 10 
years. Bajaj Finance Ltd, the lending 
arm, had assets under management 
of little over 313,000 crore in March 
2012, while the group says it has as- 
sets of nearly 360,000 crore. “Sanjiv, 
who is 43 today, is here for the long 
haul," 58-year-old D'Sa adds. 

D'Sa began his career with the 


ality are also important parts of strategy" 





unified Bajaj Auto when the Bajaj 
scions were in their teens. Today, he 
wears two hats: he is President 
(Finance) at Rajiv's Bajaj Auto, as 
well as Chief Financial Officer and 
President (Business Development) at 
Sanjiv s Bajaj Finserv. 

"A part of me was also split up. | 
spend 75 per cent of my time at Bajaj 
Auto," he says, sitting at the Bajaj 
corporate office at Akurdi on the out- 
skirts of Pune. But he also works 
closely with Sanjiv in exploring new 
opportunities. D'Sa says Sanjiv is a 
manager who delegates, but does not 
abdicate. "At the operating level, de- 
cision-making is quick," he says. 
"Rajiv Bajaj believes, convinces him- 
self and drives a business. Sanjiv goes 
a little more with consensus." 


sports freak whose interests 

range from basketball to tennis, 

Sanjiv thinks out-of-the-box 
professionally and personally. He 
prefers, for example, to listen to audio 
books and is listening to The Signal and 
the Noise by Nate Silver, a book that 
involves 60 hours of listening. "After 
doing my phone calls and meetings, I 
take out time. I finish a book in three 
to four weeks,” says Sanjiv. 

Despite the turnaround, Sanjiv 
has a lot of catching up to do with his 
brother in terms of market capitalisa- 
tion. Five years ago, both brothers’ 
companies were neck and neck at 
around 38,000 crore. Today, Bajaj 
Finserv's market cap is 314,947 
crore, compared with Bajaj Auto's 
%60,195 crore. 

But Sanjiv is not daunted by such 
comparisons. His mantra is to have a 
differentiated strategy and cautiously 
scale up his businesses. So, while he is 
in the process of tweaking the wealth 
management business strategy, the 
mutual fund business is still on the 
drawing board. The slow-and-steady 
approach is also reflected in Sanjiv s 
strategy for the insurance business. 
He took a conscious decision to slow 


For interview, go to: kawa 
www.businesstoday.in/sanjiv-bajaj 
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COMPETING WITH THE BEST 


Bajaj Finserv is the holding company for five operating companies, three of which are solidly entrenched 





Bajaj Allianz General 
The non-life insurance firm 
remains rock solid while other 
biggies are in the red 


Bajaj Finance 
It is doing fine, holding its own among 
the companies that are strong 
candidates for banking licences 
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Bajaj Allianz Life 
It is one of the most 
profitable private life 
insurance firms 
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Note: A diversified Aditya Birla Nuvo also houses finance biz, where 
revenues and EBITDA attributed to it are 16,550 crore and 2661 crore, 
respectively, for 2012. Bajaj Finance is a standalone lending NBFC, whereas 
Reliance Capital and Aditya Birla Nuvo act like holding companies 
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Fgures in crore show net profit of top 
non-life insurance firms for 2011/12 
Source: Companies 


Figures in 3 crore show net profit of 
leading life insurance firms in 2011/12 


down the business from 2008 be- 
cause, unlike manufacturing, the 
sector is dependent on the regulatory 


environment. The gross premium of 


Bajaj Allianz Life Insurance fell from 
111,420 crore in March 2010 to 
17.484 crore in March 2012. "The 
business was falling because we were 
letting it fall," says Sanjiv. (See 
Competing with the Best.) 

sanjiv makes it a point to spend 
time interacting with financial regu- 
lators. He says the nature of auto 
manufacturing is different because, 
once emissions and sound rules are 
followed, the product can be manu- 
factured without fear of regulations 
changing. 

His strategy has paid off. The 
10-year-old Bajaj Allianz Life 
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Insurance is the second most profit- 
able insurance firm, while ranking 
fourth in first-year premium collec- 
tions. "We managed to maintain our 
profitability," says Sanjiv whose focus 
in general insurance is more on retail 
than on corporate business. 


anjiv believes there should be no 

chasing of market share at the 

cost of profits. Rajeev Jain, who 
heads Bajaj Finance Ltd, a non-bank- 
ing finance company (NBFC) focused 
on consumer lending and commer- 
cial loans, says Sanjiv always asks 
two questions about any fresh busi- 
ness proposal. Can it scale to become 
a billion-dollar business? And, how 
will it be different from others in the 
same field? "Once broad goals are set, 


he gives the operating CEO a free 
hand" says Jain. 

Despite his generally measured 
strides, Sanjiv has moved fast at Bajaj 
Finance. At a time when other NBFCs 
shut down or withdrew from the re- 
tail business, Bajaj Finance has ex- 
panded its product line from two 
products five years ago to nearly a 
dozen in 2012. The company has 
grown its assets to 3135,107«crore, 
profits to 3406 crore and top line to 
12.163 crore as on March 2012. 

Five years ago, 80 per cent of 
Bajaj Finance's business focused on 
auto financing, but Bajaj Finserv's 
lending arm is no longer dependent 
on Bajaj Auto customers. The busi- 
ness has seen new product lines such 
as loans to small and medium enter- 











prises (SMEs), business loans, con- 
struction equipment financing and 
infrastructure financing. Today, 
SMES have a 28 per cent share in the 
lending portfolio, followed by equip- 
ment and infrastructure financing at 
27 per cent. Cross-selling is the cen- 
tral framework of Sanjiv's financial 
services business. "The target for 
cross-selling is to have two products 
per customer in the consumer busi- 
ness and five products per customer 
in the SME business," says Bajaj 
Finance s Jain. 


n wealth management, too, Sanjiv 

is bringing in the cross-selling 

model. A year-and-a-half ago, 
Sanjiv launched the advisory and 
wealth management business target- 
ing the middle class. The strategy is to 
do it small, test the product, learn and 
then scale up rapidly. "We are tweak- 


ing the business model as the cost of 


acquisition is very high in a push 
model," says D'Sa. 
Sanjiv's biggest bet is to get a 





"Once broad goals 

are set, he (Sanjiv) 

gives the operating 
CEO a free hand" 


RAJEEV JAIN, CEO, BAJAJ FINANCE LTD 





banking licence to scale up his lend- 
ing businesses. "The business is not 


hampered today because of lack of 


licences," he says. "But a banking 
licence makes a sense in the long 
term, say 10 years down the line." 
But he is still not in a hurry to 
launch new businesses. The mutual 
fund business, for instance, which 
got the Securities and Exchange 
Board of India's clearance a year ago, 


ADVERTORIAL 


has yet to start. Insiders sa 
group is considering acqurin; 
mutual fund to build scale. 

For Sanjiv, funds are not a « 
straint. Bajaj Holdings & Investment 
Limited — the holding compan 
ated following the demerger — has all 
the investments and cash balances 
he would need. It also owns 31 pei 
cent of Bajaj Auto and 39 per cent ol 
Bajaj Finserv. "The market value ol 
Bajaj Holdings & Investment is clos: 
to 328,000 crore,” 
also manages the treasury ol t! 
third company. In addition, Bajaj 
Finserv has reserves and surpluses ol 

its own of over 35,000 crore 

If the banking licence comi 
through in 2013, Sanjiv will be 
route to creating a truly powertul 
Bajaj brand in the financial services 
business. And this lanky sports en 
thusiast knows very well that profit 
will flow in once he has the right 
people and strategy in place. € 


says D'Sa, v 
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PRESIDENCY 
BUSINESS SCHOOL 


GAIN MORE KNOWLEDGE 
REACH GREATER HEIGHTS 


The liberalization and globalization of world trade along with 
economic reforms initiated by most governments across the 
world, has indeed changed the concept of business, in general 
and that of international business, in particular. With the business 
world modifying its perspective of conducting business in tune 
with the ever dynamic business environment, the need for a 
highly specialised course in management was felt by the business 
community. The industry was looking to tap the talent pool of 
management graduates with right blend of attitude and 
aptitude. Thus evolved, the world over, the demand for the 
course leading to the award of a Master's Degree in Business 
Administration. 


A two-year course, of Bangalore University, spread into four [4] 
semesters, the course is a blend of traditional and contemporary 
approach to business administration and management. The 
dearth for qualified professionals armed with strong analytical 
and management skills has made the course very attractive. 
Students are exposed to subjects encompassing all facets of 
theory and practice of management. With Bangalore University 
offering Dual Specialisation in Management, most of the 
students of the management course at Presidency Business 
School become skilled in managing multi-faceted job profiles. 
The academic curriculum backed by state of the art teaching 
pedagogy equips the students with the requisite analytical and 


PRESIDENCY BUSINESS SCHOOL - 
GUIDING ACHIEVERS TOWARDS LEADERSHIP 





technical skills envisaged of business professionals, by the ind 
Presidency College is affiliated to the Bangalore Univer i 
is AICTE approved. NAAC accredited at A Grade, i! nke 
amongst the top 50 Business Schools in India. 


Taught by highly qualified and industry-expenenced ta 
Presidency Business School, the course is treated a 
Management Science. The focus is not only on the impar! 
quality academic content to the students but als 
ensuring the overall development of the student p 
Presidency Business School accords top priority I! 

the student personality especially in making them 
ready by the time they complete their two year cout 

a dedicated soft skills training programme integrate 
Placement process under the supervision of a Dir 
Corporate Relations and Training, the students are € 

to all facets of soft skills development . This is reinforc 
industry-integrated technical skill training. 


The students are also required to be part of the B 
Social Clubs which is aimed at ingraining in them f! 
social responsibility and accountability. 





www.presidencybusiness 
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Nursed Back 
to Health 





Three years ago, the Khorakiwalas had no choice but to sell 10 of their hospitals. 
They are now successfully rebuilding their hospital network. 


TURNING THE CORNER 


Wockhardt Hospitals's top- and bottom-lines 


are improving 


Figures in € crore 


217.7 








182.2 





NET LOSS 35, 


2010/11 2011/12 


Source: Ministry of Corporate Affairs 
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By G. SEETHARAMAN 


t becomes apparent within 
10 minutes of speaking with 
Zahabiya Khorakiwala, 


Managing Director of 


Wockhardt Hospitals, that she is 
being very careful of what she 
says. Every time she is asked a 
question, she looks at her father, 
Wockhardt Group Chairman and 
CEO Habil Khorakiwala, to check 
if he wants to answer it instead. 
She does the same after replying to 
a query as well, seeking a nod or 
at least a look of approval. The 
discretion is characteristic of the 
cautious approach the Khorak- 
iwalas are taking while rebuilding 
their hospital network, three 
years after selling off part of the 
business to Fortis Healthcare to 
tide over a financial crisis. 

"It (the sale of hospitals) was 
not something I wanted to do," 
says the 70-year-old patriarch, 





seated in the ninth-floor confer- 
ence room of the group's head- 
quarters in Mumbai. "But, look- 
ing at the overall circumstances, 
it was something I had to do." 

Wockhardt Hospitals, origi- 
nally called First Hospitals and 
Heart Institute, was one of the 
early movers among corporate 
health-care chains. It started with 
a medical centre in Kolkata in 
1989 and a heart hospital in 
Bangalore two years later. It 
quickly gained a reputation in the 
tertiary health-care segment, 
comprising specialised fields such 
as cardiology and neurology. 

The privately-held hospital 
chain stepped on the gas in the 
new millennium by increasing its 
presence in Tier-I cities and foray- 
ing into smaller ones as well, 
starting with a hospital in Nagpur 
in 2004. In the next five years it 
added 12 more hospitals. But this 
came at a cost. Its net debt crossed 
1500 crore in March 2009. It had 
even planned to go public in 2008 
to raise about 3800 crore but 
withdrew the offering due to poor 
investor response. 

Apart from running hospitals, 


Back in the 
Group Chai 
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the Khorakiwalas also manulacture 
pharmaceutical and related products 
under their flagship company. 


Wockhardt Ltd. Khorakiwala himself 


isa pharmacist by training. But even 
as Wockhardt Hospitals ran up debts, 
Wockhardt Ltd too posted losses in 
2008, the first year it had done so 
since going public in 1992. It had a 
consolidated net debt of nearly 
13,600 crore and defaulted on repay- 
ment of foreign currency convertible 
bonds of more than 3500 crore. 

It then opted for a loan recast and 
divested its animal health and nutri- 
tion businesses. In August 2009, 
Wockhardt Hospitals sold off 10 of its 
hospitals in Bangalore, Mumbai and 
Kolkata, including two which were 
under-construction, to Fortis for 
1909 crore. It was left with seven 
hospitals, comprising about 800 beds 
in Navi Mumbai and Tier-II cities 
such as Nagpur, Nashik and Surat. 

Wockhardt Ltd has since re- 
turned to profitability and is close to 
exiting the debt recast process. In 
2012, its share price jumped nearly 
six times compared with a 25 per 
cent rise in the Sensex. The hospital 
business, too, is looking up. 
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Think small: A Wockhardt hospital at Nashik, a Tier-ll city it is focusing on 
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ON AN UPTREND 


Estimated growth 
in India's organised 7h 


private health-care 
delivery market 


Figures in $ bn 











Compound 
annual growth 
rate between 
2011 and 2021 


22% 


*India's unorganised private health-care delivery market 
is about $20.4 billion, taking the total to $34 billion 
Source: PricewaterhouseCoopers 





Zahabiya, Khorakiwalla's only 
daughter and the youngest of his 
children, was named Executive 
Director of Wockhardt Hospitals in 
March 2010 when she was 27. Soon 
she was appointed its managing di- 
rector. "I was interested in the hospi- 
tal business because you are not just 
selling a product. It’s much more 
than that," says Zahabiya, who grad- 
uated in Psychology from New York 
University and holds a management 
degree from the Indian School of 
Business, Hyderabad as well. "There 
are a lot of complexities and the core 
of the business is clinical care." 

Six months after she took charge. 
Wockhardt opened its first new hos- 
pital since the Fortis deal, with 180 
beds, in Goa. Next on the list is a 
22-storeyed, 350-bed, 3350 crore 
super-specialty hospital in South 
Mumbai. likely to start functioning 
by June 201 3. It will have the largest 
number of beds among the 
Wockhardt hospitals. The company 
is also working on a 300-bed hospital 
in Delhi, to cost about 3300 crore and 
likely to be operational by 2015. 

The expansion plan may give the 
impression that Wockhardt Hospitals 
is back to stepping on the gas. Far 
from it. For one, it is not relying on 
debt for expansion as before. "After a 
fairly aggressive expansion before 
2009, they are now quite cautious," 
says a health-care consultant in Delhi 
who does not wish to be named. The 
Mumbai project was financed with 
internal accruals. The company says 
it is net cash-positive, but will not 
disclose figures. 

Zahabiya says the company 
chose to build the Mumbai and Delhi 
hospitals one after the other — and 
not simultaneously — so as not to put 
pressure on its cash flows. Industry 
leaders Fortis and Apollo Hospitals, 
with 12,000 and nearly 8,000 beds, 
respectively, may be far ahead of 
Wockhardt, but rapid expansion is 
the last thing on her mind. "It's not 
about scale for us. It's about setting 
clinical benchmarks, " she adds . 

Her father agrees. "We do not see 
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META Wockhardt Hospitals 








“You don’t have to look at 


hospitals altruistically” 





Wockhardt Group Chairman and CEO Habil Khorakiwala dis- 
cusses the hospital business and Wockhardt's role. Edited excerpts: 


On the founding of Wockhardt Hospitals: 

We were familiar with health-care and the only new thing was 
managing a service industry like hospitals. We believed there was 
space available to run a different kind of hospital from the sort that 
already existed. We started out with a day care facility in Kolkata 
in the early 1980s and a small heart hospital in Bangalore. 


On whether things could have been different before 
the Fortis Healthcare deal: 

There is nothing we could have done differently. We had to restruc- 
ture the whole group at that point (2009). That's why we 
did it. But you do not live in the past. We were in 
hospitals then and we are in hospitals now. 




























On the fine line between social obliga- 
tion and profitability in the hospital 
business: 

I do not think one has to worrv much about 
that. You do not have to look at this business 
altruistically. If you stay focused on clinical 
care, business will follow. At the same time. 
our approach to saving a life is important. 


On the potential in smaller cities: 
Metro cities have good hospitals. Many Tier-Il 
cities, with a population of over one 
million, do not have a tertiary 
care facility. In Nagpur, 
Rajkot, Nashik and Goa we 
were the first. It's easy to 
start a secondary care hospi- 
tal but not tertiary care. If 
you do not have a facility, 
you do not have super-spe- 
cialist doctors. But we are 
able to attract doctors. In 
Rajkot, we got 12 super- 
specialists like cardiac 
surgeons, neurologists, 
neuro-surgeons and 
orthopaedic sur- 
geons from other 
cities. That is also 
part of our chal- 
lenge. 
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the need to be pan-India players," he 
says. He is tight-lipped about the 
company s plans, though he says the 
focus on Maharashtra and Gujarat, 
and Tier-II cities will continue. 
Zahabiya adds that the company will 
continue to focus on the tertiary care 
segment and that Tier-I and Tier-II 
cities will contribute equally to its 
revenue after the Delhi hospital be- 
comes operational. 

Wockhardt Hospitals closed 
2011/12 with sales of 3217.7 crore, 
up 19.5 per cent from the previous 
year, according to Ministry of 
Corporate Affairs data. While this 
figure is still only half of its 3444.7 
crore revenue in 2008/09, the year 
before the sell-off, the bottom-line has 
improved. Net losses shrank from 
324.5 crore in 2008/09 to 21.5 crore 
in 2010/11. In 2011/12 the com- 
pany posted a net profit of 32.6 crore. 

Industry experts endorse the 
company s strategy. "Being a niche 
player makes business sense. All 
their hospitals are doing well, opera- 
tionally and financially," says the 
Delhi-based consultant. Rana 
Mehta, Executive Director, 
PricewaterhouseCoopers India, says 
regional focus has logistical benefits 
— it is easier to move doctors from 
one hospital to another in times of 
emergency. Vishal Bali, Group Chief 
Executive, Fortis, too agrees that be- 
ing a regional player is viable. Bali 
was CEO of Wockhardt Hospitals be- 
fore moving to Fortis. He refuses to 
talk about his former employer, say- 
ing only that his years there were 
“fruitful” and that he is happy the 
company "is out of the woods". 

Wockhardt Hospitals is deter- 
mined not to repeat its mistakes as it 
expands again. "Giving up the hos- 
pitals was quite painful for 
Khorakiwala," says a former group 
employee, who does not wish to be 
named. "Wockhardt Hospitals is his 
baby and he wants to prove himself 
to the world all over again after what 
happened in 2009." + 
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Only InfraStruxure adapts quickly to your 
specific business needs 


Introducing Next Generation InfraStruxure 

Whether you have just acquired a new company or must increase its ever-expanding 
customer or inventory database capacity, you're most likely facing pressing 
demands on your company's IT infrastructure. Your existing data centre 
infrastructure may not be able to handle these up-to-the-minute changes. That's 
where Schneider Electric" ^ steps in with its proven high-performance, scalable 
data centre infrastructure. As the industry's one-of-a-kind, truly modular, adaptable, 
and ‘on-demand’ data centre system, only InfraStruxure™ ensures that your data 
centre can adapt effectively, efficiently, and, perhaps most important, quickly, to 
business changes. 


InfraStruxure data centres mean business! 

A data centre means business when it is available 24/7/365 and performs at 
the highest level at all times, is able to adapt at breakneck speed, lets you 

add capacity without waiting on logistical delays (e.g., work orders), enables IT 
and facilities to keep pace with the business in a synchronised way, continues 
to achieve greater and greater energy efficiency — from planning through 
operations — and is able to grow with the business itself. What's more, our 
comprehensive life cycle services help InfraStruxure data centres retain business 
value at all times. 


The triple promise of InfraStruxure deployment 

InfraStruxure fulfills our triple promise of superior quality, which ensures highest 
availability; speed, which ensures easy and quick alignment of IT to business 
needs; and cost savings based on energy efficiency. What better way to mean 
business than to enable quality, speed, and cost savings — simultaneously? 


Business-wise, Future-driven.* 
Discover which physical infrastructure management 
tools you need to operate your data centre. 
Download White Paper #104 today and 10 lucky 
—| respondents can WIN a telescope. 
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en double his age 
could easily get an in- 
[eriority complex look- 
ing at 34-year-old 
Balaji Lakshmanan s 
résumé. He has written and re- 
viewed international papers on ro- 
botics, taught 5.000 students 





through workshops and has two 
provisional international patents. 
He has been ‘robotic consultant’ for 
a Tamil film featuring a superhero, 
Mugamoodi, and has delivered ro- 
bots to the Indian Army. He also 
runs Geeky Technology & 
Consulting, whose domain name, 
www.imakerobots.com, once again 
underlines his specialisation. 
Lakshmanan started the com- 
pany in 2008 while studying at the 
Indian Institute of Technology 
Madras. One of his earliest clients 
was IT giant Cognizant, which 
bought a videoconferencing robot, 
which it called ‘Intelligent 
Telepresence Robot’. Lakshmanan 
invested 115 lakh to build the robot 
in 2009. It can be remote-control- 
led through a computer or a tablet 


using a Wi-Fi connection. The hu- 
man-shaped robot's head holds a 
camera with a 180-degree view 
while the abdomen has a screen 
and sensors for navigation. 

That robot was one of the earli- 
est examples of machine-to-ma- 
chine (M2M) communications work 
in India. Machine-to-machine: 
These are technologies which ena- 
ble one device to communicate with 
another machine over the Internet, 
with or without human interven- 
tion. Often, it means fixing sensors 
on devices, such as an electricity 
meter that can relay information on 


power consumption to a 


attaching sensors in 
equipment at home whi 
you remotely switch on 


and even lock doors. S 


M2M is also interchang: 


with the 'Internet of Thi 
‘Internet of Everything 
phase of the Internet w! 
thing, including people a 
will be connected to the 
The global M2M mai 
cent but growing rapi 
Indian companies start: 
on M2M only around 2 
the buzz around its pos: 
came loud. Machina R 
UK-based telecom res: 
sory, estimates that g 
revenue will increase fi 
lion (36.6 trillion) in 2t 
billion in 2020, a com 
nual growth rate of 22 
Revenue is likely to | 
opportunities in makin 
intelligent, and cities 
smarter. No wonder t 
nies, including Wipi 
MindTree and Zoho ( 
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TOMORROW 


Car will tell driver when tyre 
pressure needs to be checked, 
whether brakes are okay and when 
the clutch needs replacement 


TODAY EK. 
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Difficult to predict when a car will 
break down. Malfunction can be 
detected only at a service station 
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Sensors will flow through 
pipelines, emitting data on 
leakages and bursts. Faults can 
be remotely monitored 





Gas utility companies need to 
ensure pipelines do not burst. 
At present, many companies use 
helicopters to detect leakages 


ATM outlets today 

have air conditioners, 
cameras, locks, lights, 
diesel generators and 
batteries, which have to 
be monitored physically 


E 





: 
Sensors will remotely command 
these machines - switch off ACs 


and lights and lock doors when 
required, also detect intrusion 
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A pregnant woman Portable 
E needs to visit the devices will 
doctor frequently collect data on 
to check fetal heart the foetus's 
E rates heart rate and. 49 
stream it to the ES 
doctor's tablet 
over a 36 
connection | ; 


Difficult for residents to check 
security of their homes when they 
are away, or detect intrusion 


Robots, controlled through a 
smartphone or tablet, will go all 
over the house, streaming back 
live footage 


V 
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besides numerous start-ups, have 
started working on M2M solutions. 
According to media reports, telecom 
operators Vodalone and Bharti Airtel 
are also working on M2M solutions. 
While Vodalone has SIM card-ena- 
bled smart meters that can relay 
meter readings to energy providers, 
Bharti is running a pilot in Orissa 
wherein sensors installed in some 
buses help track fuel consumption. 

"Every device, whether industrial 
or consumer, is going to get con- 
nected," says Anurag Srivastava, 
Chief Technology Officer at Wipro. 
"Until now you had people getting 
connected through devices. Bring to 
this all other sets of machines — a 
pump in a field, a health-care device, 
vehicles, street lights — it opens up the 
dimensions of innovation." 

Wipro has 200 people working 
on M2M. Its products include smart 
meters and health-care devices. One 
of them is a device that can be worn 
as a necklace or a belt, which allows 
a doctor to monitor a patient's respi- 
ration and heart rate on his tablet in 
real time without the patient visiting 
the hospital. Srivastava says Wipro 
will let medical equipment manufac- 
turers market the device. Wipro GE 
Medical Systems, a joint venture be- 
tween Wipro and General Electric, 
could be one of the vendors. 

Wipro already has customers for 
some solutions but stops short of 
naming them. But Srivastava readily 
reveals what else the company is 
working on. "In agriculture, pumps 
can be made smarter, programmed 
to use water more effectively, for in- 
stance. A heavy truck movement 
company could monitor the engine 
performance of its trucks in real time. 
A customer in the mining industry 
could ensure his machinery is doing 
the right job in a terrain difficult for 
humans to travel to," he says. 

In fact, Bangalore-based Divum 
Corporate Services has made a proto- 
type of an unmanned vehicle that 
can be used for security purposes 
and, possibly, in difficult terrains. 

Founded by Vaideeswaran S. and 
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his wife, Sreelakshmi V., Divum 
started as a self-funded application 
development outfit in 2008. Its M2M 
story began in late 2010 when Nokia 
launched its N8 smartphone. "Nokia 
wanted to display the many possibili- 
ties of its phone. So we came up with 
a toy car that could be controlled 
through it,” says Vaideeswaran. “The 
car had a processor, motor control- 
lers, a 12 megapixel camera and 
Wi-Fi connection. Even if you are not 
in Bangalore, you can control it with 
the Wi-Fi connection.” 


anm 


It was just a toy, but then things 
became serious. As the orange-col- 
oured car ran around their office, the 
couple wondered if there could be a 
real usage scenario. They bought an 
all-terrain vehicle, a sort of dune 
buggy. and fitted it with motors. proc- 
essors, a camera and Wi-Fi capabili- 
ties. The unmanned vehicle can run 
for about 500 metres and controlled 
through a mobile device. "We are 
talking to office security companies. 
We can also talk to toy companies 
and make it into a mass product. 
Today, 310,000 toy cars are com- 
mon," says Vaideeswaran. 
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LONG 
DISTANCE 
MONITOR: ANURAG 
SRIVASTAVA, CHIEF 
TECHNOLOGY OFFICER, 
WIPRO, (LEFT) 
MONITORING AN 
EMPLOYEE'S BREATHING 
AND HEART RATE ON 
HIS TABLET USING AN 


M2M DEVICE 
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It is an interesting thought but 
Divum will face tough competition — 
multinationals such as The 
WaltDisney Company have launched 
Internet-connected toys. Divum, 
which is touching $1 million in rev- 
enue, would need massive funding to 
make toys for the mass market. 

There is also Chennai-based on- 
line software product company Zoho, 
which knows the M2M space well. 
Zoho's WebNMS division has been 
working on enterprise M2M products 
lor the last 15 months and is piloting 
what it calls an ‘ATM Site Manager’. 

Typically, an ATM room has air 






conditioners, security cameras, door 
locks, lights, generators and backup 
batteries. Zoho's solution remotely 
manages all these. "We have put 
sensors on the equipment, which is 
wired to our hardware," says Prabhu 
Ramachandran, Director of Product 
Management at WebNMS. "The hard- 
ware sends the information about 
door and equipment usage to the 
central monitoring software and the 
administrator of the ATM is notified if 
there is a problem." 

Zoho is also working on solutions 
to monitor mobile towers, toll road 
infrastructure and power grids. 
Sensors attached to power lines can 
capture data relating to voltage as 
well as attempts to pilfer. 

While robots and unmanned ve- 
hicles sound glamorous, there is 
money to be made in M2M services as 
well. An M2M solution has hardware, 
networks and software applications 
involved and they all need to be inte- 
grated — large play for Indian IT com- 
panies. Moreover, M2M will never be 
complete without analytics — again a 
growing sector for Indian companies. 

"The integration of hardware and 
information technology is the key in 
M2M,” says Jayraj Ugarkar, Lead 
Product Manager at Infosys. "Sensors 
existed for decades. The combination 
of sensors, actuators, connected ma- 
chines with analytics and cloud is 
enabling smarter organisations 
now." Infosys has built software to 
ensure safety of oil and gas pipelines. 
Data from sensors in the pipelines is 
analysed to predict chances of failure 
and understand causes of damage. 

One bottleneck in the M2M world 
is the lack of interoperable standards, 
which makes it difficult for one ma- 
chine to communicate with another. 
Infosys is building a library of solu- 
tions that can resolve that problem. 
Market watchers expect M2M solu- 
tions to pick up rapidly once these 
interoperable standards are available. 
And Indian companies are expected 
to play a big part in the expansion. 
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SPORTS Sponsorships 











The future of the Chennai Open hangs in the balance with organisers struggling 
to arrange funding from sponsors and China and Turkey keen on taking the 
tournament away from India. By N. MADHAVAN 


t is a tournament that has put India on the global 
tennis map. It has seen tennis greats such as Boris 
Becker, Rafael Nadal and Carlos Moya in action. 
And it has been held continuously for 16 years in a 
city which is home to India's most successful tennis 
players — the Amritrajs, the Krishnans and Leander Paes. 

It could well be history soon. 

The Chennai Open is South Asia's only tournament 
conducted by the Association of Tennis Professionals 
(ATP), a global body of tennis players. The event actually 
began in Delhi in 1996, when it was called the McDowell 
Open, but was moved to Chennai the following year. For 
its 2013 edition, which began on December 31 and ends 
on January 6, and is being held as before at the Sports 
Development Authority of Tamil Nadu's (SDAT) tennis 
stadium, the tournament boasts of an impressive line-up. 
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which includes four of the world's top 20 players and 18 


of the top 100. But lack of sponsorships has now raised. 


the possibility of the event moving out of India next year. 

The contract between the tournament organiser 
Tamil Nadu Tennis Association (TNTA) and IMG- 
Reliance, a joint venture of global sports-consultancy 
IMG and Reliance Industries, to host the event, expires 
after the 2013 edition. TNTA, which has over the years 
struggled to tie up funding, needsto give a clear commit- 
ment to IMG that it has the neCessary finances to organ- 
ise the event for the next five years. 

The first blow came when the telecommunications 
company Aircel, the current title sponsor, decided to end 
its association with the tournament from next year. 
Then came news reports that China and Turkey had 
shown interest in hosting the event. 
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* Moment of reckoning: . 
š A Chennai Open match 

in progress at the SDAT 

Tennis Stadiüm ` 


"ATP tournaments are premium properties and there 
are only a limited number of them. Whichever country 
offers better facilities and financial commitments, the tour- 
nament can go there," says Ashu Jindal, Chief Operating 
Officer, IMG-Reliance. "These events keep moving around." 

Jindal says discussions are on with TNTA to retain the 
tournament in the southern port city. But that will hinge 
on sponsors. Sponsorship is critical as it brings in the bulk 
of the funds to hold the tournament. 

How much does it cost to hold the event: The 
Chennai Open's total annual budget is 312 crore. To put 
things in perspective, that is less than the amount some 
of India's top cricketers earn annually. The title sponsor 
alone brings in 35 crore, or 42 per cent of the total 
amount, while other sponsors, the state government, and 
paltry ticket collections make up the rest. 





"Companies which have come forward t: 
the event seem to suffer fatigue after a few 
back out," says C.B.N. Reddy, Honorary Sec! 
ITC was the title sponsor from 1997 to 2001. 
ment was then called Gold Flake Open. Wh 
did not permit sponsorship by cigarette cot 
pulled out. The Tata group then became the 
but stayed only for two years. 

From 2005 to 2009, the tournament 1 
sored by the Tamil Nadu government. Airce 
title sponsor in 2010. "At current title sponso 
we are not realising much value,” says Rei 
National Head-Brand, Aircel Cellular, ex] 
decision to pull out of the tournament. Oi 
trying to restart negotiations with Aircel. “V 
sider only if the rates are made more reasonal 
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"Sponsors typically relate returns they get from spon- 
soring this event to cricket. That is an unfair compari- 
son," says Karti P. Chidambaram, Chairman of the 
tournament's organising committee. 

IMG's Jindal dismisses any suggestion that the tourna- 
ment does not deliver value to the sponsors. "If that was 
the case Volvo would not be with us for five years and 
Fedex for three years. Also, for the 2013 edition, two 
super-premium products — Rado as official time keeper 
and Marks & Spencer as official fashion partner — would 
not have come on board," he says. 

Broadcasters, however, find it difficult to rope in 
enough advertisers. Unlike other international events, 
the Chennai Open does not earn any income from telecast 


Back in action: Janko Tipsarevic (World 
No. 9) at the Chennai Open in 2010. He will 
play again this year for a fifth time 






rights. "Ideally, an event of this nature should get 32 
crore by way of telecast rights. But in reality we pay for 
production and telecast," says Reddy. 

Also, the gate collection is just 350 lakh and any in- 
crease in ticket prices could turn away the fans. "We 
charge for the entire tournament what similar events 
abroad charge for one day," says Chidambaram. 

The Tamil Nadu government is naturally keen to re- 
tain the tournament in Chennai. It is planning to refur- 
bish the SDAT stadium raising its standards to interna- 
tional levels so as to provide better facilities and experi- 
ence to players, fans and sponsors. "We have also sought 
the government's help to nudge companies such as 
Hyundai, Ford, Samsung, BMW, Renault and others who 
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have manufacturing facilities in the state to spoi 
event," says M.A. Alagappan, President, TNTA. “1 
sponsoring tennis events elsewhere in the world 

The state government has also doubled its fui 
22 crore for the event from this year but the ad 
money is just enough to take care of the effect « 
depreciation as prize money, appearance fees and 
are paid in dollars. 

A strong player line-up is critical for sustainir 
est, and here the Chennai Open is at a disadvar 
two other tournaments — the Qatar Open a 
Brisbane International — are held at the same tit 
Oatar Open, backed by the Gulf country's gover 
offers prize money of $1.05 million. It also pays uy 
a million dollars as appearance fee to the top four 
alone. Not surprising then that Nadal opens his 
this year in Qatar. Milos Raonic, who won the C 
Open last year, has this year opted for Brisbane, v 
also the best event for a player to acclimatize hin 
the Australian Open that begins in mid-January. 

The Chennai Open's organisers, for their pat 
ensured that the tournament is seen as ideal prep 
for the Australian Open. They have chosen the sar 
court and ball that is used down under. This has 


Tough Draw 


q The Chennai Open faces an uphill task in: 


ç 
y 


and for the 2013 edition, the world number six 

Berdych and ninth-ranked Janko Tipsarevic wil 
attendance. Marin Cilic, a two-time Chennai Open 
champion who is currently ranked 1 5th in the wor 
2011 winner Stanislas Wawrinka, ranked 1 7th, w 
be seen in action this year. 

"Such player interest proves that players see v. 
the Chennai Open. This gives us confidence that th« 
will stay in Chennai," says Chidambaram. IMG-R« 
and state government officials echo this sentimen 

All they need to do now is get some compai 
open up their purse strings. @ 
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Social networks are an 
exciting development for 
Sales reps. With a little 
managerial discipline, all 
that clicking, following, 

and sharing will win more 
business. By BARBARA GIAMANCO 
and KENT GREGOIRE 
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al-meetings company 
areer. One morning he 
as no pushover, having 
e of product the rep sells. 
a signed agreement. How 
‘using social media. 
















Y he rep is a Twitter user. 
Drawing o eature, he had specified 
- keywords so th lerted when they appeared 
_ ina tweet, whet} e he “followed” or not. 

On the day ir essage containing the 






term “web conferen his eye. The point of the 
_ tweet was how poorly? ferencing works. “I clicked 

on the Twitter handle,” the rep told us, “and noticed that 
it was a company account.” He called the main number 
on the company’s website and asked to speak to the per- 
son who handled Twitter. Moments later he was talking 
to the CEO, who, after marvelling at the power of Twitter, 
described his frustration with the various web platforms 
he had used. “I told him all about GlobalMeet,” the rep 
said, referring to a PGi conferencing service. “He checked 
out the website and said he wanted to try it, so I sent over 
the agreement and received it back within a few hours.” 

It's a great story, but perhaps not a surprising one. 
Twitter is, after all, a social network, and no aspect of 
business is more social than selling. 

What is surprising is that most sales managers are 
proving slow to recognise social media’s potential. In a 
recent survey of B2B marketers by BtoB magazine, only 
five per cent said that social media marketing was a 
“fairly mature and well optimised” part of their mix. 

A clear majority (58 per cent) admitted to being 

“in early stages,” and 17 per cent said they 
didn't use social media at all. We're aware 
of very few sales training courses that cover 
social media use. And some companies 
forbid their employees to use social net- 
works on company time. 

Certainly there are risks, but as customers 
increasingly engage with social media, sitting 
on the sidelines is the greatest risk of all. And 


with early adopters beginning to book their wins and take 
their hits, the way to venture in wisely is becoming clear. 


It's Where the Customers Are 
Understanding why and how to engage with today's so- 
cial business environment starts with recognising the 










changes in buyers' behaviour. We know that customers 
are online and that they use the web to investigate pur- 
chases they're considering. The shift from a “push to à 
"pull" world of commercial messaging has been thor- 
oughly documented by now. It's not just that buyers start 
the sales process without you; research has shown that 
today they typically complete most of the purchase jour- 
ney before having any contact with sales. And by that 
point they are far more informed about your business 
than you are about theirs. 

Much of this online activity involves social media. 
Studies by Experian Marketing Services indicate that so- 
cial networking now accounts for 15 per cent of Internet 
visits in the United States. LinkedIn, the most profession- 
ally oriented of the major sites, announced more than a 
year ago that it had registered its 100 millionth member 
and was adding a million more each week. Twitter has 
more than 100 million active users (out of at least 200 
million registered members), and Google+ has passed 65 
million members. Most of these people are also on 
Facebook, which is nearing the one billion mark, mean- 
ing that it includes 14 per cent of the world's population. 

When the 1950s-era criminal Willie Sutton was 
asked why he robbed banks, he allegedly replied: “That s 
where the money is." For any salesperson wondering 
why she should use social media, the answer is similarly 
obvious: That's where the buyers are. In fact, 55 per cent 
of buyers turn to social media when they re searching for 
information, according to Business.com. 

As you're reading this article, your prospects are read- 

ing blogs and holding online discussions about prod- 
ucts and services they're considering buving. 
They're scanning YouTube videos, participat- 
ing in FocusForums, and tweeting. They 
might start by using Google to look for in- 
formation about your offerings. but it 
doesn't matter how well you optimise vour 
search terms — most will ignore the market- 
ing collateral on your website. While vour 
communications people are busily creating 
high-production-value brochureware, vour 
prospects are going to social networking channels 
to get the lowdown. They know that a peer-to-peer 
environment holds more promise for candid referrals 

— and warnings. 


Where Social Makes Sense 

Chances are that your salespeople are already on social 
media sites and are even using them in their work. But 
their activity is probably scattershot, with different people 
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Where's the Risk in Social Selling? 





Many sales leaders monitor their 
reps' social media use for purposes of 
damage control. They're concerned 
about inappropriate posts that 

could cause a PR crisis; false 
representations, unguarded 
disclosures, and copyright 
violations that could 

bring legal exposure; 

leaks of confidential 
company information; 
and the possibility that ga; : 
competitors will learn too ! | +> = ü 





much about client relationships and early-stage LE 


opportunities. Deborah Gonzalez, an attorney 
specialising in social media, has seen dangers 
arise particularly in industries such as health 

care and finance, which have strict requirements 
regarding communications - but she's observed 
privacy and confidentiality issues in less regulated 
environments as well. 


using different tools in various ways and no one person 
using them consistently. Like selling itself. social media 
can be approached idiosyncratically, but the highest- 
performing organisations have outlined a clear process 
and figured out how to execute on it in a disciplined way. 

To bring that kind of order to your organisation, start 
with the sales cycle your representatives are already fa- 
miliar with. It typically runs from prospecting and quali- 
fying leads all the way through implementing a solution 
and measuring results. One activity pervades the entire 
process: Managing relationships is vital to each stage and 
can lead from the end of one sales cycle to the beginning 
of a new one. 

Your organisation probably has detailed procedures 
to follow and metrics to track at each stage. The question 
is, How do platforms such as LinkedIn and Twitter fit in? 
How can they be integrated with other important activi- 
ties, and how can they support better outcomes? 

It quickly becomes clear that social media's greatest 
potential is at the front end ofthe sales cycle — during the 
prospecting. opportunity qualification, and pre-sales-call 
research that lead up to a face-to-face meeting. But social 
platforms also offer a means of maintaining customer 
relationships and building brand loyalty throughout. 
Let's take a close look at the key parts of the cycle in this 
regard. 

Prospecting. Sales professionals know that in order 
to make their numbers month after month, they need to 
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| You 
These risks, however, 

can be managed with 
well-crafted guidelines. 


Tube 
Policies at IBM, Nordstrom, and the 


US Air Force, for example, highlight the importance 


. of exercising good judgment, showing respect, 


. refraining from disclosing confidential information, 


+ 
. p 
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avoiding conflicts of interest, and representing 


. opinions as purely one's own. Each lists steps to 


i 
"$ 


to repair a mistake, beginning with an apology. 
a starting point for drafting a policy? The 


c sultant Chris Boudreaux maintains a database 
of more than 200 organisations’ policies at 





. SocialMediaGovernance.com. 


The harder-to-manage risks concern 
basic execution. 

Even if not illegal or offensive, posts can be tonally 
unappealing, off-brand, or ungrammatical. Inexpe- 
rienced reps may use social networks as a mega- 
phone for blasting generic pitches far and wide. 


regularly look for new leads. In B2B settings, much of 
their prospecting has traditionally been done through 
cold calling. That might produce a higher return than 
other direct-marketing activities, such as direct mail and 
e-mail communications, paid searches, and Internet 
display ads, but the return on cold calling is dropping 
with every passing year. Indeed, in a recent survey by 
InsideView, an online provider of sales-relevant content, 
more than 90 per cent of C-level executives said they 
"never" respond to cold calls or e-mail blasts. But sales- 
people frequently tell us that potential customers are 
surprisingly responsive to short messages sent via social 
media. 

Even better, in a social network environment reps 
don't always have to start the conversation. They can 
often find potential customers expressing hints of interest 
in the solutions they sell. Identifying these slightly warm 
prospects can save a rep from making many unwelcome 
calls. As the sales blogger Jim Keenan puts it: "A lead 
today can be a complaint on Twitter, a question on 
LinkedIn, or a discussion on a Facebook page." This was 
the insight that guided the PGi rep. Having noted the 
executive's tweeted complaint about the poor quality of 
web conferencing. he treated it as a conversation already 
started and plunged in. 

Could this sort of fortuitous find become routine? Yes, 
thanks to social monitoring tools like HootSuite, which 
act as radar to pick up signals of need. A company geared 








The only way to reduce such 
risks is through training. 
Beyond walking reps through the 
basics of setting up profiles, you 

need to teach them how to use 

social tools to network, build referral 
relationships, prospect, generate 
leads, and conduct pre-sales-call 
research. Be sure to cover the 
etiquette, with its dos (personalise 
your message, participate often, 
listen, give value) and don'ts (send 
sales spam, show impatience, pretend 
to be something you're not). 


It's especially hard to teach the nuances 


of online communication. 
First impressions count, and without a face-to-face 
or phone interaction, it can be hard to gauge what 


impression is being made. Much of social selling happens 





A risk that's often overblown 
is the fear that social media 
will distract from 

real work. 

This kind of worry 
is not new; reps 
have always 
engaged in 
activities that 

may seem purely 
social. It's typically 
been addressed 
by a relentless focus 
on outcomes. In other 

words, salespeople have always had to 
think about the return on social activity; 
they're unlikely to stop doing so now. 
And to the extent that the risk is real, 
it's easily mitigated: Connect with your 
reps on LinkedIn and follow them on 
Twitter yourself. 


in short, staccato messages that are easily misconstrued. 


[or social selling would not only equip its salespeople to 
do such monitoring; it would map out pathways for guid- 
ing any resulting contacts toward richer exchanges by 
phone, e-mail, and even video chat. 

According to the 2011 CSO Insights Sales 
Performance Optimization study, reps spend almost 25 
per cent of their time researching prospects. If your reps 
learn how to access the right intelligence quickly. some 
observers predict, they could spend as little as one per cent 
of their time researching - freeing up virtually all their 
time for actual selling. 

At PAKRA, a company that provides game-based 
training, managers have devised an effective way for 
salespeople to build prospecting networks on LinkedIn. It 
involves sending invitations to connect and following up 
within a day via Twitter, e-mail, or phone. Seventeen out 
of 20 people accept the invitation within 36 hours. They 
then receive a short, personalised message from the rep 
that includes a link to the PAKRA website. Half the people 
in this group respond, at which point the exchange is 
poised to become a meaningful conversation. 

Perhaps the most basic area in which reps need to be 
supported is in setting up profiles and establishing infor- 
mation-sharing habits that brand them as intelligent and 
helpful. Virtually every sales professional has a LinkedIn 
profile, for example, but it may not be optimised to make 
a good impression. Having gotten a direct message 
through a social network, a prospect who's at all inter- 





ested will check out the sender's profile. What should he 
find there? Content assuring him that the rep has relevant 
insight and experience. If he encounters a tweet stream 
or a Facebook wall filled with trivial or mean-spirited 
comments, or simply ones having nothing to do with the 
solution he's seeking, the contact will go no further 

Qualifying leads. Not every sales opportunity is 
worth pursuing, of course. IBM s famous guide to qualify 
ing leads is the acronym BANT: Reps must determine that 
the customer has the necessary budget, that their contac! 
has the authority to buy, that there's a genuine need for 
the product or service, and that their timeline for delivery 
aligns with the customer's expectations. 

There are many long-standing methods for answering 
these questions. But the information that can be found 
on social media is often surprisingly revelatory — and it s 
much easier to obtain. 

Using data intelligence tools like InsideView, salespeo- 
ple can gain relevant, real-time insights about the com 
panies and buyers they ve targeted. They can set up 
trigger alerts for such topics as leadership change, acqui 
sitions, new products, funding developments, and corpo 
rate challenges. They can "follow" companies to receive 
news of business developments. Beyond picking up Iree 
ranging clues like these, they can use a social network s 
direct messaging function to ask a prospect a few qualily- 
ing questions. Indeed. a message format can be particu 
larly helpful in vetting a lead, since responses must be 
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short and are thus likely to get straight to the point. 

One company we know through our training work 
has social media to thank for learning of the impending 
retirement of the CIO at one of its targeted accounts. Its 
immediate question, of course, was who the replacement 
would be. That news came within 24 hours of the retire- 
ment announcement, in a daily summary ofthe activity 
on various social networks. Then it was time for some 
homework on the incoming executive. LinkedIn revealed 
where he had worked, which areas he was interested in 
(indicated by the LinkedIn groups he'd joined), and 
whether anyone in the sales team's network knew him. 
The strongest connection turned out to be a good friend 
of one rep, and he was happy to make an introduction. 

Managing relationships. So far we've focused on 
using social media to get in front ofthe right buyers faster 
and to shrink the effort required to close deals. But social 
tools are also invaluable for maintaining customer rela- 
tionships and working on retention at the back end of the 
cycle, after the sale is complete. 

Developing in-depth knowledge of the client is the 
fastest way to position for a long-term collaboration. Sales 
remains a relationship-driven activity, but "who you 
know" is now trumped by "what you know about who 
you know." 

In this realm, even more than at the front end, sales- 
people can benefit from organisational support and 
structure. At any given time, the urgency of pursuing 
new business means that maintaining established rela- 
tionships takes a back seat. Todd McCormick, Vice 
President of Sales at PGi, has addressed this problem. One 
of his solutions is "Blog Tuesday." Each Tuesday he pub- 
lishes a post on an issue common to many of PGi's cus- 
tomers. This gives his reps a reason to make social contact 
once a week, without having to spend time thinking up 
content on their own. As soon as the post is live, they 
start tweeting about it, "liking" it, and sharing it through 
LinkedIn status updates. 

It might seem unlikely that a business buyer would 
"follow" or "friend" a rep. In fact, it's quite common. 
Norms of reciprocity in social networks are well estab- 
lished by now; following someone and engaging with 
their content — by retweeting a message, for example — 
often generates a follow in return. Whether the connec- 
tion endures depends on whether the rep's content has 
sufficient value for the buyer. 

The social world is about giving without expecting an 
immediate return. That can be tough for salespeople to 
swallow when they are anxious to close deals. It may feel 
counterintuitive to share white papers, case studies, and 
other materials when there's no guarantee that those 
efforts will lead directly to a sale. But such activities are 
part of a larger behavioural shift that must take place if 
sellers are to move successfully from a transactional ap- 
proach to a value-focused process. 








Jump In, the Water's Fine 

Platforms for online collaboration are rapidly changing the 
way we work, offering new ways to engage with custom: 
ers, colleagues, and the world at large. Sales reps now have 
the ability to participate in global conversations about their 
products, their field, and their expertise. But some compa- 
nies are so worried about potential mistakes or loss of 
control that they don't allow participation. That's a bad 
idea. Choosing not to be present in social networks puts 
your company and your salespeople at a competitive dis- 
advantage. (See Where's the Risk in Social Selling? ) 

With the right social media policies and training 
programs, a company stands to gain an enormous 
amount from its sales organisation's online communica- 
tions. And here's another thing to consider: Social media 
might alter whom you recognise as your sales organisa- 
tion. The social media consultant Mark Schaefer tells the 
story of a meeting with executives during which he dis- 
played the names of the people in their company who had 
the greatest social media influence. (He used a tool called 
Kred, which considers both the number of followers a 
person has and whether those followers engage with 
shared information.) One of the executives said: “I don 
know any of these people! You mean they re representing 
our company?" It turned out that 80 per cent of the top 


Social media selling has 
risks, but sitting on the 
sidelines is the greatest 
risk of all. And the way 
to venture in wisely is 

becoming clear 





influencers were in functions other than public relations, 
sales, service, and marketing. 

As you equip your people with a social media tool kit. 
don't stop with the social media team or the marketing 
organisation. Don't even stop with sales. Make the whole 
workforce comfortable with the possibilities. It's only a 
matter of time until your competitors do so. And once 
your customers have learned to expect social network 
connections, it may be impossible to sell without them. € 


& Barbara Giamanco and Kent Gregoire are part 
ners at Social Centered Selling, a consultancy focused on 
bringing social media capabilities to sales organisations. 
Giamanco is a coauthor of The New Handshake: Sales 
Meets Social Media (Praeger, 2010). This article was pub 
lished in Harvard Business Review, July-August 201 2. 
Copyright©2012 Harvard Business School Publishing 
Corporation. All rights reserved. 
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Most market players 
expect the stock rally 
to continue in 2013. 

By RAHUL OBEROI 







nvestors can expect the 2012 

stock market rally to continue 

well into 2013. The Bombay 

Stock Exchange (BSE) Sensex 
was up 24 per cent till December 14, 
2012 from the start of the year. There 
is widespread optimism that the pro- 
industry decisions by the government 
of the last few months and a lowering 
of interest rates — which is widely 
expected — accompanied by an eco- 
nomic recovery, however small, will 
work their magic on equity markets 
in the next few quarters. An ICICI 
Securities survey in December 2012 
found that 60 per cent fund manag- 
ers expected the market to be up 15 
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Despite the slowdown, most sectors gained value in 2012 
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to 20 per cent after a year. In 
August 2012, only eight per 
cent were bullish. 

In 2012, till December 14. 
foreign institutional investors 
(FIIs) injected 31.17 trillion (a tril- 
lion is one lakh crore) into Indian 
equities. In 2011, they had been net 
sellers of 2,7 14 crore. "We expect FII 
inflows to be fairly healthy in the 
coming year (2013) due to India's 
relatively better growth," says 
Gaurav Dua, Head of Research, 
Sharekhan. 

Market analysts are especially 
positive on retail, media and aviation 
— the sectors in which the govern- 
ment allowed more foreign direct in- 
vestment (FDI) in September. Some 
are also positive on consumer discre- 
tionary companies, which they say 
may gain from rising incomes. "With 
the opening up of the multi-brand 
retail to foreign capital, the compa- 
nies will get high investor interest in 
the coming year," says Pankaj 
Pandey, Head of Research, ICICI 
Securities. In 2012, till November 30, 
the Store One Retail India stock had 
risen 461 per cent to 350, followed by 
Pantaloon Retail by 65.5 per cent to 
1210 and Shoppers Stop by 65 per 
cent to 3428. 

In the media, digitisation will 
provide opportunities to companies in 
film, cable distribution and broadcast 
segments. Cable TV distribution in 
Delhi, Mumbai, Kolkata and Chennai 
went digital on October 31, 2012. In 
just one month, the shares of Sun TV, 
Hathway Cable & Datacom, and Zee 
Entertainment Enterprises rose 24 
per cent to 408, 16 per cent to 3271 


TOP LOSERS 








and three per cent to 3195, respec- 
tively. Digitisation will help compa- 
nies stabilise revenues by checking 
under-reporting of subscriber num- 
bers by cable operators. "Opportuni- 
ties from digitisation will exceed most 
estimates," says David Pezarkar, 
Head, Equity, Daiwa AMC. Consumer 
sectors, on the other hand, will gain 
from a rise in the country's per capita 
income, which has been growing at 
12 per cent a year for the past five 
years. "Education and leisure can do 
well in 2013. However, retail inves- 
tors should wait for clarity on the 
winners as revenue will shift from 
unorganised to organised players. 
Some consolidation is also expected 
in the organised space," says Ravi 
Shenoy. Assistant Vice President, 
Mid-cap Research, Motilal Oswal 
Securities. "Sunrise areas such as fast 
food chains and health and fitness 
hold out promise for the long term,” 
says V.K. Vijaykumar, Investment 
Strategist, Geojit BNP Paribas 
Financial Services. 


ll 13 sector indices have 

risen in 2012. For the next 

year, experts are positive on 
the following: 


FMCG: The BSE FMCG (fast moving 


Telecom and infrastructure companies remained under pressure 


consumer goods) index has 
beaten the Sensex in 2012 
by rising 50 per cent till 
November 30. "FMCG will re- 
main attractive in 201 3, but is 
unlikely to show the same inten 
sity it did in 2012. It may rise less 
than the index as valuations are on 
the higher side," says Vijaykumar. In 
2012, till November 30, FMCG ma- 
jors ITC, Hindustan Unilever, United 
Spirits and Nestle India have risen 50 
per cent to 3298, 34 per cent to 
1538, 302 per cent to 31,992 and 17 
per cent to 34,765. respectively. 


Banking: The banking index tell 50 
per cent in 2011. In 2012 till 
November 30, it had risen 52 per 
cent to 13,952. "The performance ol 
private sector banks, which continue 
to maintain significant growth in 
profit and keep non-performing as 
sets under control, has also helped. 
The sector will continue to do well in 
2013," says G. Chokkalingam, 
Executive Director and Chiel 
Investment Officer, Centrum Wealth 
Management. Any fall in interest 
rates will reduce banks’ NPAs and 
increase profitability. Between 
January and November 201 2, YES 
Bank has risen 90.5 per cent to 
3442, followed by IndusInd Bank, 85 
per cent to 3417, and Axis Bank 66 
per cent to 31,316. 


Automobiles: The BSE Auto Index 
has risen 34 per cent in 2012 due to 
better earnings by companies. 
Experts are positive on the sector. 
"The next six months will be good 
for auto stocks as economic down 
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turn is bottoming out and there is 
revival of consumer sentiment, espe- 
cially in the car and tractor seg- 


ments," says Milan Bavishi, Head of 


Research, Inventure Growth and 
Securities. "Any cut in interest rates 
will be positive for the sector." says 
Vijaykumar of Geojit BNP Paribas. 
Lower interest rates will encourage 
people to take loans to buy vehicles. 
Maruti Suzuki has risen 57 per cent 
to 31,473 in 2012 till November 30, 
2012. Tata Motors, Cummins India 
and Mahindra & Mahindra (M&M) 
are up 49 per cent, 41 per cent and 
40 per cent, respectively. Bavishi is 
positive on M&M, Tata Motors and 
Bajaj Auto due to their diversified 
portfolio, wide distribution network 
and presence in major countries. 
Investors can expect to earn 15 to 
20 per cent in the next one year 
from these stocks, he says. 


Health-care: The BSE Health-care 
Index has risen 35.58 per cent in 
2012 till November 30. India's phar- 
maceutical companies earn nearly 
50 per cent from exports. Rupee de- 
preciation has immensely benefited 
companies such as Ranbaxy, Dr 
Reddy's Laboratories and 
Glenmark Pharmaceuticals, 
which earn nearly 70 per cent 
from exports and Sun 
Pharmaceuticals, which gen- 
erates nearly 50 per cent. 
The rupee fell around three 
per cent to 54.94 in 2012. 


wild Stock Market 





IN THE LEAD Bank realty and FMCG were the best performing sectors in 2012 
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“The sector is likely to do well in 
2013 due to a strong dollar, a long 
pipeline of applications under the 
Abbreviated New Drug Application 
(ANDA) route by Indian companies 
and launch of exclusive products,” 
says Shraddha Shah, research associ- 
ate, Nirmal Bang Securities. Drugs 
worth around $12 to 13 billion will 
go off-patent in 2013. (ANDA is an 
application for US generic drug ap- 
proval for a licensed drug.) 

Between January and November 
2012, Wockhardt rose 478 per cent 
to 31,601, followed by Strides 
Arcolab, up 183 per cent to 31,1 33, 
and Aurobindo Pharma 118 per cent 
to 3188. Experts are positive on 
Wockhardt, Cipla and Ajanta 
Pharma. According to an Emkay 
Global Financial Services report, 31 
per cent compound annual growth 
rate in earnings and reduction in net 
debt to zero will drive re-rating of the 
Wockhardt stock from 15 times to 
18 times 2013/14 earnings. The 
stock can touch 32,160 in the next 
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few quarters. Shah prefers Cipla and 
Ajanta Pharma. The two had risen 
152 per cent and 29 per cent, respec- 
tively, till December 3, 2012. 


Capital Goods: In 2011, the BSE 
Capital Goods Index fell over 47 per 
cent. In 2012, it had risen 38 per 
cent till December 4. “The major 
reasons for the sector’s stellar per- 
formance are optimism about the 
resumption of capital expenditure 
and incremental steps being taken by 
the government to tackle issues in 
the power sector,” says Pezarkar of 
Daiwa. The decision to set up a panel 
to fast-track big investments and fo- 
cus on clearing stuck projects has 
also improved sentiment. 

“Most capital goods companies 
are still trading at affordable levels 
compared to their earnings poten- 
tial,” says Shenoy of Motilal Oswal 
Securities. “The Capital Goods Index 
will continue to do well if the risk ap- 
petite remains at elevated levels.” 
Over the next six to 12 months, 
Angel Broking is bullish on 
Crompton Greaves. It said in 
November 2012 that the company 
was expected to register a healthy 12 
tol4 per cent growth in sales year- 

on-year on the back of a strong 
order book. The stock is attrac- 
tively valued. At 3120 on 
December 5, 2012, it is likely 
to touch 2145 in the next 
few quarters. @ 
Courtesy: Money Today 
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Breaking through: CEO Vikas Saxena says 
Nimbuzz's IM app has 20 million users in India 
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Cheap instant messaging apps for smartphones are edging 
out the humble SMS. By NANDAGOPAL RAJAN 


exting is 20 years old and in a 

mid-life crisis. SMS (short mes- 

sage service) is the world's 

most popular data service, 

with 3.6 billion active mobile 
phone users, or about 75 per cent of all 
users. But SMS has a 140-character limit, 
and is not that cheap. On the other hand, 
instant messaging (IM) through game- 
changing applications such as BlackBerry 
Messenger (BBM), iMessage, Nimbuzz and 
WhatsApp, has no word limit and is practi- 
cally free. 

Mobile communications research firm 
Ovum estimates that by 2016 these new 
platforms will cost carriers about $54 billion 
in revenue. Neha Dharia, consumer tele- 
coms analyst at Ovum, says it will become 
harder to increase SMS revenue as Internet- 
based messaging services become more 
popular. "Ovum estimates that in India, 
approximately $318 million was lost from 
SMS revenue in 2011, due to the popularity 
of social messaging services," she says. 

She attributes the popularity of social 


messaging to the increasing number of 


Internet-capable handsets, more affordable 
mobile Internet access, and plenty of choice 
in data plans. "Additionally, a wide variety 
of messaging apps provide a richer messag- 
ing interface than SMS at a cost-effective 
price," she says. Her company expects social 
messaging to grow as 3G penetration in- 
creases and data rates drop. 


More than 100 players otle: 
Facebook recently launched its 
some markets including India. “Scal 
ing to be the differentiator,” 
Saxena, CEO of Nimbuzz, which clain 
have 120 million users worldwide 
million users in India, it is a don 
player in the country. It shifted its | 
quarters from Rotterdam to Gurgaot 
Delhi, earlier this year. Saxen 
Nimbuzz is not limited to chat and 
phones, and offers features suc! 
entertainment, free voice calls. ani 
munity chat linked to Goo; 
Facebook, MSN and other service 

BlackBerry creator 
Research In Motion (RIM), too, 
says it is features such as file 
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sharing, message notifications, group chat 
and status updates that have helped make 
BBM popular. In fact, BBM is a reason why 
young Indians buy their entry-level handsets. 
Recently, it was upgraded to handle voice 
calls. With BlackBerry 10, RIM will introduce 
video chat. “BlackBerry has a loyal customer 
base,” says Annie Mathew, RIM's Director for 
business development in India. “Our custom- 
ers automatically get BBM and can use other 
IM apps like WhatsApp, fring, and MXit. 


However, the performance of BBM in terms of 


immediacy and... ease of use is unmatched.” 

“Smartphones are going to be the key 
drivers of IM, since they support features and 
innovations required for such apps,” says 
Dennis Hau, Head of Tencent International 
Business Group's International Product 
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Center. Tencent's WeChat app had over 200 
million users as of September 201 2. Hau says 
commercial spam is contributing to the 
downtrend in SMS usage in India. He says 
apps that rely on open phone contacts will 
suffer the same fate. He does not name 
WhatsApp, but it is an example, as it lets us- 
ers IM anyone in their phonebook who has 
the app. This ease of use is precisely what 
made WhatsApp the world's most popular IM 
app with over 10 billion messages a day. The 
Silicon Valley startup, however, did not re- 
spond to Business Today's queries. 

However, Nimbuzz's Saxena thinks it is 
too early to write the obituary of the SMS, es- 
pecially in India. "No doubt we are at an in- 
flection point ... but in India, peer-to-peer 
messaging is still growing," he says. 
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According to the Telecom Regulatory 
Authority of India, the average subscriber 
sent 16 per cent fewer SMSes in the quarter 
ending in June 2012 than in the same quar- 
ter of 2011. "While IM services have grown 
in popularity, SMS services still hold a consid- 
erable portion ofthe market and will continue 
to do so," says Rajan S. Mathews, Director 
General of the Cellular Operators' Association 
of India. 

Airtel and Vodafone declined to com- 
ment, but Rajat Mukarji, Chief Corporate 
Affairs Officer at Idea Cellular, says consistent 
growth in SMS volume boosts Idea's value- 
added services revenue, which is now nearly 
14 per cent of total revenue. "SMS continues 
to be popular." he says. "Two out of every 
three new users are from rural India. The 
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tariffs, 
"QN Spammers 
tema  * Will be 
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IM Vishwanath Alluri, 
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CEO, IMImobile 


majority of these use feature phones.” 

The picture is not entirely bleak for 
telecom operators. New SMS-based services 
such as Hoppr, Blyk and GupShup offer social 
messaging for people who don't have 
smartphones. These platforms are 
increasingly used to target users with brand 
communication. “Peer-to-peer SMS will 
always be there,” says Vishwanath Alluri, 
Chairman, Founder and CEO, IMImobile, a 
leading mobile data and technology 
company. “With operators increasing tariffs, 
spammers will be eliminated.” Some experts 
say broadband and data access revenues will 
more than make up for the decline in the use 
of profitable mobile messaging. 
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here is no doubt that we are 

now in the post-personal com- 

puter era. Phones and tablets 

have become the primary Internet 
devices globally. We use the PC only 
when smaller devices cannot do a 
particular job. So, where does that 
leave the good old desktop: Is it dead: 
Not quite. The desktop segment 

in India is still growing, though at a 
slower rate than before. No doubt, 
this is in contrast to the trend across 
the developing world, where the 
desktop is slowly losing the game to 
smaller, more portable devices. 
Companies like Acer, however, still 
see a good market in India, both in 
the home and enterprise segments. 
The desktop is gaining momentum in 
Tier-II and III markets, says Saji 
Kumar, Product Management 
Director, Acer India. "With only 10 
per cent of the population having 
access to the Internet so far, we see 
tremendous scope for this category to 
grow in virgin territories where the 
first time user base is huge," he adds. 
Sure, it is a very different story in 
the larger cities. A family — or an in- 
dividual — which wants a device to 
just access the Internet, or play a 
game or watch a movie once in a 
while, might settle for only a tablet. 
The advent of cheaper tablets and 


smartphones that can satisfy most of 


the primary needs of an entry-or- 
mid-level computer user has contrib- 
uted immensely to this change in 
consumer behaviour. 

There is also an increasing trend 
of enterprise-level tablet adoption, 
but how much this will impact the 
sales of desktops and work stations 
has to be seen. Big players such as 
Intel have almost ignored desktops 
lately. An exception is Advanced 
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The Desktop Will Not Die 


Samrtphones and tablets may proliferate, but they cannot replace the desktop 























Micro Devices (AMD). which 
launched a new processor hoping 
it would enthuse "PC builders, 
mainstream gamers" to upgrade 
their infrastructure. 

Yet the desktop is still 
king when it comes to work 
situations that need lots 
of processing power. If 
you are working on 
animations, or video 
editing, or even engaged 
in top-end gaming, a mo- 
bile device will not be up to the task. 
You will 
need 
the 
serv- 
ices of a well- 
grounded desktop, with 
the best possible configurations, tera- 
bytes of storage and fans that keep 
the machine cool during the rigorous 
workout. Even the best laptops - let 
alone phones and tablets — shiver in 
fear when faced with these tasks. 
Yes, laptops and tablets may soon do 
all of these, but by then there will be 
more processes which will need an 
even more powerful machine. 

To survive, though, the desktop 
will have to evolve. It has already 
begun doing so. There is the All-in- 
one (AIO), for instance, which fuses 
the central processing unit (CPU) be- 
hind the screen, often a touchscreen. 
The AIO has made the PC more port- 
able and manageable. Most AIOs do 
not have great processing power, but 
then you also have the iMac and HP 
Z1 — which are AIOs — but can carry 
out most enterprise-level tasks with- 
out breaking into a sweat. The Z1, for 
instance, can be upgraded or serv- 
iced in minutes, thanks to its tool-less 
chassis design, reducing down times 


like never before. 

The desktop is also becoming a 
hub for the plethora of smallei 
vices in our homes. It charges tl 


when needed, facilitates software 
upgrades, stores backup files and 
does all the hard work when asked 
to. You still need to turn to the 'old 
faithful' to download an extra-large 
file. Many of our households could 
very well opt for a neater and sleeke 
AIO when the current desktop ha: 
worn itself out. The new machin: 
will be a connected one. wireless! 
feeding the large screen TV and the 
small screen devices with conten 


fact, connected to a larger screen 
might even replace the TV altogether 
Yes, there is no killing the desk 
top. It may become a niche device 
but it is certainly not going to be 
come extinct. @ 
The writer is Associate E. 
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Shenanigans on Greed Street 


An insider's masala-laden account of one of the world's biggest investment banking firms 


Why 


Goldman 
Sachs 


{ Wall Street Story 


Greg 
Smith 


Why I Left Goldman Sachs 
—A Wall Street Story 
By Greg Smith 
Grand Central Publishing 


Pages: 277 Price: $16 
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une 12, 2000 was Greg Smith's 

first day at Goldman Sachs (GS). He 

was then a summer intern and his 
book Why I Left Goldman Sachs opens 
with a fairly detailed, descriptive note 
about the trial-by-fire induction ritual 
and the harsh, bootcamp programme 
that followed. 

“[ was nervous, but ready," he 
writes. "My strategy was to volunteer 
very quickly whenever I knew the 
answer to a question — then those run- 
ning the meeting would be less likely 
to pick on me later for an answer I 
didn't know." This stratagem and at- 
titude would serve him well as he 
rapidly rose up the ladder, becoming 
Executive Director and head of GS's 
equity business in Europe, the Middle 
East and Africa before he quit. 

Four years on, in 2005, as he tells 
it, Smith is on a high at GS. "It is naive 
to think we can operate without con- 
flicts...” he quotes from a note by Lloyd 
Blankfein and Hank Paulson, current 


and former Chairman and CEO of 


Goldman Sachs respectively, in their 
annual letter to shareholders that year. 

Smith goes on explain how this 
was followed by a $9 billion merger 
between a client, the then-privately 
held New York Stock Exchange and a 
much smaller publicly traded elec- 
tronic exchange called Archipelago. 
The problem with the merger, writes 
Smith, is that GS was the second- 
largest stockholder in Archipelago. It 
earned the firm around $100 million. 
Conflict of interest? Not for GS's chiefs. 
" At that time, I bought into the spin," 
says Smith. 


In fact, despite misgivings, he 
tinued with his job and kept up! 
lief in GS. When the 2008 fir 
crisis broke, up to the time Bear Ste 
was salvaged by JP Morgan Ch 
buying it up, GS was still devising w 
it called the ‘funding trade’ 

According to Smith, thi 
that GS would get a client 
fund — to commit a substa 
amount of cash to the firm lo! 

In exchange, the firm would guai 
tee to pay the client the return 
whatever benchmark it chose 
the Standard and Poor's 500 
and plan an additional coupo! 
two per cent. In effect GS wa 

to borrow large amounts oí mone 
two per cent when the real borr 
cost from American banks w: 
per cent. 

Even at this point, Smith admi 
his booke, he kept pitching h 
clients: "Look, vou have to m 
determination. Do you think Gold: 
Sachs is going to go bankrupt: 
adds that many clients who wer: 
into funding trade came to regre 
decision before the year was ou 


The book has a strong pulp fit 
feel and makes for compelling reac 
But what it says, at the core, 
as no surprise to those familia 
Smith's piece published in Th 
York Times on March 14, 2 
day he quit GS. It may nol 
one's knowledge of American 
ing, but it does show how othei 
smart people are lulled anc 
part of the ‘system . € 


he book makes for compelling reading, but will come as no surprise to those familiar 
ith Greg Smith's piece on Goldman Sachs in The New York Times on March 14, 2012 
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-= Headhunters, 
lake Heart 


Hiring is likely to pick up in some sectors in 2013 with health-care and pharma leading the way, 
says Manasi Mithel 


aving completed his MBBS, 
Vaibhav Rastogi worked as 
a doctor for four years, but 
then decided to enroll for another 


course at the Indian Institute of 


Health Management Research 
(IIHMR), New Delhi. In November, 
close to completing it, he got a job 
with the All India Institute of Medical 
Sciences. He joined, however. not as 
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a doctor, but as a Medical Research 
Officer, an administrative position. 
What prompted the career change? 
“The demand for administrators in 
health-care is rising," he says. 
Indeed, IIHMR had a placement 
record of 90 per cent in 2012. The 
sterling Group, Manipal Hospitals, 
the Bihar government, the United 
Arab Emirates-based GMC Hospitals 


and some software companies work- 
ing on health-care solutions were 
among the recruiters, says Dr Rajesh 
Bhalla, Dean, IIHMR. 

The health-care sector is one of a 
handful where demand for trained 
professionals is rising even as hiring 
in several other industries such as 
financial services, information tech- 
nology (IT) and automobiles remains 





muted. “Recruitment in the health- 
care sector is likely to remain strong 
in 2013 as hospital chains expand," 
says Kamal Karanth, Managing 
Director at executive search firm 
Kelly Services. The Max Healthcare 
chain, for instance, added four hos- 
pitals this year, taking its total 
number of hospitals to 12. "Our 
headcount this year rose almost 40 
per cent," says Malvika Varma, 
Senior Vice President for Human 
Resources (HR), Max Healthcare. 
Smaller players are expanding 
too. EyeQ, a chain of eye-care centres 
in Tier-II and Tier-III cities, plans to 
open 50 more centres in 2013 to add 
to its existing 20. It recruited about 
400 professionals in 2012, taking 
the total workforce to 600. "For mid- 


Mixed Bag 


2012, a 10 per cent increase over the 
previous year. "The pharmaceutical 
industry has remained insulated from 
the economic slowdown" says Kaza. 
"The company will continue to hire 
to maintain its growth trajectory." 
But shift to other sectors and the 
scene changes dramatically. A 
November 201 2 report by job portal 
Naukri.com showed recruitment in 
IT, business process outsourcing 
(BPO), banking. insurance, auto. 
construction, and telecom sectors all 
fell during the month compared with 
a year earlier. "About 80 per cent of 
India's IT sector revenue comes from 
the West, and since the United States 
and Europe did not do well in 2012 
this sector went slow on recruit- 
ments," says E. Balaji, Managing 


Respondents in each sector who felt hiring would rise in Jan-Mar 2013 





Finance, Insurance and Real Estate — — — — 8 


Leeds 
Mining and Construction — 27 






Public Administration & Education 14 
NNMERO ETE SUBEN u L t 


‘Transportation and Utilities — —  — 23 





dle to senior level non-medical staff 
we picked people from IIHMR, the 
Institute of Management Studies, 
Indore, and Jamia Millia Islamia 
University, Delhi," says Subhash 
Bansiwal, Chief Human Resources 
Officer, EyeQ. 

Hiring is likely to be robust in the 
pharmaceuticals industry as well, 
says Kelly Services's Karanth. "The 
demand for clinical research profes- 
sionals will go up as drug makers 
boost their research capabilities to 
take advantage of several drugs go- 
ing off patent," he says. Drugs worth 
more than $50 billion will go off pat- 
ent in next three years, according to 
Divakar Kaza. President-HR, Lupin. 

Lupin hired 1,250 scientists in 


Wholesale and Retail rade — — 29 


Figures in per cent depict seasonally adjusted employment outlook 


Source: Manpower Survey 


Director at executive search firm 
Randstad India. 

Top IT companies say the eco- 
nomic uncertainty makes it difficult 
for them to finalise hiring plans. "The 
demand visibility for hiring is reduc- 
ing because there is a lack of predict- 
ability in decision-making by cli- 
ents,” says Prithvi Shergill, Global HR 
Head at HCL Technologies. A drop in 
attrition rates is also leading to a de- 
cline in fresh hiring. At HCL, which 
employs 85,000 people, the attrition 
rate fell from 15.9 per cent to 13.6 
per cent in September 201 2. 

For senior-level hires, too, 2012 
proved weak. A recent survey by the 
Association of Executive Search 
Consultants (AESC), a world-wide 


association of executive search firms, 
found that in Asia the number of job 
searches at senior executive firms fell 
five per cent in 201 2. 

"The overall demand for talent 
fell rom what it was in 2011, says 
Atul Vohra, Managing Director, 
Transearch India, a recruitment firm 
for senior executives. "Sectors such 
as heavy engineering, infrastructure. 
mining and financial services were 
heavily impacted." Vohra says delavs 
in decision-making. a fund crunch 
and higher raw material costs hurt 
the infrastructure sector. Arun Das 
Mahapatra, Chairman, Heidrick & 
Struggles, an executive search firm. 
says the banking and financial serv- 
ices sector is "cautiously optimistic" 
about 2013 but the trend in the first 
two quarters will likely be subdued. 

Citibank, however, is recruiting 
at junior and middle levels. "There 
has been an overall upswing in hir 
ing on the retail side in 2012,” says 
Anuranjita Kumar, Head-HR at 
Citibank India, which has 7.500 
employees. In early December. 
Citigroup said it will cut about 
11,000 jobs globally, but as of now 
this will have no impact on India. 

Telecom companies will likely 
recruit for select functions only. 
Ashok Ramchandran, Director-HR. 
Vodafone, says the company will 
strengthen its commercial and tech- 
nical operations. It plans to add al 
most 1.400 employees to its 
11,000-strong workforce this vear. 

The Manpower Employment 
Outlook Survey for the first quarter 
of 2013 predicts a pickup in hiring 
activity compared with the October- 
to-December period of 2012. The 
survey showed that 23 per cent of 
the 4,496 respondents expect stafl 
strength to go up. The services sector 
will lead the pace (see Mixed Bag). 

Vohra sums up the likely sce- 
nario in the year ahead. "We expect 
hiring to improve in 201 3,” he says. 
"The pickup will be significant com- 
pared with 2012 but gradual com- 
pared with the strong rebound seen 
after the 2008 crash." € 
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@ @miiveyourdream 


LSI India Research and Development 
Private Limited 

Human Resource Business Partner 
Location: Pune 

Job ID: 12541633 

Description: Implementation and review 


of HR policies in conjunction with rest of 
the HR team. 


Manokam 

HR Manager 

Location: Kolkata 

Job ID: 12386188 

Description: Handling all HR related issues 
(Salaries, PF, Superannuation, Gratuity 
etc). 


Amazon Development Centre India 
Private Limited 

Recruitment - Head/ Mgr 

Location: Hyderabad 

Job ID: 12485238 

Description: Looking to hire India Lead for 
University Relations to develop and 
enhance Amazon campus visibility in order 
to recruit and hire top emerging talent. 


Polaris Software Lab Limited 

Sr. Business Analyst (Banking and Finance) 
Location: Mumbai 

Job ID: 12529793 

Description: Exposure to Corporate Cash 
Management Product such as Payments, 
Collections, Receivables, Liquidity 
Management. 


STREAK OF LUCK 
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UnitedHealth Group 

Senior Project Manager 

Location: Hyderabad 

Job ID: 12668455 

Decription: Expertise in Healt 


| technology and knowledge in Healt 


domain.- Strong product develop: 
background and product manageme 
business solution skills. 


Depa India 

Estimation Manager 

Location: Mumbai 

Job ID: 12452704 

Description: To manage all Estim 
aspects of the operational activitic 
maximize commercial success. 


Capgemini 

Training & Development - Head/ Mgr 
Location: Chennai 

Job ID: 12543994 

Description: Main Purpose of Role \ 
closely with the managers to drive g 
and regional L&D KPI’s in t 
engagement. 


Roland and Associates 

Business Development Manager 
Location: Visakhapatnam 

JobID: 12658901 

Description: Should have good t 
handling experience. 


To apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs” box >> And click the "Go" but 
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Get Lucky. Get Active with Monster. 
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Jarus Technologies India Private Limited 
Java/J2EE Technical Architects and 
Java/J2EE Technical Leads 

Location: Hyderabad 

Job ID: 12611329 

Description: CSE/MCA Hands on 
JEE/SLDC/App Server. Familiarity OR 
Mapping Frameworks Tools concepts XML, 
XSD, Web services. raman.t@jarustech.com 
or Mob: 8374111185. 


Tech Mahindra Ltd 

Infrastructure Engineer 

Location: Bangalore 

Job ID: 12621126 

Description: Looking for Infrastructure 
Engineer position at Bangalore location. 
Candidate must have knowledge on O/S 
upgrades (especially Unix, LINUX). 


UST Global 

Software Engineer/ Programmer 

Location: Cochin / Kochi/ Ernakulam 
Job ID: 12457341 

Description: 2-10 years of experience as 
SQL Server Developer. 


Perficient India Private Limited 

WTX Developer 

Location: Chennai 

Job ID: 12425966 

Description: Looking for WTX developer 
with knowledge in Data power and WAS. 
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NTTDaTa 


Global IT Innovator 


| Certified senior / 


monster 


Find Better." 


Theron International 

PEGA Professionals 

Location: Bangalore / Chennai 

Job ID: 12658637 

Description: 3- 4 Years relevant experience. 
system architect. 
Expertise in elobrations & system design. 
Will be involved in creating the Center of 
Excellence. 


Cognizant Technology Solutions India 
Pvt Ltd 

Peoples Soft CRM Technical Consultants 
Location: Bangalore 

Job ID: 12604578 

Description: Hands on experience on 
People soft CRM. 


CareerNet Technologies Private Limited 
Microcode Developer 

Location: Bangalore 

Job ID: 12239085 

Description: Looking for people having 
experience on Microcode development on 
NPUS in general and specifically on the 
NP4 family of microprocessors. 


NTT DATA Global Delivery Services 
Limited 

SAS Programmer 

Location: Hyderabad 

Job ID: 12390294 

Description: Looking for SAS 
Programmer for Hyderabad Location. 


o apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs" box >> And click the "Go" button. 
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Better Access 
Monster on mobile helps you find candidates 


anytime, anywhere 


Get Lucky. Get Active with Monster. 
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Angel Broking Ltd 

Sales Exec/ Sales Representative 

Location: Hyderabad 

Job ID: 12633349 

Description: Candidate would report to the 
Asst Vice President and help in identifying 
and acquiring Sub Brokers/ Franchisees/ 
Channel Partners and providing them 
service. 


Objectwin Technology India Private 
Limited 

Business Development Executive 
Location: Bangalore 

Job ID: 12627006 

Description: Must have 1+ Years of 
experience in Business Development 


(Staffing) for US Market. 


Adept Talent Search & Recruitment 
Consultants 

International Business Dev Mgr 

Location: Delhi, Pune 

Job ID: 11818179 

Description: Carry out the study of the 
export market for the targeted countries. 


Value Labs 

Pre-Sales Executive 

Location: Hyderabad 

Job ID: 12651203 

Description: Ensure that Sales and Delivery 
receive support as they request. 
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Gati Kintetsu Express Private Limited 
Sales Exec/ Sales Representative 
Location: Cochin / Kochi / Ernakuls 
Coimbatore 

Job ID: 12421560 


° Decription: Generating NBD - N 


Business Development. 


Jeevan Technologies 

Business Development Manager 
Location: Chennai 

Job ID: 12467541 

Description: Identifying new busir 
opportunities and positioning Jeevan's 
service offerings in the assigned sales regi 
involving variety of sales and promotio 
activities through Phone\Meetings. 


Fareportal 
Manager / Head - Internet Marketing 
Location: Delhi 


. Job ID: 12496139 


Description: Experience selling in 
Market, PPC Experience in travel Vertice 


Murugappa Group 

Channel Sales Manager 

Location: Mumbai 

JobID: 12385043 

Description: Meeting the sales targets. 
the location, Meeting the collection targe 
of the location. 


To apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs” box >> And click the "Go" butto 
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On Facebook 


Http://apps.facebook.com/beknown 


⁄2 Better Connections 
Connects people to Brands on 
the Most Active Social Network. 
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Get Lucky. Get Active with Monster. 
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Deloitte Consulting India Private 
Limited 

TMT - Assistant Manager 

Location: Hyderabad 

Job ID: 12603436 

Description: Basic knowledge and 
understanding of Technology sector trends. 


2COMS Consulting Private Limited 
Accountant 

Location: Pune 

Job ID: 12538326 

Description: 2+ yrs of experience into 
Accounts Payable/Accounts Receivable. 


Qsource Global Consulting Private 
Limited 

Accountant 

Location: Bangalore 

Job ID: 12370919 

Description: Investigation of contracts for 
disputes and liaison with internal and 
external teams. 


Allscripts 

Accounts Head / GM - Accounts 

Location: Pune 

Job ID: 12543909 

Description: Should have sound 
knowledge of handling bank reconciliation. 


Better Candidates 


With Monster's extensive database and 









ORACLE 


monster 


Find Better." 


NCR Corporation India Pvt. Ltd. 
Accountant 


Location: Mumbai 

Job ID: 12647405 

Decription: The position is for APAC 
Finance and Accounting Specialist for 
Consumables BU and reports into Account 
Manager of Consumables Business. 


Oracle India Pvt Ltd 

Financial/ Business Analyst 

Location: Bangalore 

Job ID: 12084262 

Description: Management reporung on a 
weekly, monthly & quarterly basis. 


Red Hat 

Manager, Accounting 

Location: Pune 

Job ID: 12529027 

Description: Apart from ensuring the 
smooth functioning of the centre, the 
person will also be responsible for 
transitioning work to Pune and also 
delivering the same. 


Hector & Streak Consulting Private 
Limited 

Internal Auditor 

Location: Mumbai 

JobID: 12613616 

Description: Identification, monitoring 
& measurement of all risks and potential 
inherent business risks, in all activities & 
locations in India. 
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Heading Another Body 


The Associated Chambers of Commerce and Country Head of HSBC India, its President. It is 
Industry of India was the first industry body yet another of many firsts for Kidwai, who 


to choose a woman, Swati Piramal, as its head was the first woman in her family to work 
for 2010/11. Now the Federation of Indian outside the home, as also the first Indian 
Chambers of Commerce and Industry (FICCI) woman to graduate from Harvard Business 
has followed, making NAINA LAL KIDWAI, School. While Kidwai is no stranger to 
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New Heights, New Challenges 


PRATYUSH KUMAR, 46, has been appointed President of aircraft manufacturing giant Boeing s 
operations. "The mandate is to strengthen partnerships in both the civil aviation and defence s 
There are opportunities in both areas," he says. Boeing is already well entrenched in Indian à: 
last June, the Indian government signed its largest-ever defence contract with the US to acquiri 
10 Boeing C-17 Globemaster III airlifters. 

But Kumar, formerly head of GE Infrastructure, is in for a challenging time too, since most | 
airline companies are in poor shape, their losses amounting to $2 billion in 2011/12, accordin 
the International Air Transport Association and thus are unlikely to buy too many new aircrat! 
Accumulated losses of the past four years amount to another $5.5 billion. But this may well be à 


temporary phenomenon as air traffic is bound to grow. Indeed Boeing expects air traffic in South 


to increase at 8.4 per cent annually, the highest rate in the world. 
MAN 


limelight, her latest stint will be under an extra glare of media 
scrutiny. Her employer HSBC, has been in the news lately for 
all kinds of reasons - not the least of which was being accused 
of money laundering by Arvind Kejriwal and his Aam Aadmi 

arty. Kidwai will have to maintain a delicate balance while 
essaying her role as FICCI chief. 


Naina Lal Kidwai 
President, FICCI 
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It offers insightful analysis. 
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Ml Matthew Nordby 
Wea? Executive VP, 
P g Playboy Enterprises 





Covering Up for India 


MATTHEW NORDBY, Executive Vice | 
and Chief Revenue Officer, Playboy Entepi 
knows India is a market different from a 
Playboy, best known for the eponymou 
magazine founded by Hugh Hefner in 
tweaked its iconic Bunny costume for it 
into India — the first time it has ever d 
adding a long skirt and giving the corse! 
twist. “We are positioning ourselves a 
aspirational fashion brand and we resp: 
Indian culture and laws," says Nordby 
through its India licensee PB Lifestyle 

its debut in this country with a beach clul 
Goa by March. It will have seven more : 
across the country in the next four year 
increasing the number to 49 bars and 6 
in eight years. Nordby, who was in Mumbi; 
recently to launch the bunny costume 

feel Playboy's image will be a barrier t 
India’s conservative folk. 


RACHIT GOSWAMI/www.indiatodayimages.com 


In Power(ful) Mode 


In a quick rise up the corporate ladder at Dell, 
SURESH VASWANI, who was till recently Dell 
India Chairman, has been made president of 
the $8.5-billion Dell Services, an increasingly 
strategic business that is helping the 
company, known for personal computers, 
transform into a technology solutions 
company. With this jump, Vaswani, who 
joined Dell less than two years ago from IT 
services giant Wipro, where he was the joint- 
CEO, will also be part of Dell's global executive 
leadership team. "It is a great opportunity, " 
he says. "Dell is a huge company. Services is a 
key part of Dell's future. All my peers are 
world-class people and it feels really good to 

. bepart of the team. You play in a different 
league, you can influence the market 
differently, you can create a market and the 
future of IT." | 

GOUTAM DAS 


=" Suresh Vaswan: 
President, Dell Services 
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Tough Cookie E 
p Ç 


Panasonic Corporation has Zí 
just launched the , 
Toughbook laptop and 
tablet in India. As the 
name suggests, it is a 
rugged device, 
especially designed to 
keep working despite 
harsh field 

conditions. "We 
expect the product to 
be used outside the 
office," says HIDE 
HARADA, Director of IT 
Products Business Unit 
at Panasonic. "No other 
product can survive the 
kind of oil and dust this one 
can." With Toughbook, 
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capacity, he expects 
a gradual uptake. 
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Blithe Spirit 


He tasted success early when he co-founded Hotmail — the world's first free email servic: 
1996. He sold it to Microsoft the following year for $ 400 million. But since then, though 
SABEER BHATIA has dabbled in many products and projects, both on the web and in tele 
a Hotmail-like success has eluded him. Does it bother him? “I am under no pressure," he s 
"Hindu philosophy teaches us to give our best. I do, and I don't really care about the 
outcome.” He launched two new products in December — an international pre-paid callin: 
card and a real estate property management software. "The calling card venture could be 
next big product considering the demand for such a service," he says hopefully. 

N. MADHA' 
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[11119 Leaderspeak mum 


NEERAJ SHARMA, Managing Director, Kone India 


My leadership style The business leader The difference between 
i | admire the most a manager and a leader 

L.] Delegative Jack Welch Managers execute, 

[ ] Participative The leadership lesson leaders inspire 

Authoritative | remember best All good managers are 

L Aut Practice what good leaders 

[Z All of the above you preach No 

The political leader A movie | would As told to N. Madhavan 

| admire the most recommend on leadership 

Nelson Mandela Million Dollar Baby 
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P) airtel 


business 


Solutions that create more smiles per cubicle #16 


take collaboration to the next level 
airtel business presents Web Conferencing Solutions 


To know more about our Conferencing Solutions- Audio, Video and Web, 
email us at business@in.airtel.com or visit us at www.airtel.in/business 
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Aggressive expansion is key to UNIQLO's goal ` 
to become one of the largest apparel retailers 
in the world. We helped them completely 
transform and standardise their entire global 
business - from merchandise and supply 
chain, to inventory and store management - 
fuelling expansion into major markets 
including China, the US, the UK and France. 
So far, sales have more than tripled, making — 
Fast Retailing, with its flagship brand UNIQLO, 
the 4th largest private label in the world. — 
That's high performance, delivered. 


consulting | technology | outsourcing 
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The Power of Drear 


There's so much to achieve. There are many 
dreams to fulfill. And there's so little a time. 

It is this driving force, this impatience that's not 
letting us Indians relax, rest or recline. Honda 
is here to give all of our dreams a new speed. 


To make them come true. Fast. 


onda Motorcvcle & Scooter India Put. Ltd., "egietered Office: Plot No. 1, Sector 3, IMT Manesar, HE Surgadn - 182 050 (Haryana), In 
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Blu is located in the heart of South-Mumbais most upscale area - Worli. 

Ihe apartments at Blu will pleasantly surprise you with their world-class design and the dazzling views of the Mahalaxmi 
Kace Course and the magnificent Arabian Sea beyond. Every apartment is fronted by a glass facade. While at the same 
time offering you a host of luxuries, amenities and facilities in an unbelievable 5 acre area, including a unique resort-style 


clubhouse. All only possible because of a luxurious 10 acre plot size. 


Visit the Sales Lounge at 
One Indiabulls Worli, 132, Worli Circle, Mumbai. 
Or, contact us on 022-618 99999 for an appointment. 
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Super Luxury Residential Complex in Indiabulls 
Worli 


Plans approved by BMC 
Environment clearance 
No Public parking FSI 
New DCR 
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From the Editor 


he US Congress stepped back just in time from the fiscal cliff, but Indian 

sensibilities about the Delhi gang rape and killing fell off another cliff days 

before we went to press. P.N. Vasanti of the CMS Media Lab told me that 
coverage of the rape aftermath (and by that I mean mostly more shouting matches 
in well-lit studios) which occupied more than 90 per cent of prime-time television 
time on the six national news channels, plunged to less than 10 per cent in the 
week of January 7, giving way to India-Pakistan tensions along the Line of Control 
and the shoot-out with the Naxalites in Latehar. The Delhi rape has forced the 
nation to search its conscience, and the nation has found it wanting. 

You do not have to scratch very deep to find the bias and discrimination. A 
2010 Pew Global Attitudes Project showed that among 22 nations surveyed, 
Indians in general said women should have equal rights with men, but when jobs 
are scarce — and this is particularly interesting during our current slowdown — as 
many as 84 per cent said men "should have more right to a job than women”. 
That was the worst (Pakistan was at No.2 with 82 per cent). India again fared the 
worst on another question, with 63 per cent saying that a university education 
was more important for a boy than for a girl. You can read the detailed report at 
http://goo.gl/ F 5SOq. 

But on to more cheerful news. Nothing gives us greater pleasure at BT than 
reporting on the hundreds of young people who 
keep our entrepreneurial clock ticking. (A sad 
confession here: none of the 15 start-ups we 
feature in our sparkling cover package is run by 
a woman). This was not a result of gender bias 
— Associate Editor Goutam Das, who curated the 
package, describes the painstaking route to the 
final selection on page 48. Start-ups always get 
our adrenaline going, and an able group of writ- 
ers joined Das in telling the tales. Deputy Chief 
Photographer Shekhar Ghosh shot the cool 
cover and the gatefold after page 81, helped by 
the intrepid pictures team. 

More good news comes with our quarterly 
Business Confidence Index, now an established 
BT bellwether. For the second quarter in a row, sentiment is perking up. In gen- 
eral the feeling is that the worst is behind us, but we are all waiting to exhale - the 
litmus test of the government's reform promises will arrive with the Union Budget 
on February 28. 

Finance Minister P. Chidambaram could be weighing a rather more emotive 
topic: taxing the so-called "super-rich". How do you define the super-rich in a 
country like India? Early in the new year, C. Rangarajan, the prime minister's 
Chief Economic Adviser, floated the balloon of higher taxation. Only 1.7 million 
of the country's 35 million taxpayers say they earn more than 310 lakh a year, 
so it is a moot point whether raising taxes will help stanch the fiscal bleeding. 
BT commissioned Brijj.com, a Naukri.com company, to run a poll on the pro- 
posed higher taxes for the super-rich one day before we went to press. 1,053 
people, each earning more than 310 lakh annually, responded; 63 per cent felt 
that taxing the super-rich at higher rates is a good idea. Of these. 77 per cent felt 
that a super-rich tax should kick in at 340 lakh-plus annual income, and 43 per 
cent felt that the income tax rate for the super-rich should be 40 per cent. 
Eminent taxation lawyer Arvind P. Datar puts the issue in cold perspective in a 


no-nonsense column on page 16. 
Ci Mi Ka by 


chaitanya.Kalbag@intoday.com 
www.businesstoday.in/editor 
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TRAILBLAZER DEPARTS | 


Re | Letters To The Editor 


THE OTHER BAJAJ: 
SANJIV RISES 


RATAN TATA: THE T 


i A self-reliant US gives india the chance 





to secure its oil and gas future 


A Secure Energy 
Future 

The cover story The Pipe Runneth 
Over (January 20) was thought- 


pro 


voking. It is good to know that 


by 2020 India will get abundant 
fuel at cheap rates from many 
countries, which will make our 
subsidies shrink, and debt servicing 
easy. Of course, it needs proper 
planning. India is also shown to 











make use of that. 


G. Venkataraman, Mumbai 


Wonder-man 

Ratan Tata was a worthy successor 
to J.R.D. Tata. He has made the Tata 
Group the best face of business and 
industry at home and overseas. 

“He Would Never Thump the Table” 
(Jan 20). says J.J. Irani. Though 
Ratan Tata is quiet, he is firm. His 
wonder-car, Nano, made him the 
wonder-man ofthe world. Now he 
has taken charge ofthe Tata trusts. 
We expect he will make them a tool 
for social transformation. 

Jacob Sahayam, Thiruvananthapuram 


Set to Soar 

The Other Bajaj (January 20) was an 
impressive portrayal of the business 
outlook and resolute confidence of 
sanjiv Bajaj. The insights portend 
that this wing of the Bajaj Group 
will gradually soar high and turn 
into a formidable segment of group. 
B. Rajasekaran, Bangalore 


Focus on Farming 
Your anniversary issue ( Hope, Jan 6) 
carries three write-ups on Indian 
agriculture. I am particularly 
pleased that one of the reports 
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have 63,000 billion cu ft of shale 
gas. However, India's policies on 
environment and land acquisition 
are yet to firm up before we can 
www.facebook.com/BusinessToday 
Energy in India underpriced, says PM 
So, why the coal blocks were given at throwaway prices? 
All India TRP' s Discussion Forum 
Rangarajan suggests higher tax for the rich 
Absolutely right. Naveen Singh 
Nokia's phone sales higher than expected 
It is the effort of Nokia to revamp its product by introducing Windows 8 in 
Nokia Lumia. It will, however, be worth noticing how far Windows will be 
able to challenge Apple. 
Akshat Kapoor 
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appears next only to one on rocket 
science. How true! Rocket science 
can possibly take us to the next level 
in our journey, but without 
agriculture, even if we become a 
superpower, it will remain only 
superficial. 

If an economy of the kind we 
have is to be ever sustainable, it will 
have to attend to basic issues in 
respect of water and soil 
management and their productivity. 
The third green revolution can be 
perpetuated only if the relationship 
between economic progress, food 
security, climate change and 
income disparities are properly 
understood and addressed. 
Bhavarlal H. Jain, Founder chairman, 


Jain Irrigation Systems, on email 


Corrections 

The package on Ratan Tata (Page 16, 
Jan 20) says his successor Cyrus Mistry 
is "in his fifties”. He is 44. 


The report Headhunters Take Heart 
(Page 116, Jan 20) says Lupin hired 
1,250 scientists in 2012. It should 
have been 125 scientists. 

We regret the errors. 


Send all your comments to editor.bt@intoday.com 


7 
NS 





BT SCRAPBOOK 

> React to articles in BT 

j^ Suggest story ideas 

>Share your experience as consumer or SME 
>See what others have to say on our stories 
on scrapbook at www.businesstoday.in 


^. 


Pd DU 


GALLERIES - PART 
OF DUBAI'S VIBRANT 
ART SCENE 


PEOPLE VISITED 
ART DUBAI 
IN 2012 


PER CENT OF MIDDLE 

EASTERN ART IS TRADED 
HERE. WELCOME TO THE 
REGION'S ARTISTIC HUB 





SHEN YOU RUN THE NUMBERS. 
` DUBAI MEANS BUSINESS. 


SEE THE FILM AT VISION.AE/VIDEOS/NUMBERS 


-| EXPO 2020 | 
| PIPON, UAE 





CONTENTS 


COVER BY KAPIL FEBRUARY/3/2013 
PHOTOGRAPH BY SHEKHAR GHOSH VOLUME 22/NUMBER 3 


Out of the Box 


Business Today's listing of 15 Coolest Start-ups 


" 


Emart Solutions ^ Hatti Kaapi 


Mitra Biotech 


Navigene 
Genetic 





ONLINE 


OUT OF THE BOX | h j 
The 15 ‘coolest start-ups’) —— “+! 
featured this year straddle diverse 
sectors - retail, e-commerce, 
social media, technology, 
health-care and biotech. 


PERSPECTIVE 


Beating the Street 

Goutam Das dissects Infosys's 
surprising third-quarter results. 
businesstoday.in/ 


Bright Glitter 

Any hike in the import duty on 
gold will not curb demand, 
says Mahesh Nayak 


businesstoday.in/ 


Real Reform 

The Real Estate Bill promises to 
make the sector transparent, 
says Manu Kaushik. 
businesstoday.in/ 





[ 3 TEX 
Eee eve". ^3 
$ "S 


+..................... eee 


INTERVIEW 


Shikha Sharma, Managing Director 
and CEO of Axis Bank, in 
conversation with 

Govindraj Ethiraj on the 

show Bottomline. 

businesstoday.in/ 


TITTTIITITIIITTITITITITITILIIIIIIIIII 





Word Mentalit 
Uma Asher |00! 


lanauaü 
-i i 4 i d 





innocuous | 
omen Jg [í 
businesstoday.in/ 


Interview with Gurpreet Singh, 
Co-founder & CEO, Pixpa Digital 


businesstoday.in/ 





CONTENTS 


UPFRONT 


10 | Quick takes on major events 


FOCUS. 
14 | Skewed Priorities 


16 | Column: Arvind P. Datar on why imposing an 
additional tax on the super-rich will be self-defeating 


30 | Graphiti: Comeback Grandpa 
34 | Column: Peter Sutherland on US immigration policy 


FEATURES 
36 | Spring Is in the Air 


For the second successive quarter, optimism has risen from the 
nadir of mid-2012, finds the BT-C fore Business Confidence Survey 


42 | When Green Is a Stop Sign 
Many road projects are stuck because of delays in environmental 
clearances. An exasperated GMR has ever walked out of one 


88 | Cheque Them Out 
A number of non-banking finance companies, backed by leading 
corporate houses, may soon morph into banks 114 | Brave New World 

i . Trends at this year's Consumer 
96 | Little Big Champs Electronics Show suggest devices 
and appliances will soon be faster 
and smarter than before 











BOOKEND 

117 | Yalla Arabia 

Despite its problems, the region 
has immense business potential, 
says this book 


CAREERS 
121| Laying Psyches Bare 
Companies are increasingly 

l | ! ; k relving on psychometric tools to 
While heavyweights struggle, regional retailers are thriving —-— "d ws 't1ob applicants 
despite a tough economic environment est and select Job appiicants 





102 | Still Steaming Hot 


The consumer electronics market may have slowed down, but 


continues to attract sizeable investment 
106 | LBS CASE STUDY: Burberry 


Page: *00-101 


From time to time, 
you will see pages 
titled "An Impact 
Feature" in Business 
Today. This is no 


Jobs Today 


Get Lucky. Get Active on Monster. 


Amit Kumar & Rajnish Kumar 
Co-founders & Directors, Pristine 
Logistics & InfraProjects 





different from an 


advertisement and 

the magazine's 126 | PEOPLEBUSINESS 

editorial staff is not 

involved in its LEADERSPEAK 

creation in any way. 132 | Armin Bruck, Managing 
: Director, Siemens Ltd; CEO, 

Siemens South Asia Cluster 


monster 


Find Better. 





8 BUSINESS TODAY February 3 2013 


nison Group Institution 








^ ^. T7 l | 
s. VORIÐ Vsciioo 


Healising ne 





AFFILIATED TO CISCE (ICSE & ISC) & 


7 All Girls' Residential School in Dehradun from Grade 4 to 12 UNIVERSITY OF CAMBRIDGE CIE 
(IGCSE / ‘A’ LEVEL) 


World Class Campus Comfortable & Homely Exclusive Music, Dance, Art & Craft Scho 
Boarding Houses 


Max student strength: 25 in Indoor Swimming Pool 
a class 24-hour Securit . | 
x = Pasa a LA À Rifle Shooting, Squash, Judo, Yoga besides 
Teacher: Student ratio of 1:10 Wholesome Planned Meals other sports 
Handpicked Faculty Etiquette Classes Inculcating Indian Values witt 
Smart Digital Classrooms Language Lab Modern Outlook 


"Dü INTERNATIONAL EXCHANGE TIE-UP WITH: 

“Ë UNIVERSITY of CAMBRIDGE 

QD International Examinations | Uy Pt. Francis’ College 
T= ABBOTS BROMLEY SCHOOL 





n om 





CAMBRIDGE INTERNATIONAL CENTRE 
Staffordshire, UK (Estd. 1874) Hertfordshire, UK (Estd. 1933) 


UNISON WORLD SCHOOL 


Kirsali Greens, Mussoorie Diversion Road, Dehradun - 248 009, Uttarakhand, India 
Tel: 0135 3000000, +91 9837022222 Fax: 0135 3000001 E-mail: admissions@uws.edu.in Website: www.uws.ecu.in 


A Jaini Lialalinan Alas 104 00907nnmnmnasn 


SHEKHAR GHOSH 





Corporate 





Alter a series of disappointing 
quarters, IT bellwether Infosys 
finally delivered some good news, 
beating Street expectations in the 
October-December quarter by a 
wide margin. Net profit during 
the quarter fell a tad to 32,369 
crore or 341.47 a share from 
12.372 crore, or 341.51 per 
share a year earlier. "We con- 
tinue to gain confidence from a 
strong pipeline of large deals," 
said CEO S.D. Shibulal. 
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Tax officials 

"surveyed" 
handset maker 
Nokia's plant in 
Chennai seeking 
evidence of a possible 
tax default. The 
development comes 
close on the heels of 
a reminder sent to 
British telecom major 
Vodafone by the tax 
department, seeking 
taxes on capital gains 
that arose from its 
$11.2 billion deal with 
Hutchison Whampoa 
in 2007. 


Cash-strapped 

telecom companies 
are pulling out all the 
stops to cover costs 
and improve margins. 
Bharti Airtel, India's 
biggest mobile phone 
company by revenue 
and customers, has 
increased 2G data 
rates, setting the 
stage for its closest 
rivals, Vodafone and 
Idea Cellular, to 
follow suit. 


Ratan Tata, who has just 
stepped down as the Tata 
group's head, has said the big- 
gest challenge for Cyrus Mistry, 
the $100 billion conglomerate's 
new chairman, will be the 
country's business environ- 
ment, which is going to be 
tougher than during the crisis 
of 1991. In an interview with 
Time magazine, Tata said he 
would have loved to have built 
a "flatter organisation". 
Responding to a query on 
which economies appeared ro- 
bust, Tata said that he was quite 
bullish about the US and called 
Africa the real emerging giant. 








Masaru Tamagawa, 

President of 
Japanese consumer 
electronics giant Sony 
Corporation's European 
operations, is looking to 
replicate Sony India's 
style of working in 
Europe by synchronising 
different verticals for 
better growth. 
Tamagawa led the 
company in India for 
five years, from 2007. 


Coal India, the world's 
biggest coal producer, 
is rubbing shoulders 
with Goldman Sachs 
and Shell in the Public 
Eye Awards for being 
the worst company in 
the world in dealing 
with the environment 
and human rights. 
Goldman Sachs is 
being blamed for its 
alleged role in ruining 
the Greek economy 
while Shell is on the 
hit list for drilling in 
the Arctic. The awards 
are organised by 
Berne Declaration and 
Greenpeace. 








Economy 





Despite dribs of reform measures 
being shepherded by the finance 
minister since September last year, 
worries are mounting on the 
economy front. Fitch Ratings has 
warned that India still faces the 
risk of a sovereign credit rating 
downgrade. The upcoming 





Budget will indicate government's 
commitment to fiscal consolida- 
tion, said the ratings agency. 
Undeterred, the government has 
brushed aside the warning, saying 
steps are being taken to address 
the concerns of ratings agencies. 
Belying hopes of a turnaround, 
industrial output contracted 0.1 
per cent in November due to a 
poor showing by the manufactur- 
ing and capital goods sector. 


Train fares will increase from 
January 21. Railways Minister 
Pawan Kumar Bansal said the fare 
hike is expected to yield 36,600 
crore over the next year. A jour- 
ney on a Rajadhani train from 
Mumbai to Delhi in the fanciest 
coach (AC Ist class) will now cost 
1198 more to total3 3,555. On the 
same train, travel in the cheapest 
coach will cost 3203 more, with a 
ticket price of 31,450. The fares 
will not be increased when the 
Railways Budget is presented. 


t 79 trillion 


Assets managed by 
mutual funds, touching 
the highest level in the 
three years and three 
months ended 
December 2012. 

The country's 44 

fund houses together 
reported a jump of 
over five per cent in 
assets under 
management over 

the previous quarter, 
which notched up 

17 .Atrillion. 


$8.3 billion 


The record profit 
reported by Samsung 
Electronics, the world's 
largest maker of mobile 
phones and TVs, in 
quarter ended 
December. The gains 
were largely driven by 
rising demand for 
Galaxy smartphones. 
Samsung sold about 62 
million smartphones in 
the quarter, well more 
than Apple's 45 million. 








Markets 





Finance Minister P. 
Chidambaram has said that 
the Cabinet has approved a 
plan to infuse 312,517 crore 
in state-run banks. Public sec- 
tor banks are facing rising 
non-performing assets and 
write-offs because of poor 
lending decisions. 


Car sales declined 12.5 per 
cent in December 2012 to 
record their steepest fall in 
four months due to high inter- 
est rates and rising fuel prices. 


If you are worried about food 
inflation, here's something for 
you to chew on. Global food 
prices fell seven per cent in 
2012 from 2011, according 
to the UN's Food and 
Agriculture Organization. 
Prices fell in December for the 
third month in a row. 





Coming Up 


The second round of 

spectrum auctions will 
begin in March, after the 
Cabinet decides or 
reducing the reserve 
price of the 800 MH: 
band used for CDMA 
mobile services. The last 
round of spectrum 
auctions fetched the 
exchequer just 19,407 
crore, against the 
expected 128,000 crore. 





The government 
likely to come ou! 
with an offer to sell a 1O 
per cent stake in Oi 
India in the second 
fortnight of January 

This is likely to be 
followed by NTPC's 
issue in February 


Microsoft will retire 

its Messenger online 
chat feature on March 
15 and replace it with 
the Skype Internet 
telephony service it 
bought last year 


US ‘Fiscal Cliff’ legislation taxes the rich 


Ever thought about the S 
trickle down effect it will have on) 
A a poor third-world capitalist 
Pe D. country like India? 
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The momentum of Bengaluru 
has shifted to the north as 
corporates, innovators and 
new-age entrepreneurs are 
making a beeline to this new 
hotspot. Karle Town Centre, a 
high density, mixed-use 
development located at Hebbal 
is at the nerve centre of this 
paradigm shift. Designed to be a 
melting pot of culture, 
entertainment, business and 
innovation, it will be truly 
exhilarating to live, play and 
work at Karle Town Centre, the 
future Capital of Bengaluru. 








3.6 mn sq ft of premium 





m IT SEZ office space 6 acres of 
built to reduce green lung spaces 30 mins | 30 mins 
operational costs through and picturesque | to Airport | to MG Road 
green practices. landscapes. KARLE 
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Skewed Priorities 


Imposing more taxes on the super-rich will have a negligible 
impact on India's fiscal health. By SHWETA PUNJ 





People earning more than š 10 lakh 
a year account for 5.6 per cent of 
total tax payers ... 


<1,11,087cr 


Contribution of 
%10 lakh plus earners 
to tax collections in 

2011/12 


1.78 Mn 


No. of people earning 
{10 lakh and more 
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t is a question millions of Indians 

are asking ahead of the 201 3/14 

Budget to be unveiled at the end 

of February: will Finance 

Minister P. Chidambaram increase 

taxes on wealthy Indians to tame the 
fiscal deficit? 

Increasing taxes on the rich cer- 


tainly makes political sense ahead of 


next year's general election. But econ- 
omists involved in pre-Budget meetings 
oppose the move, saying it is more 
important to widen the tax base and 


...But they contribute 
75.1 per cent to the country's 





total tax collections 


improve compliance. "This is a lazy 
way forward. It seems more like a 
populist measure. There is so much to 
be done to increase compliance," says 
Rajiv Kumar, an economist who was 
part of the pre-Budget meetings. 

The Chairman of the Prime 
Minister's Economic Advisory Council, 
C. Rangarajan, has suggested the gov- 
ernment hike taxes on the super-rich 
to increase the tax-to-GDP (gross do- 
mestic product) ratio. The definition of 
super-rich is not clear, but economists 


say the number of declared wealthy 
tax-payers is too small to make a sub- 
stantial difference to the country's 
fiscal health. India has nearly 35 mil- 
lion taxpayers, but only 1.7 million 
have a declared income of more than 
x10 lakh. Nearly 89 per cent say their 
income is under 3 5 lakh. 

A back-of-the-envelope calcula- 
tion shows that if the government 
increases the tax rate for individuals 
earning more than 320 lakh a year by 
five percentage points to 35 per cent, 
it will only raise an additional 34, 500 
crore, or 0.05 per cent of GDP, says 
Samiran Chakraborty, Head of 
Regional Research, South Asia, 
Standard Chartered. Just 400,000 
people declare an income of more 
than 3 20 lakh. "It is one of those ex- 
periments, you push something and 
you don't know how many dominos 
will fall. There is a cost benefit analy- 
sis that needs to be done,” says 
Chakraborty. 

Economists say higher taxes en- 
courage evasion, and empirical evi- 
dence suggests the direct tax-to-GDP 
ratio goes up when tax rates are 
slashed. They suggest widening the 
tax net instead to increase revenues. 
Nearly 60 per cent of the economy is 
out of the tax net and tax collections 
from services, which account for more 
than half ofthe economy, are less than 
one per cent of GDP. "There is a nega- 
tive list of services which are not yet 
taxed. We should have horizontal and 
vertical taxation parity," says 
Devendra Pant, Head, Public Finance, 
India Ratings. But horizontal parity is 


What People Want 


Mega Consumers 
How many of these people have 
been evading tax? 







Js= 


1.19 million 
No. who cee and sold 
property worth more than 
730 lakh 





>? 
3.38 million 
No. who made cash deposits 


totalling «10 lakh or more in a 
savings bank account 





1.6 million 
No. who made payments 
of 32 lakh or more against 

credit cards 






Lh 5 T PRI 4 
5.24 million 


No. who bought mutual funds 
of #2 lakh or more; bonds of 
25 lakh or more; shares of 11 
lakh or more; RBI bonds of 
$5 lakh or more 


Source: Ministry of Finance. Data for 2011/12 


not an easy target because many se 
tors are outside the tax net. 

A committee headed by former 
finance commission chairman Vijay 
Kelkar has recommended doubling 
the number of tax payers through 
better tax administration. "If vou go 
back to Kelkar tax reforms, the whole 
philosophy was to go back to simplic- 
ity, lower tax rates and eliminate or 
substantially reduce exemptions. This 
would lead to ease of tax administra 
tion," says Ajit Ranade, President and 
Chief Economist, Aditya Birla Group. 

But tax administration is not eas 


a 


Economists say the government is 
likely to toe the global tax rate line 
which it has done historical 
Tax rates in India were more than 
90 per cent in the early 1970s when 
Britain’s rate varied between 75 
and 90 per cent. The US pegged taxes 
at 90 per cent in the 1960s. Today. 
India taxes income at three rate 
10 per cent, 20 per cent and 
30 per cent (excluding cess and sur 
charges). Chidambaram slashed the 
peak rate to 30 per cent in 1997 and 
tax rates have remained unchanged 
since then. 

The current global tax sentiment 
is again in favour of higher taxes fot 
the rich, point out economists. US 
President Barack Obama recently 
reached a 'fiscal cliff deal' that raised 
taxes on the wealthiest two per cent 
Americans to get the economy back 
on its feet. "There is no fiscal logic 
Taxation approach needs to be ditler 
ent for low income and high income 
countries," says Ranade. * 
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AT THEIR 
ZENITH TAX 
RATES IN INDIA 
SOARED TO 
97.5%, LEADING 
TO MASSIVE TAX 
EVASION AND 
EROSION OF THE 
NATIONAL 
CHARACTER 











A Super-Foolish Ide: 


Why imposing an additional tax on the 
super-rich will be self-defeating 


t is becoming increasingly fashionable 

to tax the super-rich. The new French 

President, Francois Hollande's main 
election plank was to levy a 75 per cent tax 
on the super-rich. This has resulted in a 
mini-exodus from France to Belgium and 
even, of all places, to Russia. In the run-up 
to the US Presidential election, President 
Barack Obama repeatedly harped on the 
need to tax the super-rich and how his rival 
Mitt Romney paid relatively low taxes. The 
remedy to avoid the fiscal cliff is to squeeze 
the millionaires dry. 

If the West proposes taxing the super- 
rich, can India be far behind? This is yet an- 
other case of mindlessly bringing to India 
whatever is done in the West. If Scotland 
Yard has a Serious Frauds Office, so must 
we. If there is a cost audit system for indirect 
taxes in Canada, it must be copied in India. 
So is the case with numerous Accounting 
Standards. We never pause to consider 
whether such steps will work in India. 

The astonishing truth is that this step 
has never worked in human history. What 


is even more astonishing is that millions of 


people, including policy makers, believe that 
this super-foolish idea will work — if it is tried 
one more time. 

The theory of bringing in equality and 
equity to society by taxing the super-rich is 
similar to Marxist ideology. It sounds delight- 
ful on paper but is utterly unworkable in 
practice. Marxist practices have ruined the 
Soviet, Chinese and North Korean econo- 
mies with the attendant slaughter of 60 
million of their own people. And yet, this 
doctrine still has believers, who think it may 
still work if tried one more time. 

The current thinking is to impose an 
additional tax on those earning more than 


16 BUSINESS TODAY February 3 2013 


115 lakh a year. It is sincerely hoped the 
idea is nipped in the bud for more reasons 
than one. 

Historical failure: The practice of taxing 
the rich has been tried in India with disas- 
trous consequences. At their zenith, income 
tax rates soared to 97.75 per cent and this 
achieved the unintended twin objectives of 
massive tax evasion with serious erosion of 
our national character. Large scale cash 
transactions became the rule, fueling a huge 
black market economy. Dean Roscoe Pound 
of Harvard University has said that if a large 
section of the population violates a law and 
society does not condemn it, the fault lies 
with the law. It is absurd to expect any hu- 
man being to work hard and part with a 
major portion of his earnings. There is not 
one instance in history where taxing the 
super-rich has worked as part of the solution 
to an economic crisis. The evidence, on the 
contrary, shows that it has only com- 
pounded the problem. 


Lower taxes, higher revenues: Another 
lesson of history is that rates of taxation are 
inversely proportional to the total collection 
of taxes. Lower rates of taxes have always 
resulted in higher revenues and greater 
compliance with tax laws. 

In a war-ravaged economy, Ludwig 
Erhard, who shaped the German economic 
revival after World War II, had the courage 
to adopt a regime of lower taxes and very few 
controls. Erhard famously said he would let 
the money and Man loose and they would 
make Germany great. England did otherwise 
and suffered the consequences. Instead of 
following the Erhard route which has 
worked, we insist on repeatedly following the 
path of increasing taxes. 
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In some European countries, a flat tax 
rate was introduced. When the maximum 
rate was reduced from 77 per cent to 15 per 
cent, total tax collections actually went up. 


Wrong focus on direct taxes: Taxing the 
super-rich primarily involves increasing the 
rates of personal income tax or property 
taxes. It ignores what actually happens with 
the incomes of the super-rich. Higher ex- 
penditure on goods and services results in 
more revenue being generated through indi- 
rect taxes. And if the taxes are low, there is 
no incentive to conceal either income or the 
acquisition of goods and services. Beyond a 
point, most income is then invested with fi- 
nancial institutions which, in turn, helps fuel 
industrial and economic growth. 

Taxing the super-rich will drive income 
underground. There is greater incentive to 
buy goods and services without accounting 
for it. Indeed, savage rates of indirect taxes, 
levied again and again on the same transac- 
tion, has led to the practice of not reporting 
sales and purchases of goods and services. 
The introduction of GST will result in a huge 
boom in the black market economy. 


The dishonest rich: It is axiomatic that a 
small percentage of the population in any 
country will always control a major portion 
of its wealth. The top five per cent will always 
earn more than 50 per cent of the total in- 
come and generate most of a nation's wealth. 
Heavily taxing this class will result in the 


creation of a class of the dishonest rich. Ii a 
man cannot become rich honestly. he will do 
so dishonestly. Alternatively, if he has a sense 
of values and ethics, he has no option but to 
escape to other countries. The migration of a 
large number of India's brightest engineers 
and doctors was in no small measure due to 
our socialist principles and heavy taxes. 


Overtaxing the honest tax-payer: The 
tragedy of the Indian tax system is that the 
honest tax payer is savagely attacked again 
and again. The dishonest tax payer seldom 
pays his tax dues. The areas of tax evasion 
and generation of black money are well- 
known. Have we made any attempt to 
check tax evasion in sectors like liquor. real 
estate, cinema and private professional col- 
leges? These categories continue to indulge 
in large-scale tax evasion without any ac- 
tion by the Income Tax Department. By 
taxing the super-rich, we will only place a 
further premium on dishonesty and punish 
the honest tax payer. 

If the object is to earn greater revenue, 
then taxing the super-rich will be counter: 
productive. The marginal gain in revenue, 
will be temporary and there will be greater 
loss of revenue through lower collection of 
indirect taxes. It will be better if the Central 
Government re-examines the myriad waste 
ful welfare schemes. A five per cent reduction 
in these will not only eliminate the need to 
tax the super-rich, it may even result in re- 
ducing rates of our indirect taxes. € 





Salaried persons or those who cannot avoid paying 
full income tax are easy targets. 
R.P. PUNJANI, Company Secretary 


There should be more tax on businessmen than on the 
salaried class. Small vendors should be taxed. 


ATUL SHARMA, CM, Punj Lloyd 


Let the government control its internal spending. 
This one step can bring in all-needed economy boost. 
THIRUMALAISAMI, COO, Tangent Test Technology 


Comments posted by respondents in a BT poll conducted by Brijj.com, a Naukri.com company 
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Be a Smart investor 


Bet on the right sectors to make money in 
the stock markets in 2013 and beyond 


n 2012, Indian markets outperformed 

their global peers to deliver 26 per cent 

returns, quite unexpected at the begin- 
ning of the year. This is despite the virtual 
collapse of the manufacturing sector, refl- 
ected in the Index of Industrial Production 
growth of 1.1 per cent thus far in FY 2013, 
which has been the key factor behind 
India's economic slowdown. However, the 
past few months have raised some hopes of 
a likely recovery in FY 2014. While the 
base itself will be favourable for growth, 
few other catalysts are emerging: mone- 
tary easing will lower cost of funds; re- 
newed policy action will help kick-start 
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several stalled projects and revive confi- 
dence for starting new projects; and a fa- 
vourable currency will drive manufactur- 
ing exports. 

After the strong rally in 2012, stock 
market valuations are back at long-term 
averages. Mean reversion, where things 
eventually move towards the mean or aver- 
age. is our core theme for the next two years 
— FY 2014 and FY 2015. We see mean re- 
version across the board — government 
policy, macro economy, corporate earnings 
and stock markets. Let me elucidate. 


Government policy: Consider the follow- 
ing — foreign direct investment (FDI) in retail 
permitted, banking amendments cleared, 
direct cash transfer initiated, fiscal deficit 
coming under control and monetary policy 
poised to support growth. Finally, it is busi- 
ness as usual once again on the policy front. 


Macro economy: Domestic variables 
should revert towards the mean. For exam- 
ple, GDP to recover from decadal low of 5.2 
per cent in FY 13 to 6.5 per cent and fiscal 
deficit back to mean of 4.9 per cent in FY 14 
from 5.9 per cent per cent in FY 12. External 
sector variables, however, may settle at a 
new normal — current account deficit at 
3-3.5 per cent and dollar at 353 to 355. 


Corporate earnings: Expect FY 13-15 
earnings growth to revert to the mean of 15 
per cent (compared with eight per cent dur- 
ing FY 08-1 3), and select sectors and stocks 
should also recover from their worst. 


Stock markets: Expect domestic institu- 
tional flows into equities to bounce back. If 
the market earnings was to grow at its long 





Double your storage, without 
doubling your storage. 





Reduce your capacity requirements by 50%* and double VM 


density per server*, all with HP 3PAR StoreServ Storage. 


New virtual and cloud workloads have unpredictable performance and capacity demands. Don't let legacy stora 
fragmented storage tiers hold back the success of your new applications. HP 3PAR StoreServ Storage, power: 
Intel? Xeon? processors, is the only solution in the industry to deliver Tier 1 capabilities spanning from midrai 
enterprise. It's part of the HP Converged Storage portfolio so you can respond to any demand, reclaim resou 


speed application deployment. 


The power of HP Converged Infrastructure is here. 


[=] 







Find out about the performance and efficiency of 

HP 3PAR StoreServ Storage by running the numbers 
in the ROI Calculator at hp.com/go/storage/3PAR or 
scan the QR code. 


[=] 


For more information, please contact neeraj.matiyani@hp.com 


( intel) inside” 





*For details on claim substantiations, visit hp.com/go/storage/3PAR 


@ Copyright 2013 Hewlett-Packard Development Company, L.P. The information contained herein is subject to change without notice. T 
forth in the express warranty statements accompanying such products and services. Nothing herein should be construed as constituting an addi 


or editorial errors or omissions contained herein. 


Intel, the Intel logo, Xeon, and Xeon Inside are trademarks or registered trademarks of Intel Corporation or its subsidiaries in the United 5tat 











MACRO 
HEADWINDS 
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FAVOURABLE, 
WITH INITIAL 
SIGNS OF AN 
ECONOMIC 
RECOVERY 
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term average, expect 
the Sensex at a new 
high of 23,000 within 
the next 12 months. 
Let me give you five 
key themes for 201 3. 


PSUs: Over the past 10 
years, 2002-12, PSU 
stocks performed well 
in the initial period. 
However, thev under- 
performed the bench- 
mark in the second 
half, more so in the past 
three years. Our esti- 
mates suggest that over 
FY 13-15, there is likely 
to be some mean reversion. PSU valuation 
de-rating seems overdone. With earnings 
getting back on track, there are multiple 
re-rating triggers as well: government pol- 
icy engine back on track, pressure on PSUs 
to increase dividend payouts, higher FII 
participation and disinvestment. 


Public sector banks: Over the past two 
years, public sector banks have underper- 
formed significantly, led by sharp increase 
in slippages/restructured assets and deterio- 
ration in operating performance. With the 
impending economic recovery and mone- 
tary easing in FY 14, we expect balance 
sheet stress to peak out in the first half of 
this year. Banks' Statutory Liquidity Ratio 
portfolio is at a multi-year high, which is 
beneficial in a falling interest rate regime. 
Valuations have seen some recovery and 
public sector banks now trade near their 
long-period averages. Improvement in asset 
quality trend would be a key catalyst. 


Automobiles: Macro headwinds. which 
impacted the performance of automobile 
companies over the past 12 to 18 months, 
are turning favourable, with initial signs of 
an economic recovery, likely monetary eas- 
ing and increased policy actions by the 
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government. Expected 
softening of commodity 
prices and favourable 
exchange rates would 
boost profitability. The 
improving macro sce- 
nario is coupled with 
company-specific trig- 
gers: depreciating 
Japanese yen should 
significantly improve 
Maruti's profits, 
Mahindra & Mahindra 
could witness signifi- 
cant upgrades on turn- 
around of loss-making 
subsidiaries, and Hero 
MotoCorp stands to 
benefit from expiry of royalty payments post 
June 201 5. 


Metals: Despite a 30 to 40 per cent earn- 
ings growth, the market capitalisation of 
metal companies has fallen by 30 to 35 per 
cent over the last two to three years. 
Markets have de-rated metal stocks due to 
exponential growth in their capital work in 
progress and resultant increase in debt. As 
various projects start generating cash flows 
and capex intensity peaks over the next two 
years, net debt should start coming off. 


Midcaps: Over 2008-12, the BSE Midcap 
Index has underperformed the BSE Sensex 
by 17 per cent. Empirical evidence suggests 
that divergence between the two indices 
increases during a downtrend and narrows 
during an upturn. The one-year forward 
P/E( price-to-earnings) ratio of the BSE 
Midcap Index is at a 20 per cent discount to 
the Sensex and 18 per cent below its his- 
torical average since FY 04. Earnings 
growth estimate for the BSE Midcap Index 
for FY 1 3/FY 14 at about 25 per cent is sig- 
nificantly higher than that for the BSE 
Sensex, a positive for midcap stocks. @ 

The author is Chairman and Managing 
Director, Motilal Oswal Financial Services Ltd 
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SEBI'S 
PROPOSALS 


Buy-back period to be 
reduced to three 
months from 12 


Minimum buy-back to 
be 50 per cent of the 
proposed size 


25 per cent of the 
amount earmarked for 
buy-back to be kept in 

an escrow account 


Capital raising from 
equity markets to be 
prohibited for two 
years after a buy-back 











Cracking the Whip 


SEBI proposes new norms to check the misuse of the share 
buy-back route by companies. By MAHESH NAYAK 


he stock market regulator, Securities 
and Exchange Board of India (SEBI), 
has mooted an overhaul of share 


buy-back norms to safeguard the interests of 


small shareholders and check manipulation 
of share prices by companies. Analysts, 
though, are divided on the need for 
reworking the guidelines. 

SEBI proposes to make it mandatory for 
companies to acquire at least 50 per cent 
of the shares they plan to buy back - 
under the current guidelines, companies 
are expected to purchase 25 per cent, 
though it is not mandatory. The buy-back 
period will be restricted to three months 
from 12 months earlier, and companies 
have to keep 25 per cent of the buy-back 
amount in a separate escrow account. 
And significantly, if a company opts for a 
buy-back, it cannot raise capital from the 
equity markets for the next two years. 

SEBI has formulated its draft proposals 
after observing that several companies did 
not even buy a single share even though the 
buy-back offer remained open for a year. It 
has also noted that the existing regulations 
are silent on price, quantity and periodicity. 
Also. shares were often bought at far lower 
prices than the maximum buy-back 
price announced. 

SEBI's new proposals are a step in the 
right direction and will ensure that only 
serious companies go for a buy-back, says 
Ajay Parmar, Co-head, Investment Banking, 
Emkay Financial. “As a company you are 
expected to know what your plans are for 
the next two years, and you cannot blame 
the regulator for restricting companies from 
accessing the capital market (after a buy- 
back),” says Parmar. There are still many 
ways for a promoter to raise money. 
“Debentures and warrants are still open for 
promoters,” he adds. 

Clearly, SEBI is worried that in India buy- 
back of shares is usually a means to support 
share price during periods of temporary 
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Acting tough: SEBI Chairman 
U.K. Sinha 


weakness rather than returning surplus 
cash to shareholders. 

Still some analysts feel that the regulator 
should not rework the buy-back norms. "A 
buy-back is a psychological tool in the hands 
of promoters to support stock prices and they 
should be allowed to use it at their 
discretion,” says Sandeep Parekh, founder of 
Finsec Law Advisors. He also believes there 
should be no stipulation on how much 
companies should mop up in a buy-back. 

Regardless of what SEBI finally decides, 
most analysts agree that the Indian stock 
market has matured in recent years and 
buy-backs often do not work as a tool to lift 
share prices — the recent buy-back 
programmes of DLF and Reliance Energy 
being prominent examples. 

The regulator has invited responses to its 
proposals before January 31. 


We Promise Innovation 





As a global leader in IT & Networking, NEC provides comprehensive soluti I 
to meet your various needs. p 


What drives us is our belief in our ability to constantly generate ideas tha 
new dimensions to all areas of your businesses. 


Choose NEC to be your reliable partner. 


Display Solutions * Private Network Solutions * Retail Solutions * Carrier Solutions 
Cloud Computing Solutions * IT Platform Solutions * Public Safety Solutions 


www.nec.com/india 


eee. = Pare ` - — 22 — 1 DOT US UG es me su > 2 ha dis mom v m asua S i w 





a iii i a ee 


Empowered by Innovation 


() 


\ 
) 


PRABHAKAR R 


i 


FOCUS Policy 


A Tall Order 


The Fourteenth Finance Commission is asked to insulate 
the economy from politics. By SANJIV SHANKARAN 


t is no secret that the state of the Indian 
economy has Prime Minister 
Manmohan Singh and his team deeply 
worried. The UPA government wants to 
take urgent steps to revive it — in particular, 
address the deteriorating fiscal situation. To 
achieve this, it is now seeking outside help 
in the form of the Fourteenth Finance 
Commission (FFC), which has been given an 


unusual mandate. 





















In the hot seat: 
Y.V. Reddy 


In early January, former Reserve Bank 
of India governor Y.V. Reddy was asked to 
head the FFC. The government decides the 
scope, or terms of reference, of a finance 
commission' s work, which usually relates 
to "contemporary issues important to pub- 
lic finance." points out a former finance 
commission head, who did not want to be 
quoted. 

However, the FFC's terms of reference 
this time reveal an intriguing concern. 
While making its recommendations, the 
FFC has been asked to keep in mind "the 
need for insulating the pricing of public 
utility services like drinking water, irriga- 
tion, power and public transport from pol- 
icy fluctuations, through statutory provi- 
sions’. 

D.K. Srivastava, who was a member of 
the Twelfth Finance Commission and is 
currently Chief Policy Advisor at Ernst & 
Young, interprets this as a move to partially 
ring-fence public finance from politics. 
“Definitely there is a move to insulate public 
finance from political economy considera- 

tions." he says. "It's a positive move." 

The development is important because 
of the reach of the FFC. Its recommenda- 
tions will apply to state governments too, 
making this a move that might well 
herald the transition to a more rules- 
based regime in pricing public utility 
services. Today, this depends on the 

whim of governments, thereby desta- 
bilising public finances. 

A Finance Commission is arguably 
the most important constitutionally 
mandated economic body. Unlike the 

Planning Commission, which was set 
up by a government resolution in 1950 
to push the economic agenda of the party 
in power, finance commissions draw their 
power directly from the constitution. Their 
recommendations, while not binding. are 
generally accepted. The government has to 





inform Parliament on what it plans to do about 
the commission s recommendations. 

There are two important reasons for the 
constitution of finance commissions. Taxation 
rights favour the Centre over states even 
though the latter provide most of the services 
used by people. Then, poorer states require ad- 
ditional help for rapid economic growth. 
Finance commissions are seen as institutional 
mechanism for transferring resources from the 
Centre to states. 

The FFC will wind up in October 2014 and 
its recommendations will cover the period be- 
tween April 2015 and March 2020. And pric- 
ing of public utility services is not the only sensi- 
tive issue before it. The FFC has also been asked 
to estimate the quantum of 
subsidies needed without 
jeopardising economic 
growth, as well as suggest 
ways to make public sector 
enterprises more competi- 
tive and market 
oriented. 

There is reason for the 
anxiety over growing subsi- 
dies, since they impact the 
fiscal deficit. For a year, 
Prime Minister has been sig- 
nalling, through speeches 
and interventions in 
Parliament, that the econ- 
omy is being dragged down 
by loose fiscal policies. In 
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Estimate the 
quantum of subsidies 
needed to keep growth 
both sustainable 
and inclusive 


Insulate pricing of 
power, irrigation, drinking 
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Indian econ- 
omy is pres- 
ently poised 
on the edge 
of a fiscal 
precipice, ` 
it said. 

In the 
absence of 
immediate 
steps, the fiscal deficit for 2012/13 will 
overshoot its budget target of 5.1 per cent of 
gross domestic product (GDP) by a full percent- 
age point, according to Kelkar. Chidambaram 
has promised to restrict the slippage to 5.5 per 
cent of GDP. Fiscal deficit represents the excess 
of government expenditure 
over revenue and is bridged 
through loans. 

The size of subsidies is 
critical to what happens to 
the fiscal deficit. "Subsidies 
connote an economic ben- 
efit provided by a govern- 
ment to reduce market price 
of an item below its cost of 
production," says the 
Comptroller and Auditor 
General's report on Union 
government finances for 
2010/11. 

According to Sriva- 
stava, now "there is a gen- 
eral thrust to look at non-tax 


Big ask: Protect economics o! 
utilities from politics 


fact, soon alter taking over 
in August, Finance Minister 
P. Chidambaram asked 


Vijay Kelkar, Chairman of 


the Thirteenth Finance 
Commission, to file a report 
on the fiscal problem. 
Kelkar's report, which 
came a month later, warned 
that India was grappling 
with its own fiscal cliff. "The 


water and public 
transport from politics 


s................... ............. 


Make public sector 
enterprises competitive 
and market oriented, 
consider disinvestment 
prospects and exit non- 
priority enterprises 


Source: Ministry of Finance 


revenues," to pare the defi- 
cit, which explains the em- 
phasis on insulating pricing 
of public utility services from 
politics. 

The ball is now in 
Reddy's court. Indeed, the 
FFC has a chance to make 
history and pull the econ- 
omy back from the edge of 
the fiscal precipice. @ 
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PEUGEOT'S 
SALES IN 
EUROPE ARE 
FALLING. IT 
AIMS TO 
MOBILISE ALL 
RESOURCES TO 
TURN AROUND 
ITS OPERATIONS 
THERE 
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On the Retreat 


Peugeot seems to have shelved its Sanand plans, but this 
will not hit the emerging auto hub. By SEBASTIAN P.T. 





rench auto giant 

PSA Peugeot 

Citroén was 
supposed to be the 
third of a triad of 
auto majors in 
Sanand, Gujarat, 
along with Tata 
Motors and Ford 
Motor, but Europe's 
second-largest car- 
maker appears to have 
shelved its plan. 

Peugeot's original plan 
in 2011 was to set up a 
14.000-crore factory at Sanand, with the 
first car rolling out in mid-2014. The 
Gujarat government initially reserved 300 
acres land at concessional rate for the plant 
at an industrial estate of Gujarat Industrial 
Development Corporation (GIDC), and an- 
other 200 acres for expansion. But Peugeot 
has not made any payment for the land. 

A visit to the Sanand site reveals that 
most of the 200 acres has already been 
given to other companies, indicating that 
the state has reconciled to the fact that the 
deal is off. The state is apparently planning 
to give away the 300 acres as well. "We are 


technically holding on to the 300 acres of 


land for Peugeot, but I think the project is 
off." a senior state government official told 
Business Today on condition of anonymity. 
Peugeot, however, says that India is a 
strategic market for the company and that 
its association with the Gujarat government 
remains "positive and strong”. In an email 
to Business Today, a company spokesperson 
says Peugeot had announced its intention 
to "reschedule" the project in February 
2012, as the European market crisis hurt its 


cash flows and profitability. "The timing of 


the introduction of Peugeot is being revised 
in line with the rescheduling of the project,” 
the spokesperson says. 
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Peugeot's decision to 
go slow on its India 
plans is not based on 
any local factors but 
on problems it is fac- 
ing in its global op- 
erations. The com- 
pany's sales in 
Europe, its main 
market, have been 
falling. It suffered a 
consolidated loss of 
€745 million (35,400 
crore) in the first half of 
2012, compared with a profit of 
€904 million a year earlier. It now aims to 
mobilise all its resources to turn around its 
operations in Europe. Peugeot is set to imple- 
ment a cost-savings and production tie-up 
with General Motors to shore up both their 
fledgling European operations. 

This was Peugeot's second entry into 
India. The first was in the 1990s when it tied 
up with Premier Automobiles, but the ven- 
ture did not succeed. "Having already exited 
an Indian venture earlier, the company 
seems to be reluctant to give the perception 
that it is packing its bags for good again," 
says an auto industry insider. "Even if 
Peugeot revives its India plans, it is not likely 
till the end of 2015/16, at the earliest." 

Where does Peugeot's new plan leave 
Sanand? Industry executives say the devel- 
opment will not affect Sanand's fortunes. 
Tata Motors is already making Nano cars at 
its factory, Ford is constructing a plant and 
several auto parts suppliers have also set up 
units. “It is Peugeot's loss if it has decided to 
leave Sanand for whatsoever reasons," says 
Yatindra R. Sharma, Managing Director at 
packaging company KHS Machinery and 
former chairman of the Gujarat chapter of 
the Confederation of Indian Industry. 
"Sanand becoming an auto hub of western 
India is a foregone conclusion." @ 
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FOCUS Graphiti 


COMEBACK GRANDPA 


The Bombay Stock Exchange (BSE), the oldest 
exchange in Asia, had been losing ground to the 


i C National Stock Exchange (NSE) since the latter 
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B! an astronomical jump in the past four last decade, the NSE was the pre-eminent bourse 
| g years, from just 236 crore in 2009 to in India, especially in derivatives. But lately the 
Lt %64 lakh crore in 2012 BSE has staged a spectacular comeback, with its 
pi futures and options (F&0) volumes soaring. 
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BSE's market share of the 
derivatives turnover in 2012 
was in healthy double digits, 
up from almost zero in 201! 
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There has been a surge 
in volumes since BSE 
introduced ‘market 
making in September 
2011. It allows brokers 
to quote both buy and 
sell prices and make a 
profit on the bid 

offer spread 
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FOCUS 0n Record/0utlook for Indian industry in 2013 














“The pace of reforms, investor-friendly 
amendments and steps taken to ensure 
that large projects are implemented ... 
are enough proof that 2013 will be a 
much better year than 2012" 


Adi Godrej, Chairman, Godrej Group, and President, CII, to CNBC-TV18 





~ "2013 will be better than 





STRONG" 


Rohit Chatterji, Head of 
Investment Banking, JPMorgan 
India, in Business Standard 


2012. The global economy, 
I think, has improved ... 
India has also started 
improving... What is good 
for the global economy is 
good for the IT sector" 


S. Gopalakrishnan, Executive Co-Chairman, Infosys, to Agencies 


“We will probably see continued 
constraints in consumer demand, over- 
capacity and increased competition from 
imports. This seemingly gloomy picture, 
however, will be a passing phase” 


Ratan Tata, former chairman, Tata Group, 
in a farewell letter to employees, quoted in Mint 





“The focus for 2013 is on optimising 
the operations... This will also be a 
year of further consolidation..." 


Naresh Nayyar, CEO, Essar Energy, in Business Standard 
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ithin hours of US 
President Barack 
Obama's re-election, a 
powerful belief took 
hold: overwhelming 
support from Latino voters had helped to 
secure his victory. Suddenly, the Republican 
Party, long identified with a hard line on 
immigration, started talking about the need 
for comprehensive reform. Pundits argued 
that if the Republicans resisted reform, they 
would lose the Latino vote for the next gen- 
eration, relegating their party to near-per- 
manent opposition status. 





POLITICIANS EITHER ADDRESS 
IMMIGRATION IN THE CONTEXT 
OF BORDER SECURITY AND 
CULTURAL IDENTITY, OR 

THEY IGNORE IT 


That might or might not be true. But the 
American election's implications for immi- 
gration run deeper than electoral expedi- 
ency — with lessons for governments around 
the world. The remarkable speed with which 
anti-immigration positions buckled indicates 
that what most Americans want, above all, 
is a rational approach; they want their po- 
litical leaders to take responsibility for the 
issue, rather than running away from it. 

When it comes to immigration, politi- 
cians usually are driven by fear — a ten- 
dency that has become even more acute 
since the onset of the global financial crisis. 
The rise of extreme nationalists in places 
like Greece and Finland has reinforced the 
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Taking Back 
Immigration 
The US presidential election has deep implications 


for the country's immigration policy and also has 
lessons for governments around the world 


belief that talking about immigration, ex- 
cept to argue against it, is politically 
fraught. So politicians either address im- 
migration in the context of border security 
and cultural identity, or they ignore it. 

But they might well be misreading their 
citizens' concerns. Voter reaction is often 
less about disliking immigrants than it is 
about a profound sense of frustration that 
governments have failed to create an im- 
migration system that works. They want a 
system that allows for the legal entry of 
needed workers, while preventing illegal 
entry; clamps down on exploitative employ- 
ers; and provides resources to integrate 
immigrants into communities. 

Voters might not like that some migrants 
enter their country illegally. But many find 
it equally or even more unconscionable that 
migrants are forced to live for decades in the 
shadows - or that children raised by immi- 
grant parents could be deported to countries 
that they have never seen. 

When migration is undertaken in a 
legal, orderly way, the public supports it. A 
recent transatlantic survey by the German 
Marshall Fund found that, while majorities 
in all countries were worried about illegal 
immigration, anxiety about legal immigra- 
tion was low — with only 26 per cent of 
European respondents expressing concern, 
and just 18 per cent doing so in the US. 

Ceding the immigration debate to ex- 
tremists has abetted another extraordinary 
distortion: people generally believe that the 
number of immigrants in their countries is 
far higher than it actually is. In the same 
German Marshall Fund survey, British re- 





spondents estimated that 31.8 per cent of 
the UK's population was foreign born; the 
true figure is 11.3 per cent. Americans esti- 
mated that the US foreign-born population 
stood at 37.8 per cent - triple the actual 
proportion, 12.5 per cent. Such false percep- 
tions make it even more difficult to have a 
reasonable debate about the issues. 

Tackling migration-related challenges is 
necessary regardless of whether one favours 
more or less immigration. Today, according 
to the United Nations, there are 214 million 
people living outside their country of birth, 
up from approximately 82 million in 1970. 
So, even if not a single new person were to 
cross a border, the challenges would still be 
with us. 

The reality, of course, is that many 
countries, especially OECD members, will 
decide that they need more immigrants as 
their own populations age and shrink. This 
implies that they should figure out how to 
manage immigration well, rather than out- 
sourcing much of the process to smugglers 
and extremists. And, in a world in which 
nearly half of migrants are now moving 
from one developing country to another, the 
problems are no longer confined to the West. 

The good news is that there have been 
important advances during the last decade 
in managing migration. For example, poli- 
cymakers can draw on successful pro- 
grammes to integrate migrant children into 
educational systems. They can learn how 
some countries are successfully matching 
their businesses' labour needs with immi- 
grants' skills. Developing countries, mean- 
while, are getting smarter about how to 
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leverage the $406 billion in remittances that 
their expatriate citizens will send home this 
year — by issuing diaspora bonds, for exam- 
ple. or by creating targeted investment 
opportunities for them. 

Many pivotal stakeholders also are ad- 
vocating for a more rational immigration 
system. Labour unions, once known for 
their scepticism toward immigration, are 
increasingly in favour of pro-immigration 
reforms. In fact, unions were a driving force 
behind last year's Domestic Workers 
Convention, which seeks to protect the 
rights of the world's estimated 50 to 100 


TACKLING MIGRATION-RELATED 
CHALLENGES IS NECESSARY 
REGARDLESS OF WHETHER 





LESS IMMIGRATION 





million domestic workers. 

By supporting smart, progressive re- 
forms, politicians should at least be able to 
neutralise the issue of immigration on 
Election Day. if not turn it to their advan- 
tage. More important, electoral politics 
aside, they would be helping to craft better 
societies whose politics are shaped by rea- 
sonable debate among citizens, not distorted 


by the community-destroying behaviour of 


smugglers and extremists. This, after all, is 

what democratic politics is all about. * 
Peter Sutherland is the UN Secretary- 
General's Special Representative on 
International Migration and Development 
O Project Syndicate 
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Spring is in 
the Air 


For the second successive quarter, optimism has risen from the nadir of mid- 
2012, finds the latest Business Today-C fore Business Confidence Survey. 
By SHWETA PUNJ 


It has been a year of several unforget- 
table lows for India. Economic growth 


in the April-September months of 


2012 fell to 5.4 per cent from an aver- 
age of eight per cent in the last dec- 
ade. Retail inflation hovered at close 
to 10 per cent and interest rates 
stayed high. The twin deficits — fiscal 
and current account — widened, glo- 
bal ratings firms threatened to down- 
grade the country's debt, and busi- 
nesses held back investments. But 
sentiment seems to be reviving now 
and there is a sense that the worst 
may have been tided over. 

The Business Today-C fore Business 
Confidence Survey for the October-to- 
December quarter of 2012 found that 
economic conditions had picked up 
thanks to higher demand, leading to 


better profit margins for nearly half 
the businesses surveyed. On a scale of 


100, the confidence level is at 53.8 in 
the last quarter of 2012, up from 52.4 


in the previous three months, and 
well above the level of 49.3 it was in 
the three months before that. (See On 
the Mend.) The outlook for the first 
quarter of 2013 looks encouraging 
with 31 per cent of respondents ex- 
pecting the economic situation to 
improve against 27 per cent who 
think it will get worse. 

Business Today started the busi- 
ness confidence survey in 201 1. From 
a high of 74.8 in the quarter ending 
March 2011, confidence declined 
steadily, and picked up only in the first 
quarter of 2012, ahead of the budget. 
But confidence levels plunged again 
in the April-to-June period, after 
Pranab Mukherjee, then Finance 
Minister and the current President, 
proposed general anti-avoidance rules 
(GAAR) in the Budget, as well as rules 
to retroactively tax overseas mergers 
and acquisitions of Indian assets. 

So what has changed in the past 










few months? What is driving this 
optimism? 

The tax rules hurt India’s image 
as an investment destination, 
prompting the government to go 
into damage control as soon as 
Palaniappan Chidambaram took 
charge as finance minister in early 
August. Chidambaram set up a 
committee led by renowned tax ex- 
pert Parthasarathi Shome to revisit 
the controversial rules. The Shome 
panel has recommended that merg- 
ers and acquisitions should not be 
taxed retroactively and that GAAR 
be postponed by three years. 

"The Shome committee's rec- 
ommendations have improved 
perceptions about India,” says Adi 
Godrej, President, Confederation of 
Indian Industry (CII), and 
Chairman of the Godrej Group. 
“The level of confidence has im- 
proved because the government 
has started taking reform-oriented 
measures.” 

The government got more work 
done in the last three months of the 
year than in the previous nine. The 
Union Cabinet passed amendments 
to the Land Acquisition Bill and 
cleared a proposal to set up a 
Cabinet Committee on Investment 
with the Prime Minister as chair- 
man to expedite project approvals. 
The Lok Sabha and Rajya Sabha 
cleared the Banking Laws 
(Amendment) Bill, 2011, which 
will allow the Reserve Bank of India 
to grant new banking licences and 
attract more foreign investment in 


www.businesstoday.in/bci 


ON THE MEND 


Business sentiment continued to improve in 
the October-to-December quarter 


Light Industry 
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48.7 51.9 
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BCI by 
Sector 


Confidence rose 
across all sectors 
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Business Confidence Index on a scale of 100 
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"The confidence level 
has improved because 
the government 

has started taking 
reform-oriented 
measures” 


ADI GODREJ 
President, CII 


the banking sector. 

Global factors also contributed to 
a renewed sense of optimism. “The 
euro zone has managed to resolve 
some of its issues. The economy in 
the _ ated States looks like it is com- 
ing back, and China is also looking 
better,” says Naina Lal Kidwai, 
President of the Federation of Indian 
Chambers of Commerce and 
Industry (FICCI), and country head 
of HSBC India. 

While overall confidence among 
big business houses appears to be 
recovering, almost all small- and 
medium-scale enterprises Business 
Today spoke with remain pessimistic 
and say they are still trying to cope 
with hostile business conditions. 

“Interest rates are hell. They are 
killing us. We pay 13 per cent inter- 
est on short-term loans; China pays 
about six per cent. It's difficult for us 
to plan anything because there is no 
consistency in India's export pol- 
icy," says Pradeep Aggarwal, 
Director at bicycle gear exporter 
Spark Engineering. He says senti- 
ment among exporters is muted 
because of high interest rates, policy 
uncertainties at home, high com- 
modity prices, and sluggish demand 
from the US and Europe. 

Rakesh Shah, Director at 
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WORST IS BEHIND US 


The post-reforms confidence has grown (Oct-Dec, 201 2) 
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Overall 
Economic 
Conditions 
Nearly half the 
respondents felt 
the situation had 


improved over the 
previous quarter 
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Conditions 
The majority felt 


hiring levels stayed 
the same 
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Finance Availability 


A third felt business finance was more 
easily available 
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Demand Conditions 
The majority saw improvement 
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The overwhelming majority felt 
profit margins had stayed the 
same or improved 


Substantially worse 4 
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Same/no change 38 
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Figures indicate percentage of respondents 





How businesses see 


January-to-March 
quarter of 2013 
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Production Levels 


Three quarters expect either no 
change or an improvement 
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“The euro zone has 
managed to resolve 
some issues. The US 
economy is coming 
back, and China is also 
looking better" 


NAINA LAL KIDWAI 
President, FICCI 


Kolkata-based Nipha Exports, a man- 
ufacturer of agriculture tillage tools 
and cotton processing machines, says 
2012 was the second consecutive 
year of near-zero growth for the com- 
pany. Shah, who is also Chairman of 
the Engineering Exports Promotion 
Council, says Nipha had planned two 
projects but has postponed their im- 
plementation. “We are deferring the 
projects by three months or so to get 
a clearer sense of domestic policy and 
how the global economy shapes up.” 

M. Lokeswara Rao, Managing 
Director at Hyderabad auto compo- 
nent supplier Lokesh Machines, says 
demand fell about 20 per cent in 
2012, even as commodity prices kept 
climbing. The company s revenue for 
the April-to-December period ol 2012 
decreased to 7110 crore from 3130 
crore a year earlier. 

Though high interest rates re- 
main a problem for most businesses 
Business Today spoke with, interest- 
ingly, nearly two-thirds of the re- 
spondents to the survey felt that the 
Reserve Bank of India’s monetary 
policy would not impact their compa- 
nies’ performance. 

The survey shows also that 42 
per cent of the respondents expect the 
government's reform steps to benefit 
their companies. While policy watch- 


February 3 2013 BUSINESS TODAY 39 





@ Business Confidence Index 





"Most critical is 
the progress on the 
land acquisition 

bill and the Cabinet 
Committee on 
Investment" 


D.K. JOSHI 
Chief Economist, CRISIL 


ers do not expect a significant up- 
tick in private investments even in 
2013, there is some confidence 
that the investment pipeline could 
revive if problems related to land 
acquisition and regulatory clear- 
ances are resolved. "Most critical 
is the progress on the land acquisi- 
tion bill and the Cabinet 
Committee on Investment," says 
D.K Joshi, Chief Economist at rat- 
ings firm CRISIL. 

With the government con- 
stantly emphasizing the need for 
tough decision-making — it raised 
rail passenger fares on January 9 
for the first time in 10 years — 
there is clearly more optimism for 
the year ahead. Macro-economic 
indicators are expected to improve 
as well. Inflation is likely to ease to 
around six per cent and interest 
rates are set to fall; economic 
growth is projected to accelerate 
to between 6.5 and 6.9 per cent, 
according to global brokerage 
Credit Suisse. But with general 
elections in 2014, whether the 
government will take more eco- 
nomically sound decisions is what 
is on everyone's mind. Keep your 
fingers crossed. 


Send your comments to editor.bt@intoday.com 
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Order Book 


Almost three-fourths feel order 
book will be stable or grow 
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Sales Pickup 
Seventy-five per cent feel sales will improve or stay the same 
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Investments 


Nearly one-third think 
investments will grow 
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Impact of Recent Steps by Government 
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Impact of RBI's Monetary Policy 


A substantial majority believes 
it will change nothing 
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METHODOLOGY 


M» research agency C fore conducted the survey for the October-to-December quarter. The field work was 
done in December. A structured questionnaire was administered to CEOs/CFOs of companies. Five hundred 
CEOs/CFOs representing various industries in terms of sector and size were interviewed. The survey was conducted 
in 12 cities — Bangalore, Bhubaneswar, Chandigarh, Chennai, Delhi, Hyderabad, Kochi, Kolkata, Lucknow, 
Mumbai, Nagpur and Visakhapatnam. The companies were segmented based on turnover as well as products. 
Those with a turnover of over 3500 crore are termed as big, those with a turnover of 3100-500 crore as medium, 
those with a turnover of up to 3100 crore as small, and those with a turnover below 35 crore as micro businesses. 
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Interview of Transport Minister C.P. Joshi at: 
HIGHWAYS GMR B nM www.businesstoday.in/joshi-roads 





Green Isa 
Stop Sign 


Many road projects are stuck due to delays in environmental clearances. An 
exasperated GMR has even walked out of one. By K.R. BALASUBRAMANYAM 





























delays. Hyderabad's GVK 
Power & Infrastructure 
has also issued a notice 
threatening to walk out of 
the 33,000- crore Shivpuri- 
Dewas four-laning project in 
Madhya Pradesh on similar 
grounds. The cancellations have led 
to a blame game between the National 
sy Highways Authority of India (NHAI), the 
nodal agency for highway development in 
<é - India, and the Ministry of Environment and 
Forests (MoEF), without whose assent no project 
can go ahead. 

The malaise of delays is not restricted to roads 
but affects projects in several other sectors, power 
and mining prominent among them. According 
to an NHAI official, there are 22 projects awaiting 
final clearance from the MoEF. Sector experts 


TIU te ays) (Four-laning) 
PROJECT COST : 73,000 crore 
DEVELOPER : GVK Power & Infrastructure Ltd 


he GMR Group 
ended 2012 on 
an unhappy 
note, losing a lu- 
crative airport project in the 
Maldives in December. It has 
not exactly begun 2013 on a. 
good one either, walking out of the 
17.700-crore Kishangarh-Udaipur- 
Ahmedabad highway project in the first week 
of January. However, while the exit from the 
Maldives was involuntary and painful, the 
Bangalore-based infrastructure group may well 
be relieved at quitting the highway project. 
The 555-km-long stretch between Rajasthan 
and Gujarat, the first mega project in the 
country, is stuck because of delays in environ- 
mental approvals. 
GMR is not the only group affected by such 
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PROJECT COST : 17,700 crore 
DEVELOPER  : GMR Infrastructure 
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WON IN : September 2011 WON IN : August 2011 
LENGTH > b55km LENGTH : 332km 

STATE : Rajasthan and Gujarat STATE : Madhya Pradesh 
STATUS : Yet to start STATUS : Yet to start 
REASON : Stuck in MoEF 
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THE EQUITY FUND 
WITH THE - 

)& € SRA ADVANTAGE - 
OF TAX SAVINGS! 
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An ELSS fund like Sundaram Tax Saver is like any other 


- un d aram equity fund except that it has a ‘Doosra’ advantage - 


qt S tax savings! Investments in Sundaram Tax Saver give you 
ax ave [ Triple Tax Benefits — Deduction under Section 80-C* in the 

An open-end ELSS Fund year of investment (X1 lakh limit) + zero tax on any 
with a 3-year investment lock-in period dividend, if declared + zero tax on capital gains, if any. 





So, why settle for an ordinary equity fund when you can get 
the ‘Doosra’ advantage with Sundaram Tax Save! 


*Subject to existing income tax laws 


Talk to your investment advisor or 


Call Toll-free: 1800-425-7237 
SMS: SFUND to 56767 
Bail Service Providers: 044-28578700 
Email: service@sundarammutual.com 
www.sundarammutual.com 
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Mutual Fund investments are subject to market risks, 
read all scheme related documents caretully. 


Tene GMR 














reckon that execution will continue to suffer unless the 
approval process is speeded up. 

GMR's grouse was that NHAI had failed to get environ- 
mental clearance, transfer land, and notify toll rates. 
NHAI officials, however, say certain approvals, such as 
final clearance from the MoEF, are entirely beyond their 
control. But the MoEF is not the only villain of the piece. 
"We do not have as many issues related to environmen- 
tal clearance as with forest clearance," says an NHAI of- 
ficial. "The MoEF cannot issue final clearance unless it 
gets forest clearance, which has to come from the state 
concerned." A new rule effective from April 2012 makes 
forest clearance mandatory for highway projects. 

NHAI is keen to have GMR execute the Kishangarh- 
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Bumpy Road Ahead 


7,300 km 


length of projects 
expected to be 
awarded in 2012/13 


879 km 


awarded up to 
Dec 2012 
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Udaipur-Ahmedabad project. "We will do everything 
possible to save the project, or seek legal remedies," says 
J.N. Singh, Member (Finance), NHAI. But the company 
may not be interested. GMR has already filed a suit to 
protect its performance security of 3270 crore from be- 
ing forfeited by NHAI. "We had deployed about 300 
employees for the project and opened three offices in two 
states," says a GMR spokesperson. The company had 
achieved financial closure and infused equity of 3700 
crore into the project. Engineering, procurement & 
contract (EPC) orders worth 32,800 crore had been 
placed with Larsen & Toubro. 

Meanwhile, the highway authority is lobbying to get 
forest clearance delinked from environmental clear- 
ance, so that road projects in non-forest areas can go 
ahead. "Where is the major forest in Kishangarh- 
Udaipur stretch," says a disappointed NHAI official. 
Environment Minister Jayanthi Natarajan, however, is 
not in favour of such delinking, and wants both 
clearances to go hand in hand. NHAI has now moved 
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the Supreme Court seeking an exemption for road 
projects from the rule that forest clearance precede 
environmental clearance. 


Risk of Countercharges 

Interestingly, the moment GMR s decision to exit the 
Kishangarh-Udaipur-Ahmedabad project became public, 
Edelweiss Securities put out a flash note with a buy rec- 
ommendation on the stock, perceiving it as a positive 
development. “Once, the termination is finalised. a stake 
sale in the road vertical will 

also be easy and at a better 

value as almost all the 
projects are operational," 
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says K. Shankar, an analyst at Edelweiss. "The only risk 
is countercharges or severe penalties by NHAI for termi- 
nating the project." The brokerage has set a target price 
of 335 for the GMR stock. The company's shares ended 
Friday, January 11, at 320.40. 

GMR operates six highway projects and is currently 
building three more. The group's highways business — it 
also has interests in airports and power — earned 3406 
crore from tolls and annuity revenues and delivered a net 
profit of 341 crore in 2011/12. In terms of profitability, 
the segment is the best performer for the group, record- 
ing an EBITDA (earnings before interest, taxes, deprecia- 
tion and amortisation) margin of 85 per cent. 

Industry watchers say delays in government approv- 
als are not a new trend, and developers will stay the 
course if the projects they bag hold good prospects of 
profitability. But from the outset, market analysts had 
felt the Kishangarh-Ahmedabad project was an expen- 
sive, unviable acquisition in view of the 1636 crore pre- 
mium GMR had agreed to pay every year. Running the 
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project over its 26-year duration would have meant 
paying that premium every year to NHAI, with an 
annual increase of five per cent. 

[In recent years, many developers have made ag- 
gressive bids to snap up projects in the hope of selling 
stakes or exiting later. The head of an unlisted infra- 
structure firm even claims that some companies have 
participated in public private partnership (PPP) project 
bids with the sole aim of building a stronger order book 
and boosting their shares. Of the 49 bids awarded ear- 
lier by NHAI, 32fetchedapremiumofabout33,000 crore. 

"Developers are calculating their bid premium 
based on speculative factors such as traffic volumes 
and how early or late various approvals might come. 
In a PPP project bid, developers should rely on 
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1700 km = 22 highway 


projects stuck 
due to delay 
in approvals 


completed up 
to Dec 2012 


efficiency factors, not speculative factors," says Manish 
Agarwal, Executive Director, at consulting firm 
PricewaterhouseCoopers India. However, a stake- 
holder in the highways sector noted that it was also 
possible for developers who bag projects to later find 
them unviable and look for ways to get out of them. 

NHAI could follow the example of Power Finance 
Corporation (PFC) in awarding projects and ensuring 
there were no problems later, say analysts. PFC sets 
up a shell company, obtains all the requisite clear- 
ances, and then invites competitive bids. This was 
how it awarded the 4,000 MW ultra mega power 
projects in Sasan, Mundra, Krishnapatnam and 
Tilaiya. Had NHAI done the same, GMR and GVK may 
well have opted to go the distance with it. 

The only silver lining is that GMR and GVK's 
response may force the government to streamline the 
approvals process and kickstart stalled projects. € 
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To become a leader, SN 
you need to train 
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A Author of the International Bestseller, 


YOU CAN WIN 
Sold over 2.5 million copies 


3 day HI-IMPACT LEADERSHIP 


program Blueprint for Success 


Lead successfully, communicate effectively Investment 
per o Pe neni eae — = ethics (per participant) 

uild powerful tea at go the extra mile ‘ - 40 T 
Create a culture of trust and accountability 35,900 *ST i 39,888.00 
Build a positive attitude and achieve more 38,500 *ST - 43,259.00 


2day | MASTER SELLING SKILLS & 
program CUSTOMER SERVICE EXCELLENCE 
Convert ‘NOs’ into 'YESes' 


Overcome resistance, build trust and close more sales 

Distinguish between transactional selling and investment 
relationship selling (per participant) 
Learn the do's and don'ts of professional sellin " ^ ë 
Learn to become an effective negotiator " 25,500 +ST = 28,652.00 
Identify, meet and exceed customer expectations 28,500 +ST = 32,023.00 
Gain and retain customers through service excellence 


2day | PUBLIC SPEAKING & 
program PRESENTATION SKILLS 


Speak with Power, Poise & Pizzazz 
Face the audience with confidence 
Overcome stage fright and make powerful Investment 


presentations (per participant) 
Deliver impromptu speeches and think on your feet *75.000 +ST = 84.270.01 


Handle Q & A's effectively 80.000 «ST = 89 888.0( 
Inspire, influence and get results 


PROGRAM SCHEDULE FOR 2013 


City Hi-Impact Leadership | Master Selling Skills & Public Speaking & 
| Customer Service Excellence Presentation Skills 





Mumbai |6,7,8February | 9 & 10 February 11 & 12 Februar 
Chennai | 13,14,15March — | 16 & 17 March 18 & 19 March 
Delhi 15.16, 17 May — | 18& 19 May 20 & 21 Mal 
Hyderabad | 19, 20, 21 June 22 & 23 June 














Bangalore | 4,5, 6 September [7&8 September 
* Early bird benefit: Investment prior to 10 days of schedule. 
Enroll 5 Participants. Get 6th Complimentary | Enroll 15 participants. Get 4 Complimentary 
Attend all 3 programs at only Rs. 1,40,000 (incl. taxes) per participant 
Register Now... 
Call: 011 - 26148804, 098110 39316, 098110 39603, 098110 39945 


Email: info@shivkhera.com : Website: www.shivkhera.com 
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TAKE SOLUTIONS 


TAKE Solutions Ltd. is aleading global business technology company with domain 
expertise in Life Sciences (LS) and Supply Chain Management(SCM). TAKE's SCM 
product suites include distincttechnology with embedded IP that spans enterprise 





é — Enabling Business Efficiencies 


Official qualifier for the 


World Corporate Golf Challenge mobility, trading partner collaboration and material tracking. In LS, TAKE offers IP- 
Msi based software and extensive knowledge-based solutions to enable efficient 
CORPORATE clinical, regulatory, safety and commercialization processes. It’s global 





headquarters is in Chennai, India and U.S. headquarters is located in Princeton, 
New Jersey. For more information, please visit www.takesolutions.com 
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NATIONAL FINAL PARTNER 
The TAKE Solutions World Corporate Golf Challenge-India, is the official Indian 
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THAILAND Challenge World Final, which gives Indian Corporate teams a unique opportunity to 
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Bangalore Kolkata Lonavala Hyderabad Greater Noida 
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“Hottest Start-ups” (March 22) fea- 

tured two bespectacled 26 year olds 
peering into the camera from behind a pile 
of books and cartons. Their company was 
then less than two years old, had 20 em- 
ployees and annual revenues of 
around 34 crore. 
Today, Sachin Bansal 


D» Today's 2009 listing of the 
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and Binny Bansal's Flipkart has 

2,500 people on its rolls and its monthly 
revenues are estimated at about 3200 
crore now. By any measure, it is India's 
largest e-commerce company. And 
Business Today's listing too has undergone 
a name change, we now call it 'India's 
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www.businesstoday.in/startups-2013 


Coolest Start-ups’. 

With more funding options available, the 
number of start-ups in the country is rising 
exponentially. It is difficult to estimate their 
exact number, but the pitches made to ven- 
ture capitalists (VCs) every year can be an 
indication. The Indian Angel Network, tor 
instance, evaluated 3,400 pitches in 2012, 
shortlisted 82, and ended up funding 15. 
says Sharad Sharma, one of its investors. 
The year before, it had received just 2,000 
pitches. Deal tracker Venture Intelligence 
says the number of early-stage VC invest- 
ments have grown 71 per cent in 2012 
against 2010 levels. 

The 15 start-ups fea- 
tured this time 

straddle di- 

verse sectors 
— retail, e-com- 
merce, social media, 
technology, health-care and 
biotech. They were chosen - as al- 
ways — after hours of brainstorming in 
the office, multiple conversations with 
VCs, the companies concerned, and their 
competitors. We used three main criteria: 
they should all have started after January 
1, 2009, should have witnessed early 
revenue traction, and most important, 
should have a differentiated service or 
product. They should all have thought out 
of the box. 

Is there a Flipkart in the making among 
them? Why not? € 
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By SHAMNI PANDE 


sk Bala Dutt Sharma what 
the favourite beverage 
of customers is at the 
canteen he runs at MDI 
(Management Development Institute), 
Gurgaon, and he replies: "Tzinga." 

He is not being facetious. The weird- 
sounding word is, indeed, the name of 
an energy drink made by a start-up 
whose own name is equally intriguing, 
Hector Beverages. 

The company was the outcome of a 
meeting between Neeraj Kakkar and 
Suhas Misra in 2009. Both had previ- 
ously worked with Coca-Cola India, 
Misra till 2006 and Kakkar till 2008. 
"We connected well over our shared 
passion for beverages and started dis- 
cussing how India lacked a good option 
in functional beverages," says Misra, 
now Hector Beverages' Chief 
Marketing Officer. "As the night ended, 
we were both sure of our next move.” 

They put in their own funds, and 
began scouting boutique research and 
development firms in Europe for a 
"magic" formula that would provide an 
affordable energy drink that "did not 
taste weird", as Misra puts it. "The trick 
was in getting the taste, price and pack- 
aging right," he adds. They finally set- 
tled on one such formula, adding their 
own touch to it with natural ingredients 
such as lemon and ginseng and choice 
fruit flavours — all three variants of 
Tzinga taste of different fruit. 

They also expanded their team. 
Kakkar brought in James Nuttall, a 
batchmate at Wharton. Nuttall, who 
had worked on flexible packaging tech- 
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Surfeit of Energy 


nologies at Dow Chemicals, joined as a 
co-founder, while Neeraj Biyani, an- 
other former Coca-Cola employee, be- 
came the fourth co-founder. Biyani 
took one sip of Tzinga while it was still 
being tested and liked it so much that 
he, too, jumped in to the venture. 
Another major source of support was 
Shripad Nadkarni, again formerly with 
Coke, and since then co-founder of 
MarketGate, a marketing consultancy, 
who helped with go-to-market strate- 
gies, apart from investing in the com- 
pany in his personal capacity. While 
the co-founders together put in 
i2 crore, they got another 33.5 crore 
from angel investors and 330 crore 
from venture capital funds Footprint 
and Catamaran. 

Kakkar says energy drinks in India 
are projected as premium products and 
consumed mostly by athletes, gym en- 
thusiasts and socialites — rarely by the 
average citizen. They are costly, prima- 
rily due to high import duties. Thus Red 
Bull, which controls almost four-fifths of 
India's energy drink market, costs 395 
for a 250 ml can. Tzinga, in compari- 
son, produced locally, costs 325. 

Hector Beverages is now expand- 
ing, as demand for Tzinga rises. It is 
already the top-selling energy drink in 
Goa and the north-eastern states, and 
the founders plan to increase its pres- 
ence in the country's top 30 cities. It 
has a manufacturing facility at 
Manesar, near Gurgaon, and will soon 
start another one close to Bangalore. 
The Manesar plant can pro- 
duce 170,000 cases of 12 
packs each a month. The new 
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Hector Beverages 


LOCATION: National Capital Region 
BUSINESS: Functional Beverage 
FOUNDED IN: October 2009 


LED BY: Neeraj Kakkar, Suhas Misra 
James Nuttall, Neeraj Biyani 


COOL QUOTIENT: A great-tasting 
energy drink with a crazy name 
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one will be bigger. 
with a monthly capac- 
ity of 500,000 cases. 

The founders refuse 
to disclose revenue or profit 
numbers, but say Tzinga cur- 
rently sells a million packs a 
month. Having relied so far only 
on word-of-mouth publicity, 
Tzinga will now also launch a 
television campaign, says 
Kakkar. 

The founders are well aware 
that they are up against formi- 
dable odds. Their zany website 
itself states: "Hector Beverages is 
a foolish idea. A new entrant, in 
an unproven space, out to take 
on giants with the deepest of 
pockets." It adds that even the 
company name, Hector 
Beverages, reflects their situa- 
tion — according to Greek my- 
thology, Hector, the Trojan 
prince, was killed by the Greek 
warrior, Achilles. 

But history need not repeat 
itself — Hector may well prove a 
winner in the 21st century. The 
energy market is already at 
1500 crore and growing at 40 
per cent a year. "We know 
that Achilles does not have the 
most powerful heels," says the 
website. 
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Emart Solutions India 





LOCATION: Mumbai 


BUSINESS: Creating and managing 
e-commerce platforms for brands 


FOUNDED IN: July 2009 


LED BY: Aditya Bhamidipaty, 
Srikanth Chunduri 


COOL QUOTIENT: Has found a niche 
in a cluttered e-commerce market 
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Offline for a change: Cyberspace 
architects Chunduri (left) and 
Bhamidipaty (right) take a break 
at a beach in Mumbai 





Online Brand 
Managers 





By G. SEETHARAMAN 


.R. Kaundinya, Managing Director of Hyderabad-based seeds 

company Advanta India, had not given much thought to 

investing in start-ups until two years ago. That was when à 

lawyer-friend introduced him to Aditya Bhamidipaty and 
Srikanth Chunduri, founders of Emart Solutions India. 

The duo set up Emart in July 2009 to create exclusive e-commerce 
platforms for brands and provide other web related services, such as 
managing loyalty programmes and product delivery. It did not take 
long for Kaundinya to be convinced about Emart's prospects. He not 
only pumped money into the company himself but also got his friend 
K. Raghavendra Rao, Chairman and Managing Director, Orchid 
Chemicals & Pharmaceuticals, to do the same. Rao and Kaundinya are 
among the angel investors who have invested under $4 million in the 
company. "Management of loyalty programmes and customer data- 
bases will be crucial to e-commerce in India," says Kaundinya. "This 
was what attracted me." 

Emart differs from regular e-commerce companies, such as 
Flipkart, in that it not only sells products through its domain GoVasool. 
com, but also builds e-commerce marketplaces for brands. This model 
is called ‘white-labelled e-commerce’. Emart works with 250 brands, 
including Adidas, Fastrack, Nikon, Procter & Gamble, 
and Samsung. 

“A multi-brand website is like a supermarket, while our e-com- 
merce site for a brand is like an exclusive outlet.” says Bhamidipaty, 
CEO of the company. Chief Operating Officer Chunduri points out the 
advantage of exclusivity. “What happens with portals that sell multiple 
brands by heavily discounting them is that brands are commoditised. 
We do not discount a company's products unless the company decides 
to," hesays. 

Asheesh Raina, Principal Research Analyst at Gartner, a technol- 
ogy research and advisory firm, says white-labelled e-commerce in 
India has great potential as more and more brick-and-mortar compa- 
nies turn to the Internet to sell their products. "Everybodv is trying to 
pick a niche in e-commerce and only the smart players will survive, 
he adds. 

Chunduri and Bhamidipaty, both 32, go back a long way. having 
met in high school in Hyderabad in the mid- 1990s. Chunduri attended 
the Indian Institute of Technology, Madras, and later Duke University 
in the United States. Bhamidipaty graduated from Jawaharlal Nehru 
Technological University, Hyderabad, before going on to the Indian 
Institute of Management, Ahmedabad. They kept in touch, 
and were keen on turning entrepreneurs. Both worked over- 
seas, Chunduri in New York, as a management consultant, 
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and Bhamidipaty in London, 

with a soltware company be- 

lore moving back to India, to 
Bangalore in 2008. 

Emart entered the online group buy- 
ing segment the same year, but found it 
crowded and realised their model was 
not viable in the long run. But they 
made an important discovery: compa- 
nies in India getting into e-commerce 
have to work with multiple vendors for 


technology, product delivery and cus- 
tomer care. What if they provided a 
one-stop shop for all such services? "We 
are beginning to work with e-commerce 
portals, too, but our focus remains 
brands," says Bhamidipaty. 

To a large extent, Emart is modelled 
on companies such as GSI Commerce, 
the American e-commerce and interac- 
tive marketing services provider that 
eBay acquired in 2011 for $2.4 billion. 
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It currently processes 8,000 orders a 
day, but remains tight-lipped about its 
financials. All Chunduri will say is that 
Emart has been more than doubling its 
revenue every year and will do so this 
fiscal year as well. Profit margins? It 
turned profitable for one quarter in the 
current fiscal year. "It was a question of 
whether we stick to our profitability or 
scale up,” says Chunduri. “We chose to 
scale up." 











— LOCATION: Bangalore 


nt FOUNDED IN: November 2009 





Hatti Kaapi 


E 


BUSINESS: Selling hot filter coffee 


^» 


LED BY: Mahendar U.S. 


COOL QUOTIENT: Provides a quick 
cup of steaming South Indian 
coffee at 38 


More plans brewing: Mahendar U.5. 
prepares filter coffee in the open 
on the outskirts of Bangalore 











72 Hot Pursuit 


By K.R. BALASUBRAMANYAM 


n November 2009, a tiny coffee outlet sprang up 





Bazar, a busy shop-lined street in South Bangalore. Nan 
Kaapi, it was about twice the size of a paan shop, and di 


have chairs. But business soon grew brisk, thanks la 
unusual combination it sold — khara bhath (or upma) 
hot filter coffee — for just 312. Standalone hot coffee, at 
very popular, too. 

The Gandhi Bazar shop no longer exists, but the bran 
27-outlet chain. There are Hatti Kaapi shops in Bangalor 
and Hyderabad, at the Bangalore and Hyderabad airports, a 
the campuses of some information technology companie: 





rc 


range from 100 to 250 sq-ft. A cup of coffee now sells at 18 at i 
lets, and X15 at the airports. The Bangalore airport outlet rece! 


a distinguished visitor — Infosys founder N.R. Narayana Mu 
“We sell between 30,000 and 50,000 cups of colle: 
40-year-old Mahendar U.S., who founded Hatti Kaapi alter 
in the coffee bean trade in his hometown Hassan in Karnat: 
Hatti Kappi employs about 120 people. and buys its 
Karnataka's Chikmagalur district. Starting with a modest in 
1 lakh, it has gradually increased its investment to 12 cror: 
had a turnover of about 37 crore in 2011/12. Mahendar say 
been profitable, given his low overheads. He adds that Hatti 
to add 13 outlets in 2013, including five in Chennai. "In ter 


expenditure, one airport outlet is equal to five outlets elsew! 


Balaji A.R, Head of Operations. 

Mahendar attributes his business's success to sound 
strategic inputs from T.S. Lakshmana Swamy, a Hindusta 
veteran, who is now part of the Hatti Kaapi team. 

Sunalini Menon, coffee expert and founder of Bangalore 
consulting firm Coffeelabs, says Hatti Kaapi follows all the ru! 
ing good filter coffee. “The consumer gets both quality and qi 
low price,” she says. "And they are expanding slowly and í 

Mahendar holds up a copy of Business Today (Mas | 
cover features Café Coffee Day founder V.G. Siddhartha. He sa 
of many entrepreneurs inspired by Siddhartha s phenome 
"It is my big desire to have him open one of our outlets,” hi 
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— Bookless in the Classroom 









By E. KUMAR SHARMA Ram Gollamudi, 37. one of the co- Madras, and became operational in 
he mechanic works on mo- founders of Edutor and its CEO. The April 2010. 
tors, the accountant has his company's annual subscription costs Edutor learning solution is cur- 
computer. Were a school between 31,500 and 33,000 per stu- rently in use in 20 schools and coach- 
student to work on a ma- dent, depending on the grade she is ing institutions across Hyderabad, 
chine or device, what should it be studying at. Edutor's tablet costs Bangalore and Delhi, teaching about 
called? Edutor, decided the group of 16.500 for a seven-inch device and 4,000 students. "We will get to 
engineers, all alumni of the Indian 110,000 for a 10-inch one, but the 50.000 to 40,000 students by 
Institute of Technology (IIT), Madras, data can be accessed using any other December 201 3," says Gollamudi. 
when they founded Edutor tablet as well. The potential is huge. "Every 
Technologies in August 2009. How did it all begin? In 2009, year, 20 million children enter 
The group wanted to enhance the Gollamudi was contemplating moving schools. Spread over 10 classes, there 
learning experience in schools with an back to India from the United States, are roughly 200 million children in 
interactive digital medium that could where he worked for a venture capital schools in a year, hardly any of them 
be used within and outside the class- firm, investing in early-stage technol- use this medium," says Gollamudi. 
room. They created a solution that ogy companies. He realised the power "Even if 10 per cent or 20 per cent of 
digitizes school textbooks and other of touch-screen devices when his four- these children start doing so, it would 
learning material so that students no year-old son was attracted to the one mean 20 million to 40 million chil- 
longer need to carry as many books to he used. He also noticed that the chil- dren overall," says Gollamudi. And if 
school and back as before, but can dren oí his relatives and friends were Edutor gets even 10 per cent of this 
access study material on their touch- keen on a digital learning medium, but market, it would mean two million 
screen tablets. They can even take their parents discouraged them fearing users, he adds. 
tests and submit them digitally using they would spend more time on social There are challenges as well. 
the same tablets, and the teachers in networking sites and online games if Broadband coverage in the country is 
turn can download the tests using the they had free access. Gollamudi then still poor, there is also lack of 
company s cloud services. teamed up with three friends to build a awareness. "It is a new space. 
"The teacher can act on the data digital learning platform. The start-up Though people know the use 
rather than having to collect it," says was incubated at their alma mater IIT of this medium for entertain- 





Edutor Technologies 
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LOCATION: Hyderabad 
BUSINESS: Digital learning 
FOUNDED IN: August 2009 


LED BY: Ram Gollamudi, 
Co-founder and CEO (in pic) 


COOL QUOTIENT: An interactive 
solution for school students 
and teachers using 
touchscreen devices 
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Reliance "T——— a — 
Tax Saver (ELSS) Fund ReLIANCe 


(An open ended Equity Linked Savings Scheme) 





Mutual Fund 


9 lakh 
NE ‘olios eee 


have been opened in 
Reliance Tax Saver (ELSS) Fund 











Invest Today!! 





= Tax saving = Growth potential 


Call us on 1800 300 11111 | www.reliancemutual.com 
SMS *'ELSS' to 561617 


*Approximately 9 Lakh folios have been opened in Reliance Tax Saver (ELSS) Fund since inception i.e. September 22, 2005 
till November 30, 2012. These details are only based on the subscriptions received in the folios and does not take into 
consideration any redemptions, which may have been carried out in this scheme by the investors during this tenure. As on 
November 30, 2012, this scheme had 5,69,398 folios. 

The tax benefits are as per the current Income Tax laws & rules and any other law for the time being in force. Investors are advised to consult 


their tax advisors before investing in the scheme. Investment in Reliance Tax Saver (ELSS) Fund is subject to lock in period of 3 years from 
the date of allotment of units. 


Tax Savings u/s 80C of Income Tax Act. SMS charges apply 
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Mutual fund investments are subject to market risks, read all 
scheme related documents carefully. 











ment, the challenge 
| lies in conveying to 
them its great po- 
tential in educa- 
tion," says Gollamudi. 
The company expects 
to close the financial year 


2012/13 with a revenue of 


1» crore. It began with seed 
capital of just 31.5 crore, 
getting an additional 32 
crore from Hyderabad 
Angels, a group of angel 
investors, in January last 
year. Half the amount 
came from Sashi Reddi, a 
serial entrepreneur and the 
founder of AppLabs, a soft- 
ware testing company ac- 
quired by Computer 
Sciences Corporation in 
September 201 1. Reddi ac- 
knowledges the hurdles 
ahead. "This is a new mar- 
ket that will take time to 
evolve," he says. 

What made him invest 
then? "I bet on the team," 
he says. "That was the 
strongest thing about this 
venture. It had a commit- 
ted team of founders, who 
initially pitched in with 
their own resources." He 
intends to invest even more 
though he knows it could 
be a long wait — "up to five 
years or so," he says — for 
the company to acquire 
reasonable size. 
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Reaching out: - 
Aurus Network s 
Piyush Agrawal 
displaying his 
distance 
learning device 


By GOUTAM DAS 


hile studying for his 
Masters in Electrical 
Engineering at Stanford 
University in the United 
States in 2008, Piyush Agrawal took a 
close look at the institute's extensive on- 
line distance learning programme. He felt 
the programme could be run at a fraction 
of the cost it was incurring without com- 
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Bangalore 


Online distance 
learning infrastructure 


July 2010 


Piyush Agrawal 
(in pic) 

It 
charges far less than 
other such service 
providers, delivering 
online lectures remotely 
at super-low bandwidths 


promising reach or quality. He told the 
authorities so, but Stanford was not inter- 
ested in cutting costs — it was making 
enough money. 

India was a different story. On his 
return, Agrawal, a Bhopal resident, 
found plenty of takers for low-cost online 
education at the Indian Institutes 


of Technology and other leading 2 


engineering colleges. He thus 


[ | nothing like anything 
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4 decided to start Aurus 
Network, initially in 
Bhopal in 2010, but 
shifted to Bangalore in 
mid-201 2. 

Aurus Network provides the 
tools for video creation, video man- 
agement and video delivery. It does 
not create any content, but gives 
customers a 'proprietary box' pro- 
grammed with its own software. 
The software, compressing the feed 
from a high-definition camera and 
a microphone, sends it to servers in 
Singapore, Delhi and Hyderabad, 
Irom which it can be accessed by 





distance learners using their lap- 
tops. It already has around 25 cus- 


tomers, including the Academy of 


Commerce in Delhi and tutorial in- 
stitutes such as Career Launcher 
and Career Point. Institutes can 
deliver live lectures to as many as 
70 centres from a single location. It 
charges just 310 per end point per 
hour — if an institute delivers lec- 
tures to four locations, there are in 
all five end points and Aurus earns 
an hourly 150. 

"Our solution works on a super- 
low bandwidth. It is designed for 
bandwidths from 100 kilo bits per 
second onwards," says Agrawal. 
"We have designed the video com- 
pression algorithm in such a way 
that it compresses the video in a 
format where we are able to deliver 
good quality at low bandwidth." 

Aurus also provides a course 
management system using which 
institutes can store class schedules, 
lectures and videos that students 
can download any time they want 
to. "People miss classes, do not un- 
derstand things," says Agrawal. 
"They would want to revise by 
watching videos or lectures again." 
He believes this, too, is a key differ- 
entiator for Aurus. "Most video 
streaming companies do not offer a 
way to manage the content. We of- 
fer an analytics module as well to 
help institutes measure which con- 
tent is proving popular,” he adds. € 
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Customised 
therapy: Majumder 
(left) and Sundaram 
(right) believe 
treatment for every 
cancer patient 


should 


be different 














By GOUTAM DAS 


wo Indian-origin scientists in the United States felt 
the world needed to rethink conventional drug 
therapies for cancer patients. Pradip K. Majumder, 
a professor of oncology at the Harvard Medical 
School, and Mallik Sundaram, a faculty member at the 
Massachusetts Institute of Technology. formed a company 
called Mitra Lifesciences in 2008, but the technology they 
envisioned needed to be tested on a large group of patients. 
India called. They moved to Bangalore, dissolved Mitra 
Lifesciences and in 2009, incorporated a new entity in India, 
Mitra Biotech. The company has since stirred much debate 
in scientific circles with its technology platform, Oncoprint, 
which analyses — in just seven days — a range of drugs to ar- 
rive at the right fit for a cancer patient, . 

"Cancer is a genetic disease. Every cancer is different. 
There is a big mismatch today between the drug and the 
patient," says Majumder. He cites the example of HER2+ 
cancer, a type of breast cancer. All HER2- patients are ad- 
ministered a drug called Herceptin, which has a multi-bil- 
lion dollar market. "The problem is that if we give the 

















For Your 
Treatment 
Only 
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medicine to all HER2+ patients, only 30 to 40 per cent re- 
spond and are cured. Our technology accurately predicts 
which patients Herceptin will work on. Other patients can 
opt for other drugs,” he adds. Such an approach is also cost 
effective, since anti-cancer drugs are all very expensive. 
Depending on the type of cancer, a patient could spend up to 
150 lakh a year. 

Mitra Biotech’s technology of arriving at a suitable drug 
is different from approaches of many other scientists and 
companies in the segment. Some companies are focusing on 
what is called a ‘biomarker-based’ approach to figure out the 
likelihood of response to a particular treatment. Biomarkers 
are substances found in the blood that help determine a dis- 
ease. Biomarkers are better suited to find out which drugs may 
not work in a group of patients rather than trying to predict 
which ones may work best on a patient. 

Some companies, such as US-based Champions Oncology, 
use the ‘xenograft mouse-based’ diagnostic model to deter- 
mine personalised cancer treatment — the human tumour is 
transplanted in mice where it is allowed to grow and then 






Mitra Biotech 


LOCATION: Bangalore 
BUSINESS: Biotech/cance! 
FOUNDED IN December 


LED BY: Mallik Sundaram 
Pradip K. Majumder 


COOL QUOTIENT: [he compar! 
technology platform, Oncop 
analyses multiple drugs to a 
at the best fit for a cancer p 
in just seven days 
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tested with different drugs. 
Majumdar, has its limitations since it takes three to six n h 
for the tumour to grow inside the mice and by then th 
larity with the human tumour may be lost. And not all | 
man tumours grow in mice. 


The xenograft 1 


Mitra's technology is based on a real-time exp 
company cultures the cancer tumour in an incubator 
it the same micro-environment on a laborat: 


-— 


have inside the body. Drugs are then introd 
mour and each of them tested for the respon 
collates all the data, compares the drugs and ran! 
on the suitability for a particular patient. 


p" 


Mitra's only customer so far has been Hea 
Enterprises (HCG). a cancer-care provider with a netv 
25 centres across the country. Founder and Chairman 
Ajaikumar, a reputed radiation oncologist, believes Mitra 
special. "The idea is very good. It could be path-breaking il it 
works out," he says. 

The early response from patients has | 
couraging, but the company still has a long v 
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go, adds Ajaikumar. “It isa 
study in progress and we are 
still collecting the data and 
doing comparative studies," he says. 
Mitra currently charges $600 
(333,000) from a patient. HCG says 
using Mitra's approach is a voluntary 
offer made to patients. The company 
says it gets about 40 patients per quar- 








ter and expects to end 2012/13 with 
revenues of $100,000 to $120,000. 
Next year, it expects at least 500 pa- 
tients in India. 

The start-up is now eyeing the more 
lucrative US market as well. It is validat- 
ing its technology with the Cancer 
Treatment Centre of America, a for- 
profit hospital chain. "The business delta 





is much higher outside India. For the 
same technology, we can bill patients at 
$4.000," Majumder says. 

There are very few Indian biotech 
companies that have been able to make 
it big abroad. Mitra, whose tag line ex- 
plains its name — "your friend in the 
fight against cancer" — may just reverse 
the trend. @ 


_ Website Designing 
7 for Dummies 





By MANASI MITHEL 


hen several photographer friends 
asked Gurpreet Singh to create 
their websites, the New Delhi- 
based digital designer decided to 


technology designer, developed Pixpa.com, a 
do-it-yourself web designing platform, using 
which creative professionals can showcase and 
sell their work online. "You don't need any 
favours with Pixpa. It's easy," says Singh, the 
company's CEO. 

The company was first incorporated in the 
United States in January 201 1 as Pixpa Inc. A 
year later, the company was incorporated in 
India and called Pixpa Digital Pvt. Ltd. All op- 
erations of both the companies are run out of 
its Okhla office in New Delhi. 

Pixpa Digital offers a range of design tem- 
plates that enable people with little or no tech- 
nical skills to easily create their own websites. 
Photgraphers, artists and videographers can 
use Pixpa to share their work online — photo- 
graphs, videos, slideshows, blogs and social 
media links — using multimedia tools, all by 
making a one-time payment of 38,000 to 
116,000. “Year-round multimedia and social 
networking upgrades are included in this with 
no additional charge for hosting," says Singh. 
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The cost of getting a custom-designed website 
is more than 320,000, apart from 35,000 to 
35,000 paid to the website host. 

Pixpa has an integrated e-commerece plat- 
form that aid photographers sell their work. 

It may be the new kid on the block, but the 
32.7-crore start-up already has 3,000 subscrib- 
ers. Indians account for just 15 per cent of its 
subscriber base at the moment, but Singh says 
Pixpa has been growing at a rapid pace in India, 
too. The firm's initial funding of 31 crore came 
from IdeazInc, a design and digital solutions firm 
headed by Singh. Barely a year after starting in 
India, it is making profits. "In just the last six 
months, we grew at 150-160 websites per 
month," says Singh. 

Pixpa's first client was Mustafa Quraishi, a 
well-known photographer with little time to 
manage his massive portfolio. "The last two 
times I tried to set up my website through some 
freelance web designers, it took a year and the 
website still didn't go up. I got my current web- 
site up and running within two weeks," he says. 
It takes only a few hours now for a new sub- 
scriber to get a website up and running. 

Though such platforms are common in 
Europe and the United States, Pixpa is one ofthe 
first of its kind in India. "Internationally, it is a 
billion-dollar market, but here in India we don t 
have any competition,” says Singh. € 
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FinanceAsia 


Awards 


MCX IPO 


asthe 
“Best Midcap Equity Deal" 
in the 
Entire Asia Pacific 
for 2012. 

















Key Selection Criteria - 


The IPO was oversubscribed 54 times excluding the 15% anchor tranche 


Retail portion of the IPO was oversubscribed 24 times 


Qualified Institutional Buyers (QIBs) segment was oversubscribed 49 times 


HNI tranche was oversubscribed 150 times 


- FinanceAsia, a leading publication in the Asia Pacific region, presents FinanceAsia Achievement Awards every 
year in recognition of Asia Pacific's best deals for the last 15 years. 
* Midcapin the Asia Pacific context. 





















T Exchange in the Asia Pacifi 
to receive this recogr tion 





"ü Asia Pacific Region: 
Australia | Bangladesh | China | Hong Kong | India | Indonesia | Japan | Korea | Malaysia | Myanmar 
New Zealand | Pakistan | Philippines | Sri Lanka | Singapore | Thailand | Vietnam 


-Partial list in alphabetical order 


— _ Highlights —— 


" MCX is the key and critical institutional framework for commodities trading in India complementing 
equity, debt and currencies, leading to a complete and comprehensive Financial Infrastructure of 
Organised Regulated Markets (FIORM), that makes India at par with the FIORM of the 
developed economies. 

. MCX has 2,0002 members and 3,00,000+ terminals spread across 1,500+ cities, which is 
estimated to have generated employment opportunities for over 1 million people. 

. MCX, being India's 1* listed exchange, has put the Indian exchange industry at par with the 
developed countries including the United States of America (CME, NYSE, NASDAQ), the United 
Kingdom (LSE), Germany (Deutsche Bórse), Hong Kong (HKEx), Singapore (SGX), Japan (OSE) and 
Australia(ASX). 

. MCX's listing has added 3,00,000 more shareholders to the family, placing it among the top 50 
companies in India in terms of shareholder base on the first day of listing. 





` MCX has been paying dividends since the very first year of its operations. 

E MCX is the first and the only exchange in India to appoint a former High Court judge as the Exchange 
Ombudsman. 

: MCX is the first Indian Exchange to express an affirmative vote for RTI. 

` MCX is the only commodity exchange in the world to report its Sustainability performance. 








MCX 


METAL & ENERGY 
Trade with Trust 


India's no. 1 commodity futures exchange* | World's no. 1 in gold and silver' | World's no. 2 in natural gas 
World's no. 3 in crude oil“ World's no. 3 commodity futures exchange” 


Source: “Derived based on data maintained by FMC. #Based on the comparison of trading volumes (in terms of the number of commodity futures contracts traded) for the calendar year 
sourced from the websites of exchanges and FIA. ##Data published for the calendar year 2011 on the websites of exchanges and FIA Annual Volume Survey released in March 201; 
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CloudMunch 


| LOCATION: Bangalore 

|) BUSINESS: Software 

© development automation 
© and management platform 


FOUNDED IN: September 2011 


LED BY: Prasanna 
Raghavendra (in pic), 
Pradeep Prabhu 


COOL QUOTIENT: Helping 
smaller IT companies deliver 
software faster, cheaper, 
better 
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By GOUTAM DAS 


etween the writing of a software code and its delivery 
to a customer, often falls a shadow - long delays. 
Developers write code, but it has to be then integrated, 
tested at multiple levels and validated by a product 
manager before it can be deemed ready. Often coders and testers 
cannot see each other's work simultaneously, leading to a time 
ag in communication and. in turn, in meeting customer needs. 
While large information technology companies, such as Infosys, 
ave designed in-house processes to overcome such delays, the 
majority of smaller software companies have not. 
CloudMunch has stepped up to help solve their problem. 
Founded in September 201 1 by two former Infosys 
, executives, Pradeep Prabhu and 
| 4 A Prasanna Raghavendra, it has cre- 
EM yt , ated a platform where developers, 
dip testers, web architects, programme 
» managers, the operations team of 
the company, and even customers have access to a single dash- 
board that tracks the progress of a code being prepared in real 
time. "It is a collaboration, management and orchestration 
platform for software applications." says a T-shirt clad, youthful 
Prabhu. CEO of CloudMunch. "Running apps was in our DNA 
and we thought creating a way to develop and deliver software 
faster was a huge opportunity." In geek lingo, just as there are 
companies offering 'software-as-a-service' (SaaS), CloudMunch 
provides 'platform-as-a-service' (PaaS). 

Housed in a peach coloured, single storey building in 
Bangalore's Jayanagar, employing 15 techies, CloudMunch has 
so far bagged around 20 customers. One of the earliest was 
Jamcracker, a firm providing cloud services brokerage solutions. 
"For us, the time taken from conceptualising a code to making 
it production ready has reduced by about 20 per cent since we 
started using CloudMunch's solution," says Manish Jain, 
Managing Director of Jamcracker's India operations. "Its value 
lies in continuous integration." The term refers to the need for 





— 


FE 


\ developers, every time they change a software code, to integrate 


it with other codes in the application, and run tests to catch bugs 
early. Jamcracker founder K.B. Chandrasekhar has funded 
CloudMunch through a venture capital fund he runs. 

"Though the market is still nascent, a platform like 
CloudMunch should have a very strong value proposition," says 
Ranjith Menon, Vice President, IDG Ventures. But a global rat 
race may well be starting in this segment. US-based CloudForge, 
for instance, released a version of what it calls ‘development 
Platform as a Service' in April 2012, while CloudBees, started in 
the US in 2010, even before CloudMunch, helps customers move 
their entire Java application lifecycle to the cloud. € 
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“Hurry! Make the most of low Interest Rate and Processing Fee waiver now. 





The wait to own your dream home is now over. Union Bank of India has reduced its rate of interest 
on home loan to 10.50%* p.a. And not just this, our home loan brings a host of other benefits to you 


e Sanction in 5 days Ħ Maximum tenure upto 25 years «Interest charged on daily reducing balance 
e No prepayment penalty «Online application facility « Top up loan facility 


# Floating rate linked to Bank's base rate 


Helpline Nos.: 1800 22 2244 (Toll free no.) dae 
022 2575 1500 (chargeable) 
022 2571 9600 (for NRIs) ATD flen 
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Ear to the ground: 
Sachin Chhabra 
(extreme right) 
observes a salesman 
at work at a provision 
store in Mumbai 
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force management 


September 2010 
Sachin Chhabra 


| IT: Enables 
brands to track thousands of 
indirect salesmen engaged 
in last-mile sales 








By TASLIMA KHAN 


ill he set up peel-works, 
Sachin Chhabra, 39, had 
spent his entire career — 
from 1996 to 2010 - with 
fast-moving consumer goods (FMCG) 
giant Hindustan Unilever. That pe- 
riod saw a huge surge in the indirect 
sales force of FMCG companies. 
Expertise levels required of sales staff 
also rose. Other industries, such as 
financial services, business process 
outsourcing and telecom, similarly 
employ thousands of people on the 
ground indirectly, and also need them 
to function effectively. 
sales are the outcome of competent 
sales staff spending an optimal amount 
oftime with the consumer. "For a large 
company like Hindustan Unilever. 
which indirectly deals with over 6,000 
salesmen, every single salesman is re- 
sponsible for over 31 crore of sales an- 
nually," says Chhabra. "Ninety per 
cent of these are employed, not by the 
company itself, but by its distributors. 
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many of whom don't even bother to 
mark the attendance of the salesper- 
sons reporting to them." 

Chhabra's firm, peel-works (it spells 
its name without capital letters), ena- 
bles companies to keep tabs on people 
who close the sales cycle to check 
whether they are performing opti- 
mally. The start-up's cloud-based solu- 
tion, called 9 Yards, gives companies 
analytics data on nine parameters to 
measure the performance of sales staff. 
This includes information about how 
much time sales people spend on the 
ground, how many distributors or 
salespersons are required in each given 
area, the top performers and the under- 
performers, how much they are paid 
by the distributor, and so forth. Much 
of this information comes from the 
distributors and staffing companies. 

"That is rich predictive analytics for 
companies, enabling them to take the 
necessary steps required to boost their 
sales outcomes," says Sandeep 
Lakhina, Co-founder, peel-works, and 


former chief operating officer at 
Starcom MediaVest Group. 

“Most large companies are not do- 
ing enough in terms of hiring and 
managing of their sales force,” says 
Srikant Sastri, a member of the Indian 
Angel Network who along with others 
invested a total of 33.25 crore in peel- 
works in November 201 1. "More and 
more organisations are realising this. 
That is why peel-works's offering is 
compelling and scalable." 

Chhabra's first client was his old 
employer Hindustan Unilever. Other 
big clients followed, including Tata 
Sky and Lakme Salon, all of which 
pay peel-works based on the number 
of sales staff managed by their 
distributors. 

The start-up has a team of 35, and 
expects revenues of 34 crore by March 
2013. It is eyeing 15 to 20 large clients 
by the end of 2013, and is also work- 
ing on a new version of its cloud-based 
product targeted at small and medium- 
sized companies. 
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~ Winning Arts and Minds 


By GOUTAM DAS 
lew weeks ago, Gurupriya Atreya, a Bangalore- 
based radio jockey as well as playback singer for 
Tamil, Telugu and Kannada films, got an intrigu- 
ing phone call. Madhav Ayachit, a guitarist work- 
ing for Qyuki, a new social media site, wanted to know if she 
was willing to collaborate with other singers, lyricists and 
composers to record a song and cut a video. Atreya agreed 
without hesitation. The result was a number, Through My 
Eyes, which mixed the extremes — classical alaaps with rock. 
While Atreya sang the classical section, the rock came from 
Akhil Unnikrishnan, a vocalist with a rock band Heretic. As 
for the video, it was shot by users handpicked from Oyuki's 
members. "Oyuki is a great platform to get noticed," says 
Atreya. "I would never have imagined I could do a song with 
both Hindustani classical and rock in it." 


State-of-the-art: CEO Poonacha Machaiah 
(in crimson T-shirt) at a jamming session with 
colleagues at Qyuki's office in Bangalore 





Qyuki 


LOCATION: Bangalore 
BUSINESS: Social platform for creative talent 
FOUNDED IN: Summer of 2010 


LED BY: Shekhar Kapur, A.R. Rahman, 
Poonacha Machaiah 


COOL QUOTIENT: Users can hope to collaborate, 
be mentored, noticed, and ultimately find a 
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Facilitating and bankrolling collaboration between 
creative minds is just one of the things Qyuki does. Its pri- 
mary objective is to provide a platform for singers, photog- 
raphers, filmmakers, artists, graphic designers, writers and 
others to showcase their work to a worldwide audience. The 
company has star backers — it was founded in the summer 
of 2010 by filmmaker Shekhar Kapur and music composer 
A.R. Rahman. CEO Poonacha Machaiah brings in the tech- 
nical expertise. "We love to watch movies, we love to sing. 
Shekhar knew the movie part well, Rahman the music part. 
I got the technology play,” says Machaiah. Together, they 
aim to make Oyuki a platform for performing arts and fine 
arts, as well as a marketplace for creative minds to earn 
money from their work. 

"There is tons of talent in India but it never gets 
exposed because there is no platform," says Machaiah, 
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explaining the rationale behind Oyuki. "You can put up a 
lot of things on YouTube. But who is going to pick that up? 
Our goal is to find creative talent a market." Incidentally, 
the name Qyuki itself is open to interpretation. "Shekhar 
came up with the name and tweeted it before the launch. 
People in Japan said it means warrior. In India, some said 
it was a first sign of love. It could also mean because," says 
Machaiah, who these days brings his one-month-old pup. 
Hera, to work. 

The website was launched on December 5 last year with 
funding from Cisco. Qyuki has already started making rev- 
enues, quite rare for a social media site this young. Samsung 
and Dell are early advertisers. Machaiah expects to see 
strong revenue from four buckets: advertising, brand spon- 


sorship, subscriptions (for those who want a higher level of 


service such as downloads) and a marketplace. The market- 
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place will be introduced in March, allowing 
content. The company will keep an undisc! 
of every sale. 

Right from the beginning, the attempt v 
the site from other social networking sites 
The user interface is very different from Fi 
stance. And unlike in Facebook, one can! 
graph. Instead, there are ‘emographs toe 
joy. pride and so on. 

The early traction has been encouraging 
5, 2012, when the site was officially launch: 
1 2.000 people have registered as membe 
claims it has clocked about 700,000 pa; 
average engagement time of more than s 
can sustain those numbers, indeed, impro: 
will be a name to watch out for. € 
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Baby steps: Rishi Dixit collecting an 
infant's urine sample to examine it for 
genetic disorders at Navigene's Mumbai 
lab. Such testing is still rare in India 
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By TASLIMA KHAN 


he name sounds innocu- 

ous, but Maple Syrup 

Urine Disease is a deadly 

genetic disorder. It is in- 
herited, and those affected cannot 
break down certain proteins. 
Vrushali Joshi, Chief Technology 
Officer at genetic diagnostic firm 
Navigene Genetic Science, has 
personally seen 40 to 45 cases 
and says it is one of the most com- 
mon high-risk diseases in Indian 
babies. "The urine of the baby 
smells sweet, like maple juice. It 
can cause mental retardation or 
even death within five to seven 


Mumbai 


Genetic diagnostics 
and research 


August 2012 
Rishi Dixit, Vrushali Joshi 


Screens babies to 
detect genetic defects early, so 
they can be effectively managed 


days of birth." About 50 per cent 
of the babies she saw with the 
disease died. 

Other life-threatening disor- 
ders among newborns include 
Methylmalonic Acidemia, which 
can cause breathing problems, 
brain swelling, stroke and coma; 
and Biotinidase Deficiency, which 
can lead to developmental delays, 
hearing disorders and eczema. 

While testing for genetic disor- 
ders to rule out inherited health 
problems is yet to catch on in 





India, in the United States, the 
government spends billions of dol- 
lars providing such screenings. 
^acteriologist and physician 
Robert Guthrie began it in the late 
1960s. Today, private companies 
such as PerkinElmer also offer 
such screening of newborns. 

In India, Navigene is one of the 
early movers in genetic screening 
of babies. The company was co- 
founded by Joshi and Rishi Dixit, 
33, last year. It collects urine sam- 
ples of newborns from hospitals 
and paediatric clinics across six 
major cities and tests them at its 
lab in Thane, Maharashtra. The 
test results are released in 48 to 72 
hours. The samples are tested for 
as many as 110 possible genetic 
disorders, which are medically 


known as Inborn Errors of 


Metabolism or IEM. 

"Genetic diagnostics for new- 
borns is at the stage at which stem 
cell banking was five years ago." 
says Dixit, who tested 600 samples 
in November 2012 and is target- 
ing 15,000 samples in 201 3. 

The potential market is huge. 
given the number of babies born in 
India, though the chances of tests 
revealing abnormalities is just 
about two per cent. "India pro- 
duces over 51 babies per minute, 
the highest in the world,” says 
Surojit Nandy, Co-founder at in- 
vestment firm IncuCapital, which 
has invested in Navigene. "As 
awareness improves, the number 
of tests can go up to two million 
samples in a year from less than 
30,000 currently." 

Navigene is also counting on 
increasing affordability as a driver 
of growth. There are different test- 
ing packages. ranging from 
15.500 for screening for 
1 10 disorders, to 32,000, 
which checks out the 
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eight most common disorders. 
If a sample tests positive. coun- 
selling is provided to parents 
alter which paediatricians follow up 
with how to manage the problem 
through diet changes, among other 
things. "Genetic disorders can only be 





managed. not fully treated. But aware- 
ness at the earliest stage helps a lot," 
says Dixit. 

He is targeting 320 lakh in reve- 
nue by March 2013. But there are 


bottlenecks. "These tests are unlikely 
to become part of the medical protocol 


— Ahead of the Game 





in India at least in the short run be- 
cause of accuracy concerns," says Dr 
Balbir Singh, Chairman, Department 
of Cardiology. Medanta Medicity 
Hospital, Gurgaon. "Doctors are advis- 
ing parents to opt for genetic screen- 
ing of babies only when there is a high 


By TASLIMA KHAN 
W ^W oorvi Agarwal's first day at work was a lot of 
fun. The sales executive at travel website 
MakeMyTrip's Kolkata office spent most of her 
time quizzing on the computer with several oth- 
ers who had joined the company the same day. Were 
Agarwal and her colleagues goofing off at work? No, they 
were taking part in a unique induction programme that 
uses online games as an ice-breaker for new employees. 
The games are the brainchild of Pune-based 
MindTickle, a year-and-a-half-old start-up that provides 
web-based "gamified" training and orientation products 
for companies. Started by four employees of online ad 
network company PubMatic, it uses its two products, 


Fun and games: The four 
founders of MindTickle 
take a breather from work 
at a club in Pune 


"UN 9 


Allboard and Hifli, for training and team-building pro- 


grammes, so that new employees can settle in quickly. 
"These products have proven to be great entry points into 


large companies," says Dinesh Katiyar, Partner at ven- - 


ture firm Accel Partners, who seed funded in the start-up 
in January 2012. 

MindTickle began small, but has already carved a 
niche for itself. It has a string of 20 marquee clients, in- 
cluding Yahoo! India, mobile ad network InMobi, finan- 
cial services firm Bajaj Finserv, online retailer Flipkart 
and software firm SAP. “One of our earliest clients was 
InMobi, which has completely replaced its offline induc- 
tion training programmes with our solution," says Mohit 
Garg, Co-founder of MindTickle. 
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risk of the baby inheriting critical ket, but that is also an opportunity. 


diseases because of the family his- “Big hospital chains would preter 
tory." One of the biggest challenges to outsource these tests to compa- 
for Navigene will be to prove the nies such as Navigene because of 
accuracy of its tests. the lack of expertise and low vol- 

Another challenge is the lack umes — few people currently opt for 
of experienced talent in the mar- these tests,” says Nandy. € 







MindTickle' didus essentially targeted at companies - 
in information technology, telecom and instcial services, which ` 
recruit a large number of people every year. "The ITeS sector 
alone adds about 50,000 jobs annually. The market size of in- 


duction of new hires alone is over $100 million in India and over S nweta S SI O nS are 
$1 billion globally,” says Krishna Depura, another of the found- à š ' 

ers. bridging barriers 
face after inducting new hires — that of delivering learning for th e e | S a D | ad 


MindTickle is solving a fundamental problem organisations 
programmes effectively and creating team spirit between offices 
located in different places. “Sometimes the CEO is in the elevator "—— 
with the new hire but neither recognises the other," says Garg. As 2 computer teacher Tor the hearing 
MindTickle's software solutions help companies engage with impaired, Shweta faced a tough 


employees right after they receive their offer letters. € challenge - sign language lacked a 
vocabulary for computer instruction. 


Undaunted, she decided to simplify 
learning for her students. Shweta 
attended Microsoft's teacher training 
program that empowered her to be 
innovative and helped her create a 
new sign language to bring alive the 
world of computers for her students. 
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LOCATION: Pune 


BUSINESS: Social and gamified 
learning platform for enterprises 


FOUNDED IN: August 2011 


LED BY: Deepak Diwakar, Mohit 
Garg, Krishna Depura, Nishant 
Mungali (in pic, from L to R) 


COOL QUOTIENT: Creates online 
games which companies can use 
B to make induction of newcomers 
and learning programmes for 
HMM more fun 
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Project Shiksha: More than 723,000 
teachers trained, over 36 million 
students impacted. 
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Hope it clicks: Gaurav 
Singh Kushwaha 
photographs models 
wearing his jewellery at 
a studio in Bangalore 
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BUSINESS: Online jewellery 
store 


FOUNDED IN: August 2011 


LED BY: Gaurav Singh 
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COOL QUOTIENT: Provides 
affordable jewellery with 
innovative designs over 
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Gem of an Idea 





By GOUTAM DAS 

ll that glitters is typically expensive, but it is still possible 
to make a fashionable purchase for less than 310,000 
if vou do so at Bluestone, the online jewellery brand of 
New Age E Commerce Services. 

The affordable jewellery it provides sets Bluestone apart from 
most other jewellery stores, whether brick-and-mortar or online. 
"We are not selling thick and heavy wedding jewellery," says 
Gaurav Singh Kushwaha. "We are more into everyday jewellery, 
which people generally gift one another and which is somewhere 
between a planned and an impulse purchase." 

The company, co-founded by Vidya Nataraj and Kushwaha in 
August 2011, launched the site seven months later. Since then, 
the number of transactions has grown every month. About 40 per 
cent of them are with customers in Tier-II and Tier-IlI towns, 
where getting jewellery with modern designs is next to impossible. 
Nataraj is no longer part of the company. 

Kushwaha is not a first-time entrepreneur. In 2006/07, he 
started Chakpak.com, a content site about Indian movies. It did not 
do well and some assets were sold to Flipkart in 2011. With 
Bluestone, he appears more confident. "The size of the Indian jew- 
ellery market is about $40 billion. It is a scalable category." he says. 

But are consumers ready to buy jewellery without seeing the 
actual item, touching and feeling it? "The brand is way more im- 
portant than touching and feeling the product," he says. "Lots of 
people buy an engagement ring because some celebrity wears it. 
They buy from a catalogue." One of the ways Bluestone is trying 
to instil confidence in potential customers is by offering to refund 
the amount paid if the product is returned within 30 days. 

Although Bluestone sells jewellery items such as pendants that 
cost as little as 33,000, the average selling price is around 310,000. 
If that seems high, given Kushwaha's claim of providing 'afford- 
able’ products, it is because of the soaring price of the yellow metal 
lately — gold earrings worth 110,000 today would have cost 
14.000 three years ago. 

The company clocked revenues of more than 31 crore in 
November and expects to close 2012/13 with about 310 crore. It 
received 320 crore in funding in August 201 1 from venture capi- 
tal firm Accel Partners and Meena Ganesh, CEO and Managing 
Director of Pearson Education Services. Bluestone is using the 
funds to set up a manufacturing facility, and to market products. 

Ganesh is confident of her investment. She sees a huge demand 
for good quality but differentiated designs. "A majority of jewellery 
designs today are old fashioned. Traditionally. jewellery was 
bought and passed on by mothers to their children. It was not 
bought to be experienced," she says. "But now, a lot of women 
want to buy jewellery they like rather than what their mothers 
passed on." € 
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SUBIR HALDER 


By ANIK BASU 
shish Majhi, 22, gropes for words when asked 
what his ailment is. He can only describe the way 
he is bleeding. His father, uncomfortable in the 
alien trappings of the modern hospital where his 
son has been admitted, also does not know. It is left to a male 
nurse to explain. "He has fistula," he says. 

Doctors at the 7 2-bed Glocal Hospital in Bolpur in West 
Bengal's Birbhum district, about 150 km from Kolkata, say 
the Majhis typify over a quarter of their patients: poor folk 
from rural backgrounds. Treatment for them is completely 
free, thanks to a central government health insurance 
scheme. Glocal has tied up with the government to implement 
the scheme in all its five hospitals in West Bengal. The Bolpur 
one aims to tap the 550,000 rural insurance policyholders in 
Birbhum district. "People said this is a very good hospital," 
says Ashish Majhi's father. "They said I had the card (insur- 
ance policy), and so I wouldn't have to pay anything." 

But even those who are not part of the insurance scheme 
get top quality treatment at affordable cost. Glocal Healthcare 
Systems, headquartered in Kolkata, but with all its hospitals 
based in rural or semi-rural areas of West Bengal, hopes to 
change the face of rural health-care in the state — and subse- 
quently in other parts of the country. "We are not catering 
to the luxury market," says Dr Sabahat Azim, CEO, Glocal 
Healthcare. "We want to deliver the health-care that I would 
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— Nursing Bharat 
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like for my family, but at an affordable cost." While a regular 
Caesarean operation in a small town, for instance, costs 
about 31 5,000, excluding doctors’ fees, and up to 31 lakh in 
a metro, at Glocal the charge is 312,000, which includes the 
obstetrician-gynaecologist's and paediatrician's fees and five 
days' stay in an air-conditioned room. For insurance card 
holders such as Majhi, it is cashless. 

Dr Azim, 38, a former Indian Administrative Service of- 
ficer with a medical degree, says he hated his desk job and quit 
in 2006 to co-promote an e-governance venture. He left that 
to start Glocal in 2010 with former SEBI chief M. Damodaran 
as Chairman. His medical technology team is led by division 
CEO Saurabh Bhattacharya, an MBA from Harvard, and sup- 
ported by Chayan Chatterjee, a Wharton graduate. In striking 
contrast, Glocal Healthcare's Chief Operating Officer 
Asutosh Srivastava started as a newspaper hawker. 

Glocal's business logic is simple: cut the frills and keep 
costs low to earn 325 lakh per month per hospital. All five 
Glocal hospitals have broken even in six months. In such 
areas, land costs much lower than in metros. Capital outlay 
is also tightly controlled — for example, Glocal hospitals do 
not have intensive cardiac units which cost patients an aver- 
age of 310,000 per day, but make do with high dependency 
units, which have nearly the same facilities, but cost 
around 11,500 a day. 

Glocal Bolpur Business Head Sanjay Mahapatra 
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paramedics and sources qualified doctors from 

Burdwan Medical College, the only medical college in 
the vicinity. It has formed a subsidiary, Indigram, to train 
nursing assistants and emergency medical technicians. "We 
also hold camps in villages to spread the word about the health 
insurance scheme." Mahapatra adds. 

Technology too, is used wisely and economically. The 
Bolpur unit, for instance, does not employ a radiologist, but all 
radiological images are sent to a central lab in Lucknow digit- 
ally, which sends back prompt reports. Its model has found 
favour with venture capital funds Sequoia Capital and Elevar 
Equity, which have put up 314 crore ofthe 333 crore Dr Azim 


needed for the five hospitals. There are talks on with the fi 
anciers to fund an ambitious 50 more hospitals in Ut 
Pradesh, Bihar, Jharkhand. Orissa and Chhattisgar! ic 
one, comprising 100 beds, is expected to cost 18 cro! 

Is rural health-care financially sustainable: Dr Azi 
he is confident of 20 per cent net margins. “There ar 


major challenges in rural health-care — quality, scalabilil 


— Making Dahi Hip 


By SHAMNI PANDE 


ntrepreneur G.S. Bhalla was 

casting about for a unique 

food-and-beverage business 

idea when it occurred to him 
that frozen yoghurt would go down 
well in the hot Indian summer. "I had 
tasted frozen yoghurt on my trips 
abroad," he says. That is how 
Cocoberry was born. 

The move was not just chance. "I 
am what you call a serial entrepre- 
neur,” he says. “Soonafter graduating 
from Delhi University, I started dab- 
bling in business.” In 2000, he struck 
gold when he launched a knowledge 
process outsourcing company focused 
on health-care in the US. It now em- 
ploys more than 1,000 people world- 
wide. But he wanted to do even better 
and thus, along with his brother, Raja 
Inder Bhalla, started Cocoberry. 

Cocoberry Restaurants and 
Distributors, of which Bhalla is CEO 
and Managing Director, was the first 
to bring frozen yoghurt to India, 
opening its first store in February 
2009 in Delhi's Defence Colony. Since 
then it has scaled up aggressively, its 
50 outlets today scattered across 
Ahmedabad, Bangalore, Chandigarh. 
Chennai, Delhi, Faridabad, Goa, 
Gurgaon, Jaipur, Mumbai and Noida. 
[t has also launched kiosks in high- 
traffic areas called Cocoberry2Go, and 


Cocoberry cafés, which offer coffee, 
tea and slushes besides the signature 
frozen yoghurt. Bhalla is even plan- 
ning to open stores outside India. 

Cocoberry was self-funded when 
Bhalla started. Later, Ajay Relan, 
Head of CX Partners, invested in it in 
his personal capacity. “Other inves- 
tors include Westchester Advisors, a 
New York-based boutique investment 
fund,” says Bhalla. He has roped in 
IIM Ahmedabad alumnus Rahul 
Deans, formerly with Hindustan 
Unilever and Aditya Birla Retail, as 
President of his venture. 

Bhalla delegates considerable 
authority to his employees who deal 
directly with customers. “These are 
the people who are most in contact 
with the consumer, and should be 
able to make on-the-spot decisions to 
deliver the best possible experience,” 
he says. Deans notes that doing so 
has helped. “In all our stores, we 
display a sign prominently saying 
that if there is a problem you are free 
to call (the top management)." he 
says. "But we hardly get one call a 
fortnight, which shows our store 
people are quite capable of resolving 
things on their own." 

Adds Bhalla: “Our tagline is ' 100 
per cent sin, zero per cent guilt'. We 
have made the old-fashioned dahi 
cool and hip." € 





Cocobe 


retention of clinical experts,” says Sandeep Sinha, Dir 
Health-care and Life Sciences Services, Frost & Sulli 
Glocal's doctors wave away the challenges. "| was making 
tonnes of money back home in Jabalpur, I don t need mone 
says Glocal Bolpur's anaesthetist Inder Mohan, a former arn 
doctor. "My work is here, with these people." € 
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WIDE REACH Mahindra Finance with its large network is among the NBFCs in the race to get a bank licence 
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mrerview win Ajay Srinivasan 


CEO, Aditya Birla Financial Services, c 
www.businesstoday.in/corporate-banks | 









All ears: A Mahindra 
Finance executive explain 
V [ TY , ° 


A number of non-banking finance 
companies, backed by leading corporate 
houses, may soon morph into banks. 

By ANAND ADHIKARI 


bout 350 km from Mumbai, in Tembhur 
lage, a branch of Mahindra & Mahindr 
Financial Services Ltd is barely visible to poten- 
tial customers in a dusty lane full of shops and 
eateries. But the nondescript branch has becom« 
the cynosure of many eyes in the non-banking 
finance company (NBFC). The reason: its sales and profit 
are growing at a pace faster than most of the compa: 
rural branches across the country. "I expect to 





© 2012/13 with a profit before tax of {5 crore." says Niti! 

> Somvanshi, the branch manager, with a wide smil: 

k- The company, commonly known as Mahi 

— _ Finance, set up the branch in 2006. Nestled in the sugan 

^ cane, banana and grape belt of Maharashtra s Solapur 
z district, it covers half a dozen villages and caters to cus 

E tomers as far as 30 km to 40 km away. Its nearly tw: 

> dozen staffers sell loans for tractors, two-wheelers. car: 
- A and commercial vehicles. They also collect equated 
> monthly installments in cash from borrowers’ doorsteps 
= Being part of the 388,000 crore Mahindra & Mahindra 


Group, which holds a 52 per cent stake in the NBFC, helps 
The sales leads for tractors and utility vehicles, for in 
stance, come from the dealer network of M&M, the in: 
try leader in both segments. 

The branch is a clear indication that the compa 


: % METRO strategy of focusing on rural and semi-urban areas is pa’ 


ing rich dividends. The NBFC, founded in 1991, ha 
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Money power: A branch of Aditya Birla 
Wade un post ie Aditya Birla han 


million customers and closed 
2011/12 with a net profit of 3620 
crore on revenue of nearly 32,670 
crore. While revenue is higher than 
that of some old private banks such as 
Dhanlaxmi Bank, profit exceeds that 
of even mid-sized lenders such as ING 
Vysya Bank. Net bad loans, at 0.70 
per cent of advances, are lower than 
those of many top banks. 

The robust financials make 
Mahindra Finance a strong con- 
tender for one of the new banking 
licences that the Reserve Bank of 
[India (RBI) plans to grant soon. 
Another NBFC which is a potential 
candidate for a bank licence is 
Shriram Transport Finance. The 
company has created a niche for it- 
self in giving loans for commercial 
vehicles in smaller towns. 

The RBI last awarded bank li- 
cences nearly a decade ago, to Kotak 
Mahindra Bank in 2003 and YES 
Bank in 2004. Unlike on previous 
occasions, this time the new licences 
could go to corporate houses as well. 
The RBI's draft guidelines stipulate a 
minimum capital of 3500 crore for 
setting up a new bank. 
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The old licensing guidelines did 
not contemplate the entry of large 
corporate houses into banking. and 
the RBI had sought powers to inspect 
the accounts of all associate compa- 
nies of a bank for regulatory over- 
sight. Last month, Parliament ap- 


WELL SET 


Shriram Transport, a contender 
for a bank licence, has a wide 
geographical spread 
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proved amendments in the banking 
law, giving the RBI the power to 
check the books of a bank's associ- 
ates in case of any wrongdoing and 
even supersede a rogue board. 

The announcement about new 
bank licences was first made in 
February 2010 in then Finance 
Minister Pranab Mukherjee's Budget 
speech. The intention was to expand 
the reach of banking services in rural 
and semi-urban areas, where more 
than half the country's population 
lives. There are 45 local and 41 for- 
eign banks operating in India with a 
total of more than 8 3,000 branches, 
but most of these are in urban areas 
and a vast majority of the rural popu- 
lation has no access to financial 
services. New banks are expected to 
correct this anomaly. 

Ramesh Iyer, Managing Director, 
Mahindra Finance, makes the com- 
pany's plans clear. "Our focus will 
remain on rural customers even if we 
convert into a bank. Our assets will 
still largely come from rural areas,” 
he says. 

The success of Mahindra Finance 
is attracting other lenders to 
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Tembhurni. Kotak Mahindra Bank 
opened a branch in the village last 
year. while ICICI Bank and HDFC 
Bank are studying the potential of 
setting up a branch in the village. 
Mahindra Finance is not worried, 
though, and is looking at other vil- 
lages. A new branch in village Barshi 
is on the cards. The village is cur- 
rently being served by both the 
Solapur and Tembhurni branches. 
"There are other villages too where 


for insurance, mutual fund, broking, 
wealth management and private 
equity businesses (see What They 
Bring to the Table). Top banks such as 
HDFC Bank and ICICI Bank follow the 
same model. The corporate houses 
already occupy leadership positions 
in several segments. Bajaj Allianz Life 
Insurance Company, for instance, is 
the third largest insurer after ICICI 
'rudential and HDFC Life. 

“A bank would necessarily be 


WHAT THEY BRING TO THE TABLE 


A snapshot of the current size of the financial services business of three leading corporate houses 
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and Aditya Birla Finance have a 
brand presence across the country 
through the diversified operations of 
their groups. The Aditya Birla Group, 
for example, makes aluminium, ce- 
ment and textile products and also 
provides telecom services. “With a 
rich base of customers who have 
dealt with the group over many dec- 
ades and with a track record of build- 
ing strong businesses, we are well 
positioned to reach mass India,” says 


ADITYA BIRLA GROUP 
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Net premium earned for life insurance as per revenue account, Aditya Birla Group does not have non-life insurance business 


private banks have not reached yet," 
says Sachin Patwardhan, regional 
manager in charge of operations at 
Mahindra Finance. 

The business model of Mahindra 
Finance is different from those of 
other contenders for bank licences. 
Corporate houses such as the Tatas, 
Aditya Birla Group, Bajaj Group, 
Larsen & Toubro, and Anil Ambani's 
Reliance Group follow a financial 
supermarket model that includes 
NBFCS to offer loans and other units 
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required to service all segments and 
geographies,” says Shachindra Nath, 
Group CEO, Religare Enterprises, an 
NBFC promoted by Fortis Healthcare 
founders Malvinder and Shivinder 
Singh. Rajeev Jain, CEO of Bajaj 
Finance, which offers loans for con- 
sumer durables as well as large infra- 
structure projects, has similar plans. 
"We want to cover all the products 
that a bank offers," he says. 

The corporate-backed NBFCs 
such as Tata Capital, Bajaj Finance 


Ajay Srinivasan, CEO of Aditya Birla 
Group's financial services business. 
Like banks, these large NBFCs are 
also selling a range of products to 
their customers in metros and urban 
areas. "We started our relationship 
with promoter funding some 10 
years ago and extended it to mutual 
fund investments," says Ajit Kumar 
Jain, Joint Managing Director, IPCA 
Labs, an Aditya Birla customer. 
Analysts say it would be easier for 
these NBFCs to transform into banks 
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because of their financial muscle, 
management bandwidth and a well- 
established brand name. Many NBFCS 
have built a comfortable loan book 
size of more than 320,000 crore. 
There is a third category of play- 
ers who are in the running for a bank 
licence. These are niche financial 
institutions in housing and infra- 
structure sectors. LIC Housing 
Finance, a unit of state-run Life 
Insurance Corporation, has ex- 
pressed its willingness to start a 
bank. The mortgage lender has a 
loan book of nearly 360,000 crore. It 
posted a net profit of 3914 crore on 
revenue of 36,115 crore in 2011/12. 
LIC Housing and others like it are 
in fact better placed to get the new 
licences because of the continuing 
opposition in some quarters to allow- 
ing corporate houses to enter the 


sector. C. Rangarajan, Chairman of 


the Prime Minister's Economic 
Advisory Council, for instance, said 
recently that non-corporate institu- 
tions should be preferred for banking 
licences. Nobel laureate and former 
chief economist of the World Bank, 
Joseph Stiglitz, has talked about a 
potential conflict of interest if corpo- 
rate houses open banks. 


Challenges Galore 

After the first set of licences were is- 
sued to private banks in the 1990s, 
there was a marked improvement in 
customer service. Banks adopted bet- 
ter technology, deployed ATMs ever- 
where, and came up with innovative 
products on the retail side. Is there a 
differentiating factor now? 

The challenge for new banks, 
says Aditya Birla Group's Srinivasan, 
is to develop new low-cost distribu- 
tion models. "New banks will also 
have to look at segments where com- 
petition is low. Technology adoption 
will improve and the use of analytics 
will rise, resulting in efficient cus- 
tomer acquisition and better risk 
management," he adds. 

Still, it is not easy to transit seam- 
lessly from an NBFC to a bank. The 
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STIFF NORMS 


Some proposed requirements 
for setting up a bank 


:500cr 


Minimum capital requirement 


()% 


Minimum promoter stake 
for first five years 


5% 

O 
Branches to be in 

under-banked rural areas 


“The regulatory 
turf in the banking 

space will change 
the business model 


of NBFCs converting 


into banks” 


Naresh Makhijani, 
Partner, KPMG 








business models of the two are differ- 
ent. NBFCs deal with risky customers 
such as non-salaried and self-em- 
ployed people, which banks avoid. 
Mahindra Finance admits it extends 
a helping hand to people who some- 
times fail to pay on time. “We look at 
the intention to pay and not neces- 
sarily the capacity,” says Amit 
Gokhale, Territory Manager at 
Mahindra Finance. 

The main challenge will come on 
the regulatory front because, unlike 
NBFCS, banks are highly regulated. 
Some NBFCS, for instance, give loans 
against shares to company promot- 
ers or for real estate activities. Banks 
are either not allowed to undertake 
such transactions or face restrictions. 
"The regulatory turf in the banking 
space will change the business model 
of NBFCs converting into banks," says 
Naresh Makhijani, Partner at ac- 
counting firm KPMG. 

There are no big success stories of 
NBFCS scaling up to become success- 
ful banks. Rather, Centurion Bank, 
which was born out of 20th Century 
Finance, had to later merge with 
HDFC Bank. NBFCs say that having 
the right strategy in place is more 
important. "We have managed to 
create a sustainable and profitable 
business in an NBFC setup despite not 
having access to low-cost funds, 
which banks do," says the CEO of an 
NBFC unwilling to be named. 

Executives at NBFCs note that it is 
not only NBFCs, plenty of banks too 
have either folded up or merged with 
bigger players. These include Global 
Trust Bank, Times Bank, Lord 
Krishna Bank, Bank of Rajasthan, 
and Bank of Punjab. But the big con- 
cern as the RBI prepares to issue the 
final licensing guidelines is not the 
possible failure of a bank due to weak 
financials. It is about corporate gov- 
ernance and the potential conflict of 
interest of large conglomerates run- 
ning a bank in their backyard. Over 
to the RBI. € 
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RETAIL Regional Players 


LITTLE BIG $ 





CHAMPS 


While heavyweights struggle, regional retailers are 
thriving despite a tough economic environment. 


By SUNNY SEN 


t began as a gourmet deli in a 
swish neighbourhood in the 
capital about 20 years ago. It 
was then just a small store 
stocking exotic food such as 
French cheese and Italian meat for 
expatriates and wealthy Indians. 
Today, Le Marche has grown into a 
supermarket chain with seven stores 
in Delhi and its outskirts, selling 
everything from everyday dals and 
masalas to rare Swiss chocolate 
and Italian gelato. 
Owner Mini 
Yadav may have 
a lot on her plate 
running a 
190-crore business, 
but she does not plan 
to stop there. Having 
huge 
17,000 sq-foot out- 
let in Gurgaon, near 
Delhi, about a year 


opened a 







Organised Sy, 
today is at $ 
billion, dwarfed 


by the collective 
might of kirana 
stores 


ago, she plans to open two similar 
stores in the national capital region 
over the next two years. 

Step into one of the Le Marche 
stores and you may just bump into 
Yadav herself walking through the 
aisles. The fortysomething is a 
hands-on businesswoman who, 
despite her business having grown 
manifold, personally monitors eve- 
rything from store display to sup- 
plies and payments. She also keeps 

a close watch on what sells and 
what does not. If a product does 
not sell for six months, she has 

a return policy with suppliers. 
“Large retailers can afford to 
dump supplies, I can’t,” 
says Yadav, who sits 
at her inventory 
management soft- 


ware for two 
hours every 
morning. "My 
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money is my money... You may 
have the best technology, but 
someone has to use it." Her hands- 
on approach has helped her thrive, 
even though several national re- 
tailers have either folded up or are 
struggling to survive. 

Yadav is not alone. Across the 
country, several regional retailers 
have managed to thrive despite a 
tough economic environment be- 
cause of their business strategy of 


aad 


DLF-Saket store in Delhi 


staying small and focused. 
Bangalore and Chennai have the 
iconic over100-years-old Nilgiris 
and the newer M.K. Retail, while 
Mumbai shoppers have D-Mart and 
Delhi 6Ten and V-Mart. Most re- 
gional retailers are relatively small 
with annual turnovers of between 
170 crore and %500 crore, compared 
with national players which do 
business worth up to 310,000 crore 
a year. Some small retailers such as 


Her hands-on business style has 


MOMS S 
ERE. 


Le Marche are focused on food but 
others sell everything from apparel 
to groceries. 

They may be small, but they are 
all fighting for a slice of India's enor- 
mous retail pie. Audit and consul- 
tancy firm PricewaterhouseCoopers 
pegged the Indian retail market at 
$500 billion in 2012 and estimated 
it would grow two-and-a-half times 
by 2020. The potential is enormous 
as only five per cent of the retail 
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He believes it is vital to understand customers in 
each locality. At a Nilgiris store in Bangalore 


reluctant to abandon their neigh- 
bourhood general stores. Today, 
many national retailers are saddled 
with massive debts while others are 
barely making a profit, forcing them 
to either close stores or chalk out 
alternative business strategies. 
One of the first to fold up was 
Subhiksha Trading Services which 
pioneered the discounted retail for- 
mat in India. Subhiksha, which 
means prosperity in Sanskrit, closed 
down all its 1,600 stores across 30 
cities in February 2009 because of a 
massive ł800-crore debt. Aditya 
Birla Retail shut down more than 
100 stores during the downturn in 
2009 and over three dozen last year. 
The company reported a loss of 3423 
crore in 2010/11. One of the coun- 
try's leading retailers, Future Group, 
is restructuring after selling its flag- 
ship Pantaloon Retail in a bid to re- 
duce its debt which stands at 37,000 
crore. The group runs Big Bazaar, a 
huge hypermarket chain that sells 
everything from apparel and food 
products to furniture and electronics. 
“It is interesting that the big players 
have built efficiency and processes, 
but have not managed to attract the 
right set of customers,” says Raghu 
B. Viswanath, Managing Director of 
Vertebrand Management Consulting. 


98 BUSINESS TODAY February 3 2013 


"un us uc 


Murali Krishnan, 
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Big Lessons from 
the Small Guys 


Supply Chain: A tight rein 
on sourcing and keeping 
warehousing local 


Offer intelligent 
choices, not necessarily 
discounts 


A granular focus on 
customers 


Watch cash flow, be sparse 
with debt 





Expanding at a 


CAGR of 29.1%, 
organised retail will 
be at $162 bn by 
2020 





"On the other hand, local warehous- 
ing and local procurement help the 
regional players." 


WHERE SMALL 
PLAYERS SCORE 


Regional retailers have not over- 
stretched themselves geographically 
or financially. They have also 
avoided many ofthe traps that have 
pulled down national retailers, such 
as high rentals, massive stocks and 
heavy debt. "Smaller guys are profit- 
able and are fit to grow into a bigger 
game," says Mritunjay Kapur, 
Managing Director of Protiviti 
Consulting. "They are not waiting to 
run the business in losses and make 
investments later." Viswanath adds 
that smaller players have built brand 
equity in their region. "Customers are 
looking at more options on the 
shelves, and are not looking at discount 
retailing," he says. "Regional retailers 
are giving a lot more choices." 

The biggest advantage regional 
retailers have is that their supply 
chains are easier to manage because 
of their narrower geographic spread. 
When Lalit Agarwal started V-Mart 
in 2003, he opened stores in many 
large cities. But after his Mumbai 
operations failed, he adopted a 
unique business model: no two 
V-Mart stores are more than 150 
km apart, which helps manage the 
supply chain and logistics better. 
"India has multiple cultures, multi- 
ple seasons and every 100 km this 
varies," says Agarwal. "You need to 
understand the regional balance... I 
am successful because I have con- 
centrated on the northern region.” 

V-Mart, which sells mostly ap- 
parel, raked in 3300 crore in reve- 
nues in 2012. Agarwal has little 
debt and plans an initial public offer- 
ing in the middle of this year. The 
fresh funds will be used to add 55 
stores in the next two-and-a-half 
years, mostly in smaller towns in 
northern India, focusing on the re- 
gion's tastes and cultural prefer- 
ences. “If you are going from 
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His strategy of focusing on North India has paid off. 
Amid shopping carts at V-Mart headquarters in Dethi 


Mumbai to Bangalore, you are going 
from one country to the other (in 
terms of consumer wants),” says 


Arvind Singhal, Chairman of 


Technopak Advisors. 


LIMITED 
OPERATIONS 


Food, grocery and cosmetics firm 
Nilgiris, a chain of 130 stores in 
south India, controlled its supply 
chain by limiting operations to 
Karnataka and Tamil Nadu for 
years; it opened its first store in 
Kerala only last year. More impor- 
tantly, it has its own dairy and pro- 
cures milk from 5,000 dairy farmers 
in the region. The milk goes to a 
Nilgiris factory for processing and is 
delivered quickly to retail shops. Its 
grocery products also spend 
little time in ware- 
houses. “The model is 
very strong and you 
learn as you grow,” 
says Murali Krishnan, 
CEO of Nilgiris. 
When private 
equity firm Actis 
bought a 67 per 
cent stake in 
Nilgiris in 2006, 
the new man- 







By 2020, 
the share of organ- 
ised retail in total 
retail will be 


2.4%, more than 
double the share 
today 


agement adopted a master fran- 
chisee model, where a large 
number of stores were under one 
owner. But the management real- 
ised a single shop franchisee model 
worked better because it helped 
shop owners have direct access to 
customers, says Krishnan. 
However, Nilgiris negotiates the 
terms-of-trade with suppliers so 
that margins and pricing are con- 
trolled, but purchasing is decen- 
tralised. 

Most regional retailers are hands- 
on about sourcing. V-Mart’s Agarwal 
short-lists suppliers personally and 
often travels to places where the 
goods originate from. So, for example, 
he meets cotton hosiery merchants in 
Tirupur and saree suppliers in Surat 
to eliminate expenses. “I am here to 
do business,” says Agarwal. “We 
make money. We have very logical 
margin policies.” 

Apart from efficient 
management of supply 
chains, regional re- 
tailers make sure 
they understand 
their customers. 

When Nilgiris 

opened a shop 

that stocked 





meat between two temples in 
Chennai, it quickly realised the move 
would not go down well with shop- 
pers. It removed the meat products 
and sales went up from 317 lakh to 
3127 lakh within six months. 
Krishnan says it is important to un- 
derstand a catchment area of 3,500 
houses in a locality. “In large-scale, 
this understanding is missing,” 
he says. 

Unlike national retailers who 
source the same product for stores 
across the country, smaller players 
can vary the product mix for their 
customers. Bangalore’s M.K. Retail, 
for example, stocks all the parapher- 
nalia needed for Durga Puja at its 
Indiranagar store during the festival 
season. Indiranagar has a huge 
Bengali population and Anas, Head 
of Operations, ensures this 
20,000-sq-foot store becomes a one- 
stop destination for Bengalis during 
the Puja. "National players' sales and 
purchases are pan-India," says Anas, 
who has grown from only three shops 
in 2003 to 10 with an annual turnover 
of 3100 crore today. Anas uses only 
one name. 

But the question many in the in- 
dustry are asking is: will regional re- 
tailers survive the entry of global gi- 
ants such as Walmart and Carrefour? 
Some analysts say the decision to al- 
low foreign investment in retail 
leaves smaller players vulnerable to 
mergers and acquisitions. They say 
international retailers will tap re- 
gional players because they under- 
stand the local retail landscape. "The 
moment they grow into a 20- to 
25-store business, they would be up 
for sale, and even at 10 stores many 
regional players are looking at inter- 
national buyers," says Price water- 
houseCooper's Nath. 

Some small retailers such as Le 
Marche's Yadav in Delhi and M.K. 
Retail's Anas in Bangalore say they 
are open to foreign investment. The 
Indian consumer certainly isn't 
complaining. € 
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HP takes strong action 





against counterfeit 


supplies in India. 





HP is serious about the fight against counter- 
feit products and keeping its customers safe 
from these types of products. HP always 
encourages reporting of any possible 
counterfeit activity. 


Businesses looking to save a quick buck on 
cartridges are today running a huge risk in 
buying a counterfeit cartridge. A counterfeit 
or fake cartridqe is actually a regular refill or 
remain cartridge, but is packaged in a box that 
closely resembles genuine packaging and sold 
at a high price to suggest it is an original 
product. A customer can thus be easily 
deceived into paying a higher price, who 
believed the print cartridge to be a legitimate, 
original HP product. 


Counterfeits not only result in poor quality 
prints which are unfit for consumption but 
might also result in serious damage to the 
printer hardware. They can hamper business 
productivity or in many cases, even hurt your 
business’ standing in the eyes of your 
customers. 


To protect and safeguard its customers, 
HP runs a Global Supplies Anti-Counterfeit 
Program (ACF) to raise awareness among 
partners, customers and local authorities, 





about when to become suspicious about the 
sale of counterfeit cartridges and how to 
report leads about counterfeits. In addition, 
the program ensures the stocks of HP 
wholesale and commercial partners are free 
from counterfeits by conducting random 
inspections and audits — known as Channel 
Partner Anti-Counterfeit Audits). 


The program routinely uncovers entities 
involved in re-packaging, manufacturing and 
distribution of counterfeit cartridges that 
are sold as HP products. The program has 
seized cartridges, packages, labels, 
machines and equipment worth over 
$180,000 in India in the last few months 
alone. Ten people were detained and 
follow-on investigations are in progress to 
identify the entities' upstream suppliers and 
downstream customers. 


The HP Mobile Authentication tool is an easy 
and safe way to authenticate an original 

HP cartridge. The Quick Response (QR) codes 
on the new HP cartridge packaging contain 
serial numbers to allow quick verification of 
product authenticity. Anyone who has 
camera-enabled and internet-connected 
smartphone, tablet or PC can scan the QR 
code. The code automatically leads to HP's 
special mobile authentication website, 
which then confirms that the cartridge is 
genuine. Customers can also download the 
HP eSupplies app, which is optimized for HP 
QR codes and HP Mobile Authentication and 
available for iPad®, iPhone®, and iPod 
touch? from the iTunes App Store. 
Customers who do not have a camera lens, 


Customers simply need to submit the Counterfeit Incident Reporting Form from the link 
http://www.hp.com/sbso/product/supplies/fraud, report.html 
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you can validate HP security seals online by 
going to HP.com/go/ok and entering the 
serial number from the seal. 


The cartridge can break down after just a 
few pages of printing and damage the 
printer. Add to this the hidden costs in paper 
wastage, or poor impression left on 
customers; and the costs of using fakes 
become a real worry for businesses 


Although counterfeit cartridges are a big 
threat to all customers, fortunately they are 
easy to detect now. Customers can be 
careful and take some simple steps to 
protect themselves from picking a 
counterfeit cartridge: 


* Purchase your cartridges only from 
reputable and recognized retailers 
or retailers you can trust 


* Beaware of products advertised a: 
'discontinued' or 'second quality 


* Avoid products marketed as ‘locally 
made' HP or a 'second quality' HP 
HP doesn't make such products 


° HP doesn't offer heavily discounted 
genuine print cartridges, so suspiciously 
low prices may be an indication that the 
cartridges for sale are counterfeit. If the 
price seems too good to be true, the 
cartridge probably isn't genuine 

* Bewary of distrustfully low prices of the 
original cartridges; high discounts are 
indicative about cartridges for sale being 
counterfeit. 

* Examine cartridge packaging closely and 
be particularly cautious of resealed boxes 
and excessive glue as taping indicates 
the product may be fake 

* TheHP Cartridge Authentication feature 
Offered for HP printers helps protect 
customers by checking and verifying the 
authenticity of each print cartridge 
installed in a printer. 

* All genuine HP print cartridges ar: 


packaged bearing the HP name and logo. 
The packaging should be undamaged 
and unopened. HP doesn't sell individual 


cartridges without standard outer 
wrapping or packaging and it places a 
security seal on the packaging of 
many of its cartridges so that it's easy 
to distinguish between genuine 

HP versus fake. 
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Sti: Steaming Hot 


The consumer electronics market may have slowed down, but continues 
to attract sizeable investment. By MANASI MITHEL 


aurav Shinde has been on 
a shopping spree. The 
25-year-old from 
Mumbai, who began work- 
ing with Google in Hyderabad a year 
ago, has just splashed out on the lat- 
est flat screen LED TV, a tablet and a 
smartphone for his father. 
Next on his shopping list? An 
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iPhone and a host of appliances such 
as a washing machine, refrigerator 
and microwave for his bachelor pad. 

"I was always interested in tech 
gadgets and I used to take my com- 
puter apart and fix it just for fun in 
college. Now that I've started earn- 
ing I'm getting into buying these 
products,” says Shinde, a search 


quality associate at Google. 

Shinde is one of thousands of 
urban buyers driving the consumer 
electronics industry even though 
the economy has been in the throes 
of a slowdown for many months. 
The consumer electronics business 
is still attracting big investment be- 
cause of the massive untapped po- 
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tentialin both rural and urban areas 
and the country's steadily growing 
young working population. 

"Very few houses have a full 
range of appliances. So, even with 
five to six per cent gross domestic 
product growth, companies are look- 
ing to India as a place to enter and 
invest. Compared to the rest of the 
world, we are still doing really well," 
says Shantanu Das Gupta, Vice 
President of Corporate Affairs and 
Strategy, Whirlpool India. According 
to Gupta, only 14 per cent of house- 
holds in urban areas have refrigera- 
tors and 15 per cent have washing 
machines. 


imilarly, a report, Emerging 
Trends in Consumer 
Electronics and Durables 

Industry, by the Associated 
Chambers of Commerce and 
Industry (ASSOCHAM) in May 2012 
notes that only two per cent of 
households in small towns have re- 
frigerators and only 0.5 per cent own 
washing machines. 

" Around two-thirds of consump- 
tion of consumer appliances happens 
in the top 40 cities by per capita in- 
come. So this is an urban centric 
market still," says Gupta. Most of his 
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Only 14 per cent of 
households in urban 
areas have 
refrigerators and 
15 per cent have 
washing machines 


company's 40,000 independent 
outlets are in areas with a population 
of 500,000-plus. These towns or 
urban areas account for around 70 
per cent of the company's home ap- 
pliances consumption, while the rest 
is rural sales. Gupta says he expects 
this ratio to change only marginally 
in the future because of the continu- 
ing potential in urban areas. 
Though the 334,000-crore con- 
sumer electronics industry has taken 
a hit because of the economic slow- 
down, it is still growing at an impres- 
sive 15 per cent a year compared 
with a global growth figure of just 10 
per cent. The ASSOCHAM report adds 
that India's consumer electronics 
and durables sector is likely to reach 
152,000 crore by 2015. The huge 
potential has driven a host of new 
foreign consumer electronics firms to 


52 


... AND THE 


ECSTASY 


... But growth opportunity 
remains 


Growth rate of 15% is higher 
than global industry's 


FMCG Appliances 


invest in the country in the past two 
years. The sector has seen around 11 
completed mergers and acquisitions 
(M&As) since 2010, according to 
market tracking website DealCurry. 
com's database. Apart from foreign 
investment, domestic firms are also 
pumping big money into the con- 
sumer electronics business. 

Chinese air-conditioning manu- 
facturer Midea Holdings sealed a deal 
with American air-conditioning and 
refrigeration systems firm Carrier's 
Indian unit in January to bring its 
entire range of home and consumer 
appliances to the market. The 40:60 
Carrier-Midea joint venture (JV) plans 
to invest 3500 crore in the next five 
to six years to produce and distribute 
Midea's range of home appliances in 
India. The JV firm has already set up 
a manufacturing plant in Gurgaon. 

Midea is not alone. France's 
Groupe SEB, a home appliances 
maker and owner of the Tefal brand, 
acquired a 55 per cent stake in 
Indian electrical appliance maker 
Maharaja Whiteline in 2011. Fisher 
& Paykel Appliances, a high-end 
kitchen appliances brand from New 
Zealand, tied up with Shivam 
Industrial Corp, a Gurgaon-based 
retail and distribution operator, to 





0% 


Market size is estimated to reach 


CT by 2015 


POTENTIAL: Home appliances such as 
washing machines and refrigerators 
have low penetration levels, 
bound to rise in future 





market its products in India. Dutch 
company Royal Philips Electronics, a 
familiar brand in India for decades, 
acquired Maya Appliances in early 
2011. Chennai-based Kreon 





















BIG DEALS 





Financial Services bought Aran Midea Holdings and 
Kitchen World India, a company Carrier's Indian unit 
operating in the modular kitchen announce a 40:60 


segment, in December 2011. joint venture 





France's Groupe SEB 
acquires a 55 per cent 
stake in Maharaja 

Whiteline 


Fisher & Paykel 
Appliances ties up with 
Shivam Industrial Corp 
to market in India 


part from M&As and new 
joint ventures, companies 
are also spending on inno- 
vation and expanding op- 
erations. In 2011, Hitachi allocated 
$400 million to set up a research and 
development (R&D) centre in 
Bangalore. Panasonic too has set up 
its first ever India R&D plant in 
Gurgaon. US home appliances firm 
Whirlpool plans to invest 3750 crore 
on innovations and setting up of a 
new line of products in India. 

It is not just the potential in home 
appliances that is fuelling the opti- 
mism. Many are also pinning their 
hopes on the digital sector with con- 
sumers expected to buy more laptops, 








Philips acquires Maya 
Appliances 













Kreon Financial 
Services acquires 

Aran Kitchen World 
India 


All the deals are for 2011/12 
Source: DealCurry.com 





mobile phones and televisions. 

"People are spending more on 
LCDs, LEDs, laptops and mobiles," 
says Nilesh Gupta, Managing 
Director of Vijay Sales, an electronic 
retail chain in Mumbai. He says the 
replacement cycle for mobiles has 
come down to eight to 10 months 
from 15 months two years ago. 

No doubt there are also signs of 
the slowdown - but for it, sales and 
investments may well have soared 
higher. The average washing ma- 
chine replacement cycle, for in- 
stance, has risen to more than five 
years from four, two years ago. 
Consumer electronics sales have also 
taken a hit. The ASSOCHAM survey, 
which queried 200 middle income 
group employees from select cities, 
found that 49 per cent had de- 
creased spending on home appli- 
ances and 44 per cent had cut 
spending on home and personal 
electronics. 

"The overall slowdown in the 
economy has impacted the con- 






sumer buying sentiment," says 
Mahesh Krishnan, Vice President of 
home appliances at Korean firm 
Samsung’s Indian unit. “However, 
the premium/technology-oriented 
segments have continued to sustain 
their growth.” 

Other industry officials say busi- 
ness has suffered because they have 
been forced to increase prices follow- 
ing rising input costs and a weaken- 
ing rupee. “Industry is facing two 
main challenges: a hike in input 


Many are pinning their 
hopes on the digital 
sector with more 
consumers buying 
laptops and TVs 


prices and the rupee depreciation, 
due to which manufacturers have 
raised prices constantly,” says Yasho 
V. Verma, Chief Operating Officer of 
LG India. 

Carrier-Midea, for example, has 
had to increase product prices be- 
cause up to 60 per cent of its prod- 
ucts require imported components. 
Similarly, Whirlpool has increased 
prices 10 per cent month-on-month 
since November 2011 while LG has 
increased prices by 15 per cent over 
the same period. Such increases have 
affected demand. “The situation two 
years ago was much better: a growth 
rate of around 20 per cent plus,” says 
Vijay Sales's Gupta. 

Despite slowing sales, the con- 
sumer electronics business will not 
run out of steam any time soon. *@ 


Send your comments to editor.bt@intoday.com 
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EXECUTIVE 
SUMMARY: 


In 2009, British 
luxury brand 
Burberry, like its 
competitors, was still 
unsure of how to build 
a valuable presence in 
social media. This case 
study looks at how it 
eventually capitalised 
on the new medium — 
without eroding the 
exclusive, aspirational 
qualities that are core 
to the world of luxury. 
BY JORGE GRIEVE, 


ANITA IDICULLA, 
KATIE TOBIAS 
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n 2009, fashion house Burberry was feelin; 
pressure of the economic downturn, even th: 


its inancials had been strong over the past de 


ade. Revenue growth dropped from 18 an: 
per cent in the previous two years to seven pei 
that year, excluding the impact of foreign exchai 
rates, while operating profit margin shrank ! 
about 15 per cent to 9.8 per cent. In this harsh 
environment, Burberry recognised the potential va 


ofthe digital media. In March 2009, with 1 75 milli 
users on Facebook and 600,000 more joining it eac 


day, Burberry began allocating marketing and pul 
relations spend and dedicated personnel to pui 
tech-age marketing. Building a social media prese: 
seemed critical, but the question was, “how”: 
Burberry was founded in 1856 when 2 1-vea 
Thomas Burberry, a former draper's apprenti 


) 





Ji 


Sut 


ICt 


e 


opened his own outdoor apparel store in Basingstoke 


Hampshire, England. Soon after, the company i 
duced the gabardine, a water-resistant but breatha 


bk 


fabric, and started producing the trench coats that 
would become famous in England and around th« 


world. By the end of the 20th century the branc 
going through difficult times, as the company 
egy had not been consistent with the Burberry b 


identity. In 1997, Rose Marie Bravo, former president 
of Saks Fifth Avenue, was named CEO. She and her 


team initiated a series of changes that repositioned ! 


brand, targeting a younger and higher-end audience 


and raised it back to the top of the fashion world 

In 2006, Angela Ahrendts assumed the C! 
position after Bravo retired. She and Christop! 
Bailey, Chief Creative Officer, focused on digital n 
as one of Burberry's main strategies to cont 
strengthening the brand. 

Burberry had already joined Facebook, but B 
wanted to do something more, something distin 


and unique to the brand. Burberry's luxury secto: 


dia 


competitors may not have yet made any major wave: 


in digital media, but Burberry's executive team 


never been too focused on its peers. Instead, it looke 


to other iconic brands such as Nike, Apple 
Google. These brands were hitting social media | 
and Burberry wanted to follow suit. The mandate 
simple: to develop a campaign that was innova 
and would engage younger consumers. 


The Burberry brand was democratic and fashio 


forward. No product better reflected this thar 
iconic trench, which over the course of its history 
been worn by soldiers, royalty, celebrities, an 
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"The Burberry 
campaign was 
very good at 
leveraging the 
social aspect of 


the new media" 


NIRMALYA KUMAR, 
Professor of Marketing and 
Director of the Aditya Birla 

India Centre at London 
Business School 





he case study highlights three 

interesting lessons. First, marketers 
are wary of the new social media world 
because, compared with traditional 
media such as TV, it offers relatively 
less control over the message and the 
potential target. Who knows who will 
share the message, with whom, and 
with what commentary? Further, the 
metrics to ascertain the success of the 
campaign are not as clear for the 
marketer. Burberry cleverly designed a 
campaign that overcame these two 
obstacles with social media. 

Second, many social media 
campaigns, especially on Facebook, are 
truly reminiscent of going from the 
horse carriage to the automobile. Since 
the horses were in front, the engine 
was placed in front of the car. Similarly, 
all these exposure-based ads on 
Facebook are irritating for the user and 
ineffective for the marketer. Who cares 
how many "likes" a brand has, except 








perhaps to boast to other competitors? 
It is totally unimaginative. To be 
effective on Facebook, marketers must 
come up with campaigns that enhance 
the social experience of the Facebook 
user. For example, using your Facebook 
account to sign into the Amazon 
website so that it notifies your friends' 
birthdays and suggest gifts based on 
their activity. The Burberry campaign 
was very good at leveraging the social 
aspect of the new media. 

Third, luxury marketers tend to be 
product-oriented. If one thinks of the 
customer, segments become quickly 
apparent. There is the buyer who 
consumes the store as part of the 
brand experience, though even this is 
changing with busy professional 
women. However, there are other 
buyers who just want to buy a gift. They 
simply want the purchase executed at 
the click of a mouse. They will exchange 
it if they do not like it! 





working class, each group wearing it 
with its own style and flair. In recog- 
nising this unique status ofthe trench 
that encompassed Burberry's brand 
pillars of democratic luxury, function, 
and modern classic style, the team 
was on to something. It also recog- 
nised that street style photography 
had become a hot trend, and worked 
well with the trench look. These two 
pieces came together in one big idea: 
why not leverage existing Burberry 
customers, who personify the brand, 
to generate content that appeals to 
them and to their peers? 

With that revelation, the idea for 
the Art ofthe Trench campaign was 
born. The team envisioned a website 
where existing customers could share 
photos of themselves wearing their 
Burberry trench coats, giving them 
their '15 minutes of fame' as models 
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on the site, and allowing other cus- 
tomers to admire their sense of style. 

The Art of the Trench site was 
designed carefully to walk the fine 
line between appealing to Burberry's 
high-end customer base and also 
generating interest in the new youth- 
ful, aspirational future customer. For 
this reason, the campaign was de- 
signed as a standalone social media 
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platform, instead of being hosted on 
an existing platform. This ensured 
Burberry had control over the look 
and feel of the site that existing plat- 
forms such as Facebook could not 
offer. The initial idea centred on the 
trench and the team opted to stick 
with this limited focus rather than 
include other apparel. 

To kick off the campaign and set 


Burberry introduced the 
abardine, a water-resistant 
ut breathable fabric, and 

started producing the trench 

coats that would make them 
famous in England and 
around the world 
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"Burberry kept 
‘Customer 
Experience’ 

at the core of 
its strategy 

and it needs to 


sustain that" 


RUBABA DOWLA, 
Chief Service Officer, 
Airtel Bangladesh 





Sa) 4 Burberry 
















earning from iconic brands such as 
Nike, Apple and Google and applying 
that knowledge to an industry where use 
of digital media, and more specifically 
social media, is seen more as a 
distraction than a timely adaptation, is a 
bold step that has set Burberry apart. 

Burberry kept ‘Customer Experience’ 
at the core of its strategy and it needs to 
sustain that. It ensured entertainment, 
engagement, and interaction that 
appealed to both high-end and new- 
generation consumers. It gave a unique 
experience to its customers by 
connecting stores digitally, providing 
online shopping solutions, developing 
social media applications in association 
with relevant partners (Facebook, 











NCE 


Twitter, The Sartorialist etc). This use of 
co-creation has helped to drive brand 
awareness and the convenience of 
digital technology has given a new 
dimension to customer engagement. 

Time being a constant challenge in 
today's world, the demand for instant, 
accurate and exclusive fashion content, 
along with the convenience of digital 
technology, will only increase. The 
success of Burberry may seem easy to 
imitate to other fashion brands, but they 
might fail as Burberry's approach 
requires a complete transformation of 
the process. Using social media should 
not be an alternative to accessing 
information about the product, but an 
integral part of the value chain. 


D 


the tone of the images, the team 
brainstormed about getting a partner 
and finally chose Scott Schuman, also 
known as The Sartorialist, after his 
street style fashion blog. Schuman 
was a pioneer and a leader in the 
fashion blog world, with his site aver- 
aging around 13 million page views 
per month by 2011. 

To engage both existing and aspi- 
rational customers, the Art of the 
Trench offered two levels of participa- 
tion. Customers could upload photos 
of themselves in their Burberry 
trenches, and customers and "aspira- 
tionals" alike could comment on 
them, ‘like’, and share the photos via 
Facebook, email, Twitter, or 
Delicious. Users could also sort pho- 
tos by trench type, colour, gender of 
the user, weather, popularity, and 
the where the photo originated (user 
submitted, Sartorialist, fashion), and 
click-through to the Burberry site to 
make a purchase. 

Rather than explicitly market the 
Art of the Trench, Burberry opted to 
rely largely on public relations and 
word of mouth generated through 
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The Sartorialist and users sharing 
their submissions on Facebook and 
Twitter. This tactic allowed the Art of 
the Trench to have an exclusive 'in 
-the-know’ feel that appealed to the 
luxury consumer. Following on the 
launch, Burberry hosted events to 
continue driving excitement around 
the trench in diverse markets includ- 
ing India, France and Brazil. 

By the end, the team had crafted 
a site it felt would meet its goal of en- 
gaging younger consumers in an in- 
novative and exciting way. 

In the year following the launch 
ofthe Art of the Trench in November 
2009, Burberry's Facebook fan base 
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In the year after the launch of 
the Art ofthe Trench in 

November 2009, Burberry's 

Facebook fan base grew to 

more than a million, the 
largest fan count in the luxury 
sector at the time 


grew to more than one million, the 
largest fan count in the luxury sector 
at the time. E-commerce sales grew 
50 per cent year-over-year, an in- 
crease partially attributed to higher 
web traffic from the Art ofthe Trench 
site and Facebook. The site had 7.5 
million views from 150 countries in 
the first year. Conversion rates from 
the Art of the Trench click-throughs 
to the Burberry website were signifi- 
cantly higher than those from other 
sources. By all metrics, quantitative 
and qualitative, the campaign 
was a success. 
The success 
of the Art of 
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the Trench affirmed 
Burberry 's strategic focus 
on digital. By 2012, 
Burberry had moved 60 
per cent of its marketing 
budget to digital. It also 
had the most number of 
Facebook fans and Twitter 
followers in the luxury 
sector. CEO Bailey de- 
scribed Burberry as being 
"as much a media-con- 
tent company as a design 
company”. 

Burberry has executed 
many other digital innova- 
tions, setting the bar for on- 


line customer engagement. Each of 


these initiatives has built on the dig- 
ital strategy Burberry kicked off with 
the Art of the Trench, and has led to 
the brand's pre-eminent status as a 
tech-savvy brand. 

Ahrendts and Bailey have been 
applauded for their pioneering 
moves, and Burberry has been recog- 
nised as “the industry leader when it 
comes to technological awareness,” 
achieving “genius” status in the dig- 
ital IO report by Luxury Lab, a think 
tank on digital innovation. 






In vogue: A Burberry customer in her trench coat 


Financially too, the strategy seems to 
be paying off, with company sales 
more than doubling and stock 
growth of nearly 300 per cent since 
Ahrendts's arrival in 2007. Rivals 
have tried to keep pace with varying 
levels of success, but none have gone 
full throttle like Burberry. 

Despite Burberry's success, there 
are those who doubt the sustainabil- 
ity of the brand's digital strategy and 
wonder if letting fashion take a back- 
seat may lead to the company's 
downfall. Sales, profit, and share price 
growth have all begun to slide this 
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BT receives many responses to its case studies. Below is the best one on Diageo (November 25, 2012). 


MARIA PINTO 


year. Growth in C! 
Burberry's largest market 
has been hit hard. 
Ahrendts has defende 
her strategy. "I've seen 
what happened to brands 
like Kodak that did not 
keep up with digital 
change. That's a lesson in 
what to avoid," she has 
said. So, is the strategy 
sponsible for Burberry's 
return to market leadership 
and the clear path forward: 


Or is it a strategy blindly, 
excitedly pursued tha 
be too great a deviation from 
the company's core business? € 
(This case study is from the Aditua 
Birla India Centre of London Bus 
School.) 
What is your view on Bui 
social media strategy? Write to us 
casestudies(@intoday.com or post 


comments at www.businesstodau 


casestudy-burberry. Your views w 
published in our online edition. The best 
comment will win a copy of thi h 
‘Marketing as Strategy’. Previous 


studies are at www.businesstoda 


casestudy. 


Susmita Somjit, Group Business Director at IMRB International, wrote: 


Opportunities abound in emerging markets given their growing population, rising 
incomes and aspirations. Diageo could succeed in an emerging market such as Kenya 
by gathering an intimate understanding of the market, responding to those market 
needs and reinventing itself. To address the need for a safe, high- 
quality yet affordable product, Diageo created a new brand - Senator 
Keg - and did not just resort to minor tweaking of its existing brands. 
It aligned the sourcing and manufacturing operations with sales and 
distribution to meet the objectives. The master stroke was to smartly 
exploit the existing distribution channels but with some calculated reworks. Training of retail outlet staff and re- 
designing packaging were innovative steps. This, coupled with a focus on point-of-purchase advertising, and rel- 
evant promotions helped build customer loyalty. To reduce the product's price, lobbying with the government to 
reduce taxes by demonstrating the health benefits was a smart move. 


Somjit wins a copy of Marketing as Strategy by Nirmalya Kumar 
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Brave New World 


Trends at this year's Consumer Electronics Show suggest devices and appliances 
Will soon be much faster and smarter than before. By NIDHI SINGAL in Las Vegas 





A 


WELCOME 
TO THE 
FUTURE 


j 







Industry representatives view the latest in technology at the CES 





f everything that was on show at the Consumer 
Electronics Show (CES) 201 3, held in Las Vegas in 
January came to our homes and offices tomorrow, 
it would feel more like 2031 than 201 3. The tech- 
nology displayed at the world's largest annual technology 
expo appeared to have made a great leap forward in time. 
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Everything was faster and smarter than what people are 
currently used to. 

Exhibitors at the CES ranged from multinationals with 
extra-large show-lloors to one-man start-ups in the small- 
est of kiosks. But they all seemed agreed on one thing — 
every device in the world should be connected. Indeed, the 
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Panasonic 
Toughpad 
A 20-inch, 4k, Windows 8 

tablet. Still a prototype, it 
is aimed at photographers, 
graphic designers and 
video editors 





















NVIDIA 


Project Shield 
Project Shield, NVIDIA's 
first entry into device 
manufacturing, blends 
handheld gaming, PC gaming 
and mobile gaming in an 
unprecedented way 


tech industry is agog at the formidable partnership 
forged early in January, by the Wi-Fi Alliance — of local 
area network providers — in the United States, and the 
relatively new Wireless Gigabit Alliance (WiGig), which 
promotes multi-gigabyte speed communications. This 
is expected to usher in a wireless ecosystem of interoper- 
able, high performance devices that work together 
seamlessly at much higher speeds than at present. 

A connected world also means a world of intelligent 
devices. So a bunch oftech giants led by global electron- 
ics giant Panasonic have joined the Smart TV Alliance 
to "stimulate cross-platform Smart TV applications and 
services" as one of them put it. Panasonic is already 
trying to make its televisions smarter and showcased its 
new personalised desktop for SmartViera high defini- 
tion televisions (HD TV) at the show. The desktop will 
organise screen content according to the taste of who- 
ever uses it. High-end models also feature a camera 
capable of facial recognition so that users can log in and 
access their homescreens by simply looking at the TV. 
Like Samsung's smart TVs that became all the rage last 
year, these too will respond to voice commands. 

As for Samsung, it revealed at the CES how it was 
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porting its smart TV concept, 
incorporating gesture and 
voice control, into its new 
range of Ultra HD or 4K TVs. It 
also seems to have decided that 
the TV screen need not only be 
flat. Playing with the flexibility 
of organic light-emitting diode 
(OLED) screens, both Samsung 
and rival LG turned the spot- 
light on their curved screen 
televisions at the show. 

The CES pointed to ways in 
which home appliances as well 
will get smarter. Samsung's 
new four-door refrigerator 
comes with a touch screen 
panel that can run apps. The 
company demonstrated how 
to use the Evernote app with it 
to share photos, videos and 
recipes with family and friends, 
all on the door of the fridge. It 
can also change the size of the 
various compartments within, 

















Sony Xperia Z 
The new flagship smartphone 
from Sony, the Xperia Z, 
boasts a number of high-end 
features, including a 1.5GHz quad- 
core processor, a 2GB RAM, 
13 megapixel camera and a 
5-inch capacitive display 









Hands-on demonstrations 
at the CES, such as the 
one above, attracted 
enthusiastic attendees 
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Panasonic 
Bone Conduction 
Headphones 


Bone conduction headphones do 
not need speakers or even your 
ears to transmit sound. They use 
your cheekbones to deliver 
audio to your head 


Samsung Curved 


OLED TV 
The curved OLED panel 


viewing experience 




















and the temperatures in each. 

Though the CES is no 
longer a favoured forum of 
smartphone makers, Sony 
used the opportunity to flaunt 
its water-resistant smartphone, 
the Xperia Z. And if the cores 
on the chipset installed within 
are the measure of phone or 
tablets power, then the new 
NVIDIA Tegra 4 has too many 
to count. On the other hand, 
Qualcomm with its new 
Snapdragon 800 showed that 
personal computer-like speeds 
can be got on phones even 
with a quad-core processor. 

It may be because the show 
is hosted out of the world's 
largest casinos — everyone at 
the CES seemed to be a high- 
roller. € 

(The writer travelled to Las 

Vegas at the invitation 
of Panasonic) 


provides depth to the content 
displayed for a more life-like 
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Yalla Arabia 


Despite its problems, the region has immense business potential, says this book 
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The Arab World Unbound 
By Vijay Mahajan 
Jossey-Boss 
Pages: 408; Price: $39.95 


hink of the Arab world and the 

images that immediately come 

to mind are those of political 
turmoil, armed conflicts, religious op- 
pression, Somali pirates, oil-rich 
sheikhs and women in veils. The gen- 
eral impression is that of a region 
whose people have not learnt to live in 
peace, either among themselves or 
with the rest of the world. Naturally, 
not many corporations want to invest 
in the region, as the risks far outweigh 
the returns. 

Vijay Mahajan, who teaches busi- 
ness at McCombs School of Business, 
University of Texas, and had earlier 
authored Africa Rising, undertook his 
own rihla (journey) across 18 ofthe 22 
nations that make up the Arab League 
to understand the region. And what 
he saw — and describes in his latest of- 
fering, The Arab World Unbound — dis- 
pels loads of misconceptions about the 
region, and points to the huge busi- 
ness opportunity the 350 million con- 
sumers there offer. 

The book is peppered with interest- 
ing anecdotes, while Mahajan's asser- 
tions are largely backed by numbers. 
He debunks the generally-held percep- 
tions that western brands are unwel- 
come in the Arab world. "Regardless 
of the political and cultural differences 
between Arab countries and the rest of 
the world, people drank Red Bull in 
Dahiyeh (the Hezbollah-controlled 
neighbourhood in south Beirut), drove 
Range Rovers in Kuwait and ordered 
Domino's Pizza in Saudi Arabia.... it is 
a marketplace filled with consumers 
who shared the same basic wants and 


needs as anyone else, anywhere else." 

Mahajan presents many more 
convincing arguments for investing in 
the region. The Arab League - if con- 
sidered a single nation — has a gross 
domestic product of $1.99 trillion, 
which is the ninth-largest in the 
world, higher than India's $1.6 3 tril- 
lion (in 2010). Disaggregate the data 
and what emerges is even more inter- 
esting. Only five of the 22 Arab 
League nations have a per capita GDP 
lower than India's and nine have per 
capita GDP even higher than China's. 
A typical Arab household's spend 
surpasses that of one in China by two 
thirds, and is three times that of an 
average family in India. 

Demographics? Fifty-three per 
cent of the region's population is 25 or 
younger. Scenic beauty? It attracted 
79 million tourists — more than any 
single country. Social media is on the 
rise and cell phone density is higher 
than that in the United States, China 
and India. "... Today's Arab economy 
is no different from what the BRIC 
markets were then (in the 19905): 
relatively modest, complex and easily 
ignored," says Mahajan. 

The book also throws some light on 
what companies need to do to survive 
in the region, such as respecting Islam 
and understanding the local culture. 
Mahajan feels the Yalla (can do) spirit 
of the region should ensure greater 
pace of growth in the future. However, 
while the book addresses the merits of 
doing business in the region, it does 
not entirely allay corporate fears. 
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)eckon the Big Shots! 
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A Rahul Gaur énterprise 


PRO-AM OF CHAMPIONS 2013 


ASSOCIATE SPONSOR 


piu. Eg 


RESPONSIBLE LUXURY 


The Business Today Pro-Am of Champions is back. From the 
regional rounds to the Grand Finale, the finest corporate golfers 
will get the chance to match skills against international pros at 

the country's only stand-alone Pro-Am. 


— 


A Rahul Gaur baterprise 
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Laying Psyches Bare 


Companies are increasingly relying on psychometric tools 


to test and select job applicants, says Shamni Pande 


nly 24, Delhi student 
Prashant Navin Gupta has 
already had a taste of what 
many senior managers did not 
experience in their entire ca- 
reers: a psychometric test. 
But the student at Delhi's 
Indian Institute of Foreign 
Trade did not know that 
when he took part in an on- 
line competition by infotech 
firm Cognizant Technology 
Solutions. 
Gupta had to solve a business 
case study and answer some unusual 


st} ` oO ` "no , Ss AJAT 
questions such as: how many traffic SAC 


signals would be red in Mumbai at a 
particular point of time? 
"Cognizant selectively threw open 
an online competition called "The 
Strategist' to some business 
schools, and I stood second among 
1.500 participants," says Gupta. 
"One can only provide the logic and 
thinking behind such queries; you 
are judged for your reasoning alone." 
The exercise was part of 
Cognizant's engagement activity 
with some campuses, but an increas- 
ing number of infotech and consult- 
ing firms are also using psychometric 
tests to map the minds of job appli- 
cants. Some firms use the tests to 
identify potential business leaders. 
"Often, they fight shy of using the test 
during selection at senior levels due 
to time constraints, but this is chang- 
ing fast as they now realise that a 
wrong hire proves more expensive," 
says Chaitali Mukherjee, Country 
Manager, Right Management, one of 
the largest resellers of such tools. 
There are a host of psychometric 
test packages in the market. Several 
companies use the Hogan Personality 
Inventory, which seeks to measure 


How to Handle the Tests 


e Be your normal self 


Do not take time to analyse 
questions, give the response 
that comes naturally 


e Donottake the test in a rush 


e There is nothing to prepare 
for before taking these tests 


e Do not give socially desirable 
responses 


e There is no right or wrong 
answer; this is a social 
science that maps behaviour 


personalities, or the Herrman Brain 
Dominance Instrument, which eval- 
uates thinking preferences. Another 
popular test is the Myers Briggs Type 
Indicator, which assesses the natural 












preferences of individuals and how 
these impact decision-making. 
"There is no right or wrong 
answer in these tests. It is so- 
cial science and seeks to map 
people's personalities and 
their aptitude for certain 
roles," says Devashis Rath 
Senior Consultant, DDI India, 
which has developed a range 
of patented tests. 

A Cognizant spokesperson 
says the company does not use 
these exercises for hiring, em- 

ploying instead psychometric 

tests certified by the American 

Psychology Association and 

British Psychology Society foi 

self-development of individual: 
Such tools are also used lo! 
succession planning and career 
development. "Some of the common 
competencies evaluated include 
leadership, communication, innova- 
tion, interpersonal effectiveness. 
problem-solving and decision-mak 


ing and conflict resolution. says 
Hariraj Vijayakumar, Global Head 
Cognizant Academy, an in-house 


development and training centre loi 
employees. 

Looking at the opportunity, Mettl. 
a start-up co-founded by Ketan 
Kapoor and Tanmoy Shingal, started 
focusing on developing psychometric 
tests in 2010. “We are coming up 
with our own version of psychomet 
ric tests which are used to assess 
business skills,” 
Boutique management consultancy 
Virtus HR Strategic Business Partner 
Anil Raghavan says the firm is bring 
ing Profile XT, a popular psychomet- 
ric tool used by Fortune 500 compa 
nies, to India. Clearly, they have all 
understood the mind of the market. * 


says Kapoor. 
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Power & Control Salutions 
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To apply for above jobs logon to www.monster.com »» Type the Job ID in the "Search Jobs" box 


Target Corporation India Pvt Ltd 
Senior Leader-Digital Marketing 

Location: Bangalore 

Job ID: 12701521 

Description: Responsible for leading teams 
that manage multiple marketing functions 
like creative design, creative production, 
front-end experience development and 
marketing operations. 


BONFIGLIOLI Tramissions Pvt Ltd 
Service Desk Manager 

Location: Chennai 

Job ID: 12468364 

Description: Looking for Service Desk 
Manager position at Chennai location. 


ONIENTERPRISES 
Key Accounts Manager 
Location: Chennai 

Job ID: 12515473 


Description: International Business | 


Development (for Designing Upstream / 
OUTSHORE Projects)in line with this 
Foreign MNC company’s strategic plan. 


Depa India 

Estimation Manager 

Location: Mumbai 

Job ID: 12452704 

Description: To manage all Estimation 
aspects of the operational activities to 
maximize commercial success. 


STREAK OF LUCK 
CANDIDATE SEARCH 


Get Lucky. Get Active with Monster. 
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Sapient 


| Senior Manager HR 


$ Sapient - 
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INFRAPROJECTS LIMITED 


Deloitte. 


Location: Gurgaon 

Job ID: 12659930 

Decription: Contributes towards desig; 
and deploying the Talent Managemer 
Talent Strategy programs. The functic 
led by the Global Director - Performane 
People Growth. 


..' Rockwell Collins (India) Enterp: 


Private Limited 

Avionics Customer Service Engineer 
Location: Delhi, Mumbai 

Job ID: 12347248 

Description: Should be Specialized 
Avionics Aircraft Maintenance Enginee 
Avionics Customer Service engineer. 


Deloitte Consulting India Priv 
Limited 

Manager - FAST Search 

Location: Hyderabad 

Job ID: 12719921 

Description: Ensuring, via thou 
leadership, passionate commitment 
common processes, tools, and architecty 


for both. 


| Unity Infraprojects Ltd 


Project Incharge 

Location: Sholapur 

JobID: 12498562 

Description: Looking Project Incharge ; 
our new road project in Solapi 


Maharashtra. 


>> And click the "Go" buttc 
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Perficient India Private Limited 

WTX Developer 

Location: Chennai 

Job ID: 12425966 

Description: Need WTX developer with the 


/ knowledge of Data power. This is for the 


location Chennai. 


Raventure Solutions 
Software Engineer/ Programmer 
Location: Bangalore, Hyderabad 


| JobID: 10567569 


Description: 3-4 years hands on experience 
on PEGA skills with sound knowledge on 
Java. 


UnitedHealth Group 

Senior Software Engineer 

Location: Hyderabad 

Job ID: 12719994 

Description: 3+ years experience with 
SOL or PHP. 


Thomson Reuters 

Senior Software Engineer 

Location: Bangalore 

Job ID: 12553558 

Description: Basic understanding of UNIX 
inter-process communications, knowledge 


of TCP/IP. 



























Tech 
Mahindra 


IT Services and Telecom Solutions 





monster’ 


Find Better.” 


Pegasystems Worldwide India Pvt. 
Limited 


| Technical Solutions Engineer 


Location: Hyderabad 

Job ID: 12496593 

Description: Looking for Technical 
Solutions Engineers -TSE (Java/]2EE). 


..| Robert Bosch Engineering and Business 


Solutions Limited 
Software Engineer/ Programmer 
Location: Bangalore 


| Job ID: 11984358 


Description: Analyzing and evaluating the 
invention reports. 


\ Ciena 


Software Engineer/ Programmer 

Location: Gurgaon 

Job ID: 12472467 

Description: Looking professional with the 
experience in .net,C# with c+ +. 


| Tech Mahindra Ltd 





Software Engineer 
Location: Bangalore 


| JobID: 12505306 


Description: Should have done extensive 
programming using C/C + +. 


o apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs" box >> And click the "Go" button. 
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anytime, anywhere 


WI App Store 


Get Lucky. Get Active with Monster. 


Better Access 
Monster on mobile helps you find candidates 





<o Better Access 
& Better Connections 


@ Better Candidates 


monster 


Find Better. 
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Sales and Marketing Jobs brought to you by monster.com 
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Carpel Technologies 

Sales Manager 

Location: Delhi, Kolkata 

Job ID: 11999859 

Description: Handling team of Branch 


Managers, Relationship Managers and 
ISR's. 


Xpertise 

Sales Coordinator 

Location: Delhi 

Job ID: 10710411 

Description: To coordinate with Sales 
person regarding orders & targets / prices / 
schemes etc. 


Expedia.com 

Direct Sales Agent 

Location: Gurgaon 

Job ID: 12578594 

Description: Graduate or above with a 
minimum 5 years of work experience. 


Jeevan Technologies 

Business Development Manager 

Location: Chennai 

Job ID: 12467541 

Description: Chennai, 8-15 years: The role 
of the Senior Business Development 
Manager will involve identifying new 
business opportunities. 


(4 
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| Objectwin Technology India Priv 
Limited 

Business Development Executive 
Location: Bangalore 

Job ID: 12627006 

Decription: Must have 1+ Years 
experience in Business Developm 


(Staffing) for US Market. 


Replicon 

Sales Development Executive 
Location: Bangalore 

Job ID: 12509963 


| Description: Follow up on sales/proc 


inquires over chat and phone with 
ultimate goal to further the prosp 
through the sales cycle. 


| Jobzebra 


Crossing dimensions 





AKSHAY 


Sales Executive 

Location: Chennai 

Job ID: 12672712 

Description: Looking for Sales Execut 
for one of our client from Audio Vis 
Industry. 


| Akshay Software Technologies Ltd 


Trainee/ Management Trainee 
Location: Mumbai 

JobID: 12346172 

Description: Ability to do to visit clier 
and develop business through outboui 
sales calls, networking, meetings. 


To apply for above jobs logon to www.monster.com »» Type the Job ID in the "Search Jobs" box »» And click the "Go" butto 


Known. 


On Facebook 
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Better Connections 


Connects people to Brands on 
the Most Active Social Network. 


Http://apps.facebook.com/beknown 


Get Lucky. Get Active with Monster. 
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@ Better Candidate 
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Find Better. 
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GE Healthcare 


Finance Analyst 
Location: Bangalore 


| Job ID: 12534036 


Description: Able to clearly link financial 
results to operational performance drivers. 


Syntel Limited 

Financial/ Business Analyst 

Location: Pune 

Job ID: 11886831 

Description: Knowledge of Mutual Funds, 
Capital Market and Reconciliation is must. 


ACS, Inc. 

Account Services Executive 

Location: Cochin / Kochi / Ernakulam 
Job ID: 12711698 

Description: Performs a variety of routine 
and some non-routine clerical and 
accounting functions within the 
Accounting department. 


Holcim Services (South Asia) Limited 
Chartered Accountant 

Location: Mumbai 

Job ID: 12706816 

Description: Manage and Control Finance 
and Accounts related activities, Manage and 
Control Charts of Accounts. 


Better Candidates 


With Monster's extensive database and 
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Capgemini 


«ii» Cap: 


CONSULTING TECHNOLOGY OUTSOURCING 
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| Staffing Solutions 
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Find Better.” 


ValueFirst 


| Financial/ Business Analyst 


Location: Gurgaon 

Job ID: 12488802 

Decription: Analyzing and research 
customer's receivables account delinquency 
and determines the type of communication 


method to facilitate payment with the help 
of Manager RACD. 


. Oracle India Pvt Ltd 


Financial/ Business Analyst 

Location: Bangalore 

Job ID: 12084262 

Description: Management reporting on a 
weekly, monthly & quarterly basis. 


| Capgemini Business Services India 


Limited 

Finance Assistant 

Location: Bangalore 

Job ID: 12706636 

Description: Candidate must have work 0 
to 6 months Experience. 


TeamLease Services Private Limited 
Finance Executive 

Location: Bangalore 

JobID: 12686895 

Description: The suitable candidate should 
have good communication skills, 
knowledge about AR Activities. 


>> And click the "Go 


-© Better Access 


& Better Connections 


advanced technology, finding the right 
candidate is easy 
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Get Lucky. Get Active with Monster. 
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Great Track Record 


The six years AMIT KUMAR spent as a civil servant working with the Indian Railway Traffic Service (IRTS) 
proved the perfect launchpad for his subsequent career in the private sector. It was at IRTS too that he met 
RAJNISH KUMAR, a fellow Bihari who, like Kumar, dreamt of doing “somet hing on my own”. After serving 
a few other employers, in 2009, they founded Pristine Logistics and InfraProjects, a logistics service 
catering to the Railways. It was puffed into life with a sum of 37 to 8 crore — all the money they got on 
selling their equity in the company they were leaving. Today Pristine is a {70 crore business. "The 
government had then just allowed the private sector to enter this segment," says Amit Kumar, explaining 
why they took the plunge. "There were a lot of container trains being bought but not enough links. We 
saw the Inland Container Depots (ICDs) as the weakest link." Pristine has since set up a sprawling ICD 
covering 30 acres at Kanpur. It recently received 160 crore from UTI Capital to set up private freight 
terminals at Ludhiana, Indore and Cuttack. It also has five logistics parks in the pipeline. 

MANASI MITHEL 
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jo. Vanitha Narayanan 





TE ; MD, IBM India 
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A New Home Screen 


In 2001, VANITHA NARAYANAN was 
given the mandate to find a suitable perso: 
to head IBM's communications business in 
India. Narayanan chose Ramesh Awtane 
who, a couple of years later, spearheaded 
the iconic IBM-Airtel deal, the largest 
outsourcing contract globally till dat« 
Now, Narayanan, an IBM veteran of 25 
years will be back in India as Managing 
Director of IBM India. The communication 
business contributes the most to IBM 
India's revenues and Narayanan has man: 
years of experience in the field in different 
countries. A former IBM employee, who 
has worked with her, describes her as an 
extremely articulate person, who lives an« 
breathes IBM, and understands the value 
proposition that needs to be delivered 
Awtaney himself, who is no longer with 
IBM, is also all praise. "She has an amazing 
ability to interact with clients," he says. 
With IT spends going down, her skills are 
bound to come in handy for IBM. 
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Amit Kumar (L) & Rajnish Kumar 
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`. Co-founders &Directors, ~ 
Pristine Logistics & InfraProjects 
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DIGITALLY ENHANCED 


| We took to technology like fish to water. Today, all our publications are 
available in e-reader friendly formats on iPad, iPhone, Blackberry Playbook, Galaxy Tab, x` 
Kindle, PC and Mac along with apps running across multiple digital platforms 
such as iPhone, Windows, Nokia, Android and Samsung Smart TV 
5 s It's time you too touched base with us @ www.indiatoday.in m 


TODAY GA MensHealth — COSMOPOLITAN GESE] 


Available On - 
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Android TAB Android Phone iPad iPhone Kindle Kindle Fire Playbook Mac PC Windows Mobiles 
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Shravan Talwar & Vibhu Talwar 
CEO & C00, Moolchand Healthcare 


Miraculous Recovery 


Delhi's landmark Moolchand Hospital has made its maiden acquisition — taking over the Agra-based 
200-bed Pankaj Apollo Hospital. There may be more, as brothers SHRAVAN TALWAR, 42, and VIBHI 
TALWAR. 40. have set aside 500 crore for acquisitions. It is a remarkable turnaround for Moolchand, 
whose very existence seemed threatened a few years ago. The brothers set about rescuing the hospita! 
after they returned to India from the US - where Shravan was working with McKinsey & Co. and Vibhu 
with JPMorgan — a few years ago. "Every calculation, every analysis pointed to an imminent 
shutdown," says Shravan. "Though it had a phenomenal legacy, Moolchand was fundamentally made 
to serve and not make money. But Indian health-care had changed." The brothers created a corporate 
entity, Moolchand Healthcare, restructured the labour force, rebuilt infrastructure, recreated the 
brand, and pulled the hospital back from the brink. Venture capital firm Sequoia Capital invested 
1100 crore in Moolchand Healthcare in June 201 1. 

SARIKA MALHO! 
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All Well at the Top 


Nearly 70 per cent of Marico Ltd's revenues come from domestic consumer 
products. And since SAUGATA GUPTA took charge of this unit four years ago, 
revenues have more than doubled. When the 34,008-crore company recently 
decided to restructure its operations, Gupta, who joined Marico in 2004 as its 
Marketing head, became the first choice for CEO, heading both its international 
and domestic units. His mandate will be to constantly invest in future product 
categories. Gupta is gung-ho about doing so. Beauty and wellness products 
contribute the most to Marico's revenues. "In most emerging markets of Asia and 
Africa where we operate, these segments are underpenetrated,” he says. 

MANU KAUSHIK 


Saugata Gupta 
CEO, Marico Ltd 





New Show 


She worked with American TV giants such as CBS, Christian Science Monitor Television 
and ABC before joining National Public Radio (NPR) in 2006. Now, MADHULIKA SIKKA, 
born in Delhi, has taken over as NPR's Executive Editor. "In my new role, I will look at the 
big picture," she says. Her work schedule is hectic, because as she adds: "In today's 
journalism you are always connected to your work." Her 
working principle: "Never underestimate your audience." Madhulika Sikka 
A mother of two teenage daughters, she loves to read, but 
adds that her favourite hobby is sleeping. 

DEARTON THOMAS HECTOR 


Executive Editor, National ^ 
Public Radio, US 
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Managing Director, Š 
CEO, Siemens South 
My leadership style 
= Delegative ` x 
m Participative e 
m Authoritative E 
ri All of the above Be 
The political leader PNE 
| admire the mos 
Mahatma Gandhi 
The business leader 
| admire the most 
Deepak Parekh 
The leadership lesson 


| remember best 
Take your people alon 


ou in goo 
stand by you 
A book/movie | would re 


on leadership 
None. Develop your own style 
and most important, practise it 


The difference between 
a manager and a leader 
A captain takes the ship from 
Point A to Point B, a leader 

develops outstanding sailors 


As told to N. Madhavan 
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Welcome to 
the new shorter route. 


ae a diini SAN FRANCISCO 
SAN JOSE* 





LOS ANGELES 















` n Flight Schedule to Japan 
Z - Delhi - Tokyo 
A. - ba oq Delhi 01:25 f — Toky 
: š NH917 Tokyo (Narita) 17:20 + 
š Peka; ad ; 
Mumbai - Tokyo 
= . NH944 Mumbai 21:05 + 
NH943 Tokyo (Narita) 12:10 + 
NH943 departs 2 hours earlier from 13" December, 2012 to 21" Jan 


Flight Schedule to USA (4^ November, 2012 - 9" March, 2013) 


Delhi —— USA 















Delhi —— Tokyo Tokyo + USA 


17:30 NH1078 9:5 Seattle 











| i Tok 17:25 NH8 
Delhi 01:25 | NH918 | 12:50 OKyO oKyo | — 
(Narita) (Narita) 17:05 NH6 
17:35 | NH107¢ 
USA — x Delhi 


















USA —— Tokyo 


11:55 | NH1077 | 15:45(+1) 


Tokyo +> Delhi 





Seattle 

















San Francisco | 11:10 NH7 15:25(+1) | Tokyo Tokyo 9 i 
| i T I ° 17:20 NH91 
Los Angeles 11:30 NH5 16:25(+1) (Narita) (Narita) 
San Jose* 11:45 | NH1075 | 16:10(+1) 





The flight schedule is subject to change without prior notice. 

"We now announce the inauguration of Tokyo (Narita) - San Jose service 5 flights per week w.e.f. 1 
Subject to government approval. 

Tokyo (Narita) - Seattle and San Jose are operated by Boeing 787 Dreamliner 


ANA welcomes you on board. With a new flight from Delhi to West Coast via Tokyo, the USA is now even closer. 

Now, simply pick your preferred destination from Seattle, San Francisco, Los Angeles and San Jose and get 

ready for a newer experience. After all, no other airline can match ANA's connectivity from Tokyo 

to all the major cities of the USA - both East & West Coast. Also, numerous awards and recognitions, including ANA 7" 
the recent ‘The Best Transpacific Airline’ at the 2012 World Airline Awards by Skytrax and Japan's No. 1 airline 


bear testimony to ANA's world-class service. What's more, the state-of-the-art Boeing 787 Dreamliner makes 
this an experience you'd love to relive time and again. 5o, it's time you say hello to a shorter route. A STAR ALLIANCE MEMBER v P 


D 





For more information please contact the ANA India Customer Service Centre on +91 (0)22 61470737 or visit www.anaskyweb.com 
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The Power of Drei 
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cx p» 
There's so much to achieve. There are many 
dreams to fulfill. And there's so little a time. 
It is this driving force, this impatience that's not 
letting us Indians relax; rest or recline. Honda 
is here to give all of our dreams a new speed. 


To make them come true. Fast. 


~~ Aj x a. ' 


onda Motorcvcle & Scooter India Pvt. Ltd., Registered Office: Plot No. 1, Sector 3, IMT Manesar, Distt. Gurgaon - 122 050 (Haryana], Ind 
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Infosys is not the 
company it used to be 





Bring the agility of cloud computing inside your datacenter with 
Windows Server 2012, the only server built from the cloud up. 
With the power of software-defined networking, you can run 
multiple isolated networks on a single network infrastructure. 


Interested to know more? 


Scan the code or log on to 
www.windowsserver2012.in 


www.windowsserver2012.in 









Panasonic 


ideas for life 








Inspired bv (intel) was 


Eos Windows 8 Pro EY Touch screen Ea Light Weight 
El Long battery life fH High Reliability 
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From the Editor 


ithin the space of a week. I met N.R. Narayana Murthy [or a long and 

friendly conversation at his airy venture-capital office in Bangalore's 

Jayanagar suburb and then conducted telephone interviews with the 
company's Chairman, K.V. Kamath. who was in Mumbai and its CEO, S.D. Shibulal, 
who was attending the World Economic Forum at Davos in Switzerland. Not many 
companies in India are so open and transparent, and so unaffected. About a decade 
ago, when Murthy was still very much in the saddle as executive chairman, I visited 
the sprawling Infosys campus at Electronics City in Bangalore and the man himself 
gave me a guided tour of every building and even each sapling planted by a string of 
visiting foreign leaders who made a beeline for the miracle of free enterprise. W hen I 
checked with him if Infosys had indeed been conceived by seven men around a Pune 
dining table 32 years ago, Murthy texted back: “No, it was conceived in my one 
bedroom apartment in Bandra West on December 30th 1980. The idea was crystal- 
lised in the next six months." Murthy has not changed very much. His simplicity and 
plain-spokenness are refreshing in this era of image managers and spin doctors. "The 
softest pillow is a clear conscience" was an early Infosys motto, and Murthy's son 
Rohan credits him with it on his Harvard website. Indeed, Infosys has always boasted 
of the highest ethical values, so any hint of anything untoward — and there have been 
a couple — triggers a frisson of excitement. It is important to get a crow 's-nest view of 
this giant ship with more than 155.000 passengers as it navigates waters that have 
become more choppy and treacherous over the 
past few years. Who is going to be up on the bridge 
in March 2015 when CEO S.D. Shibulal steps 
down? The company has been a disruptor — it was 
the first in India to create salaried millionaires 
through its share options. So what happens to 
Infosys and its bottom line is important, and 
Associate Editor Goutam Das did quite a bit of in- 
vestigating, helped by Jyotindra Dubey with data 
and research. Murthy's voice resonates throughout 
the cover story starting on page 50 and excerpts 
from his interview on page 62. We did a thorough 
job of reading the company's financial entrails on 
pages 66 and 67. 

I don't know what you were doing at midnight 
on December 31, 1999. I know I was up all night, anxiously monitoring customers’ 
trading screens at the company I headed then les: they explode with the Y2K bug. 
Nothing happened then, but cyber attacks are not only more frequent, they could 
potentially cripple India's financial markets, knock out power, trigger nuclear crises. 
throw aviation into a tailspin, and silence all communications. Indian authorities are 
trying to set up better monitoring safeguards and systems, but we are certainly not 
hacker-proof. Manu Kaushik and Pierre Mario Fitter piece together a gripping story 
on this invisible terrorism starting on page 68. 

Not long after he won power for the third time running, Gujarat Chief Minister 
Narendra Modi presided over his sixth Vibrant Gujarat summit, and the hyperbole 
was true to form. Senior Associate Editor Sebastian PT spent several days in the state 
separating the wheat from the chall, and his report on page 78 goes some way to- 
wards pulling up our jaws from where they had fallen. To put things in context, and 
to underline how regional satraps now exert a strong centrifugal influence on India's 
economics, equity analyst and author Ruchir Sharma reminded the Jaipur Literature 
Festival that no fewer than six Indian chief ministers have won power three times in 
a row; “NaMo” is just one of them. Something to chew on with your khaman dhokla. 


Chu Kae 


chaitanya.kalbag@intoday.com 
www.businesstoday.in/editor 
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NBFCSs in Race for heavyweights are struggling, large 
Banking Licences numbers of regional retailers have 
The feature Cheque Them Out managed to thrive despite a tough 
(February 3) has elaborated how economic environment, because of 
non-banking finance companies their business strategy of staying 
are in race for the new banking small and focused. 
licences that the Reserve Bank of Biswaranjan Mishra, Gurgaon 
India (RBI) plans to grant soon. The 
entry of big companies could help Tax on Super-rich 
expand the reach of banking The column by Arvind P. Datar in 
services in rural and semi-urban the Focus section, A Super-Foolish 
areas. But there may be some Idea (February 3), is quite 
7 governance issues in the future, informative. I agree with his idea 
INDIAS COOLEST > . if corporates get banking licences. that imposing additional tax on 
Recently, the International the super-rich will lead to more 
Monetary Fund, too, advised RBI tax evasion, and may force them 
to keep corporates away from to shift their businesses to overseas 
banking as the risk associated with destinations like Singapore. India 
P romising the move could outweigh its certainly cannot afford this while 
Businesses advantages. If a large corporate other countries are offering 
The cover story on India's coolest gets a licence, there is no way the attractive sops to improve 
start-ups (Out of the Box, February 3) RBI can track the loans to a supplier their economy. 
is excellent. The young or dealer of a corporate. So, the Sarath Babu, Hyderabad 
entrepreneurs have demonstrated RBI should ensure that these 
how they developed into promising companies do not misuse public Jara Hatke 
businesses. Technology was their money for their own benefit. Full marks to the whole editorial 
backing and confidence their Abhinav, New Delhi team of BT for bringing out such a 
strength. From beverages to nice anniversary issue at the begin- 
bookless classrooms, and from Regional ning of the year. I have no words to 
cancer treatment to Cocoberry Retailers Thrive praise this jara hatke issue. 
restaurants, all are innovative The feature on retail (Little Big Ashok Narottamdas Shah, Mumbai 
and present a bright future. Champs, February 3) is worth 
Jacob Sahayam, Thiruvananthapuram reading. It is true that while Send all your comments to editor.bt@intoday.com 
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Concrete steps are needed to check price 
rise, says PM Manmohan Singh 
After three years of high inflation, he is still 


talking about ‘concrete steps’? 
Indian Economists 
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UPFRONT 


Quick takes on 
major events 


Fading Star 


Infosys is not the company it used to be 
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FOCUS 


Hard Selling India 
Big Bang reforms 
allowed Chidambaram 
to make a credible sales 
pitch during his East 
Asian roadshow 


Take the Plunge 
Ernst & Young's 
D.K. Srivastava on 
deregulating fuel prices 


Graphiti: Into the 
Headwind 


Etcetera 


COLUMN 

China's Green 
Drivers 
Renault-Nissan 
Alliance Chairman & 
CEO Carlos Ghosn 
on how China, 
already the biggest 
car market, now wants 
to lead the world in 
clean-energy vehicles 
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31 | Waiting for the Westerlies 
Vijay Mallya is in talks with two West Asia airlines, hoping one 
|. of them will pick up a stake in Kingfisher 


|. 34| All That Gas 


The Dabhol LNG terminal has been commissioned, two decades 
after it was planned. But will this end the problems for its owner: 





38 | BOTTOMLINE/Interview: Baba Kalyani 
"You have to have faith in India and the India story 


` 42 | Labouring for Change 
[Indian industry's attitude towards contract workers is changing 
| for the better 


'* X 44 |Biding Their Time 
1/1 Y The Sensex may rise further this year, and although the bulls 
aren't charging just yet, they look forward to gains 








l 68 | Beware of the Bugs 
Cyber attacks on India's critical infrastructure, such as 
telecommunications and energy networks, have occurred and 
| can occur again. Can they be thwarted? 
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INFOSYS LOSING HALO q "m 


The Infosys its founders so — 1— 
painstakingly built is in 

danger of looking ordinary. 
businesstoday.in/ infosys-woe: 
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BUDGET 2013/14 


Great Expectations 

Opinion pieces, industry views and 
much more on what to expect. 
businesstoday.in/budget 


PERSPECTIVE 


Celebrating Letters 

Debashish Mukerji does the rounds 
of the Jaipur Literature Festival. 
businesstoday.in/lit-fest 2013 


Estate Duty 

DLF will have to focus on its core 
business for further debt reduction, 
says Manu Kaushik. 
businesstoday.in/dif-debt 
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INTERVIEW 


Rail Hopes 


Hyderabad Metro's N.N.P. Reddy 
tells E. Kumar Sharma the project 
will fare better than other PPPs. 


businesstoday.in/hyd-metro 





TTTTITTIIIIIIIITITTIIIITIIIIII 


BLOGS EJ 


Chatterat 

The Sustainab! 
Initiative IS a I 
Indias suga 

4 says N. Madhavan. 
businesstoday.in/madhava 


Word Mentalli 


What S youl 


Uma Asher exam! 
this quaint Indiat 





businesstoday.in/uma 


CONTENTS 


FEATURES 


partner Country 








78 | Distant Drums 

| Narendra Modi heeds the call of Delhi. But, on the 
evidence of the Vibrant Gujarat Summit, there are 
discordant notes 


. | 85! Pure G(r)ain 
Organic food is fast catching on with the Indian consumer, 
despite being more costly than the conventional kind 








90 | Killer Costs 
Millions of Indians are grappling with the costs of cancer 
treatment, sometimes spending their life's savings on it 





| 96 | Homecoming 


| Undeterred by the downturn in Indian real estate, a number 
of funds are betting big on the sector again 
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| Any strategy is more effective if employees have 
straightforward guidelines for making critical decisions 
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112 | Which Is the 

Funkiest of Them All? 

Some e-tailing sites have the 
strangest of names 
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115 | Missed Opportunity 
The biography of India's first 
home-grown ratings agency 
is simply an appetiser 


RIGHT CLICK 

116 | The Android Is on the Move 
The operating system has jumped 
out of the phone and could soon 
run the world 


CAREERS 

117 | Getting a Head Start 
Joining a start-up early is a risk, 
but can also pay off well 


122 | PEOPLEBUSINESS 
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128 | Vineet Agarwal 

Joint Managing Director, 
Transport Corporation of India 
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The ripple effects of approval for 
foreign investment in multi- 
brand retail are still being felt. 
The Foreign Investment 
Promotion Board has cleared 
Swedish furniture maker IKEA's 
revised proposal, which will al- 
low it to set up retail stores with 
cafes and also sell more products. 
However, the Supreme Court 
dampened things by seeking the 
government's response on safe- 
guards in place to protect small 
traders. Commerce and Industry 
Minister Anand Sharma said 
that “all institutions should re- 
spect the constitutional demarca- 
tion between the executive, leg- 
islature and judiciary”. 














Lenders of Suzlon 

Energy, led by 
State Bank of India, 
have approved its 
proposal to recast 
79,500 crore of debt. 
They have given the 
Tulsi Tanti-promoted 
wind turbine maker a 
two-year moratorium 
on principal and 
term-debt interest 
payments. They have 
also approved a fresh 
working capital loan 
of 71,800 crore. 


Get ready to shell 

out more on your 
mobile phone bills. 
Bharti Airtel and Idea 
Cellular have 
increased their call 
tariffs by nearly 
100 per cent. Other 
operators may follow 
suit. While Bharti 
Airtel has doubled 
call rates to 32 per 
minute, Idea has 
hiked rates from 
1.2 paise per second 
to two paise per 
second. 
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Tata Motors is wooing Indian 
buyers in a big way. The com- 
pany has started assembling the 
Jaguar XF at its new facility in 
Chakan, near Pune, to take on 
the BMW 5 series and the 
Mercedes-Benz E-Class. Until 
now, the Jaguar XF was im- 
ported from the UK. This will be 
the second Jaguar Land Rover 
model to be assembled in India. 


Wipro Chairman Azim Premji 
has voiced his support for 
higher taxes on India's super 
rich. Also see: businesstoday.in/ 
rich-tax and businesstoday.in/ 
datar-tax. 








When it comes to 

expectations of an 
improvement in the 
global economy this 
year and revenue 
prospects of their own 
businesses in the 
longer term, Indian 
CEOs are optimistic, 
according to the 
latest annual global 
CEO survey by 
PricewaterhouseCoopers 
(PwC), a consultancy. 
The CEO confidence 
level is also very high in 
India in terms of hiring 
people for their 
companies. 


Apple Inc, the world's 

largest technology 
company, missed Wall 
Street's revenue 
forecast for the third 
straight quarter after 
iPhone sales came in 
below expectations. 
Analysts fear that the 
company's dominance 
of the mobile industry 
is slipping. LG, a major 
supplier for Apple 
products, has been hit 
by the fall in demand. 





Economy 


With the 2013/14 Budget around 
the corner, analysts are keeping 
tabs on what global ratings agen- 
cies have to say on the Indian 
economy. Moody's Investors 
Service has retained its "stable" 
outlook on India's sovereign rat- 
ing, citing potential for growth, a 
robust domestic savings rate and 
a dynamic private sector. Moody's 
has cautioned that the high fiscal 
deficit could pull down growth in 
coming years. Standard & Poor's 
says India has a more than 50 per 
cent chance of a negative outlook 
getting confirmed. 





For those monitoring corruption 
in public life, there is never a dull 
day. The latest politician set to join 
VIPs in Tihar Jail is former 
Haryana Chief Minister and 
Indian National Lok Dal leader 
Om Prakash Chautala. 


Anyone taking up employment in 
the formal sector from March will 
have to get a unique ID before be- 
ing able to enrol with the 
Employees' Provident Fund. The 
EPFO will rely on the Aadhaar card 
to issue individual account num- 
bers to its members, independent 
of employers. 


Emerging economies will lead 
growth in 2013 as the global 
economic outlook remains 
hamstrung by the Eurozone debt 
crisis and high unemployment in 
the US, according to Grant 
Thornton's International Business 
Report. Growth rates across 
Europe look weak over the next 
12 months, with an expected 
expansion of 0.2 per cent in the 
Eurozone and 1.1 per cent in 
the UK. 


<2 trillion 


Loans restructured by 
Indian banks through 
the corporate debt 
restructuring route 

in December 2012. 
Ratings agencies are 
keeping a close eye on 
how Indian companies 
cope with the high 
cost of money and 
project delays. 


99,716 


The total number of 
employees hired by 
IT giants such as 
TCS, Infosys, Wipro 
and HCL Technologies 
in 2012, as compared 
to 108,117 in the 
previous year. As for 
attrition rates at tech 
companies, they are 
around five to 1O per 
cent lower than they 
were two to three 
years ago. Between 
2008 and 2013, 
India's $100-billion 

IT industry has grown 
at nearly 14 per cent. 


Markets 


Foreign direct investment 
(FDI) inflows declined to a 
nearly two-year low of $1.05 
billion in November 2012, 
mainly due to global eco- 
nomic uncertainties. In 
November 2011, the country 
had attracted FDI worth $2.53 
billion. Sectors that received 
large FDI inflows during the 
eight months of the current 
fiscal include services ($3.63 
billion) and hotels and tour- 
ism ($3.13 billion). India re- 
ceived the maximum FDI from 
Mauritius ($7.2 billion). 


Research firm CNI Research 
says a whopping 361,000 
crore of investor money is 
blocked due to suspension of 
companies for various reasons 
on bourses. Between 1992 
and 2009, around 1,450 
companies were suspended. 


Coming Up 


With inflation 

coming down, all 
eyes are on RBI 
Governor Duvvuri 
Subbarao. Expectations 
of a rate cut in the 
RBI's quarterly 
monetary policy review 
on January 29 are 
high. But Subbarao has 
cautioned that prices 
of consumer products 
and manufactured 
items are still rising 
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The first of Finance 

Minister P. 
Chidambaram's global 
roadshows to woo 
investors took place in 
Hong Kong in January. 
Next stop: Frankfurt in 
Germany, and London 
at the end of the 
month. 





Show results on FDI policy: SC tells govt 
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Big Bang reforms allowed P. 
Chidambaram to make a credible 
sales pitch during his East Asian 
roadshow. By SANJIV SHANKARAN 











s 2012 drew to a close, it was difficult to 

miss an economic anomaly. Equity 

prices were surging and foreign institu- 

tional investors (FIIs) were pouring in 
money. However, it had no visible impact on the 
rupee-dollar exchange rate. The rupee remained 
weak and hovered around the 355 mark, its level in 
August when P. Chidambaram became finance 
minister for the third time. 

The drag on the exchange rate was India's wid- 
ening current account deficit — the excess of imports 
over exports, which needs to be bridged by foreign 
capital or a country's accumulated reserves. In the 
second quarter (July-September) of 2012/13, India's 
current account deficit reached a record level of 5.4 
per cent of gross domestic product and payments for 
purchases had to be made by dipping into reserves. 
Clearly, the economy needs to attract robust capital 
inflows to fund the deficit. 

Some international banks then began discussions 
with the finance ministry to organise roadshows to 
court international investors and send out the mes- 
sage that the Indian economy was not adrift. 


Chidambaram agreed to two road- 
shows, in Hong Kong and Singapore, in 
January. BNP Paribas, along with Citibank, 
hosted the Hong Kong leg on January 22, 
while Bank of America Merrill Lynch was 
the host at Singapore the next day. 

It was an unusual time to be travelling 
abroad. In January, the finance minister is 
immersed in finalising the Budget. However, 
given the worrying macroeconomic indica- 
tors, Chidambaram understands the gravity 
of the situation. India is on the verge of re- 
cording its lowest growth rate in a decade in 
2012/13 — Chidambaram told investors dur- 
ing the roadshows that the economy would 
expand at about 5.7 per cent this financial 
year. To boost investor sentiment, the gov- 
ernment announced a slew of reforms in the 
run up to the roadshows. 

The events were successful, reckon the 
hosts. "There was a lot of optimism, the 
feeling that the finance minister is on the 
right track," says Nikhil Johri, Managing 
Director and CEO, Asset Management , BNP 
Paribas. Reports put out by the other hosts 
echo Johri. Chidambaram exuded confi- 
dence about the outlook for the Indian 
economy but tempered it with a dose of 
realism. "He (Chidambaram) mentioned 
that behind the noise, there were quiet ne- 
gotiations with Opposition parties and 
support from them," Bank of America said 
in a statement on the Singapore leg, adding 
that the finance minister believed that the 
biggest threat to the reforms process "is an 
unstable government in 2014”. 

Despite the upbeat mood, there have 
been sceptics. "Chidambaram is a smooth 
talker, he can give a spin to anything. He 
realises the need for investment, that is why 
he is doing a roadshow,” says U.R. Bhat, 


Managing Director, Dalton Capital Advisors, an FII. 
Johri, on the other hand, believes Chidambaram 
wasn't engaging in empty talk. He had taken the trouble 
to boost his reformist credentials before the roadshow, he 
points out. "The intent had to be shown very early. It is 
very important to give confidence that government is 
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intent on reforms,” he says. “Unless you act, your mes- 


sage will not be taken seriously.” 

Some of the measures announced by the 
UPA government between January 9 and | 7, 
in normal course, would have been part of 
Budget proposals. On January 9, Railway 
Minister Pawan Kumar Bansal announced 
the first increase in railway passenger fares 
in a decade - such announcements are nor- 
mally part of the Railway Budget. This is 
being seen as an attempt to convince poten- 
tial investors that Chidambaram would stick 
to his revised fiscal deficit target of 5.5 per 
cent in 2012/13. The railways' loss in the 
passenger segment in 2012/13 is estimated 
at a whopping 325,000 crore 

There was more to come. On January 
14, Chidambaram deferred the introduc- 
tion of the contentious General Anti- 
Avoidance Rules (GAAR) by two years to 
2016. GAAR proposals intend to check tax 
avoidance by entities. Then, on January 17, 
the Union Cabinet allowed public sector oil 
marketing companies greater freedom to 
link the retail price of diesel to its cost. The 
announcement holds the potential of rein- 
ing in India’s growing subsidy bill. In 
2012/13, oil subsidies would be around 
172,000 crore, of which diesel usually is 
around 50 per cent. 

Chidambaram’s burst of reforms over the 
last six months have had a catalytic effect on 
equities. The Sensex closed around 19,94 1 
on January 24, higher by 15.5 per cent since 
the time he became finance minister. The 
exchange rate was around 353.77 to a dollar. 
around the same level when the first round 
ofincrease in diesel prices was unveiled and 
multibrand retail was opened to foreign di- 
rect investment in mid-September. 

A weak rupee signals that India's eco- 
nomic problems are deep-rooted, say ex- 


perts. India's slowdown is structural in nature and 
supply led, caused by the slow implementation of struc- 
tural policies and infrastructure-related investments, 
says Leif Lybecker Eskesen, Chief Economist for India & 
ASEAN at HSBC Global Research. Roadshows alone, then, 
will not revive the Indian economy. € 
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Take the Plunge 


It is the right time to completely deregulate fuel prices and 
limit petroleum subsidies to targeted users of kerosene 





ulled by economic compulsions but 

held back by political considera- 

tions, the central government has 
recently taken the much-awaited half-step 
towards de-administering diesel by allow- 
ing public sector oil marketing companies 
to partially increase prices for retail con- 
sumers and charge full market-determined 
prices from bulk consumers like the rail- 
ways. The immediate gain to the govern- 
ment is reduction in the fiscal deficit 
through lower subsidies, but there are sig- 
nificant issues regarding inflation and 
long-term growth strategies. 


Fiscal Policies and Petroleum Products 
In handling petroleum products that in- 
clude petrol and diesel, the central govern- 
ment uses all three instruments available 
to it - namely taxes, subsidies, and admin- 
istered prices — and still does not get it right 
as most of these instruments work at cross- 
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purposes. Tax revenue is undone by the 
subsidies; the incidence of fiscal interven- 
tion becomes difficult to determine; and 
there is long-term damage to growth due to 
resource misallocation for satisfying per- 
ceived short-term considerations. 

Through a differentiated treatment of 
diesel and petrol, the government has cre- 
ated, unlike in many other countries, an 
unnecessary and large artificial wedge in 
their prices. This has resulted in relatively 
high demand for diesel. The share of high- 
speed diesel in the total consumption of 
petroleum, oil, and lubricants products has 
increased from about 32 per cent to 38 per 
cent and that of petrol from nearly seven to 
nine per cent between 2003 and 2011. 

If you compare international prices of 
diesel and unleaded petrol, the typical pat- 
tern is that in most oil producing countries 
such as Iran, Saudi Arabia, Russia and 
the US, prices of petroleum products are 
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relatively lower than that in countries 
which depend largely on imported petro- 
leum. Also, in many countries the dif- 
ference in petrol and diesel prices is 
minimal. Sometimes it is diesel that / 


is priced higher, as in the UK where a ` 


litre o[ petrol costs $2.16 while the 
corresponding cost for diesel is $2.27. 

In the US, Israel and Norway as well, diesel 
costs more than petrol. In Sweden, the 
price ofa litre of diesel and that of unleaded 
petrol is exactly the same. 


Diesel and Electricity Shortages 
Underpricing of any product leads to excess 
demand, lower investment, and lower sup- 
ply. Linked to diesel in many ways is elec- 
tricity, which has also historically been 
subjected to administered or regulated 
underpricing. The result has been inade- 
quate investment in the sector, and low, 
poor quality and unreliable supply. To over- 
come these, many people have invested in 
diesel generators, taking advantage of the 
lower diesel prices. 

The same reason has persuaded farm- 
ers to use diesel gensets for irrigation. Diesel 
cars are preferred by the rich in compari- 
son with petrol cars. One step towards 
market-determined diesel prices may lead 
to only a limited substitution of diesel-based 
products with other fuels. But when the 
entire gap is made up. there could be a sig- 
nificant impact. 

There is no doubt that prices of fuel and 
energy group would go up as diesel prices 
are lifted to market-determined levels. 
There would also be an impact on prices of 
manufactured articles and food products 
through the impact on transport costs. 
However, there are signs that wholesale 
price index-based inflation of manufac- 
tured articles is coming down. It may be 
possible to absorb the incremental effect of 
the diesel price hike without reversing the 
downward trend in inflation that has be- 
come visible only recently. 













Road to Full Reforms 

The path to reforms has often witnessed 
reversals. In 1997, the Ministry of Finance 
had brought out a white paper on subsidies. 
Around that time, the oil pool accounts 
were abolished and the administered price 
mechanism for petroleum products was 
dismantled. But administered pricing was 
reintroduced prior to the 2004 general 
elections. From 2003 to 2012, we saw a 
massive upsurge in international crude oil 
prices, resulting in a significant increase in 
government oil subsidies. The rising inter- 
national prices delayed the return to a 
market-determined pricing regime. The 
right time to de-administer oil prices is 
when international crude oil prices are 
softening. Given the recessionary world 
economic situation, there may be such a 
window over the next one to two years. 
This may be the right time to genuinely de- 
administer the entire sector. 

It would be ideal to limit petroleum 
subsidies only to targeted users of kerosene. 
With an increase in petroleum tax revenue 
net of subsidies, tax rates on other goods 
and services can be reduced. This would 
facilitate the introduction of a goods and 
services tax at a low standard rate for goods 
and services other than the group of 
demerit and polluting goods that includes 
petrol and diesel. @ 

The author is Chief Policy Adviser, 
Ernst & Young, and a former member of the 
Twelfth Finance Commission 
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Business Friendly 


Tablets are expected to make a large-scale entry 
into offices this year. Among the first companies to 


line up a tablet with primary focus on the business user 

is Dell, with its Windows 8-powered Latitude 10. With a 

reinforced magnesium alloy frame and a body that has a 

rubberised feel, the 10.1-inch tablet displays a rugged character that will help it 
work well in new environments. It is an Intel Atom-based tablet, so you will be 
able to carry out a lot of enterprise functions such as mail and SAP on it. But 
the really heavy stuff such as opening a large excel sheet may still not be 
possible. it is, however, among the first tablets to feature a battery that can be 
changed as easily as that of any camera or torchlight. The tablet has a 720p 
front camera and 8 megapixel rear one, a card reader, a USB port and HDMI. 


TOP=NOTCH Design, build quality Not very powerful 
TABLET AND Swappable battery Poor sound quality 


ULTRABOOK, 
BOTH USING | Dell Latitude 10 OO 735,990 


Price: (87,599 


— Slim and Strong 


As far as design and ultrabook specs go, the Acer Aspire S7 is right up there 
next to the Samsung series 9 and the Toshiba Portege 7580. It is as thin 
and light as a laptop can possibly be. The 11.6-inch display side is 
ultrathin, but does not feel flimsy. The keyboard is full-size with 
backlighting that gives the characters a greenish glow. The 

| | 1080p Full HD display with a touch screen really shines 
"es CA Dina’: \ through when you are on one of the better designed Windows 
waq F< | 8 apps. Sound is also top notch, thanks to the Dolby Home 
Theatre. Yet slim is strong as well, running on a third 
generation Intel Core i5 processor, this is one powerful 
device. Throw any task at it and the S7 comes through 
with flying colours. You will, however, have to make 

do with just two USB ports, the super-thin frame 

has no space for more. 
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The Indian aviation industry has been caught in d 

a pincer grip of high oil prices and intense fare 

wars, leading to mounting losses for all major 

carriers barring IndiGo. There are some indications 

of a turnaround in the offing with better cost and 

fleet management. The near-demise of Kingfisher 7 

Airlines and subsequent consolidation in the / 

industry have also helped the other airlines cut / 

losses and even post profits in some quarters. / 
29,009 C 

4 








res in per cent 







Research by Jyotindra Dubey 
Graphic by Santosh Kushwaha 







Kingfisher 


24.3 












í E" - SpiceJet j 
With the collapse of Kingfisher Airlines A 1 
in 2012, its rivals felt emboldened to , ae” 2.2 Others 
raise fares on major routes... á Air India 

d 
Average monthly airfare on the 25 233 (o 
Delhi-Mumbai route in 2012 é 
P 
r Jet Airways 
EA "vn 
IndiGo Jet Lite | 
Ld 5 Kingfisher 

















However, the rise in the price of air Aa Mh | | 
tickets led to a drop in domestic T Li & s MS d" 
passenger traffic in 2012, the first NS X A phy 9. xe 
time in many years... 323 + * 
Yo 
4 e 
e qad . 
P t anv? 700 N QV "ul 


... even as aviation turbine fuel 
prices continue to stay high ... 


Figures show Delhi fuel 
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profitability of carriers, many of Bi Jet Airways 


which continued to post losses 
almost every quarter. IndiGo* is 
the sole exception 
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-355.54 





Figures show net profit/loss in š crore 
*IndiGo profit figures are unavailable as it is unlisted 


HKingfisher and Jet had not declared their December quarter 


results at the time of going to press Sources: MakeMyTrip.com 
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FOCUS On Record/Government mulls higher taxes for the super-rich 














"In principle, how can you say that 
rich people shouldn't pay more 
taxes. You have to be fair in a 
country with this kind 

of poverty" 


Azim Premji, Chairman, Wipro Ltd, in The Economic Times, January 24 








W N We should consider 
2:93 the argument that 
the very rich should 
be asked to pay a 
little more on some 
occasions" 


P. Chidambaram, Finance Minister, on CNBC TV 18, January 24 


“It is important to avoid new W 4 
taxes to preserve sentiment. Any | 
pro A increase in taxes (on the rich) 


: è : 9 

PROGRESSIVE will create a negative perception” |. 
INCOME TAX... Adi Godrej, Chairman, Godrej Industries, and À 

THE REAL President, CII, on NDTV, January 21 
PROBLEM IS 

THAT NOT 
ENOUGH 

PEOPLE ARE 
DECLARING 

THEIR INCOME 
AND PAYING 

T vy 
Montek Singh Ahluwalia, 
Deputy Chairman, Planning 


Commission, in Business 
Standard, January 20 





“A higher rate of tax on the high 
income group is uncalled for... it 
will discourage entrepreneurship” 


Naina Lal Kidwai, Country Head, HSBC India, and 
President, FICCI, to Agencies, January 21 
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PES becomes the 1" Indian 
versity to receive this award! 
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Far from Pura 
First mooted by A.P.J. Abdul 
Kalam when he was President, 
the Provision of Urban 
Amenities to Rural Areas 
(PURA) scheme has yet to get 
going. Of the nine PURA (which 
in Hindi means complete) pilot 
projects launched, seven will 
be delayed, Rural Development 
Minister Jairam Ramesh 
recently admitted. Only the 
two in Kerala are on track, the 
rest across several states 
remain in various stages of 
appraisal. 





Lots in a Name 


If an online domain name is 
easy to remember and 
describes its content 
succinctly, it can earn an 
awesome sum for the one who 
first registered it. The most 
expensive domain name of 
2012 has proved to be 
investing.com, bought by global 
trading platform Forexpros. 
com for $2.45 billion. But this 
pales in comparison to prices 
paid in earlier years for insure. 
com ($16 billion in 2009) and 
sex.com ($14 billion in 2010). 


Old and Fat 


Age takes its toll on the best of 
us and the matchbox sized 
piece of platinum known as the 
International Prototype 
Kilogram is no exception. 
Scientists from Britain's 
Newcastle University have said 
that this standard kilo, created 
in 1875 and kept in Paris, 
actually weighs more than a 
kilo now. Only a teeny-weeny 
bit more, no doubt, but the 
charge has sent the scientific 
community into a tizzy. 
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When a Head Rolls 


The beheading of an Indian lance corporal, allegedly by Pakistani soldiers on January 
8, has provoked a furore across the country. What the fracas was all about: 


The developments: India has accused Pakistani troops of crossing the line of control 
(LoC), the 734 km border between India and Pakistan in Jammu and Kashmir. in the 
Mendhar sector of Poonch district, and ambushing an Indian army patrol team, in 
which two Indian soldiers were killed, their bodies mutilated and one of them beheaded. 
Pakistan has claimed the hostilities were begun by India, saying Indian troops fired 
across the border on January 6 in which a Pakistani soldier was killed. Repeated skir- 
mishes between the two followed, which ended after the Director Generals of both 
countries agreed on January 16 to cease fighting and observe restraint. 


The significance: This was the worst clash between the two since the last ceasefire 
agreement was reached in November 2003. That was the denouement to a long mili- 
tary standoff between them which began after Pakistan-supported terrorists attacked 
the Indian Parliament in December 2001. India responded with Operation Parakram, 
amassing vast troops on the LoC and Pakistan responded in kind. 


The fears: The two have fought four wars since they became independent in 1947. 
But both are now nuclear powers. A serious clash between them could be catastrophic. 


The fallout: The agreement reached between the two countries in December 2012 
by which senior citizens of either would get visas on arrival, has been put on hold. 
Pakistani players participating in the inaugural Hockey India League tournament have 
been sent back. Pakistani theatre groups were prevented from performing at the 
National School of Drama in Delhi. 


COMPILED BY ROOPALI JOSHI 


26 BUSINESS TODAY February 17 2013 


The Escuadra series stands tall with bold, straight lines and 
flawless curves, without any sharp edges... Roca s exclusive 
water-saving “click technology” and easy maintenance 


add to the uniqueness of its faucets. 


© 
i 
O 
i] 
= 
o 
o 
LL 
o 
oO 
o 
= 
"Oo 
° 
= 
= 
— 
a 
° 
LL 





THE LEADING GLOBAL 
BATHROOM BRAND Roca Bathroom Products Pvt. Ltd. Contact us: info.roca@roca.net 
www.roca.com To locate your nearest Roca dealer, SMS ROCA<space>Pincode to 53030. 








2 


, io Y 
E 2 





[ZY] Carios Ghosn 









China's 


arlier this month, China's govern- 

ment announced another bold move 

to ease traffic congestion and reduce 

carbon emissions: the authorities 

want 60 per cent of all motor-vehicle 
use in towns and cities to be public transporta- 
tion, and the government in Beijing is urging 
regional governments to use more zero-emis- 
sion and alternative-energy vehicles. 

China continues to be the top market for 
gas-powered vehicles, but it is increasingly 
clear that its government intends to lead the 
world in clean-energy vehicles. The Renault- 


SOME OBSERVERS SAY THAT CHINA'S 


GOALS ARE OVERLY AMBITIOUS, 
SECAUSE THE CLEAN-CAR MARKET WILL 
NOT GROW SO QUICKLY. BUT CHINA MAY 

SILENCE THE SCEPTICS ONCE AGAIN 






Nissan Alliance will support China's ambition. 

Nissan entered China in 2003, when 
Chinese consumers bought 4.5 million cars. 
Sceptics said that Nissan was "late to the 
game” in China: the Chinese car market was 
supposedly fully saturated. Back then, the 
world's top automotive market was the United 
States, with Americans buying more than 16 
million cars and trucks. 

What a difference a decade makes: In 201 2, 
Chinese consumers purchased an estimated 18 
million new cars, a 300 per cent increase. 
Growth in the Chinese auto sector has silenced 
the sceptics and exceeded even the most bullish 
expectations of third-party observers. 

Now the world's biggest car market has 
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Green Drivers 


Already the biggest car market, China now wants 
to lead the world in clean-energy vehicles 


declared a new goal: China wants to have the 
largest number of clean cars. 

In April, the State Council, China's highest 
administrative authority, unveiled targets 
aimed at reducing the carbon footprint of the 
country's cars. The State Council wants to 
produce 500,000 new-energy vehicles — in- 
cluding electric vehicles (EV), plug-in hybrid 
electric vehicles, and fuel-cell vehicles — by 
2015, and is aiming for a production capacity 
of two million EVs per year by 2020. Ultimately, 
China wants a total of five million EVs on the 
country's roads, powered by an estimated 
10,000 charging stations, by 2020. 

As in 2003, some observers say that China’s 
goals are overly ambitious, because the clean- 
car market will not grow so quickly. But China 
may silence the sceptics once again. 

In 2011, the Chinese government ear- 
marked $1.5 billion annually for the industry 
for the next 10 years, hoping to transform the 
country into one of the leading producers of 
zero-emission vehicles. While China's aim is to 
promote domestically produced vehicles, all of 
the world's major car manufacturers are work- 
ing together — and with local partners - to roll 
out their own EV models and gain leadership in 
the Chinese market. 

China has no choice but to move toward 
zero-emission cars. The country relies on coal 
for about 70 per cent of its energy needs. In 
2011, China's energy consumption climbed 
9.7 per cent, reaching 3.7 billion metric 
tonnes of standard coal equivalent - the fast- 
est growth rate since 2007. 

China is not only the world's largest con- 
sumer of coal, but also is second only to the 





US in oil imports — more than five million bar- 
rels of oil per day in 2011, from Saudi Arabia, 
Angola, Iran, Russia, and other producers. 
Reliance on coal and oil has made China the 
world's largest source of carbon emissions, 
and has eroded the quality of life for Chinese 
citizens. 

Indeed, 16 ofthe world's 20 worst cities for 
air pollution are in China. In 2012, the China 
Medical Association warned that air pollution 
could become the country's biggest health 
threat, owing to rising rates of lung cancer and 
cardiovascular disease — particularly in the 
country's megacities. 

As a result, the Chinese government is tak- 
ing bold steps to move beyond fossil fuels. In 
August, China committed about $290 billion 
to clean-energy projects.The authorities want 
renewable energy to account for one-fifth of its 
total energy demand by 2015. China can now 
generate 6.2 gigawatts of solar power and 68.3 
gigawatts of wind power - the equivalent of 50 
coal-fired power plants — and has nine of the 
world's top 10 solar-energy companies, which 
together produce 65 per cent of the world's 
photovoltaic panels. 

At the same time, China is implementing 
stricter fuel-efficiency standards than the 
United States and many other countries. For 
example, the authorities have imposed a 12 per 
cent tax on gas-guzzlers. 

Moreover, China offers incentives of about 
$8,000 for the purchase of EVs. This is one of 
the highest such subsidies in the world, attest- 
ing to the authorities’ seriousness about en- 
couraging consumers and fleet owners to 
switch. China is also replacing government 





fleets with EVs. The city of Shenzhen, in China's 
Pearl River Valley, has 2,350 EVs in its mu- 
nicipal fleet. 

China is encouraging the use of zero-emis- 
sion EVs because they are “energy agnostic” — 
that is, they can consume any kind of fuel that 
is already in the national grid’s mix, including 
the growing amount of renewable energy. So, 
as China rapidly develops solar power, China s 
EVs will become, in essence, solar cars — and 
wind and hydro cars as those energy sources 
increase as well. 

When electric cars penetrate the market, 


THE CHINESE GOVERNMENT IS 
TAKING BOLD STEPS TO MOVE BEYONI 





FOSSIL FUELS. IN AUGUST, CHINA 
COMMITTED ABOUT $290 BILLION 


TO CLEAN-ENERGY PROJECTS 


they will significantly reduce urban smog. The 
State Council estimates that achieving the 
targets for EVs will lower China's greenhouse- 
gas emissions by 19 per cent while reducing the 


country’s reliance on imported oil — both of 


which are key national policy goals. 

China is investing in its future by challeng- 
ing both its citizens and the auto industry to 
evolve beyond the internal combustible engine. 
The Renault-Nissan Alliance has accepted that 
challenge, and looks forward to helping the 
world's biggest car market become one of the 
cleanest car markets as well. 

Carlos Ghosn is Chairman and 
CEO of the Renault-Nissan Alliance 
O Project Syndicate 
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Vijay Mallya is in talks with two West As 
hoping one of them will pick up a stake in Kingfisher. 
By K.R. BALASUBRAMANYAM 
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or Sanjay Aggarwal, Chief 
Executive of the 
grounded Kingfisher 
Airlines, the new year 
did not exactly begin on 
a happy note. His 
January 18 meeting 
with a State Bank of 
India-led (SBI) team of 
bankers failed to make 
much headway on plans 
to revive the beleaguered 
carrier. Three days later, 
some former Kingfisher pi- 
lots and employees threat- 
ened to move court to seek 
the closure of the airline if 
their outstanding salaries 
were not paid soon. 

But senior bank officials 
now see hope on the horizon. 
They say Chairman Vijay Mallya is in 
talks with investors, including two 
airlines, from West Asia in a bid to 
sell one of them a stake in Kingfisher 
so that the troubled airline can fly 
again by the end of March. The bank- 
ers, who have been engaged with the 
Kingfisher management, say Mallya 
will use part of the money he got 





from selling his stake in United 
Spirits to UK drinks giant Diageo Plc. 
last November along with outside 
investment to revive the airline. "He 
is definitely talking to investors but 
away from the media glare. He is 
desperate to see his airline back in 
business," says a banker who does 
not want to be identified. 
Kingfisher, which has not flown 
since October, owes close to 37,000 
crore to a consortium of banks led 


Bankers may issue a 
no-objection certificate 


Kingfisher 
about «800 


by SBI. It needs no-objection certifi- 
cates from all stakeholders, inchtd- 
ing banks, oil companieszefid air- 
ports, to restart operations. The 
airline also owes*money to GMR 
Infrastructufe, GVK Power & 
Infrastruefure and the Airports 
Authoyity of India for using airport 
services. A core group of banks has 
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told the airline they will consider 
issuing a no-objection certificate 
and any fresh line of support only if 
it pays at least some of its dues, or 
about 800 crore, to the banks. “We 
want 3800 crore. This figure is not 
cast in stone. We are flexible about 
it, but we want something for us on 
the table," says the top banker. 
Kingfisher's lenders have bee 

patient so far. The airline lost its øp- 
erating licence at the end of last&ear 
and so far has not cofne up 
with any convincipé turna- 
round plan to gef back into 
the air. Still, Senior banker 
says theyre delaying ex- 
treme Actions, such as re- 
covéry proceedings, because 

ye airline has few tangible 
assets. The airline has not 
reported a profit since its start in 
May 2005 and has accumulated 
losses of about 110,000 crore. Its 
shares hit a lifetime low of 37.05 on 
the National Stock Exchange on 
August 13, although they have al- 
most doubled since then on the back 
of positive signs from the govern- 
ment and the UB Group. 
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The airline is yet to submit a 
concrete revival plan to the Civil 
Aviation Ministry. But the govern- 
ment says it is willing to support a 
plan if Kingfisher were to settle its 
employees' dues. "We will move in 
accordance with the rules. The air- 
line owes salary dues to employees, 
and huge dues to the Airports 
Authority of India. It will have to act 
with accountability and settle the 
dues," Minister of State for Civil 
Aviation K.C. Venugopal told 
Business Today. (See The ball is in the 
airline's court) 

In January, Mallya wrote a let- 
ter to staff outlining a plan to revive 
the airline. He promised to invest 
1650 crore from the UB Group so 
that some Kingfisher planes could 
begin flying again in the summer. 
But market analysts are sceptical. 
They do not think UB (Holdings) 
Limited, until recently the holding 
company of the airline, will be able 
to do much to bail out the carrier. 
The firm held a 24.5 per cent stake 
in the airline as on September 30, 
2012. "The UB (Holdings) balance 
sheet is extremely stretched, so how 
the fund infusion into the airline 
will happen is unclear," says Nikhil 
Vora, Managing Director at IDFC 
Securities. "It is most likely to 





“The ball 


is in the 
airline s 
court 





Minister of State for Civil Aviation 
K.C. Venugopal spoke on 
Kingfisher Airlines with BT. 

Edited excerpts: 


There are reports of the airline's 
revival... 

The ball is in the airline's court. They 
have to come to us with a plan on how 
they want to go about it. 


How will the government support? 
The ministry has done all it can to help 
the airline, to the point of being criti- 
cised for being far too lenient with it. 
But we did so because it also con- 
cerned the interests of employees. 


Will the government go slow on dues? 
We will move in accordance with the 
rules. The airline owes salary dues to em- 
ployees, and huge dues to the Airports 
Authority of India. It will have to act with 
accountability and settle the dues. 


How does the aviation picture look? 
Fares have gone up after Kingfisher 
closed. Traffic is slowly picking up. 


Take off: 
Passengers 
near a 
Kingfisher 
aircraft at 
Delhi airport 


come from the unlisted ent 
the UB Group.” 

Estimates of how 
Kingfisher needs to pump 
mediately to fly again var 
Aviation Minister Ajit Singh 
the struggling carrier needs 
~1,000 crore to resume operat 
Sharan Lillaney, analyst at Ang 
Broking Ltd, says the airlii 
require about 32,000 crore t 
with six to 10 aircraft. “I 
grounded because of financial | 
lems, not any safety issues... | 
proved itself to be a good airlin 

But Kingfisher’s troubles | 
end with a fresh infusion of fui 
has already lost several pilot: 
neers and cabin crew to othe! 
ers in the aviation and hospi! 
industries, both in India and abroad 
Mark D. Martin, CEO of Dubai-b: 
aviation consulting firm M: 
Consulting, says Emirates Air! 
Fly Dubai, Etihad Airways and Qata! 
Airways will need about 7,00 
over the next two to thre 
"The most difficult task for th 
line management would be to | 
place the exceptional operations and 
maintenance teams it had ear! 
says Martin. € 
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ALL THAT GAS 


The Dabhol LNG terminal has been commissioned, two decades after it was 
planned. But will this end the problems for its owner? By ANILESH S. MAHAJAN 








61 mw 


The capacity of the 
Dabhol power plant 
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he simple folk of 
Anjanwel, a sleepy vil- 
lage facing the Arabian 
Sea in Maharashtra, 
were stirred on the morning of 
December 28. It was kilometres 
away but the silhouette of the ship 
was unmistakable as it rumbled 
through the mist into the U-shaped 
coast and docked at the private 
port set up by Ratnagiri Gas and 
Power (RGPPL), the company that 
took over the debris of what was 
Dabhol Power Company. 
The ship carried 130,000 


cubic metres of liquefied natural 
gas (LNG) from Russian company 
Gazprom and was only the second 
to arrive in these parts after the 
one that came nine months ear- 
lier. The first ship had to return as 
the equipment required to handle 
the cargo at the LNG terminal 
failed. This second one, in addition 
to causing a flutter in Anjanwel, 
would warm the heart of Prabhat 
Singh, Chairman of RGPPL, who 
allowed himself a smile when he 
heard of the new arrival as if the 
news he had just heard was about 
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75,229 cr 


RGPPL's revenue 
for 2011/12 


a newborn. For RGPPL, it is no less 
than a new baby, full of promise and 
sunshine, and one that has come af- 
ter years in labour. 

The LNG terminal and the adja- 
cent gas-based power plant were 
originally envisaged in 1992 by the 
US-based Enron's unit named after 
the neighbouring Dabhol village. 
While construction on the power 
project began in 1995, work on the 
terminal started three years later. 
Disputes between Enron and the 
Maharashtra government, followed 
by the US company’s bankruptcy, 
mothballed the project for several 
years until the central government 
roped in state-run utilities GAIL and 
NTPC in 2004 to set up RGPPL to re- 
vive the power plant and gas termi- 
nal. Each owns a 31.5 per cent stake 
in RGPPL. The rest is with the 
Maharashtra State Electricity Board 
(MSEB) and lenders. 

When RGPPL took over Dabhol's 
assets, the LNG terminal was 80 per 
cent complete. Even as the power 
plant went on stream, faulty equip- 
ment and legal disputes with suppli- 
ers delayed the terminal's commis- 
sioning. But the ship on December 28 
promises to change things. The next 
few days after the ship's arrival. gas 
coursed through pipelines and stor- 
age tanks as the company tested the 
equipment. Finally, RGPPL commis- 
sioned the terminal on January 10. 

It is only the third LNG terminal 
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in India, after Dahej and Hazira in 
Gujarat, and has a capacity to import 
five million tonnes of LNG a year. At 
present, RGPPL cannot use the termi- 
nal during the monsoon season as 
the breakwater, used to guard 
against tidal waves, is not yet ready. 

RGPPL will not run its power plant 
on gas from this terminal, as this will 
not make business sense. This is be- 
cause the power plant, which NTPC 
operates, gets gas mainly from 
Reliance Industries `s KG-D6 field at a 
price of $4.2 per million British ther- 


“It would be very 
difficult for RGPPL 
to generate power 


on imported gas" 


Manash Sarkar, 
Managing Director, RGPPL 


mal units. The plant has a commit- 
ment to sell electricity to the MSEB at 
34.10 to 34.20 a unit. Generating 
power using imported LNG, which 
costs between $9 and $12 per mBtu, 
will not be viable. "It would be very 
difficult for RGPPL to generate power 
on imported gas," says Managing 
Director Manash Sarkar. 

The terminal can make a busi- 
ness case only if GAIL, its operator, 
sells its gas in the open market. That 
is on the anvil. The Dabhol-Panvel 


$4.2 


The price | 
source gas from Reliance 
 Industries's D-6 block 








- 


GPPL pays to 








pipeline is ready, and a GAIL spokes- 
person says the company is likely to 
commission the Dabhol-Bangalore 
pipeline, which will supply gas to 
industrial users in Goa and 
Karnataka, by the end of March. 

Imported LNG will fetch between 
$11 and $14 in the open market. 
But GAIL has not yet tied up with any 
suppliers. GAIL will pay 345 per mBtu 
to RGPPL as fee to operate the termi- 
nal for 25 years. Back-of-the- 
envelope calculations suggest that 
RGPPL can potentially earn as much 
as 11,200 crore in revenue when the 
terminal operates at full capacity. 

The terminal's revenue will be a 
shot in the arm for RGPPL, which has 
been reeling under a sharp cut in gas 
supply from KG-D6. The supply has 
fallen from 9.2 million metric stand- 
ard cubic metres per day in 2011 to 
less than 2.5 mmscmd, forcing the 
power plant to operate at less than 
20 per cent of its 1,967 megawatt 
capacity. The capacity utilisation 
was a robust 80 per cent in July 
2011. Lower generation is likely to 
hit the company's financials in the 
current financial year. In 2011/12, 
RGPPL posted a net profit of 31,089 
crore on revenue of 35,229 crore. 

But the company's books, thanks 
to the terminal, will be healthier in 
the future than feared. And that is 
why Chairman Singh was smiling. 
But it will take a lot more to make 
him laugh. € 
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Baba Kaluani is Chairman and Managing Director of Bharat 
Forge, the leading Pune-based forging company. In an exclusive 
interview with Govindraj Ethiraj on the show Bottomline, 
which airs on Headlines Today, he talks about the economy 
and what to look forward to in 201 3. Edited excerpts: 








ours has a tremendous inertia and anything that you do 

takes a couple of months. So you are going to see a few 

quarters before you will start seeing results coming in. If 

you look at 2012/13, the first half was very good. Most 

people did very good, but suddenly the second half 

doesn t look so good. We are beginning to see a contrac- 

nally looKi T tion in demand in almost every sector of the economy 

The steps that are being taken now will definitely have and this is largely due to the prevailing system or cir- 


a positive impact but it is going to take some time be- cumstances that we are seeing around ourselves. The 


cause an economy as large as India's and as diverse as mA whole decision-making process getting frozen, not 


Full interview with Baba Kalyani at 
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much activity happening, projects getting blocked either 
because of land or environmental issues or political is- 
sues... it is better to wait and watch rather than start 
moving and making investments. 


Let us talk about the automotive component 
business, the forging business for which you 
are really known all over the world. That's 
not growing as fast today because of demand 
contraction in the auto business. Right? 
Yeah. We have seen a demand contraction, largely in the 
commercial vehicles' side of the automotive business. 
That's a large part of our portfolio, not only in India, but 
also outside India. And in India, we are seeing a demand 
contraction of almost 25 to 30 per cent in the commercial 
vehicles segment and outside India it is 10 to 15 per cent, 
Europe is 15 per cent and North America is about 10 per 
cent, China is as bad as India, 25 to 30 per cent. There 
has been demand contraction, but it is cyclical, tempo- 
rary. So, I am not very concerned. 


You are very optimistic 
about 2013, at least for the 
automotive part. What do 
you think is going to spur 
this relative turnaround 
that you feel will happen? 
It is different reasons in different 
markets. If you look at India, we 
have had a very, let's say, difficult 
year (2012) in this sector. The 
demand has contracted, produc- 
tion is low, consumption of prod- 
ucts is low. It is largely related to 
overall issues within the economy 
and with the steps that the gov- 
ernment is taking, the finance 
minister is taking, you will start 
seeing easing up of this situation 
in 2013 and the demand will 
come back because the potential 
demand is pretty high. 


You, for instance, an- 
nounced at least two 
projects, one in Madhya 
Pradesh, which is a sponge 
iron plus power plant, and 
in Maharashtra, which is a 
power plant. What are 
your own experiences? 

Madhya Pradesh, we have just 
announced. We are just starting 
on this. For us, this is a sector that 
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we would like to grow. Steel, energy, these are the sectors 
we want to grow because we honestly believe that irre- 
spective of the problems we are seeing today, India as a 
country and its economy will continue to grow and if it 
continues to grow it needs more energy, it needs more 
steel, it needs more automobiles, therefore it needs more 
components. You have to have faith in India and the 
India story from a longer term perspective. 


Companies like yours have also, in time, be- 
come global. I think most of your acquisi- 
tions, for instance, happened between 2003 
and 2005. That was also a strategy. It was 
maybe to de-risk, it was to look at opportuni- 
Lies overseas. Now, when you look back, how 
does the strategy look? 

Two things. First, that strategy worked extremely well. 
We grew 10 times in eight years because of that, because 
we took a measured approach to globalise ourselves. 
Before we started this process, we 
were a $100-million company 
and by 2008, we were over a bil- 
lion-dollar company. So, it was 
rapid growth in a short time. 
Second, that strategy has a great 
meaning for the future growth of 
India. Many players in the Indian 
market are the same players that 
we serve today in Europe and 
North America. Whether it is 
Daimler, Volvo, Volkswagen. 
Audi, they are all getting into 
India and they are going to have 
significant market shares in the 
next 10 to 15 years. Now, this 
business is cyclical. Every three to 
four years, there is a cycle — right 
now it's a down cycle. So, things 
don't look as bright as they look in 
an upside but the upside will come 
very quickly. 


The bottomline question, 
therefore, for a global 
company like Bharat 
Forge, which has now ex- 
panded considerably 
across the world, is to 
what extent does the India 
story matter? 

The India story for the next dec- 
ade is extremely important for 
two simple reasons. If you look at 
the automotive business, we are 


going to grow from three million vehicles — four 
wheelers — to almost nine million or plus. So, it is go- 
ing to be three times growth in the next 10 years. 
Clearly, the opportunity for anybody who is in the 
automotive space here is tremendous. We are not only 
looking at growing in what we do today but we are 
also looking at growing in what else we can do in the 
automotive business tomorrow. That is one of the 
areas we are focusing on. Second, a lot of multination- 
als in the automotive space are beginning to now look 
at India from a strategic point of view to make it the 
supply hub for Asia. This is where India's manufactur- 
ing story is going to start coming in. India is going to 
emerge as a very strong manufacturing destination 
for technology products. 


This is true conceptually. There are companies like ours 
and others which have demonstrated that they are ex- 
tremely competitive and savvy in technology and tech- 
nology applications, and in products. But we do not 
have the scale of China, which is six times bigger in size 
and scale in almost every space. If you look at automo- 
biles, they are the world's largest. In railways, they have 
the world's fastest train. Similarly in infrastructure and 
everything else. 

China has its own space in the global economy, it 
will probably be the second-largest economy. But in 10, 
15 or 20 years, India can become the third-largest 
economy, and pretty much close to China. That's an 
amazing economic proposition. That largely will depend 
on how we derive our policy and systems. How do we 
get scale? Everytime we take one step, we cannot get 
bogged down in environment, governance and legal 
issues. If we get into a mess every time, we are going to 
get into the wrong direction. 


It has been a difficult time. We have had two good quar- 
ters and now we are going to have two bad quarters. 
But you do things in a downturn that you wouldn't 
have time to do when business is booming. We are de- 
veloping new customers and new products. We are 
getting our costs down. We are optimistic. € 
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LABOURING FOR CHANGE 





Indian industry's attitude towards contract workers is changing 


aushad Forbes, Director at 
Forbes Marshall, says the 
Pune-based engineering 
company has changed its 
attitude towards workers employed 
on contract. "Instead of thinking 
about how much they cost, we look 
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for the better. By SUMAN LAYAK 


at their productivity," savs Forbes. 
"We found many contract workers 
were as productive as our perma- 
nent workers. Our outlook on their 
training and skill development has 
changed." 

Forbes Marshall is one of many 


companies that are beginning to view 
contract workers in a different light. 
Contract workers, hired through la- 
bour contractors, are often poorly 
skilled and get paid less than regular 
employees for the same work, leading 
to resentment among these workers. 








Industry-wide efforts have now started 
to improve the situation, particularly in 
the wake of the violence at car maker 
Maruti Suzuki's Manesar factory last 
July when one senior executive was 
killed and several injured after workers 
went on a rampage. 

Companies prefer having part of 
their workforce on contract to retain the 
flexibility to adjust to business cycles and 
also to save costs they would have to 
incur on permanent staff. "During the 
lean period we need only 40 per cent of 
the people we need during the peak," 
says Pradeep Bhargava, Executive 
Director at Cummins India. The Pune- 
based engineering company provides 
canteen facilities, uniforms, protective 
equipment, and accident insurance to its 
contract workers. 

Maruti, which terminated pacts with 
labour contractors at the Manesar plant, 
now hires workers directly. It had 1,869 
contract workers in Manesar last year. 
Since October, it has hired about 1,500 
temporary workers, or temps, in place of 
contract workers. The temps account for 
40 per cent of the total workforce at the 
factory. They get salaries comparable to 
entry-level permanent employees 
(around 337,800 per month). But their 
tenure is subject to market conditions. 
"Temps who have worked with us will 
be given priority whenever we re-hire 
people during the peak season. Some 
temps are offered permanent jobs," says 
a Maruti executive. 

Bhargava, also the chairman of the 
Confederation of Indian Industry s west- 
ern regional council, is spearheading a 
CII pilot project which is targeting an 
improvement in the lot of contract 
workers. Tata Steel Vice Chairman B. 
Muthuraman and Rajeev Dubey, who 
heads human resources at Mahindra & 
Mahindra Group, are also part of the 
initiative. Other companies that are 
supporting the move include consumer 
goods maker Hindustan Unilever, and 
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engineering companies Larsen & 
Toubro, Godrej & Boyce, and Thermax. 

The pilot project aims to lay down 
some ground rules for the industry re- 
garding the employment of contract 
workers. The first task is to determine 
how many perennial jobs are required 
in companies across sectors. "If you 
need 70 workers at all times and 100 at 
the peak, then you should not employ 
more than 30 contract workers," says 
Bhargava. The initiative also aims to 
reach a consensus among companies 
on wages for contract workers. It says 
that contract workers should be paid 
around 60-70 per cent of the wages of 
an entry-level permanent worker. The 
third goal is to provide uniforms, protec- 
tion equipment, subsidised food and 
accident insurance to all employees. 

The Employers' Federation of India 
(EFI), a nodal committee of employers, 
launched a similar initiative in October. 
The initiative aims to create a work- 
place that is "competitive, fair and in- 
clusive" for contract workers. The EFI 
includes representatives from CII, 
Assocham, and the Federation of 
Indian Chambers of Commerce and 
Industry. It also includes representa- 
tives from the Standing Conference of 
Public Enterprises, an association of 
state-run companies. "It is a 20-mem- 
ber discussion group right now. We will 
bring trade union leaders on board 
later," says Dubey, EFI's President. "The 
goal is to come up with recommenda- 
tions that the government as well as 
industry can implement." 

Still, there is a long way to go before 
common ground is found. “All contract 
workers should be gradually made per- 
manent," says Gurudas Dasgupta, 
Member of Parliament and General 
Secretary of the All India Trade Union 
Congress. "Companies are trying to use 
more contract workers to keep costs low 
and rake in super-profits." € 
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The Sensex, up 26 per cent last year, is likely to rise 
further this year, and although the bulls aren't charging 
just yet, they look forward to gains. By MAHESH NAYAK 


irst-time investor Sharad Gagdani is a happy 
man. He put 32 lakh in the stock market four 
months ago. With the Bombay Stock 
Exchange (BSE) Sensex recently crossing 
20,000 for the first time in two years, his 
portfolio is already up 10 to 15 per cent. His 
advisors are urging him to book profits, but 
28-year-old Gagdani, who runs an artificial 
jewellery business in Mumbai, is sitting tight. He isn't 
investing any more money in the market but says: “I 
will wait before I book profits.” 

K.R. Bharat, Managing Director of Advent Advisory 
Services, is also guarded, though his optimism is a con- 
trast to his mood four months ago. He has reduced his 
cash position from 50 to 20 per cent, although he says 
nothing has changed structurally in India. "I still remain 
negative on fundamentals," he says. "It would be foolish 
to think beyond two or three months." 

Further along the optimism scale is Gary Dugan, 
Chief Investment Officer for Asia and the Middle East in 
RBS's wealth division. He is investing 25 per cent of his 
personal incremental money — some 10 per cent of its 
portfolio — in Indian equities. India accounts for four to 
five per cent of his total allocation. He says: "India is a 
clear standout. There are very few markets in the world 


Fils LIFT THE SENSEX 
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which would deliver a return on equity of above 20 per 
cent." This year, he says, he sees the Sensex going up to 
24,000. "The Indian government has at least shown se- 
riousness to act on its reform process, while others are 
still struggling to sort out their internal problems," says 
Dugan of RBS. 

Perhaps this is why the rise of India's stock markets 
continues to be an FII story. With the government per- 
ceived as being intent on reforms, negatives being tac- 
tored into stock prices and the sustained inflow of money. 
the Indian equity market looks set to rise for the second 
year in a row. FIIs, or foreign institutional investors. have 
been the backbone of the Indian market and. for the past 
few years, the biggest reason for buoyancy. 

FII investments matter because they influence senti- 
ment across the board. In the past 13 months, FIIs infused 
more than $26 billion (about 31.41 trillion: a trillion 
equals 100,000 crore) into the Indian equity market, 
helping the Sensex gain 30 per cent from 15,454.9 on 
December 30, 2011, to 20,101.82 on January 21, 2013. 
If it were not for FII buying, selling by domestic institu- 
tional investors (DIIs) could have dragged the Sensex 
lower. According to National Stock Exchange ( NSE) data, 
since January 2012, DIIs have sold equities worth 367,020 
crore (see FIIs Lift the Sensex). 








25,000 mE sa 
W Domestic institutional investors 





emm» Sensex W Foreign institutional investors 






20,039.04 





20,000 RENE Rea 











15,000 





10,000 


$crore 





5,000 


0 


-5,000 





" m d | ! 


— December 31, 2012 


-10,000 


December 30, 2011 
Source: BSE and ACE Equity 





Index (US$), base = 100 


TAUSI Stock Market 


UNDERVALUED 


700 
MSCI's India Index, a Sensex-like indicator, 
600 currently trades 4596 below EPS, compared 
di to 43% above EPS in 2007 
400 
emm Indialndex “mam India EPS 
300 
200 
100 4 gu dq 
0 
Dec 2000 Dec '02 Dec '04 Dec '06 


Source: Credit Suisse 


o why are FIIs investing in India? In part because 

funds are available cheaply around the world, and 

the US Federal Reserve is unlikely to touch interest 
rates until the end of 2014. The math is simple: borrow at 
nearly zero per cent and invest in India, where interest 
rates are eight to ten per cent. Abhay Laijawala, 
Managing Director and research head at Deutsche 
Equities, says: "India is one of the strongest safe havens 
in the world. For a pension fund that is seeking eight per 
cent returns for its clients, India is one of the best options 
and therefore we are seeing sustained flows from FIIs into 
Indian equities.” 

“The money is coming from all 
quarters of the world, as every 
country in the West is printing 
notes," says Advent's Bharat. 

RBS's Dugan concurs: "In a 
scenario where countries like 
Indonesia are set to tighten rates, 
no one wanting to touch markets 
like Russia and China though at- 
tractive, still struggling, you have 
a country where there is prospect 
for further reforms, a central 
bank set to ease interest rates, 
and the expectation of a modest 
appreciation of the rupee. These 
all augur well for Indian equity 
market and therefore money is 
flowing into India." 

He adds that investors don't 
mind investing in India although 
its growth is weak, because they 
realise that if reforms are back, 
they will trigger long-term growth. 
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"Never before have we seen such eagerness in the 
government to embrace reforms, cut expenses and in- 
crease revenues, though it has to be seen if they bite the 
bullet," says Laijawala. "The recent hike in diesel price 
will start building that faith," says Laijawala. He says that 
even if the reform process comes to a standstill, the flows 
may slow down but won't dry up. 


tion to equities from bonds. "Investors shunned 
equities after the global financial crisis, with 
money getting into bonds," says Rashesh Shah. 
Chairman, Edelweiss Group, a Mumbai- 
based financial services firm. Globally, as 
bond valuations reach extreme levels, 
investors risk losing money. FIIs 
casting about for alternatives are 
drawn to countries which can de- 
liver returns — such as India. 
Credit Suisse's Head Equity 
Strategist for Asia and global 
emerging markets, Sakthi Siva, 
says: "China and India are the 
markets that offer the most upside, 
as there are huge gaps between 
Index and EPS, and equities will 
have to catch up with earnings. 
The MSCI India Index is currently 
trading 45 per cent below its EPS, 
unlike in 2007, where it was trad- 
ing 44 per cent above the EPS.” She 
is referring to the Morgan Stanley 
Capital International India Index, 
which designed to measure the 
country's equity market perform- 
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SURVEY SHOWS 70% OF FUND MANAGERS READY TO 
INVEST MORE WITH SENSEX AT 20,000 


ith the BSE Sensex re- 

cently crossing 20,000 

for the first time in two 

years, sentiment is positive. Two- 

thirds of fund managers in India 

are overweight on Indian equities, 

according to the Business Today 
Fund Manager Survey. 

Some 72 per cent of fund 

managers are ready to invest 

their own money at current lev- 


ance. EPS, or earnings per share, in this 
case refers to the companies included 
in the index, much as the Sensex has 
an EPS. 

"There is clear polarisation between 
FIIs and domestic institutions," says 
Nilesh Shah, Director at retail broking 
and financial services firm Axis Direct. 
“FIIs are finding the Indian market bet- 
ter than their own peer market. For 
them, 5.5 per cent GDP growth is huge 
compared to a negative growth in their 
country. FIIs are taking a long-term 
view rather than one year, while our 
domestic institutions have been back- 
ward looking and are myopic." 

He acknowledges, however, that 
with the Sensex rising, mutual funds 
face redemption pressure from inves- 
tors, as they have not made money in 
the past few years. He points out that 
Indian investors tend to be less nimble 
then FIIs in turning bullish or bearish. 


rateek Agrawal, Chief Investment 


Officer at ASK Investment Managers, says: "Even if 
one looks at corporate performance, there are some 
upgrades, but the big positive is that there have not been 
any downgrades. Today, growth will be at the lowest 
point, and from here I see it rising, which will keep flows 


positive for 201 3." 


els, and 89 per cent expect the 
market to touch new highs thanks 
to FII inflows. Sixty one per cent 
believe we are at the beginning of 
a bull run. 

About two-thirds of all fund 
managers in the country expect 
the BSE Sensex to move in the 
range of 20,000 to 23,000 this 
year, but only 22 per cent see 
the Sensex above 23,000 at the 
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"There is clear 
polarisation 
between FIIs 

and domestic 
institutions. 
HIIs are finding 
the Indian 
market better 
than their own" 


Nilesh Shah, Director, 
Axis Direct 


Though valuations aren't as cheap as in 2008, they 
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end of 2013. 

Eighty-nine per cent of fund 
managers say the country's econ- 
omy will revive by the year-end, 
and 50 per cent expect growth to 
be in the range of 5.5 to six per 
cent. However, India's ballooning 
deficit remains a concern for 93 
per cent. Fifty-six per cent of them 
see inflation at seven to eight per 
cent at the end of 2013. 


are still fair. The Sensex may have 
gained 26 per cent in 2012, but it is 
not yet a bull market. Analysts say 
this is the rise of a normal market, as 
it has given no returns in the past five 
years. Though road ahead may be 
bumpy, the light is green for investors 
who want to buy. Shah of Axis Direct 
says, "I would be a buyer in this mar- 
ket, but going ahead, patience is the 
name of the game." He says investors 
who have trouble picking the good 
stocks should stick to the Sensex and 
large-cap stocks. 

So the markets' rise is driven by 
global liquidity and not fundamen- 
tals. As long as the money flows in, 
the markets will have the legs to run. 
"It doesn't matter who is driving the 
market," says Shah of Axis Direct. 
"What's important is who is making 
money. Unlike 2008, when the do- 
mestic institutions had got it right, 
this time around it seems the FIIs are 
getting it right." 


As the markets have discounted most of the bad news, 
experts don't see the Sensex dipping below 10 to 15 per 
cent from current levels. The worry is whether the market 
will give investors the opportunity to buy. In any case, 
Gagdani would do well to hold on to his portfolio. @ 


Send your comments to editor.bt@intoday.com 
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THE INFOSYS ITS FOUNDERS SO PAINSTAKINGLY 
BUILT IS IN DANGER OF LOOKING ORDINARY 


By GOUTAM DAS and CHAITANYA KALBAG 


n a sunny October afternoon at an 
Andalusian-style resort in Southern 
California with breathtaking views of the 
Pacific, a senior PepsiCo information 
technology (IT) executive stopped in mid- 
sentence to peer thoughtfully into a glass 
of Chardonnay. The conversation, 
around outsourcing to India. had paused at 
Infosys, the poster child of Indian IT. 
Infosys is by far the biggest Indian IT outsourc- 
ing vendor that PepsiCo, a $67-billion food and 


beverage multinational, ships big dollars worth of 


work to. The Bangalore companv has been run- 
ning PepsiCo's applications for many years. “I 
remember the time when Nandan was there. It 
was a very different Infosys. They were very clear 
about their strategy. I just don't know Shibulal. 
What is the company's strategic focus now?” the 
PepsiCo executive said. (Nandan is Nandan 
Nilekani, the company's former CEO, and Shibulal 
is S.D. Shibulal, another co-founder who cur- 
rently holds the post.) 
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FY 1993 





Even gods have feet of clav. 

Infosys, a company that grew from a seven- 
man start-up in 1981 to the 155,629 person, $7 
billion enterprise it is today, has time and again 
been called India's most admired and respected 
company. But its halo has dimmed. 

On the BT500 annual listing of India's most 
valuable companies, Infosys fell from No. 2 in 
2010 to No. 6 in 2012. In Business Today's 'Best 
Companies to Work For' survey, it slipped to No. 
2 in 2011 for the first time in three years. It is not 
just employee adulation that is waning. Several 
key customers also feel unloved. 

An internal restructuring, a leadership vac- 
uum, complacency towards customers, rigid 
contracting terms, and a stubborn high-margin 
pricing model have made recording growth at 
Infosys as difficult as walking on wet tar. So much 
so, the company is now struggling to beat even 
the average industry growth rates. Its bigger rival, 
Tata Consultancy Services (TCS), has pulled away 
and widened its revenue lead by about $3 billion, 
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FY 1998 FY 1999 FY 2000 FY 2001 FY 2002 


260.3] 912.4 921.46 1,901 2,604 
60.36 | 132.92 | 285.95 | 623.32 | 807.96 


Figures in 3 crore, as per Indian accounting standards 





% 


NILEKANI'S 















while third-placed Cognizant has al- 
ready overtaken Infosys in terms of 
quarterly revenues in the June and 
September quarters of 2012. Things 
may get even more slippery as Infosys 
transitions for the first time to a non- 
founder CEO in March 2015, when 
Shibulal turns 60. 

Long admired as an exemplar of 
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Nagavara Ramarao Narayana 
Murthy and six other engineers in 
Pune in 1981 with an initial capital 
of 310,000, Infosys has been feted 
and applauded for everything from its 
business model to delivery excellence 
and its leadership to its corporate 
governance. It was the first Indian 
company to offer stock options to 
employees in 1993, the year it went 
public. A total of 16,237 employees 
benefited until ESOPs were halted in 
july 2003. In 1999, it became the 
first Indian company to list on the 
Nasdaq. It was also the first in India 
to report quarterly financials, issue 
guidance against insider trading. 
come up with the concept of a lead 
independent director, and have direc- 
tors assessed by peers. 
"The halo came from stock 
options that gave excep- 
tional returns. The com- 
pany was growing at a 
fast pace and nobody 
had a campus like us. 
There was a lot of em- 
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ful and unfair of these youngsters to 
say that we are not being given work. 
Their salary is being paid," he told 
Business Today in a long and candid 
conversation in Bangalore. 


uilding number 44 in Infosys's 

plush Electronic City campus 

in Bangalore is sometimes 
jokingly referred to as the "washing 
machine building" by employees 
because its architecture somewhat 
resembles the household appliance. 
Inside, hosting the company's 
‘Innovation Day’ in early September 
last year, Infosys executives 
articulated the company's non-linear 
strategy. 

Much of the day's action was 
centred around a balding, salt-and- 
pepper-haired executive with a 
professorial air, Sanjay Purohit. 
Senior Vice President and Global 
Head of Products, Platforms and 
Solutions, Purohit is tasked with 
growing an important part of Infosys 
3.0 — the company 
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best practice, Infosys has not stopped 
trying to change. In March 2011 it 
launched a much vaunted ‘Infosys 
3.0’ strategy that seeks to steer the 
company towards high-end consult- 
ing, innovation and more “non-lin- 
ear revenue” — revenues growing 
faster than people costs. Shibulal says 
he “can clearly see our customers 
and analysts accepting the strategy”, 
but it is not resonating with clients 
like PepsiCo yet. The multinational 
recently outsourced more innovative 
projects to TCS, which is now work- 
ing on analytics and speciality appli- 
cations like transportation optimisa- 
tion systems. 

Since it was founded by 
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ployee pride and people clamoured to 
be part of the organisation,” says 
Rajesh Varrier, who started 
Activecubes, an analytics company, 
after working with Infosys between 
2000 and 2006. 

The magic has faded. Although it 
boasts one of the best training pro- 
grammes in the IT industry — any- 
where from 23 to 29 weeks — many 
young "Infoscions" are sitting it out, 
waiting for work to come their way. 
Murthy is irritated by such disgrun- 
tlement. “The reality is that when the 
business slows down and you take 
another 25,000 people, naturally 
there will be people who will not have 
much to do. But I think it is ungrate- 


Figures in € crore, as per Indian accounting standards 


wants to scale its | / 
revenues from 

banking product 

Finacle, other products and platforms 
to a third of its revenues from about 
5.5 per cent currently. While Infosys 
had Finacle, led by Senior Vice 
President M. Haragopal for a long 
time, the company recently has 
started selling platforms — IP-led 
configurable services where the 
pricing is tied to either usage or 
outcomes. 

Purohit's appointment, which 
came soon after Shibulal took over in 
August 201 1, raised some eyebrows. 
Besides enjoying his CEO's confidence. 
Purohit is an accomplished executive 
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In its IPO, Infosys 
issued shares at 795 
each, with a face 
value of 310. 


with experience in strategic planning, 
business operations and leadership 
development. He played a substantial 
role in framing Infosys 3.0. 

But there is one big gap in 
Purohit's resume: he has never han- 
dled sales, and many insiders wonder 
if it shouldn't be a hard-nosed busi- 
ness development leader who should 
be driving the platforms group. Many 
company-watchers and rivals have 
the same question. Does Infosys have 
the right people in the right places to 
take it from the current $7-billion- 
plus annual revenue to, say, $15 
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billion in five years: 

From its earliest start-up days, 
Murthy assembled a crack team at 
Infosys whose roles were clear-cut. In 
the 1990s and early 2000s, the team 
shone: Nilekani, the strategist and 
rainmaker; Kris Gopalakrishnan, the 
technologist; Shibulal, the delivery 
specialist: Mohandas Pai, the finan- 
cial wizard; and Murthy holding the 
team together even as he set proc- 
esses and rules for predictability, 
quality, scale and growth. Of the 
original team, Infosys now has only 
Gopalakrishnan, who is Executive 
Co-Chairman, and Shibulal. Nilekani 
left in 2009 to join the government, 
and Pai quit in April 2011, clearly 
miffed that he was not going to get a 
shot at the CEO's job, as Murthy stuck 
to the formula that the baton would 
pass from one founder to another. 
Murthy stepped down from the board 

in August 2011 to become 
Chairman Emeritus with no 
executive responsibilities. 

(Other founders — Ashok 
Arora, N.S. Raghavan, 
and K. Dinesh — are no 
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Bonus issue of 1 share 
for every share held. So 
| share bought in the IPO 
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longer with the company ). 

Most observations about the 
greatness of Infosys are made in the 
past tense today. "Infosys had an ex- 
traordinary advantage over any 
other company - that of a charis- 
matic leadership who had the ability 
to open the boardroom of any global 
2000 company," says Sudin Apte, 
CEO of IT research company Offshore 
Insights. "The brand was very differ- 
ently recognised in the world. 
Nandan had great relationships. That 
advantage has faded." 

Murthy spells it out starkly. “The 
reality ... is most of what differentiates 
Infosys from the rest of the companies 
was done during my era." he said. 
"That is data — whether it was the 
global delivery model, building 
India's first software campus, getting 
listed on Nasdaq, getting certified to 
CMM level 5, whether issuing one of 
the world's largest stock option plans, 
they were all over by 2002" - the 
year Murthy stepped down as CEO. 

Indeed, the loss of key leaders, 
coupled with the exit of many senior 
executives over the past two years 


















Stock split - every 
share held was split 
into two. So 8 shares 
were split into 16. The 
share price on January 
24, 2000, was 317,150. 


Bonus issue of 1 share 
for every 3 shares. For 16 
shares, 5 bonus shares 
were issued. The stock 
price on July 1, 2004, 
was 31,409. 


Bonus issue of 1 share 
for every share held. So 
for 21 shares, 21 bonus 
shares were issued. The 
share price on July 13, 
2006, was 31,680. 


One share purchasec 
in 1993 was now 42 
shares, and the 
stock price on 
January 24, 2013 

was $2,791. 


16 shares = 71,14, 400 


(see CEO's Track Record, pages 50- 
56) may have drained the com- 
pany of both thought leadership 
and client relationships. Clients and 
competitors cite several examples. 
BT, formerly British Telecom, at one 
point Infosys’s largest revenue-gen- 
erating customer adding $375 mil- 
lion to its top line a year, has been 
reducing the business it 
gives out to the 
Indian vendor. 
Since the 1990s, 
Adidas used to work 
only with only one 
Indian vendor, 
Infosys; 18 months 
ago, the German com- 
pany signed on mid-tier 
player Mindtree. At 
American insurance 
company Aetna, where 
both Infosys and rival 
Cognizant are vendors, the 
latter is growing much faster — 
Cognizant generates upwards of $50 
million in revenues from the account. 
About a year ago, Infosys lost an $85 
million account from US health ben- 
efits corporation WellPoint. 

Both Shibulal and an Infosys 
spokeswoman were at pains to stress 
that the company never comments 
on specific clients. "I should add that 
there are factual errors [in Business 
Today's reporting] — which we cannot 
clarify in line with our policy of not 
commenting on client engagements, ` 
the spokeswoman said in an e-mail 
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response without elaborating. 

The view from certain quarters in 
Europe, a market that CEO Shibulal 
sees as key for Infosys's future, is not 
flattering. “Infosys became 
complacent in a lot of client 
situations, which is really surprising. 


42 shares = «10,560 x 
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42 shares = € | 17,474 










They were not responsive. Their 
growth problems are not because ol 
pricing. It is because they are not 
there in the bidding process or are not 
being considered at all." says Pete! 
Schumacher, President and CEO ol 
Value Leadership Group. a firm that 
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ollers global consulting services to 
buyers of IT services. Between 
calendar years 2007 and 2012, in 
Europe, Infosys added some $568 
million in incremental revenues; TCS 
added $1.39 billion. 

Murthy is not apologetic about 
the company’s focus on margins. 
“This has become such a part of our 
DNA that our sales people don't want 
to reduce their rates. Because if you 
reduce, margins will go down. When 
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| used to sit there, nobody dared come 
to my room and say I want to sell at a 
lower rate. I think even today. 
Shibulal has taken that view. Kris 
took that view. Nandan took that 
view. Therefore, selling in a difficult 
market is more difficult. My view has 
always been I don't care about the 
top line, I care about the bottom line." 
And, commenting on market percep- 
tion that Infosys is a finicky negotia- 
tor, Murthy says flatly: "Infosys does 
not sign on the dotted line. We 
understand every clause." 
While market 
complexity and rivalry 


$37, 


have grown, there has been a 
proportionate decline in the quality of 
Infosys's leadership. industry 
veterans warn. Rajeev Sawhney, 
who quit as the President of HCL 
Europe in December after 31 years in 


the company, has seen Infosys evolve 
from close quarters. “I hear their 
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teams on the ground say that there 
are very few leaders they can take to 
clients. Very few leaders who can 
provide top cover and management 
commitment.” 

Ironically enough, it is Shibulal 
who is credited with building the core 
that Infosys stands on today. As the 
chief operating officer (COO), Shibulal 
reviewed targets and did everything 
to achieve them. He introduced the 
model of fortnightly operations 
reviews. 

“His strength comes from execu- 
tion,” says co-founder K. Dinesh of 
Shibulal, adding the current CEO ar- 
chitected a cost-effective network for 
Infosys's global delivery model in the 
1990s that helped swell business. 
Customers back then had expensive 
telecom links between the United 
States and India. Shibulal created a 
hub in Boston where customers could 
connect via local telecom links, while 
the hub connected to India with two 
high-capacity lines. Even today, 
Infosys counts 63 per cent of its busi- 
ness from the United States. 

Shibulal, the perfect operations 
head, is not as customer-savvy as his 
peers, however. A former employee 
now with Wipro had accompanied 
him for an executive connect meeting 
to a health insurance customer in 
2009. "I figured out he didn't have 
much knowledge of the industry and 
was not a sales guy. But he was con- 
fident and direct. He could steer the 
conversation with the client to his 
comfort zone — operations," he said. 
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MOHANDAS PAI, SUBHASH DHAR, S. VAITHEESWARAN, ' RITESH IDNANI, ' SHAJI FAROOQ, 
Director (quit Apr 2011) SVP and executive VP, BPO (quit Aug 20m) ^ : COO, BPO (quit May ' SVP, Financial 
Joined Manipal Global | council member uit Joined Manipal Global ' 2012) | Services - America 
EducationServicesas — ; ^49" . Education Services, — Joined ISGNas CEO — ; (90t Aug 2013) 
Chairman . Founded now CEO | . Joined Wipro as 

' EnterpriseNube | ' SVP, Advanced 
Technologies & 
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But weak customer links could end 
up being a handicap for a CEO trying 
to navigate difficult times. Most of the 
rivals outdoing Infosys in growth are 
all led by aggressive salesmen: N. 
Chandrasekaran at TCS, Francisco 
D'Souza at Cognizant, and HCL 
Technologies's Vineet Nayar, who 

until early January was the 


company’s CEO. Shibulal's E edu: a 
— as also his predecessor AMERICA PRO JECT 


Gopalakrishnan's — per- 
formance pales before 
the customer-savvy 
Nilekani and Murthy. 

As its customers 
change, and as its big- 
gest market, the United 
States, is beginning to veer 
away from outsourcing and 
offshoring to “reshoring”, should 
Infosys have looked for a far 
more aggressive sales whiz as 
its leader? 

In his interview, Murthy 
stuck to his loyalty and lon- 
gevity guns. “When you 
have a class of people all of 
whom are brilliant, then 
you automatically look at 
how long they have shown this 
brilliance. So while we had other 
people — Mohandas Pai, 
Balakrishnan and others — we had to 
make a decision based on longevity in 
the company and the kind of respon- 
sibility they have handled. Kris was 
theoretically ahead of Nandan but he 

gave it up voluntarily and 
Raghavan was not in- 

terested in taking up 
any responsibility. 









58 BUSINESS TODAY February 17 2013 


I don't see Infosys as a 
place to build a long-term 
career. It’s a great place to 
begin your career | 
of excellent training facilitie 
But there are too many 
people and too many 
processes. ; 


virtually reinvented itself. 


What 
Employees Say 


These voices of current and former 
employees may not represent all the 
150,000 people at Infosys, but the 
company - and the industry - should 
take notice 








CAUSE 













About 150 of us were 
selected from my batch 
some years ago, but 30% 
have left. Infosys's audience 
has changed from the 
cream to average 


students 


So Nandan became the CEO. Then 
Kris was ready and he was chosen. 
Dinesh wanted to retire because of his 
health. And then Shibulal, who was 
the senior most among high quality 
performers, was chosen,” he says. 
The Balakrishnan Murthy refers to is 
V. Balakrishnan, the company’s 














I'm not happy with 
my salary. My friends in 
TCS earn 20-25% more, 
plus perks. My salary is 
{3.9 lakh a year. I'm looking 
at technical capability growth 
and I'm not sure that 
can happen 
at Infosys. 







CEO, how technically strong, 
how strong in the context of 
governance ... and what | call 
emotional maturity. 








former CFO. 

But Pai, who joined Manipal 
Global Education as Chairman after 
quitting Infosys just as Shibulal was 
set to take over as CEO, finds the 
longevity argument fallacious. “The 
business has become complex. The 
company requires a world-class 
management team to grow the 
business. There is deficiency in this 
area. The company has lost its lustre 
as TCS and Cognizant have 
performed better,” he says. 

Non-executive 
chairman K.V. Kamath 
hints some executive 
shortcomings can be 
corrected over time. 
Anybody who 
becomes the CEO, he 
says, has to meet many 
criteria (“tick many 
boxes”): how 
entrepreneurial the CEO will be: 
how strong he is in terms of technical 
capability, governance, managing 
peers, managing the external 
environment; and emotional 
maturity. “What happens is that, in 
some people, some boxes score much 
higher than others and the board, 
during the selection process, tries to 
make sure the balance ultimately is 
what works. I have found a person 
who is otherwise good has some 
other weaknesses which are made 
up in the course of time,” he says, in 
answer to a question whether 
Infosys is hurting because its 
leadership does not have strong 
customer connections. 
In other words, Shibulal may 


What's remarkable What it takes to be . Bench utilisation 

about Infosys a good CEO ‘Inthe last year, bench 

What | admire about the Anybody who becomes aCEO : utilisation was lower than the 
company is that from 1980 to has to tick several boxes: competition. We are working 
date, the company has how entrepreneurial is the to see how we could change 


sure we will watch in the next 
! four quarters what is the 
' Outcome of the effort. 


! this utilisation level. | am 
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An ELSS fund like Sundaram Tax Saver is like any other 


S U nN d q i q m equity fund except that it has a 'Doosra advantage 
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Mutual Fund investments are subject to market risks, 
read all scheme related documents caretully. 


Infosys 
How the Infy Board Could Turn Around the Company 


Rejuvenate ties 

with customers 
Negotiating a contract 
with Infosys can take 
twice as long as with 
TCS. Infosys is also 
less responsive to 
clients in many 
situations. Both things 
need to change fast 











Mine customers 
better 

Infosys's ability to get 
incremental business 
from existing 


Improve connect 
with employees 

The attrition rate is 
high. Infosys needs to 
retain people with 4 


to 6 years experi- 
ence. They typically 
leave as they feel 
they have few possi- 
bilities for growth 


accounts needs 
improvement. Onrsite 
Sales teams should 
be more empowered 
to respond to clients 





have had to learn on the job, but does 
the company have that much time? 
Co-founder Dinesh feels Shibulal is 
already an improved executive. “I 
don’t know what he can improve. He 
is a people’s man, a process man, a 
tech man. Even his articulation has 
changed for the better,” he insists. 


some of its $4.3 billion cash re- 

serves to acquire Swiss consult- 
ing company Lodestone and the buy 
has already spruced up the compa- 
ny's top line, surprising markets. In 
the third quarter ended December 
2012, the company reported a se- 
quential top-line jump of 6.3 per cent 
in dollar terms to $1.91 billion. 
While a pricing uptick and strong 
domestic revenues also helped the 
numbers, which some attribute to 
the Infosys 3.0 strategy, it is too early 
to spot green shoots, says Shibulal. “I 
do not want to acknowledge Q3 — a 
single quarter — as a reflection of our 
direction because it is a reflection of 
the work we have done over multiple 
quarters," says Shibulal. "I remain 
cautiously optimistic because of the 
environment. The world has not 
changed." 

Narayana Murthy prefers to 
tread cautiously as well. "They 
(Infosys) seemed to have pulled back 
a bit. But it is only one data point. 
Unless there are at least two data 
points, ideally three because three 
points define a plane and two points 


[ n September 2012, Infosys used 
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define a line ... so, therefore, my best 
wishes are with them," Murthy said. 

The longest shadow looming 
over Infosys, however, is of leader- 
ship succession. Significantly, 
Shibulal, who was Chief Operating 
Officer before his elevation, has not 
filled his old shoes — and there are 
three strong contenders for his job in 
2015: Ashok Vemuri, who heads the 
manufacturing clients business, B.G. 
Srinivas, who runs the banking and 


Investment by customers 

The world has not really changed. 
Corporations have large amounts 
of cash but they don't have the 
confidence to invest. 





Organisational change 
Whenever you change the 
structure of a 150,000-people 
corporation, there will be some 
transformational turbulence. 


Leadership at Infosys 

Every one of us, whatever chair 
we sat on, we sat on 

those chairs as 
professionals, 
not as founders. 
This transition 
(to the next CEO) 
is no different 
from any other ... it 
will be from one pro- 
fessional to another. 
















financial services business, and 
Balakrishnan, the former CFO who 
now heads business process out- 
sourcing, the banking product 
Finacle and the India business. 
Insiders say there is more than the 
usual competitive friction in the 
boardroom. 

“There were times when there 
was a COO and then there were times 
when we didn’t have one. 
Organisations make these choices,” 
Shibulal told Business Today in a 
November interview. 

Murthy said there are very clear 
‘key performance indicators’ for each 
of three executives and the best per- 
former will be selected to head the 
company. “All the three are in the 
running. In some ways, it is perhaps 
a good model because now there is 
incentive for each one of them to 
perform better and better.” 

Nevertheless, both current and 
former employees feel the scales may 
be tilting towards Srinivas, who is 
close to Shibulal and is said to be 
more people-friendly than Vemuri. 
The CEO, many insiders say, does not 
see eye to eye with Balakrishnan, a 
straight-talking executive who dur- 
ing his CFO days blocked the 
$450-million acquisition of Belgian 
payment solutions company 
Clear2Pay, a buyout that Shibulal 
was keen on. 

He stepped down as CFO in 
October 2012, handing over the reins 
to Rajiv Bansal, the vice president for 


XiON/CRP/58 





PRIDE GROUP 
OF HOTELS 


1987-2012 


SILVER JUBILEE 
YEAR 





uc Oe 
PRIDE HOTE! s 


the essence ot b 


www.pridehote 


Started In 1987 With 75 Rooms, Pride Group 
Presently Offers 17 Hotels, of Which 14 are Operational 
and 3 Under Development, Consisting of, 1100 Rooms 
(2115 Rooms By 2013-14), 55 Banquets Halls, 33 Restaurants, 
Swimming Pools, Health Clubs and other Amenilies. 


OTHER UNITS - 
e RANIPET e PENCH • KANHA * COCHIN *«ALLEPPEY 
UPCOMING- 


° NEW DELHI (2013) « INDORE (2013) * GOA (2014) 


Kits ELS Biznotel Peta. 


OF THE WORLD 


PREMIUM COLLECTION Your Comfort is Our Business Fun N Frolic Hotidan 


Toll free : 1800 209 1400 | Sales Offices nos - Mumbai - 022 40059300 | Delhi - 011 41606677 


T www.facebook.com/ThePrideHotels [c] wwwtwittercom/ThePrideHotels üI www.youtube.com/ThePrideHotels 


I 3:310: 4 Infosys 




















finance. There is no evidence to link 
Balakrishnan's role change to the 
acquisition that didn't happen. 
Business Today asked him about his 
differences with Balakrishnan. "Good 
story," he said. Balakrishnan did not 
Watching Infosys's challenges, g B 
both on the business front and at the 
leadership level, from the office of his 
venture capital fund, Catamaran 
Ventures, in Jayanagar in south 
Bangalore, can hardly be comforting 
grandparent. "Grandparents should 
be seen and not heard, otherwise 
they won't be welcome in the 
house," he says. But it is clear the 
leading founder is watching very | 
closely and is not totally disengaged. E 
Today, he was invited to speak at a y 
company strategy meeting. i 
Murthy is aware of the compa- | 
ny's problems. For instance, he ac- | 
knowledges that while there is a fo- | 
cus on fairness, Infosys's "laser focus 
on meritocracy, high-quality talent : 
may have suffered a little bit". 
All this clear-air turbulence 
32-year-old company that listed only F 
20 years ago. Some of its troubles 
could be put down to hubris. Murthy 
based on value system, well thought 
of, it focused on margins, focused on 
value systems... there is no hubris,” 
To revive its glory days, then, will 
Murthy return to the company and 
play an active role again? "I don't 
thing happens to some critical people. 
if their health suffers, who knows: I 
don't want to say never," is his reply. 
involved, their smartness and energy 
levels, I don't see the need for me or 
anybody else to get back to Infosys." 


Shibulal had two words when 
want to comment. 

for Murthy, who likens himself to a 
The day before he met Business 
could just be symptomatic of a 
disagrees. "There is no hubris. It is 
he says. 

think so, but who knows. If some- 
"But looking at the people that are 
Famous last words? € 





Send your comments to editor.bt@intoday.com 
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Infosys co-founder N.R. Narayana Murthy has seen ii 
bootstrapping an enterprise with what is loose change today, going 
on sales calls riding pillion on a Vespa scooter, walking away fron 

GE deal because it was leaving little profit on the table, setting u 
India's first mega software campus, making India s first Nasda 
listing, setting the best governance standards in India, and leavin, 
an enterprise with $6 billion revenue when he retire 
As Infosys struggles today, Business Today's Chaitanya Kalbag 
sought and landed a rare interview with Murthy. The 66-year-old 

spoke extensively on Infosys, its past and future, and show 
he is still very clued in. Edited excerpts from the int 


I wanted to talk to you about 
what you have been doing for 
the past two years after you 
stepped down from the execu- 
tive role at Infosys. How do 
you think Infosys is doing? 
Well I am now only an investor. | 
am the largest shareholder. Infosys 
came out with a new business 
model, Infosys 3.0, which was to 
focus on high value-addition busi- 
nesses. When it came out with this, 
the economy in western countries 
went down and the company was 
trying to introduce new ideas in a 
tough environment. Therefore, I 
believe they had lots of friction. 
Also, Infosys has historically 
had at least 20-25 per cent higher 
per capita revenue productivity 
compared to other companies. 
Therefore, selling such higher rev- 
enue productivity services in a dif- 
ficult market, in a market which is 
very cost conscious, is not easy. So, 
I think those are the two reasons 
why Infosys has had some chal- 
lenges in the last year and half or 
so. But in the last quarter, they 
seemed to have pulled back a bit. 


There is a growing feeling that 
customer-centricity has weak- 
ened a lot. What we heard 


from analysts is that it is ex: 
tremely difficult to negotiate 
with Infosys ... 

Infosys does not sign 

line. We understand eve! 

Most Indian companies say, “Oh 
we will sign.” They don't s 
understand the liability. | 

feel that whatever clauses | 

we must fully be able to hi 

if it happens. In fact, the weakn: 
of Indian companies is that v 
don't go into the details ol i 

tracts. 


There is no COO at Infosvs for 
some time now. So there is a 
lack of a clear successor 

The company has been r 

tured in such a way th: 

Bala (V. Balakrishna 
Srinivas and Ashok Vet 

whole company is covere 

these is run as a virtual compa! 
So, the management felt that t! 

is no need to have a COO 


There could be a battle for suc- 
cession ... 

There are very clear KPIs [key pi 
formance indicators| fo 

those three and who 

best, they will select 

are in the running. 
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In terms of Infy's brand image 
as an employer of choice among 
younger people that has also 
started fading a bit. 

In the last two years, there was a big 
debate in the company whether to 
seek postponement of youngsters 
who were supposed to join. We said, 
these youngsters have spent four 
years in college, parents have spent 
lot of money and we have gone and 
offered them. And if we don't take 
them onboard now, these children 
will sit at home. 
While we were fully 
within our rights to 
postpone it — most 
other companies 
have done - we de- 
liberately took a deci- 
sion that we will wel- 
come them. But the 
reality is that when 
the business slows 
down and you take 
another 25,000 peo- 
ple, naturally there 
will be people who will not have 
much to do. 


As Chairman Emeritus, are you 
still open for anybody to come 
and talk to you? 

Yeah, I am open but they should 
come and talk to me. I don't go and 
talk. I did lecture yesterday at a 
strategy conference because they 
invited me. There is a saying in your 
and my home - grandparents 
should speak only when they are 
asked. Otherwise, they will not be 
welcome in the house. Therefore, I 
conduct myself like that. 


But overall, since Infosys is 
your grandchild and vou are 
the largest shareholder, there 
will not be a situation where 
they will say, ‘Come back, Mr 
Murthy’? 

No, no. They are all good people, 
smart people. 


So you feel there will never be a 
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situation where you are needed 
even at the Chair level? 

I don't think so, but who knows? If 
something happens to some critical 
people, if their health suffers, who 
knows? I don't want to say never. 
But looking at the data, looking at 
what I see in front of me, looking at 
the people that are involved, looking 
at their smartness and energy levels, 
their commitment etc., I don't see 
the need for me or anybody else to 
get back to Infosys. 








You spoke at the Infosys strat- 
egy meet. So what would be 
your advice to the Infosys lead- 
ership at this point of time? 

Basically, I spoke of the need for 
continued differentiation with com- 
petitors. I said, strategy, according 
to game theorists, is outdoing your 
competitor who you know is trying 
to outdo you. Strategy, according to 
me. is all about creating sustained 
differentiation to add better value to 
customers for better margins. So for 


me differentiation is very important, 
better value to customer is very im- 
portant, and better margins are very 
important. I think it is very impor- 
tant that when you people make the 
analysis, look at our depreciation 
policy, our provisioning policy, the 
money that we spend per employee 
on training, and then you compute 
the margin. 


So you are saying you deprecia- 
tion rules are very different? 
We depreciate most technology in 
two years. We write off software the 
same year. We write off anything 
below 35,000 the same year. We 
depreciate buildings in 15 years as 
against 28 years allowed. If we do 
not receive money from customers 
in 180 days, we make provision. 
Somebody has to make this analysis 
and talk about our true margins, the 
true quality of our earnings. 


It is remarkable that 
the company's mar- 
gins have stayed 
good after those kind 
of provisionings... 
Absolutely. This has be- 
come such a part of our 
DNA that our sales peo- 
ple don't want to reduce 
their rates. Because if 
you reduce, margins will 
go down. Therefore, sell- 
ing in a difficult market 
is more difficult. My 
view has always been I 
don't care about the top line, I care 
about the bottom line. In 
2000/2001, we had grown by 100 
per cent. On April 10 or 11, 2001, I 
made an analysis and I was com- 
fortable with only 30 per cent. 
Everybody said, what will happen, 
the stock price will go down. I said I 
don't run this company based on 
stock price. I run this company 
based on how well we satisfy our 
customers, how happy our employ- 
ees are etc. That's the advice I gave 
[CEO S.D.] Shibulal also. @ 
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BY THE NUMBERS 


A quick look at how Infosys has fared in comparison with its peers 
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INFOSYS PROFIT MARGINS COMPARED 
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Cyber Security 


DEWARE 
OF THE BUGS 


Cyber attacks on India’s critical infrastructure, such as telecommunications and 
energy networks, have occurred and can occur again. Can they be thwarted? 











By MANU KAUSHIK and PIERRE MARIO FITTER 


n early July last year, a staffer at the secretive 
National Technical Research Organisation (NTRO) 
noticed odd "signals" on his monitoring system. 

Using complex algorithms that NTRO had been 
developing since 2010, he categorised these signals 

as a precursor to a major cyber attack. The agency, run 
under the Prime Minister's Office, immediately sent a 
warning up the chain of command. Inexplicably, the 
warning went unheeded. That mistake would result in the 
single-largest cyber attack ever carried out against India. 
On July 12, several high-level officials reported their 
emails had been hacked into. This included officials from 
the Ministry of External Affairs, Ministry of Home Affairs, 
Defence Research and Development Organisation (DRDO), 
and the Indo-Tibetan Border Police (ITBP), the 
paramilitary unit deployed along much of the country's 
3.500 km border with China. The hackers even breached 
the main National Informatics Centre email server, which 


serves all government departments. An investiga 
the total number of hacked accounts at roughh 
(see Anatomy of an Attack on the next page). 

The scale of the breach may suggest that the ! 
were trying to steal any information they could lay 
hands on, but NTRO officials believe otherwise. ` 
like Panchayati Raj, Women and Child Development 
Statistics were not touched. The hackers focused 
ones with secrets," says a senior NTRO officer on 
of anonymity. "They stole secret informatio 
deployment locations of troops and communic: 
between ITBP (commanders) and home ministry off) 

Officials say while any number of countrie 
after secrets from the foreign and home ministri 
DRDO, only one would be interested in ITBP — China 
which India has a long-running boundary disput: 
even led to a brief, but bloody, war in 1962. 

Cyber security experts believe most cybe! 
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ANATOMY OF AN ATTACK 


HOW CYBER THIEVES HACKED INTO THE INDIAN GOVERNMENT S EMAIL ACCOUNTS 




























4 They sent officials fake e-mails, 
purportedly from the officials’ 
friends, with infected attachments. 
Attachments were usually news 
items or documents related to the 
officials work. _ 






H They read Indian 
newspapers to see Which 
Indian government officials 
were considered "senior 
bureaucrats’ and 
what duties 
they Performed. 
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India are from groups based in China. But India is not the 
only one on these hackers' radar. The United States is 
also probing hacking incidents by Chinese groups. One 
example was the hacking of Lockheed Martin's futuristic 
F-35 stealth fighter programme. It is widely believed that 
the hackers stole design features which ultimately helped 
China with its J-20 and J-31 stealth fighter programmes. 

China denies such allegations. A spokesperson at the 
Chinese embassy in New Delhi told Business Today in an 
email that China opposes hacker attacks and has made 
laws to ban them. "China is also one of the main victims 
of hacker attacks... China is ready to continue its 
cooperation with the international community aimed at 
ensuring cyber security," the spokesperson said. 

The damage cyber attacks can cause was spelt out by 
US President Barack Obama in an article in The Wall 
Street Journal in July last year. "In a future conflict, an 
adversary unable to match our military supremacy on 
the battlefield might seek to exploit our computer 
vulnerabilities here at home," he wrote, arguing for 
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cialmediato — . 
find officials e-mail 
addresses. phone For example, a finance 
numbers, thelr ministry official may have 
rofessional received an article about 
interests and the Prevention of Money 
networks — — Laundering Act. 
oftheir — J 





stringent cyber security legislation. “Taking down vital 
banking systems could trigger a financial crisis. The lack 
of clean water or functioning hospitals could spark a 
public health emergency... the loss of electricity can bring 
businesses, cities and entire regions to a standstill." 


| gens such attacks have already been carried out. On 
April 27, 2007, Estonia ground to a halt when its 
parliament, ministries, banks and media suffered a wave 
of cyber attacks. Russia was the main suspect, considering 
the attacks took place around the same time Estonia 
decided to relocate a Soviet-era war memorial. Again, in 
August 2008, Georgia's government and media websites 
were knocked oflline and phone lines jammed at just the 
time it went to war with Russia over South Ossetia. 
Some of the world's biggest companies have also been 
victims of cyber attacks. In August 201 2, Saudi Aramco, 
the Gulf kingdom's national oil producer, reported an 
attack that damaged 30,000 computers on its network. 
Though the attackers did not reach their intended target 
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[7] Next day, some Virus immediately 
official would have copied itself to the 


















taken pen drive to work, official s e-mail 
attachedit to office address book and 
1 | computer. Virus went out to all 
reached office network. other officials 


with infected 
attachment. 





e [z Other officials saw e-mail 
IFA] from colleague and opened 
~ attachment. Virus infected 
















Officials 
opened 
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attachments E? their machines and spread, 
toreadon » hit thousands of government 
unprotected machines. 
home 


computers. 











E Hackers used virus to scan for sensitive data 
— eninfectedhard drives and sendit to them via the 
The virus, now : 

active, infected 
attached pendrive. 


"The company faces up to 10 targeted attacks a day but manages to block them all" 
S.P. Dharne, Executive Director, Nuclear Power Corp 


but what worsened matters 
investigators, is that most systems did not 
have updated security software. 

Until recently, the responsibility for shielding th 
country from cyber attacks devolved on the Indian 
Computer Emergency Response Team (CER 
set up under the Department of Information 
Technology in 2004. Since then, the numbet 
reported cyber security incide! 
phishing, defaced websites, network 
breaches, virus attacks — has grown 
from 23 to 13,301 in 2011 (se 
Worrying Trend). Experts say the 
actual number may be 10 times 
higher as most victims either 


— the company's production network — it is not difficult to 
imagine the global consequences of a disruption in 
supply from the world's largest oil exporter. 

Can India thwart such attacks on its critical 
infrastructure such as transport and 
communications networks, oil refineries and 
nuclear power plants? Is the government even 
taking this threat seriously: 

In December, Cabinet Secretary Ajit Seth 
told a conference of Chief Information 
Security Officers of important ministries 
that "the government is fully conscious of 
the threat to our cyber space”. Privately, 
cyber security experts called this lip 
service. They point to the mass email 
hacking of last year, which used a 
technique called a “Zero Day” 

! (see The Zero Day Nightmare 
on the next page). Zero Day 
attacks are unstoppable, 
























not know or do not admit their 
systems were hacked into. 

In July last year, thi 
government split CER 
responsibilities so that serion 
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"There are plenty of free 
tools available online that 
help hackers crack 
passwords easily” 


Vijay Devnath, General Manager, 
Infrastructure and Security, Centre 
for Railway Information Systems 
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threats were not lost in the 
deluge of minor issues. CERT-In 
now protects cyber assets in 
non-critical areas while a new 
body called the National 


THE ZERO DAY 
NIGHT MAKE 










research and development. 
But he says the US cyber 
security budget cannot be 
compared with India's. "The 
US has massive IT 


Critical Information It is virtually infrastructure and needs more 
Infrastructure Protection impossible to build money to protect that.” 
Centre (NCIIPC) protects assets defences against SZ Satyanarayana says the 
in sensitive sectors such as Zero Day attacks. FE department is in an advanced 
energy, transport, banking, They target stage of finalising the national 
telecom, defence and space. previously unknown re. cyber security policy. Among 
But, despite the growing vulnerabilities other things, the policy 
threat, India spends a ina computer proposes to minimise the 
miniscule amount on cyber application s code. dependence on foreign IT 
security. The budgetary A single loophole products and to produce 
allocation towards cyber can give a toehold to indigenous security solutions. 
: breacha network. à 


security (including CERT-In) is 
142.2 crore ($7.76 million) 
for 2012/13, up 19 per cent 
from 335.45 crore in 
2010/11. In comparison, the 





‘White hat 






The government also plans to 
appoint a National Cyber 
Security Coordinator in the 
National Security Council to 
coordinate with all agencies 


US plans to spend several hackers are dealing with cyber security. 
billion dollars through the the good 
National Security Agency, guys . They ndia has so far not suffered 
$658 million through the detect such any major economic or 
TID c b c 
š i l vulnerabilities 
Department of Homeland E bod -and physical damage because of 
Security and $93 million T cyber attacks, but that does 
R ° L inform the | i 
through US-CERT in 2013 application s not mean its defences are 
"Indian agencies don't programmers strong. In January 2012, for 


have enough resources. Their 
budget should be at least 10 
times bigger if they have to 
function properly," says 













instance, NTRO officials alerted 
the Airports Authority of 
India (AAI) to serious 
vulnerabilities in its cargo 


Subimal Bhattacharjee, a ‘Black Hats’, in management system at 
cyber security expert and contrast, sell Chennai, Coimbatore, 
former India head of the US- their findings Kolkata, Amritsar, Lucknow 












based information systems about such and Guwahati airports. Weak 
giant General Dynamics. vulnerabilities passwords and outdated 
Information Technology on the black operating systems were the 
_ Secretary J. Satyanarayana market. Their : main problems. These six 
z admits that more work needs customers ar ig airports handled 311,000 
= to be done in areas such as typically financial 22 metric tonne of international 
£ capacity building and scammers, mafia "LÀ cargo in 2010/11. A single 

groups or governments 

which use such methods 

to steal money or 


sensitive information. 
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"| do not even know the 
command and control system 
for dealing with cyber 


attacks in the country," 


Dinesh Pillai, CEO, Mahindra 
Special Services Group 


day’s disruption would have sent 853 tonne of cargo to 


the wrong destinations. 


“The economic impact would have been immense had 
the systems been penetrated by unscrupulous elements, ` 
says P.K. Kapoor, Executive Director (Information 
Technology), AAI. NTRO followed up its alert with a full- 


scale assessment of India’s air traffic 
control (ATC) system and advised, 
among other things, installing close- 
circuit TV cameras in ATC rooms. 
India’s telecom network is 
equally vulnerable. Dhruv Soi, 
founder of information security firm 
Torrid Networks, recalls a recent 


assignment to test the networks of 


one of India's largest telecom 
operators. He says his team got 
complete control of the company's 
billing system within a week. It also 
found that the back-up server 
containing important data had weak 
passwords and was protected by 
flawed software. "We targeted this 
server and were able to control 
almost everything," adds Soi. 

Weak passwords also allowed 
hackers to breach the server and 
deface the website of the Pune-based 
Indian Railways Institute of Civil 
Engineering last August. “There are 
plenty of free tools available online 
that help hackers crack passwords 
easily,” says Vijay Devnath, General 
Manager (Infrastructure and 
Security), Centre for Railway 
Information Systems. 

The damage was limited because 
the website is not frequently visited. 
It could have been worse. “Once a 
server is compromised, it gives easy 
access to other connected servers," 
says Rajshekar Murthy, who runs 
the Gurgaon-based cyber security 
firm Orchidseven. Had the hackers 
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breached the rail traffic management system, they could 


have sent trains crashing into one another. 


13,301 





WORRYING 
TREND 


No. of cyber 

security related 
incidents in India 
has risen rapidly 
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If train accidents sound scary, imagine another 
Bhopal — or Chernobyl - like industrial disaster. State-run 
Nuclear Power Corporation of India is a constant target 
for hackers. "The company faces up to 10 targeted attacks 


a day but manages to block them 
all," says Executive Director S.P. 
Dharne. If even one attack succeeds, 
the country could face a nuclear 
emergency. 


^Yovernment agencies are not the 
(Sorry targets; even companies 
such as the Kolkata-based ITC have 
suffered cyber attacks. According to a 
July 2012 report by Bloomberg. 
Chinese hackers possibly had access 
to ITC's network for a year. It also said 
cyber thieves hacked into the 
computer of ITC Chairman Y.C. 
Deveshwar's personal assistant and 
stole several documents including tax 
filings. An ITC spokesman told 
Business Today that the company was 
"informed of a possible hacking 
attempt" of an independent 
computer. "The computer in question 
did not contain any critical 
information about the company nor 
did it have access to any such 
information," he said. "Our IT 
security systems are constantly 
reviewed and updated to protect 
against such possible attacks." 

Some threats come from within 
India. In 2007, the IT team of a 
Chennai-based drug maker detected 
heavy traffic on servers connected to 
its research lab. The company was 
developing an anti-asthma molecule, 
and it suspected that a hacker was 
stealing the research data. Unable to 
trace the hacker, the company 
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Here is how Indian agencies hope to fend off a 
hypothetical attack on Nuclear Power Corporation's 


plant at Kalpakkam on the lines of ‘Stuxnet'- the Israel- 


US operation that targeted Iran's nuclear programme: 


éd Centrifuge operator at Kalpakkam detects 
malfunctioning machines and initiates shutdown. 





o9 Kalpakkam s information security officer isolates 
malfunctioning centrifuges and scans networks to 





locate virus. Nuclear Computer Emergency 
Response Team (N-CERT) and NPCIL' s Chief 
Information Security Officer (CISO) are alerted. 
lerts Crisis Management Group (CMG) at 
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approached Mahindra Special Services Group (MSSG), a 
security consulting firm, part of the Mahindra & Mahindra 
group. MSSG experts placed a dummy file containing a 
virus on the company's R&D folder that appeared to 
contain research data, says Dinesh Pillai, MSSG's CEO. 
“When the hacker returned, he went straight for the 
dummy file and we traced him using the virus,” he says. 
The hacker turned out to be a 29-year-old Chandigarh 
resident who was hired by a rival drug maker. 


L. say India remains highly vulnerable to cyber 
attacks on its critical infrastructure. "I do not even 
know the command and control system for dealing with 
cyber attacks in the country," says Pillai. 

M.S. Vijayaraghavan, an adviser to NTRO, says all 
cyber security agencies are working in isolation. "If there 
is a synchronised attack on multiple critical infrastructure 
facilities, they are not in a position to join the dots and 
respond in a well-coordinated way." he says. But, he adds, 
the formation of NCIIPC is changing that as the entire 
critical infrastructure has now come under its purview. 

Indeed, NCIIPC is worried about thwarting the next 
big attack. Business Today asked NCIIPC officials to describe 
how India would face a Stuxnet-style attack on a nuclear 
power plant (see Repulsing Attacks). Stuxnet was a virus 
created in a joint US-Israeli operation against Iran that 
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Department of Kt Energy and National Critical 
Information Infrastructure Protection Centre (NCIIPC). 
CMG alerts other nuclear facilities across the country. 

| 


N-CERT assesses damage to centrifuges and 
NCIIPC begins tracing origins of virus. 
| 


o^ organisations concerned launch recovery 
operations to get rest of Kalpakkam back online. 


Q NCIIPC and N-CERT work with equipment suppliers 
to patch vulnerabilities at all nuclear plants. 


response. 


9 National Security Council decides appropriate 
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destroyed over 1,000 nuclear centrifuges, setting 
Tehran's atomic programme back by at least two years. 

“The cyber threat landscape has changed in the past 
five years. The threat of a Stuxnet-like attack on critical 
infrastructure will grow in the future," says Unmesh 
Deshmukh, Director (Security Suites Sales), Asia Pacific 
and Japan, at IT security solutions provider Symantec. 

In coming years, private companies will matter greatly 
in India's critical infrastructure as they control more and 
more assets in telecom, transport, energy. and banking 
and finance. In five years, NCIIPC hopes to have 500 cyber 
experts. But estimates by government and private agencies 
say the country needs 100 times that number. 
Vijayaraghavan believes meeting such a target is possible. 
"That number may sound large, but remember, there is 
no college degree in hacking. There are thousands who do 
it as a hobby and we can connect with them." 

Sanjay Katkar, co-founder and Chief Technology 
Officer of security software provider Quick Heal 
Technologies, says India needs more public-private 
interaction to secure its cyber space. "We require more 
collaboration between private companies and educational 
institutions to develop talent," he says. "We need more 
cyber warriors and need to be ready for the cyber war." € 


Send your comments to editor.bt@intoday.com 
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Gujarat 






y 
WHAT'S HOT 
e More power than 
Gujarat can consume; 
even the remotest 
villages have power 


e Average growth of 
9% In agriculture 










e Enormous success 
With SEZS 


e Excellent marketing 
of the states 
strengths: business- 
friendly environment, 
ports, land 











e Poverty down from 
31% to 23% in f 
years to 2009/] 
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Infant mortality 
much higher than 
in rival states like 
Maharashtra and 
[amil Nadu 


e Pedestrian progress 
In education 


Labour force low 
on skills 


A laggard in 
services sector 
like information 
technology 


Many villages go 


| without drinking water 
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DISTANT 
DRUMS 


Narendra Modi heeds the call of Delhi. But, on the evidence of the 
Vibrant Gujarat Summit, there are discordant notes. By SEBASTIAN P.T. 





Modi has been 
he state government official on more successful signed in MoUs. We only know 
the dais was beside himself 17,719 "investment intentions” \ 

. . ° ° mm ` : A 

with excitement. He struggled th Í h inked. The focus this time was : 

to control the torrent of a an any OF NIS 

oc nt of praise 
coming out of his mouth for the “vision” predecessors Everything else about the e 
Chief Minister Narendra Modi had just ° k a intact, though. A horde of industr 
outlined in his address to the session on IN pac aging tains praised Modi. It was assume 
small and medium enterprises at the the state's Modi's hat trick of wins in the ass 
Vibrant Gujarat summit this year. The elections, less than a month earlie 
state, Modi had thundered, wanted not strengths marked him out as a contendei 
just mass production but production by country's top job when elections 
the masses. around next year. Business represe 





A grand vision, indeed, but not a new tives from countries that do not 
one. That is more or less what Mahatama Gandhi said Modi to enter their boundaries either praised him oi 
when running his Swadeshi campaign. Gujarati "connections". There were promises of co 

The summit, meanwhile, rolled on in its now custom- rations. And brand Modi rode high. "There is incre 
ary grandeur. A day earlier, Mukesh Ambani called his recognition that Mr Modi is destined to play a great: 
Reliance Industries “a Gujarati, Indian and a global not just in Gujarat but on the national scene. So 
company”, in that order. Brother Anil Ambani said Modi are sensible, you would hedge your bets," says eco! 
was a "king among kings". Mahindra & Mahindra chief Bibek Debroy, who recently authored 
Anand Mahindra, however, ascribed the state's achieve- Governance for Growth and Development. 
ments to “something about the food" its people eat. And Sensible it may be, but how much of Modi 
Arjun Modhwadia, head of the state Congress unit, driven by perception: 
swears that a person living below the poverty line had Gujarat has been one of India's most indu 
managed to extract an MoU worth 360 crore at the previ- states for decades and its people known for thei 
ous edition of the summit in 2011. prise. Modi, for his part, has been more successfu 

That is the Vibrant Gujarat summit for you: una- any of his predecessors in packaging th 
bashed enthusiasm, rational optimism, and some carp- strengths, with Vibrant Gujarat acting as a glit 
ing. The truth is somewhere in between. roadshow. Till 2011, the total investment promise 

It is not for nothing that this year's event refrained to the tune of 339.6 lakh crore (see Reality Check o! 
from making a grand announcement about the amount 82). But the figures are not undisputed. 
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laborations in education and knowle 
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The Economic 
Survey for 
2010/11 says 
Gujarat had the 


The 2011 Summit alone generated 
MoUs worth 320.83 trillion (one trillion is 
equal to 100,000 crore). However, ac- 
cording to the Reserve Bank of India, 
Gujarat was fifth among the states in 
cumulative foreign direct investment 
(FDI) inflows between April 2000 and 
November 201 2. Maharashtra, Delhi- 
National Capital Region, Karnataka and 
Tamil Nadu were ahead. 

Hemant Kumar Shah, who heads the 
economics department in H.K. Arts 
College, Ahmedabad, feels the numbers 
are unrealistic. To buttress his argument, 
he cites the Economic Survey for 2011/12 which says the 
total industrial investment in India during the three years 
through 2009/10 was about 3 24 trillion. "How can one 
state claim to get so much investment in just one year?" he 
asks. The Gujarat government's Socio-Economic Review 
2011/12 reveals that just above one per cent ofthe invest- 
ments promised at the 201 1 summit have come in so far, 
and perhaps another 12 per cent are in the “implementa- 
tion stage". In 2003, the conversion rate was 55 per cent. 

This interpretation is disputed by none other than state 
officials. "Any large project will take five to seven years to 
complete. Even a small-scale project takes about two to 
three years," says Maheshwar Sahu, Principal Secretary- 
Industries and Mining. The large investment promises in 
Gujarat began in 2009, he says, and the earliest time to 
check the status should be 2014. "If a large project has 
been signed in 2011, it should be taken into account in 
2016/17. But some people do not look at it that way." 

However, Sahu and his men had little answer when 
the Income Tax Department knocked on their doors for 
details of the MoUs inked at the 2011 summit. This had the 
BJP disrupting Parliament in May that year saying that it 
was an "assault on the federalism of India". 


espite the air of caution at this year's summit, 

some facts may still have two sides to them. Modi 

said the state 
had lost "zero" man- 
days to labour unrest. 
But the Economic 
Survey for 2010/11, 
an annual report pub- 
lished by the Union fi- 
nance ministry, says 
the "maximum inci- 
dences" of strikes and 
lockouts were recorded 
in Gujarat. Wage and 
allowance, bonus, per- 
sonnel, indiscipline and 
violence were the ma- 


80 BUSINESS TODAY February 17 2013 


most number of 
of strikes and 
lockouts 








jor reasons. There is also the recorded 
spell of strikes at General Motors India's 
Halol factory in October 2010 and 
March the next year. 

However, GM's woes do not deter its 
brethren in the automotive industry. 
After Tata Motors shifted its Nano plant 
from Singur to Sanand in 2008, Ford 
Motors announced a new plant a stone's 
throw away. Maruti Suzuki is investing 
34,000 crore at Bechraji in Mehsana dis- 
trict. Hero Honda is looking to become GM's 
neighbour in Halol. 

Big capital's love for Gujarat did not 
happen at first sight, or just after Modi became chief min- 
ister 12 years ago. The state, the world's largest producer 
of processed diamonds, was already home to the world's 
largest greenfield refinery, by Reliance Industries in 
Jamnagar. Essar had its fully integrated steel plant in 
Hazira and had laid the foundation for its oil refinery in 
Vadinar by the 1990s. State-run Gujarat Industrial 
Development Corporation had built several industrial parks 
including in Ahmedabad, Vapi and Vadodara. The milk 
revolution had been engineered by Verghese Kurien over 
decades. "Gujarat started riding the high curve of industri- 
alisation within just a decade of being formed in 1960," 
says Sebastian Morris of IIM-Ahmedabad. In the 1980s and 
1990s, as India's manufacturing grew at 5.5 and 8.1 per 
cent, respectively, Gujarat touched 6.6 and 7 per cent. 

In fact, the state went into a recession from 1998/99 
onwards until 2001/02, with manufacturing activity 
declining 0.03 per cent. Fortunately for Modi, the tide 
turned soon after he took the helm in October 2001. The 
turnaround, from 2003/04, according to Morris, was in 
part because of the Union government's large expenditure 
programmes like the Golden Quadrilateral, which put the 
economy on the path of growth from early 2003. Since 
then, as India clocked an average of 8.1 per cent until 
2009/10, Gujarat grew at 12.8 per cent. "Modi has not 
changed the overall picture of Gujarat's economy in any 
great way," says Shah 
of H.K. Arts College. 

M.A. Hania, Senior 
Vice President at 
Meghmani Finechem 
and honorary secretary 
to the Dahej Industries 
Association, says while 
the overall investment 
climate in the state is 
good, there are still 
some hiccups. "The 
single-window clear- 
ance promised by Modi 
is yet to take off in 
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REALITY CHECK 


ud a fraction of the investment proposed at Uje s recent investor summits has flowed in so far 


PROJECTS PROPOSED 


Global MOUs No. of Investment 
Investor signed/ projects (in € crore) 
Summit announced 

2011 8,380 8350 20,83,047.3 
2009 : 8,660 8.888 12,39. 562 Li 
2007 363 454 4,65,309.8 
2005 226 227 . 1,06,160. 41: 
2003 ;| 76 80 66,068.5 


Source : Socio-Economic Review, Gujarat, 2011/12 


Dahej. Industries have to take 40 licences to start a ven- 
ture," he adds. Environment approvals hold projects up, 
just like elsewhere in the country. 


hy the fanfare, then? That may be down to the 

business environment, which is better in 

Gujarat than in most other states. It has surplus 
power, even as vast tracts of the country go powerless. 
Land is easy to acquire. The 1,600 km coastline, with 41 
minor and intermediate ports complimenting the big one 
at Kandla, makes trade easy. Special Economic Zones 
thrive in Dahej, Kandla and Surat even as they flounder in 
many other states. 

The credit for the power surplus 
goes to Modi. When he took charge of 
the state, the Gujarat State Electricity 
Board was sitting over losses of 32,200 
crore. Power cuts were rampant. Steps 
such as renegotiating power purchase 
agreements with private players, debt 
restructuring, sharp reduction in trans- 
mission and distribution losses, and a 
crackdown on power theft put the board 
back on its feet. Most of Gujarat's 
18,000 villages get electricity through 
Jyotigram Yojana, a scheme launched 
in 2006 to provide three-phase power 
supply round the clock. 

"Gujarat has an installed power ca- 
pacity of 20,000 megawatt and con- 
sumes 12,400 MW,” says Yatindra 
Sharma, former chairman ofthe Gujarat 
chapter of the Confederation of Indian 
Industry. The result is it has no power 
cuts, something even Delhi cannot boast 
of. "We have uninterrupted power, 
which is something very few states in 
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“Any — 
project will 
take five to 
seven years to 
complete" 


Maheshwar Sahu, 
Principal Secretary 
(Industries and Mining), 
Gujarat government 
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the country can claim," Lowell Paddock, CEO of General 
Motors India, said at the summit. 

The state's industrial parks are expandin g. The Dahej 
GIDC estate is getting ready for its third and fourth phases. 
In Sanand, Hitachi Hirel Power has started operations and 
construction is in full swing by Colgate Palmolive. There 
is a plan to make Dholera, 140 km from Ahmedabad and 
near the Gulf of Cambay, a special investment region with 
several industrial parks and knowledge centres. It would 
have world-class infrastructure including an international 
airport. But there is nothing tangible yet, with the Dholera 
draft town plan yet to be finalised. 

Gandhinagar, the state capital, is 
being transformed into a financial hub. 
A central finance business district that 
would include an SEZ for financial serv- 
ices, has been earmarked and 886 
acres allotted. The first of the commer- 
cial towers, a 28-storey building, was 
inaugurated during the summit. The 
plan includes many high-rise buildings 
including a 400-metre-tall ‘Diamond 
Tower', which will look to attract dia- 
mond traders from as far as Dubai. The 
trouble is that the airport in 
Ahmedabad would not allow such a 
tall building. It will take off only once 
the Dholera airport comes up and the 
Ahmedabad airport is shifted away. 

The point to ponder, however, is 
whether Modi will still be around in the 
state to inaugurate the new airport. Or, 
would he have flown towards a circular 
structure with numerous pillars in the 
heart of New Delhi? + 
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Lii thx: Organic Foods 





Organic food is fast catching on with the Indian consumer, 
despite being more costly than the conventional kind. By E. KUMAR SHARMA 


av Lev was a 22-year-old 
backpacker when he first 
came to India in 1987. A 
graduate from an agricul- 
tural boarding school in 
Israel, he came seeking 
inner peace from his 'spir- 
itual guru’, the late H.W.L. Poonja of 
Lucknow, better known as Papaji. 
"The quest was to find my true pur- 
pose and true self," he says. He even- 
tually stayed on in India, taking on a 





rw Bharat Mitra, and is cur- 


rently the Founder and President of 
Organic India, one of India's leading 
organic foods companies. It ended 
2012 with X60 crore revenues and 
hopes to reach 390 crore this year, 
with about half of its sales in India. 
Organic foods are those made 
from agricultural products grown 
without the use of pesticides or 
chemical fertilisers. It was from 
Papaji that Lev learnt the healing 
power of tulsi (basil plant). By 1997, 
he had begun cultivating three types 


of tulsi organically in Azamgarh in 
eastern Uttar Pradesh. In 2006 he 
launched Organic India with tulsi tea 
as its flagship product. Today, the 
company makes 18 different flavours 
of tulsi tea and 33 different herbal 
formulations or supplements, which 
are said to have medicina! value. He 
is gearing up to launch a complete 
range of organic food items, includ 
ing rice and pulses. “We are in the 
final stages of a very promising joint 
venture to launch a comprehensive 


~ 
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“Five years ago, 
75 per cent of our 
revenue came ` 
from exports and | 
the rest from the 
domestic market. ` 
Now both markets 
have equal share" 


Raj Seelam Q 
MD, Sresta Natural Bioproducts 


range of products both for the Indian 
market and for exports," says Lev. He 
prefers not to reveal the name of the 
well known Indian company he is 
negotiating with. 

Lev is not alone. A clutch of en- 
trepreneurs in India is betting big on 
the domestic organic food market. 
Consider Raj Seelam, an Indian 
Institute of Management 
Ahmedabad alumnus. When Lev 
first took up tulsi cultivation, some 





Leading organic food 
producers in India 
Sresta Natural Bioproducts, 


Organic India, Morarka Organic, 


Nature Bio Foods, Sunstar 
Overseas, Kashmir Apiaries 
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1,200 km down south in Hyderabad, 
Seelam was still selling pesticides and 
fertilisers. From 1988 to 2000, he 
worked in the farm inputs division of 
E.I.D Parry, a Murugappa Group 
company, one of the largest indus- 
trial groups in India. "It gave me a 
chance to interact closely with farm- 
ers and see the havoc that indis- 
criminate use of pesticides can cre- 
ate." he says. This spurred him to 
consider organic farming, even 


FOOD FOR THOUGHT 


" 


570,00 
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India 


1 million hectares 


Total area under organic P 
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Size of the Indian 
organic food market 


though he was aware agribusinesses 
rarely succeed in India, because of 
low margins and excessive govern- 
ment control. Today, his company, 
Sresta Natural Bioproducts, sells a 
range of 200 organic products in 
India and overseas from rice, pulses, 
sugar, and juices to breakfast cereals 
and jams. "Five years ago, 75 per 
cent of our revenue came from ex- 
ports and the balance from the do- 
mestic market. Now both markets 
have equal share," he says. 

Indeed, the demand for organic 
foods in India has seen a sharp 
growth in recent years. While ear- 
lier, organic food producers prima- 
rily aimed at exports to Europe and 
the United States, there is now a 
gradual shift. "The demand for or- 
ganic foods has been growing and 
today we stock a range of around 38 
different organic foods in 40 stores as 
against just about half a dozen stores 
three years ago," says S. Jagdish 
Krishnan, Chief Operating Officer of 
the retail and bakery divisions of 
Heritage Foods, an organic food com- 
pany with a big presence in 
Bangalore, Chennai and Hyderabad. 
Most of the big retail chains now 
stock organic products, including 
Godrej Nature's Basket, Hyper City, 
Food Bazaar, More, Nilgiris, Spencers 
and Tesco - Starbazar. While no of- 
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ficial figures are available, industry 
estimates put the organic food mar- 
ket within India at close to 3100 
crore, having grown five-fold in the 
last six years. 

When Seelam began organic 
cultivation in 2004, not a single do- 
mestic retailer was willing to stock 
his products. They feared stocks 
would not move, since organic foods 
are significantly more expensive 
than conventional foods. That is 
partly due to higher processing costs, 
since they choose to eschew chemi- 
cal additives, as well as higher pack- 
aging costs, to ensure a reasonably 
long shelf life. A kilo of Sona Masuri 
rice, a well known brand, for in- 
stance, sells at 340 per kg while or- 
ganic rice of the same variety costs 
160 per kg. Again, tur dal (a com- 
monly used variety of pulses in India) 
is available at 390 per kg while its 
organic version costs 3140 per kg. 
This is despite the doubling of prices 
of these commodities in the past 
three years, while the organic vari- 
ants have stayed at almost the same 
price levels. 

Seelam was forced to focus on 
exports. But unwilling to give up on 
the local market, he set up his own 
retail stores in four cities — 
Hyderabad, Bangalore, Pune and 
Chennai — to promote organic prod- 
ucts. Today, almost every major re- 
tail outlet is willing to stock his prod- 
ucts. He has a presence in close to 40 
cities and towns, ranging from 
Patiala in the north to Guntur in the 
south, and broke even last year. 

So, why have domestic consum- 
ers taken to organic foods despite 
their cost? Mukesh Gupta, Director of 
Morarka Organic, which mainly fo- 
cuses on the domestic market, at- 
tributes it to rising disposable in- 
comes and improved awareness 
about the health benefits of organic 
foods. "From 2007 to 2012, the av- 
erage middle class income in India 
has shot up. The consumer is willing 
to pay more for good quality food," 
he says. 

The demand for organic foods 


will only grow in India, organic 
food producers claim, with the im- 
plementation of the Food Safety 
and Standards Act from February 
this year. The new law sets more 
stringent standards of food safety 
— raising the bar on the quality of 
food manufacture, storage, distri- 


asserts Gupta. 

However, consumers would do 
well to ensure that they only buy 
certified organic products, say pro- 


ducers. Organic food products man-a 


ufactured in and exported from India 
are marked with the 'India Organic 
certification mark issued by certifica- 


WHY ORGANIC FOODS COST MORE 


Industry estimates of the additional cost incurred in producing them 
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bution, sale and import. The stress 
on quality under the new Act will 
push up prices of foodstuff made 
using conventional techniques, 
reducing the price differential with 
organic food, and boosting sales, 
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tion agencies accredited under the 
the National Programme for Organic 
Production (NPOP) and monitored by 
the Agricultural and Processed Food 
Products Export Deve 
Authority (APEDA). Most of the lead 


lopment 
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ing organic food companies in India 
voluntarily opt for this certification, 
though it is not mandatory for do- 
mestic sales. "The demand for certi- 
fied organic foods has been growing 
since 2001. These are produced by 
about 570,000 small farmers in 
India with 500,000 hectares under 
cultivation," says P.V.S.M. Gouri, 
Advisor, National Accreditation 
Body, NPOP (under the Ministry of 
Commerce). 


Health Benefits 


A cross section of consumers BT 
spoke to said the high prices of or- 
ganic food were a deterrent, but 
given the perceived health benefits 
they still opted for it. Says Sunitha 
Morampudi, 35, wife of a 
Hyderabad-based IT professional and 
a mother of two: “I prefer to take food 
that is produced organically. Yes, it 
is priced higher but I think it is better 
for our health." 

There has been considerable de- 
bate on whether organic food is, in- 
deed, healthier than conventional 
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"Between 2007 
and 2012, the 
average middle 
class income in 
India has shot 
up. The 
consumer is 
willing to pay 
more for good- 
quality food" 
Mukesh Gupta 


Director, Morarka Organic 


food. A study by the American 
Journal of Clinical Nutrition in 2009 
had concluded that there was no 
evidence of any difference in the nu- 
trient quality of organically and 
conventionally produced food. “The 
small differences in nutrient content 
detected are biologically plausible 





and mostly relate to differences in 
production methods," it said. The 
debate continues in India too. "We 
should not have fertilisers and pesti- 
cides in the food we consume but the 
nutrient quality of grains grown or- 
ganically and conventionally is the 
same," says Dr Brundavani, consult- 
ant nutritionist at the Rainbow 
Children's Hospital in Hyderabad. 
But organic foods may have 
added benefits even if their nutri- 
tional value is the same as that of the 


conventionally grown. "In terms of 


the vitamin C content, an orange 
grown organically and another con- 
ventionally may be the same, but 
that is only half of the story. The 
chemicals present in conventional 
food make it difficult for the body to 
absorb the vitamin C," says Lev of 
Organic India. 

For the moment, with rising de- 
mand for their products, the organic 
foods industry in India appears set to 
flourish over the next few years. @ 
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Cancer 




















Millions of Indians are grappling with the costs of cancer treatment, 
sometimes spending their life's savings on it. 


alumuri Sri 
Venkateswara Rao 
had been suffering 
from a nasty cough 
for days. But the 
50-year-old con- 
struction manager in Dubai ignored 
it because he did not think it was 
anything serious. When the racking 
cough refused to go away, Rao finally 
went to a doctor who prescribed a 
cough syrup. A few days later, he felt 
a constriction in his throat and could 
not eat normally. Rao went to Abu 
Dhabi's Ahalia Hospital, where doc- 
tors said he might have cancer. "This 
came as a big shock as he had all 
along been thinking it could be noth- 
ing worse than a throat infection,” 
says M. Nagarjuna, Rao's son-in-law. 

Last October, Rao headed for 
India and went through a battery of 
tests at Hyderabad's Omega Hospital. 
The final diagnosis: he had non- 
Hodgkin's lymphoma, a cancer that 
predominantly affects the lymph 
nodes and thereby the immune sys- 
tem. Rao was mentally prepared for 
the worst by then, but what he was 
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not ready for was the astronomical 
cost of treatment. Two months and 
four chemotherapy cycles later, he 
had already forked out 35 lakh and 
expects the final bill to touch 310 
lakh. The costs include a lymph node 
biopsy, a bone marrow test, an en- 
doscopy, a PET scan, special anti- 
cancer drugs and six cycles of chem- 
otherapy. Each chemotherapy sitting 
costs 390,000. "It began as just a 
routine cough. How could I have 
known?” asks Rao. "We decided to 
encash our savings in fixed deposits, 
bonds and rely for some expenses on 
the credit card." 

Rao is one of millions grappling 
with the prohibitive cost of cancer 
treatment in India, where the disease 
has wiped out entire life savings and 
even forced some people to sell their 
homes. Although relatively cheaper 
than in the West, cancer treatment is 
still unaffordable for poor and middle- 
class Indians, who often do not have 
health insurance. "Cancer care can 
get hugely expensive if it is detected 
late, or if the screening is not proper 
and if the treatment is not right the 


first time," says Dr B.S. Ajaikumar, 
founder and Chairman of the 
Bangalore-based Healthcare Global 
chain of hospitals. "It could cost as 
low as 32.5 lakh for six months of 
treatment, with some of the lowest- 
priced generic drugs in the world, to 
as high as 320 lakh, with novel drugs 
and targeted medicines." 

Why is cancer treatment so for- 
biddingly expensive? The main rea- 
son is the staggeringly high cost of 
equipment and setting up a cancer 
hospital: doctors estimate a 1 O0-bed 
cancer speciality hospital would 
need an investment of up to 3100 
crore, excluding the cost of land in 
most cases. 

Hospitals have to pay a fortune 
for imported equipment. For exam- 
ple, a linear accelerator, which is 
used for radiation therapy, costs 
around 310 crore, plus an import 
duty of around 11 crore. Similarly, a 
PET CT scan machine, used to pin- 
point the location of cancers, is any- 
where between 33 crore and X6 
crore. The costliest is a CyberKnife 
used for radiotherapy which costs 


A 10-year-old gir! 
undergoing radiation 
therapy for a brain tumour ai 
New Delhi's Apollo Hospita! 
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Long wait: Dozens of people from little 
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i heck- 
ildren to the elderly wait for che 
m outside AIIMS hospital in Delhi. 


With high costs, cancer 
out of the reach of millions 


around 330 crore. 

Apart from equipment, cancer 
treatment medicines are expensive. 
Some breast cancer patients, for ex- 
ample, need targeted treatment 
drugs, such as Herceptin or Herclon, 
made by global major Roche, which 
cost around 37 5,000 for a course; a 
patient could need up to 17 courses. 
Similarly, a drug called Avastin — 
used to treat colon, kidney, lung and 
gall bladder cancer — can add 
around 38 lakh to a patient's bill at 
around 31 lakh a cycle. Though 
companies have patient support 
programmes, most middle-class pa- 
tients end up paying 70 to 80 per 
cent of the drug costs. 

With such high costs, cancer 
treatment is often out of the reach of 
millions. Take the case of a 16-year- 
old girl being treated for a brain tu- 
mour at Hyderabad's Apollo 
Hospital. Her parents — a teacher 
and a government employee — plan 
to dip into savings set aside for her 
education and marriage to pay for 
her treatment, which is expected to 
cost around 38 lakh. "She wants to 
be a doctor and we have been saving 
for that. But what good are the sav- 
ings if we are not able to save her," 
says her mother. 

Doctors are concerned at the 
growing number of cancer cases in 
India. Although there is no nation- 
wide data, estimates extrapolated 
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Erbitux 
d lakh (per cycle) 


Patients may 
need seven 
cycles or more 


Some companies say they offer discounts for 
people who cannot afford the drugs. But 
middie-class patients still need to pay at least 
TO per cent of the costs in many cases 





from the Indian Council of Medical 
Research's cancer registry pro- 
gramme in some areas indicate there 
are about one million new cancer 
cases each year. A Planning Comm- 
ission report estimates that about 2.8 
million people have cancer at any 
point of time and half a million die of 
the disease each year. The number of 
cases is expected to go up because of 
an increase in life expectancy, chang- 
ing lifestyles and risk factors such as 
high tobacco use. 

Visit any cancer hospital in the 
country and there are dozens of peo- 
ple from little children to the elderly 
dealing with the trauma of the dis- 
ease. Mumbai's Tata Memorial 
Hospital, one of the leading cancer 
care hospitals in India, registered 
56,000 cases last year. Dr Mohana 

'amsy, a leading surgical oncologist 
and founder of Omega Hospitals, 
says he sees about 500 new cases a 
month today compared with around 
350 three years ago. "Tata 
Memorial Hospital alone today sees 
five to eight per cent growth in num- 
bers each year," says Dr Rajiv Sarin, 
Director of Tata Memorial Centre's 
cancer research arm. 

While the incidence of cancer is 
rising, insurance is a big stumbling 
block. Only a small fraction of 
Indians has health insurance and 
those who do rarely have critical ill- 
ness cover. Worse, the insurance 
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cover that people choose is often so 
low that it is meaningless for diseases 
such as cancer. Of the 40 million in- 
dividual policies sold in 2011, the 
average amount per policy was just 
11.9 lakh. A higher 310-lakh policy 
would mean a 317,000 to 350.000 
annual premium, depending on the 
age of the policyholder. "Health cover 
is very low and is taken by just four to 
five per cent of the people who can 
afford it. The average cover that most 
people take is between X1 lakh and 32 
lakh,” says Tapan Singhel, Managing 
Director and CEO, Bajaj Allianz 
General Insurance Company. 

One way to bring down the crip- 
pling costs is through compulsory li- 
censing of cancer drugs, which al- 
lows drug companies to make generic 
versions of patented medicines at 
cheaper prices. Last year, the Indian 
Patent Office allowed Hyderabad- 
based Natco Pharma to manufacture 
a generic version of Bayer's Nexavar, 
a drug used to treat certain types of 
kidney and liver cancers. Natco 
launched the drug at just 38,880 for 
a bottle of 1 20 tablets compared with 
32.8 lakh for Nexavar. 

But not everybody in the industry 
agrees with compulsory licensing. 
Kiran Mazumdar-Shaw, Chairman 
and Managing Director, Biocon 
Limited, says the government should 
look at price controls and bulk pro- 
curement of some expensive imported 
drugs as a way to lower prices. She 
adds that multinational companies 
should opt for a dual pricing policy in 
developing economies. Roche, for 
instance, tied up with a local firm and 
lowered the price of Herceptin to 
175,000 a course compared with 
around 31 lakh last year. 

Local companies have also 
helped. In 2007, Dr Reddy's 
Laboratories Ltd launched Reditux, a 
drug used to treat non-Hodgkin's 
lymphoma, at half the price of a simi- 
lar drug sold by Roche. Y.K. Hamied, 
Chairman and Managing Director, 
Cipla, has reduced the prices of about 
10 cancer drugs sold by his company. 
For example, 120 mg of Docetax — 
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Venkateswara Rao 
is undergoing treatment for 
non-Hodgkin's lymphoma. He 
has already spent 15 lakh on 
treatment and expects the final 
bill to be around 110 lakh 


Chemotherapy and 
hormonal drug therapy 
can cost anything from 

110,000 to 


7A lakh 


depending on the 
drugs used and the 
duration of treatment 
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INSURANCE: 

Almost all insurance 
companies offer policies 
which include critical 
illness cover. Typically, a 


Z10 lakh 


policy with such a cover 
would mean an annual 
premium of %17,000 
to 350,000 
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used to treat breast, lung, head, neck 
and gastric cancer — is down to 
317.000 from 314,000. Mazumdar- 
Shaw says Biocon is conducting 
phase III trials for its version of 
Herceptin and hopes to launch an 
affordable drug next year. 

Patients also have a lot more 
hospitals to choose from today. 
Fifteen years ago, Tata Memorial 
was among the few cancer treatment 
facilities in India. Cancer diagnostic 
and treatment facilities such as PET 
scans were limited. Today, the 
country has about 80 cancer 
hospitals, and several chains such as 
Apollo and Fortis have well-known 
oncology departments. 

Cancer hospitals are mostly 
concentrated in big cities, though 
some chains, such as Bangalore's 
Healthcare Global, have set up 
hospitals in small towns. Several 
charitable hospitals also help poor 
people get cancer treatment. 
Chennai's Adyar Cancer Institute is 
one such hospital which treats 
12,000 new patients every year. 
"Only 40 per cent of the patients 
pay, and the rest either get free 
treatment or at a highly subsidised 
amount," says Dr V. Shantha, the 
institute's chairperson. 

Many NGOs help patients and 
their families deal with the emotional 
trauma of cancer. Ruby Ahluwalia, a 
financial adviser to the Railways, 
who was treated for breast cancer at 
Tata Memorial in 2009, was so dis- 
turbed by the patients she saw that 
she set up an NGO - Sanjeevini-Life 
Beyond Cancer - in Mumbai. It fo- 
cuses on providing emotional and 
nutritional support to patients. "We 
were naturally caught by surprise 
and my own family took a hit. My 
two children got affected. I had to 
take long leave to get them back on 
track. I realised it must have affected 
others, too, significantly," says 
Ahluwalia. "I realised that even after 
their treatment is completed, people 
start living at a sub-optimal level." & 
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HOMECOMING 


Undeterred by the downturn in Indian real estate, a number of funds are betting 
big on the sector again. By SARIKA MALHOTRA 








ukesh Ambani confi- 
dante Anand Jain`s re- 
alty funds made news 
recently for all the 
wrong reasons. The two 
funds — Urban Infrast- 
ructure Opportunities 
Fund and Urban 
Infrastructure Real 
Estate Fund — have both 
underperformed. Nor are they the 
only ones. Most of the news coming 
from the real estate sector lately has 
been depressing for investors. Many 
projects are stuck because of high 
interest rates, mounting debt and 
the economic slowdown. A number 
of deals have failed to yield promised 
returns. 

And yet there is renewed private 
equity (PE) investor interest in realty. 
A clutch of funds have quietly raised 
almost a billion dollars for invest- 
ments in the sector in the past one 
year, and plan to raise another bil- 
lion in the next six months. 

Among them are HDFC Property 
Fund, which is raising $500 million, 
US-based realty developer-cum-in- 
vestor Portman Holdings putting up 
$300 million, Motilal Oswal Private 
Equity raising a 3500-crore real es- 
tate fund and property consultancy 
firm Jones Lang LaSalle creating its 
first fund of 3300 crore. 

So what has prompted this re- 
newed interest? A few highly profit- 
able exits by funds in the last two 
years, say experts. The PE involve- 
ment in Indian real estate really be- 
gins around 2005. Since then, HDFC 
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India Real Estate Funds' Griha 
Investments, for instance, exited its 
2006 investment of $46.62 million 
in Manyata Promoters Ltd at $119 
million in 2011. In the same year 
Kotak Real Estate Fund I exited 
Peepul Tree Properties Ltd at 
$115.36 million, a huge premium 
over its initial investment of $21.13 
million in 2006. In 2012, HDFC 
International Real Estate Fund ex- 
ited Embassy Golflinks at $51.65 
million, more than a four-fold jump 
over its 2006 investment of $11.41 
million. "Since 2005, some funds 
have been able to complete the full 
investment cycle," says S. 
Sriniwasan, CEO, Kotak Realty 
Fund. In other words, some PE in- 
vestors have not only raised and 
deployed funds but also exited and 
achieved targeted returns. 

There is also the growing reali- 
sation that the funds which under- 
performed did so due to their lack of 
a well thought out investment strat- 
egy. Many early investors lost 
money as they entered projects at 
excessively high valuations. For in- 
stance, real estate PE fund Trinity 
Capital lost 70 per cent on its invest- 
ment in DB Realty. Trinity had in- 
vested $51.61 million in 2007, but 
had to exit at a mere $14.97 million 
in 2012. Some funds also made the 
mistake of paying the entire invest- 
ment amount upfront — this often 
resulted in the developer either los- 
ing interest in the project or using 
the proceeds to fund other projects. 
“In 2005, understanding of the 
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market was limited. No one knew 
how to enter and exit the market," 
says Sriniwasan. That has changed 
considerably since. 

Funds have also realised that in- 
vestors in real estate have to involve 
themselves in asset management — 
essentially, actively monitor the 
progress of the projects they have 
invested in. "We pursued the strat- 
egy of partnering with the same de- 
veloper on multiple projects as 


against different developers for each 
project. This results in significant ef- 
ficiencies and synergies for asset 
management work and teams get 
comfortable working with each 
other," says Parry Singh, co-founder 
and Managing Director, Red Fort 
Capital, a real estate-focused PE in- 
vestor. Red Fort has pursued this 
model with a few chosen developers 
such as Prestige Group (three 
projects in Bangalore), The 3C 


Company (eight projects in Noid 
Parsvnath Developers (three project 
in Delhi) and Ansal Grou 
projects in Gurgaon). 

Wiser from the experience, fund 
are now developing fresh strategies 
too. Red Fort now has a diflerent pay 
off model for developers - 
payment, linking it to constru 
targets. "This ensures a strong aligi 
ment of interest between the d, 
oper and the investor. The idea is 


it stagger 
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incentivise the developer," says 
singh. Investors of Red Fort Capital 
have given it the thumbs up too — 
Red Fort raised a second offshore 
fund of $500 million in 2012 with 
several repeat investors from its 
$3575-million first fund of 2007. 
Then, several PE firms are now 
raising funds from domestic inves- 
tors. For instance, Kotak India Real 
Estate Fund IV and V raised capital 
from domestic institutional inves- 
tors and ultra-high networth indi- 
viduals who can invest 32 crore and 
above. "Domestic investors have a 
sharper appreciation of the econ- 
omy and the sector," says 





tors still see real estate and gold as 
the best asset classes. 

Funds are now much smarter in 
crafting their investment structure 
in projects as well. For its first fund, 
Motilal Oswal Private Equity had 
made pure equity investments, and 
also invested in projects at the land 
acquisition stage. For the second 
fund, Somak Ghosh, Co-CEO, Motilal 
Oswal, is clear there will be a mix of 
structured equity and mezzanine 
debt. "Change from equity to a com- 
bination of debt and equity has to do 
with the learnings we had from the 
first fund," he says. "We realised 
that early returns are only possible 


closed at 3700 crore in two and half 
months flat in 2012. 


Residential Market Focus 
Residential properties are likely to 
remain the most sought-after seg- 
ment for PE funds in the coming 
decade, according to industry insid- 
ers. Last mile financing and projects 
which have got land approvals will 
remain the sweet spots for invest- 
ments. Most of the top funds, includ- 
ing Kotak Realty Fund, Red Fort 
Capital and HDFC Property Fund, 
have a majority of their investments 
in residential projects — in most cases 
the ratio of residential and other as- 


Realty check A number of PE firms plan to raise a war chest in 2013 for invesments in real estate 
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Sriniwasan. “They are closer to the 
ground and hence understand the 
highs and lows of the real estate 
market. International investors, on 
the other hand, look at India from a 
distance and are more affected by 
what they read and hear,” 

Indeed, the new real estate fund- 
ing is primarily driven by domestic 
investors. “In 2005, the split was 
75:25 for foreign and domestic. 
Today the split will be the other way 
around,” says Sachin Sandhir, 
Managing Director, South Asia, 
Royal Institute of Chartered 
Surveyors, adding that local inves- 
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through mezzanine debt. Domestic 
investors are looking for early and 
regular returns.” 

It is a sentiment also echoed by 
Balaji Raghavan, CEO and Chief 
Information Officer, IIFL Alternate 
Asset Advisors Ltd. "Pure equity in- 
vestments did not work well, gener- 
ating limited returns," he says. 
"Today most funds work with 33 
per cent debt and 67 per cent equity. 
A debt equity combination also 
works well with conservative inves- 
tors looking at hedging risk." With 
plans to raise a 3500-crore fund, IFL 
Real Estate Fund (Domestic) Series 1 
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sets is 4:1. Estimates by JLL show 
that of the total $3.2 billion real es- 
tate exits over 80 deals in the last 
four years, about half have been fo- 
cused on residential. With most 
funds ploughing capital into residen- 
tial properties, will there be an over- 
supply of housing units? "There will 
not be a glut of supply since demand 
for housing is growing faster than 
supply and will continue to outstrip 
supply," says Sriniwasan. 

It could mean a turnaround for 
the market in the new year. @ 
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crafted a handful of guidelines to 
manage that process. This approach 
helped companies to bridge the gap 
between strategy and execution — to 
make on-the-spot decisions and 
adapt to rapidly changing circum- 
stances, while keeping the big picture 
in mind. 

We reported our findings in HBR 
(“Strategy as Simple Rules,” January 
2001). At the time, we knew that 
simple rules worked in practice, but 
now — as a result of subsequent re- 
search that we and others have done 
— we have a much richer understand- 
ing of why they are effective and how 
to construct them. 





Simple Rules in Action 

The story of América Latina Logística 
(ALL) illustrates how simple rules can 
help companies shape strategy in an 
uncertain environment. It also demon- 
strates that this approach can be useful 
in a setting beyond the technology sec- 
tor — such as a dilapidated freight rail- 
way in southern Brazil. 

In the late 1990s the government 
of Brazil privatised the country's 
freight lines. After decades of neglect, 
the nation's freight-rail infrastructure 
was run-down: Half the bridges 
needed repair; a fifth were on the 
verge of collapse. Twenty steam loco- 
motives that were decades out-of-date 
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Simple Rules for a 





Complex World 





Any strategy is more effective if employees have straightforward guidelines for 
making critical decisions. By DONALD SULL and KATHLEEN M. EISENHARDT 


were still in use. Rail accounted for 
only 20 per cent of long-haul ship- 
ments in Brazil, compared with 80 per 
cent in most countries. 

ALL was spun off from the Brazilian 
railway authority in 1997 to manage 
one of the country’s eight freight lines. 
Its new management team took over an 
organisation that was bureaucratic, 
overstaffed, and bleeding cash. Trans- 
port on the line was so unreliable that 
crops in the areas it served were rou- 
tinely left to rot in the fields during the 
harvest season. Middle managers were 
confused about what to do, and many 
pushed their localagendasattheexpense 
of the company’s overall best interests. 


The team decided to adopt a simple- 
rules approach to the work ahead. Let's 
look at how that approach helped ALL S 
executives achieve alignment, adapt to 
local circumstances, foster coordination 
across units, and make better decisions. 

Aligning activities with corporate 
objectives. To set a clear direction, the 
senior managers decided on four com- 
panywide priorities: cut costs, expand 
services to existing customers to grow 
revenues, invest selectively to improve 
infrastructure, and build an aggressive 
corporate culture. The company had 
only $15 million available for capital 
spending - less than a tenth of the total 
funding requested by managers — but it 


desperately needed to upgrade the in 
frastructure and trains so that it could 
expand services. Accordingly, the man 
agement team identified capital budget 
ing as a critical bottleneck keeping the 


company from achieving its objective 
Next, ALL's CEO assembled a cross 
functional team to develop simple rules 
for prioritising capital spending. Any 
proposal, the rules said, shoul 
° remove obstacles to growing 
revenues, 


e minimise upfront expenditure 

* provide benefits imm 
(rather than paying off in the long 
term), and 

* reuse existing resources 


diately 
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HOW SIMPLE RULES 
Fare Against 
Complex Models 


A growing body of evidence 
shows that simple rules 


HOW SIMPLE RULES 
Make It Easier to Act 





Complex situations create many 
possible courses of action, which 


Because they are easy to 
put into practice, simple rules 


can confound employees on 
the front line. A recent body of 
research by psychologists 
demonstrates that when faced 
with a superabundance of 


alternatives, people are afraid of 


making the wrong choice. As a 
result they delay decisions, 
default to the safest option, or 
avoid choosing altogether. 

In one experiment by Sheena 
lyengar and Mark Lepper, 
shoppers were presented with 


free samples of six types of jam. 


Forty per cent of passersby 
approached the table, and 


30 per cent bought a jar of jam. 


However, when 24 types of jam 
were offered, 60 per cent of 


shoppers approached the booth, 
but only three per cent bought a 


jar. Another study found 
that three-quarters of eligible 


employees participated in 401(k) 


plans that offered only two 


funds, but participation dropped 


to 61 per cent for plans with 
dozens of funds. 


The simple rules aligned key deci- 
sions with corporate objectives. In addi- 
tion, they translated the broad priorities 
“expand services to existing customers” 
and “cut costs” into clear guidelines 
that managers and employees under- 
stood and could act upon. The rules 
helped people avoid the paralysis that 
often strikes when they're confronted 
with too many alternatives. (See How 
Simple Rules Make It Easier to Act.) 

Adapting to local circumstances. 
Once they understood the rules and 
their underlying rationale, ALL's em- 
ployees generated a series of innova- 
tive proposals based on what they had 
to work with. While its competitors 
were spending lavishly on new equip- 
ment, ALL repaired decommissioned 
engines from its "dead fleet," bought 
used locomotives from African carri- 
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can induce action without 
unnecessarily limiting options. 
Research by Brian Wansink and 
colleagues has shown that by 


following one simple rule, people 


attempting to lose weight shed, 
on average, a pound a month. 
Other research shows that 


microentrepreneurs who learned 


accounting as a series of simple 
rules such as "Separate busi- 


ness and personal accounts" and 


"Pay yourself a set salary every 
month" were more likely to 
improve their accounting 
practices and business results 
than those who learned ac- 
counting the way it is tradition- 
ally taught -as a set of broad 
principles. 


ers, and replaced damaged sections of 
the main line with dismantled tracks 
from abandoned parking stations. One 
frontline employee came up with the 
idea of increasing the size of fuel tanks 
to lengthen the distance engines could 
go without refuelling, which sharply 
reduced downtime during the peak 
harvest season. 

That inventive, from-the-ground- 
up approach contrasted sharply with 
the way investment decisions had been 
made in the past. The Brazilian railway 
authority had issued detailed invest- 
ment guidelines that left local employ- 
ees with little scope to exercise their 
creativity or judgment. That system 
was efficient, but the new management 
team decided that, at this moment in its 
history, the company needed adaptabil- 
ity more than efficiency. (To find out 


match or beat more- 
complicated analyses across 
a wide range of decisions. 
Simple rules outperformed 
state-of-the-art statistical 
models in forecasting the 
likelihood that customers 
would repurchase in two 
out of three industries (and 
tied them in the third). They 
matched sophisticated 
algorithms in effectiveness 
at allocating funds across 
asset classes. And they 

tied or beat complicated 
approaches in a range of 
nonbusiness applications, 
including identifying where 
criminals lived, picking 
winners at Wimbledon, and 
guessing which of two cities 
had a larger population. 


more about the tools that best support 
efficiency and adaptability, see How 
Simple Rules Differ from Checklists.) 

Fostering coordination. Strategies 
often falter in execution because of in- 
sufficient coordination across the or- 
ganisation. Misunderstandings are in- 
evitable when business units, functions. 
or subsidiaries have differing world- 
views. Employees frequently attribute 
breakdowns to incompetence or bad 
faith on the part of colleagues in other 
departments: "Those bozos in head- 
quarters (or finance or marketing) 
screw everything up." ALL was no ex- 
ception: Each functional silo had its 
own agenda, criteria for evaluating 
proposals, and long history of distrust- 
ing other departments. 

The cross-functional team that cre- 
ated ALL's rules included the head of 





HOW SIMPLE RULES 
Differ from 
Checklists 


All firms must balance two conflict- 
ing but equally important demands: 
efficiency (which comes from 
exploiting standard opportunities) 
and flexibility (which allows an 
organisation to seize unexpected 
opportunities). 

Checklists like the ones that pilots 
use before takeoff or that surgi- 
cal teams run through to prepare 
for an operation are extremely 
helpful when the challenge is to 
perform a process repeatedly and 
efficiently. They lay out clear tasks 
that together constitute the steps 
in an optimal process. Simple rules, 
in contrast, are most useful when 
the challenge is to adapt quickly to 
changing circumstances. They set 
the boundaries of acceptable 
behaviour while leaving ample scope 
for flexibility within those limits. 

Computer simulations have shown 
that in stable markets, managers 
can choose between the flexibility 
of simple rules and the efficiency 
of codified processes and still do 
well. As an environment’s dynamism 
increases, however, flexibility grows 
in importance, and simple rules 
become imperative. 





each department as well as the CEO. As 
a result, the rules functioned as an ex- 
plicit agreement across units to guide 
decision making - like a treaty. 
Negotiated decision criteria didn't elim- 
inate difficult trade-offs: ALL's engineers 
still favoured elegant solutions over 
quick fixes, and the sales team wanted 
anything that made customers happy. 
Like a treaty, the simple rules provided 
an agreed-upon framework for evaluat- 
ing specific proposals. 

ALL's simple rules also compelled 
managers to approach difficult deci- 
sions that affected different departments 
rationally, thereby limiting the role of 
emotion and politics. To avoid any 
misunderstandings, the team members 
worked hard to increase the transpar- 
ency of the rules they had agreed to, 
talking through their decisions with 


departmental colleagues who were not 
directly involved in capital budgeting. 
Transparency did not mean that every- 
one was happy with every decision, but 
it did reduce the odds that an undesired 
outcome would be attributed to incom- 
petence or politics. 

Making better decisions. Many 
people believe that complex problems 
require complex decision-making mod- 
els. To prioritise projects, for instance, 
the ALL team could have forecast future 
cash flows for every potential invest- 
ment and ranked all proposals on the 
basis of their net present value. But like 
most complicated models, that ap- 
proach would have had many disad- 
vantages relative to simple rules. 
Adding more variables leads decision 
makers to give too much weight to pe- 
ripheral considerations. In addition, the 
opacity of black box models prevents 
users from testing them against their 
experience, judgment, or common 
sense. And of course, complex models 
demand huge volumes of data, are 
susceptible to computational errors, 
and hinge on assumptions about un- 
knowable variables such as disruptive 
technologies that, if wrong, can throw 
off the results. (How Simple Rules Fare 
Against Complex Models looks at re- 
search demonstrating that simple rules 
often lead to decisions that are as good 
as — often better than — those made us- 
ing complex decision-support tools.) 

Within three years, ALL's Brazilian 
rail operations had increased revenues 
by 50 per cent and tripled EBITDA. 
When the company went public, in 
2004, it had grown to be Latin 
America's largest independent logis- 
tics company, had the most extensive 
rail network in Latin America, was 
noted for its performance-oriented 
culture, and was listed among the best 
employers in Brazil. 


Rules for Developing 
Simple Rules 

Over the past decade we've worked 
with scores of organisations as they 
developed and implemented simple 
rules for strategy. Recently one of us 
(Don) worked with members of the 


Young Presidents Organization (a 
global network of about 19,000 found- 
ers, CEOs, and chairmen under age 45) 
and codified their experience into a 
handful of guidelines: 

Identify a bottleneck that is both 
specific and strategic. The first step is to 
single out a place in the organisation 
where opportunities or investments 
exceed resources and, as a result, keep 
the organisation from achieving its 
major objectives. This bottleneck can be 
described as a process, like capital budg- 
eting at ALL. Sometimes the bottleneck 
is a substep in a broader process. For 
example, one company we worked with 
started by focusing on customer acqui- 
sition but quickly homed in on the 
preliminary analysis of proposals. 

A note of warning here: The bot- 
tleneck needs to be a relatively narrow. 
well-defined process or process step. not 
a broad aspiration. Vague goals like 
improving quality are achieved slowly. 
through thousands of decisions and 
activities spread across the organisa- 
tion. Attempting to cover all those ac- 
tivities leads to numerous feel-good 
rules such as "Recognise and reward 
good quality-improvement practices" 
rather than explicit ones like 
"Investment projects must reuse exist- 
ing resources." 

Most organisations face multiple 
bottlenecks, of course; nobody has 
enough talent, cash, managerial atten- 
tion, or capacity for cross-functional 
coordination. Managers should not 
develop simple rules to address every 
constraint. Instead, they should focus 
on one or two critical areas where rules 
will have the greatest impact. It can 
take some digging to identify the most 
important bottleneck. 

In IDEO's early days. clients often 
wanted to rush through the brain- 
storming process and jump into proto- 
typing. The founders eventually real. 
ised that the scarcest resource they 
faced was great ideas - 
likelihood of developing a great idea 
increased when more time was spent 
brainstorming on the front end. They 
concluded that brainstorming was a 
strategic bottleneck. The simple rules 


and that the 


February 17 2013 BUSINESS TODAY 103 


they wrote to address it, which are 
stencilled on the walls in IDEO's con- 
ference rooms, include "Defer judg- 
ment," "Encourage wild ideas," and 
"Go for quantity." 

Let data trump opinion. Before de- 
veloping simple rules, we ask manag- 
ers to write down what they think the 
rules will be. They are almost always 
wrong. Shoot-from-the-hip rules typi- 
cally overweigh recent experience, 
reflect personal biases, and ignore 
anomalous data. The best rules, in 
contrast, draw on a thoughtful analy- 
sis of historical experience. 

[n many cases a company will have 
a small number of strategic events — 
such as acquisitions, partnerships. or 
new product launches - to analyse. 
Though no one can conduct a statisti- 
cal analysis with a small sample size, a 
careful comparison of cases often pro- 
duces valuable insights. When compar- 
ing cases, look for what worked, what 


team chose nine deals — three success- 
ful, three average, and three unsuc- 
cessful — comparable with its target 
transactions. It gathered public data 
and conducted more than 100 inter- 
views to assess what factors influenced 
returns. The analysis yielded unex- 
pected insights. The team had initially 
believed that partnering with multina- 
tional energy companies increased the 
odds of success but found the exact op- 
posite to be true. Large energy compa- 
nies had different objectives, and their 
technical and financial heft allowed 
them to hijack a project's agenda. The 
team codified those insights into rules 
and tested them against a second set of 
past energy projects to determine if 
they would have picked winners. 
Users make the rules. Managers 
first instinct is often to draft a set of rules 
to send down the chain of command. 
Big mistake. That approach assumes 
CEOs are best positioned to dictate rules' 











ment options to adopt became Skrill's 
critical bottleneck. 

The CEO and the COO convened a 
cross-functional team, including repre- 
sentatives from the operations, legal, 
and marketing departments. Before the 
kick-off meeting, each team member 
articulated the rules that his or her 
function would use to evaluate alterna- 
tives. Over the course of two workshops, 
the team negotiated all the ideas down 
to a handful of rules, such as "The cus- 
tomer can complete payment in fewer 
than five steps" and "More than one 
existing customer requested the pay- 
ment option." The negotiations were 
intense but helped highlight divergent 
assumptions that had impeded coordi- 
nation among functions in the past. 

Though senior executives should 
not dictate the rules, they do have an 
important role to play. Skrill's CEO and 
COO carefully selected the team and 
explained to each member why simple 





didn't, and why. 

Steel magnate Lakshmi Mittal's first 
few deals in Indonesia, Trinidad, and 
Mexico provided experience that his 
team codified into rules to guide future 
acquisitions. The analysis revealed that 
the best deals had occurred in emerg- 
ing-market countries that other steel 
producers had ignored. As a result, the 
team's first rule was to scour the globe 
for overlooked acquisition candidates. 
Mittal discovered that plants using iron 
pellets and electric arc furnaces could 
achieve low production costs despite 
volatile raw material prices — an obser- 
vation that was translated into a rule to 
select minimills using iron pellets. 

A team can learn from cases be- 
yond its own direct experience as well. 
One private equity firm raised a fund to 
invest in early-stage independent 
power plants in Africa, where the part- 
ners had limited experience. To develop 
rules for selecting opportunities, the 
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content and that rules should be used 
to exercise top-down control. These are 
bad assumptions. The people who will 
apply the rules are best able to craft 
them. They also can test the rules in 
real time to evaluate whether they are 
too vague, limiting, or cumbersome. 
Letting users develop the rules can 
help a cross-functional team sort 
through tough decisions. Consider 
Skrill, a London-based provider of on- 
line payment services. To expand be- 
yond its stronghold in online-gaming 
customers, Skrill decided to woo busi- 
ness from digital service providers like 
Skype and Facebook. Skrill was faced 
with hundreds of ideas for payment op- 
tions it could develop for such custom- 
ers. Deciding which opportunities to 
pursue required complex trade-offs 
(such as weighing an option's impact 
on new versus existing clients, or bal- 
ancing ease of use against the size of its 
potential market). Selecting which pay- 


rules mattered for Skrill. On the flip 
side, the lack of top executive commit- 
ment is the best predictor that simple 
rules will fail. Senior executives under- 
mine simple rules for several reasons: 
They don't trust their team to develop 
or use the rules, they don't want their 
personal discretion constrained, or 
they prefer to keep decision criteria 
vague. Regardless of the rationale, 
lukewarm support (let alone outright 
hostility) from the sponsoring man- 
ager dooms simple rules to failure. 
The rules should be concrete. Rules 
may be developed using sophisticated 
statistical models or thorough analy- 
sis, but they shouldn't be difficult to 
grasp. Billy Beane, the Oakland A's 
manager, used regression analyses to 
glean extraordinary insights about 
which baseball players to draft. 
Sophisticated as his statistics were, 
Beane's rules were expressed in terms 
longtime talent scouts understood — no 
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high school players, for instance, and 
no players with problems that the club 
could not fix, such as alcoholism. 

Concrete rules sometimes translate 
into simple yes-or-no criteria. In 
screening which product inquiries to 
respond to, the German manufacturer 
Weima Maschinenbau immediately 
green-lighted requests for standard 
products under €40,000 and did not 
consider deals unless customers paid 
at least 70 per cent of the price before 
the product shipped. At other times 
rules identify a question to discuss. 
Another rule for screening potential 
orders at Weima Maschinenbau was 
that the hidden costs of installing and 
servicing a machine had to be limited. 
This rule allowed dealers and the sales 
force to tap their knowledge of which 
installations would cause headaches 
down the line. 

Watch out for rules that use ab- 
stract language (such as "innovative" 
or "strategic") or management 
buzzwords ("synergy" or "conver- 
gence"). Similarly, avoid rules that 
appear to be simple but actually 
require massive amounts of analysis 
(like insisting that a project have a 
positive net present value). 

The rules should evolve. Simple 
rules should change with the com- 
pany and the market and as managers 
gain a richer understanding of what 
their strategy means in practice. 
Managers can foster that evolution in 
a few ways. First, they can build in 
periodic checkpoints. At Filigran, a 
German steel girder manufacturer, the 
top team members meet every month 
to debrief one another on assump- 
tions, choices, and outcomes, and ex- 
plicitly discuss how they could im- 
prove their simple rules. 

Capping the total number of rules 
at a handful is another way to force 
ongoing discussion. As teams learn, 
they will want to add rules to capture 
their new knowledge. which means 
they will have to drop less important 
rules. In practice the rules often evolve 
from relatively straightforward guide- 
lines for defining opportunities and 
developing processes, to more- 





Spotting a 
Bottleneck 








nuanced rules for pacing work, priori- 
tising it, and pulling out of projects. 
In some cases these discussions will 
lead a team to refine current rules as it 
learns more about how they work in 
practice. Consider Pracuj, the dominant 
online recruitment company in Poland. 





Limited engineering resources were 
preventing the company from develop- 
ing new products fast enough to seize 
market opportunities. A cross-func- 
tional team came up with simple rules 
to guide new product development, in- 
cluding "Any new product must sup- 
port at least one of the companv s cur- 
rent priorities" and "At least two de- 
partments must support a project. 
After applying the rules [oi 
months, Pracuj's managers were wor- 
ried that the rules created too fine a fil- 
ter and might screen out innovative 
initiatives. The team added another 
rule: If "a project introduces a new fea- 
ture that supports the company's vi- 
sion, has been proven in another mar- 
ket, and could be tested on a limited 
scale," it would be considered. 

Finally, no rules — not even very 
good ones - last forever. After a few 
years of capital rationing, ALL had ad- 
dressed its most serious capacity con- 
straints and invested in higher-end 
technologies such as satellite tracking, 
onboard computers, and electronic 
derailment detectors. 


a lew 


Where does strategy live in your 
organisation? If the answer is on a shell, 
youhavea problem. Strategies don t live 
in thick binders — that’s where they go 
to die. Simple rules, in contrast, repre- 
sent the beating heart of strategy. When 
applied to a critical bottleneck, carefully 
crafted, and used in a mindful manner, 
simple rules can guide the activities that 
matter. In a world of hard trade-ofts, 
they are one of the few ways managers 
can increase alignment, adaptation, 
and coordination all at once. 


Donald Sull is a professor of man- 
agement practice at the London 
Business School and a global expert on 
managing in turbulent markets. 
Kathleen M. Eisenhardt is the 
Stanford W. Ascherman M.D. Professor 
at Stanford University and a codirector of 
the Stanford Technology Ventures 
Program. This article was published in 
HBR, September 201 2. Copyright 20 1 5 
Harvard Business School Publishing 
Corporation. All rights reserved 
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Gauging 
the Greens 


Around 90 corporate honchos took to the course at 
the BT golf event. By 6. SEETHARAMAN 








BUSINESS TODAY PRO-AM 


OF CHAMPIONS 2013 


WENG TEAM 


ayna gro. 


Cotstyl 


The winning team: (From left) Arvind Jolly, Manish Aggarwal and 
(extreme right) R. Sanghi with Navneet Bhadla, Director of BRYS Group 


here were sighs, grunts and 
clenched fists at the Business 

Today Pro-Am of Champions 

2013 held at the Willingdon Sports 
Club in central Mumbai on January 
19. For the around 90 corporate 
honchos, who took part in the event. 
of which BRYS Group was the pre- 
senting sponsor, it wasn't all about 
winning, though. Jalaj Kakkar, CEO. 
Remanika Apparels, for instance. 
was happy not just with his game. 
but also with the fact that he had 
made new friends. He added that was 
the most important part of the tour- 
nament and business was secondary. 
“The quality of golf played here is 

so good that a below-average player 
like me does not stand a chance,” 
said Harish Thawani, Chairman. 
Nimbus Communications, in a self- 
deprecating way. Sudhir M. Trehan, 
Non-Executive Vice Chairman of the 


Board of Crompton Greaves, went 
one up on Thawani, saying that 
given his unsatisfactory perform- 
ance, no one would be interested in 
playing with him. Nimish Shah. 
Managing Director, Fortune 
Financial Services, made light of 
Trehan's remark by saying that vic- 
tory is not as important as enjoying 
the game. “We compete with our- 
selves to get better,” he noted. 

Other prominent names who 
made it to the tournament included 
Murli Natarajan, MD and CEO, 
Development Credit Bank; Ajay 
Chauhan, Executive Director, Parle 
Products; and Dinesh Lal, Group 
Director, A.P. Moller-Maersk India. 

The event culminated with an 
award ceremony at the ITC Grand 
Central. ITC Hotels is the associate 
sponsor of the event, which will now 
take place in Bangalore. 





The runners-up: (From left) Sanjeev Jagtiani, Prashant 
Purker and Kuldip Kaura with Ashok Sonalkar, Head, Sales 


and Marketing, ITC Grand Central Mumbai 





Ashish Pabalkar, 
Director, Royal Bank of Scotland 


Sanjeev Jagtiani, Director, 
Snehbal Products, was pleased that 
the weather was chilly enough for 
him to wear a jacket, unlike last 
year. He had another, more impor- 
tant reason, to be pleased. He con- 
tinued his winning run from last 
year, when he was part of the victo- 
rious team, by topping the 11-18 
handicap category with 39 points. 
Jagtiani, an American citizen who 
moved back to India a few years ago, 
revealed that not only was the tour- 
nament more competitive this year, 
his game had also improved since 
the 2012 BT Pro-Am. 


While Akshay Kilachand, of 


Indian Commercial Company, de- 
fended his title in the 0-10 handicap 
category with 37 points, Prashant 
Purker emerged victorious in the 
19-24 handicap group with 36 
points. Jagtiani and Purker were 
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Individual winners: (From left) Prashant Purker 
Sanjeev Jagtiani and Akshay Kilachand with Rahul Gaur 
CMD of BRYS Group 





Gautam Bhandari, 
MD, BNP Paribas 


also part of the runners-up team 
along with Kuldip Kaura and 
Rajeev Chopra, with 98 points 
two points behind the winning 
team comprising Anand Javeri, R 
Sanghi, Arvind Jolly and Manish 
Aggarwal. Jolly also scored a hole- 
in-one on the par three 14th hole 
Unfortunately, the designated hol 
for the hole-in-one prize of 31 
crore off a BRYS BUZZ villa was the 
10th hole. 

The individual and team win- 
ners not only get to participate in the 
BT Pro-Am finale in New Delhi on 
March 9 and 10, but also get to 
spend three nights in Mauritius, 
courtesy of Constance Hotels and 
Resorts, and Air Mauritius. While 
Cotstyle and Neo Sports were the 
event's apparel and TV partners, re 
spectively, the Golf Store was the 
equipment partner. € 
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‘1A MODI: MEDICINE MAN OF 


hat makes a successful entrepreneur and great human being? 

Answers to this question could be varied, but the life of 

Indravadan Ambalal Modi has it all. The world knows him as 
Medicine Man of India’, whereas the Country knows him as an entrepreneur, 
who has opened new avenues of growth in the pharmaceutical business. 
Gujarat knows him as son of its soil, who has become an inspiration for 
many. However, very few know about some hidden facets of his personality. 
Journey of | A Modi's life has been equally interesting like his entrepreneurial 
Success and story of Cadila. Mr. Modi had shown his patriotism by 
conquering the challenge of post-Independence era that ‘India cannot 
produce quality medicines’. In 1951, with a fire in the belly to carve a new 
path for oneself | A Modi — a young graduate from Bombay University with 
strong base of study in Pharmaceuticals and Fine Chemical left his job of 
Chief Chemist in a chemical manufacturing unit and set up Cadila 
Laboratories in 1951, with his school-time friend. It was an era which was 
difficult to have a dream and even more difficult to realize it. But it was | A 
Modi's Gujaratiness, a blend of entrepreneurship, strong willpower, 
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Being a curious explorer of journey called life, | A Modi exuded his spirited energy to guide 
new entrepreneurs and show them the path of how to be a great human being in 
addition to being a successful businessman. It spreads across the society giving new hope 
and high ambition to take his ideas, philosophy and dreams further ahead 
for the nation, for the entire mankind. 


hardworking nature, unique sense of smelling opportunity and farsighted 
vision, which was above self — for the society. He not only found new ways to 
overcome all type of hurdles but also created a new style of management 
that has empowered many in the pharmaceutical business. 

Since beginning Mr. Modi's focus was on providing affordable and quality 
medicines to the last man of the society. With dynamic leadership he built 
Cadila as an ethical institution without compromising on ethics and integrity. 
He was like a one-man army for the business. He was the producer, 
promoter, distributor and deliveryman, manager, administrator and 
accountant of his business. Mr. Modi won the battles like securing license to 
make drugs from the government and generate trust amongst physician 
fraternity for prescribing medicines to cure the sick. His focus on Research & 
Development for future growth of the company yielded him the dividend. 
Cadila Pharmaceuticals got the world's first innovative medicines, namely 
'Polycap' for prevention of heart diseases and stroke and 'Risorine' for 
treatment of Tuberculosis (TB), which created waves of vibrancy throughout 
the global Pharmaceutical industry. While Cadila's contribution to India's 
pharmaceutical sector's growth story has been second to none, | A Modi also 
played a key role in the country's policy making process for pharmaceutical 
sector. He played a major role in giving shape to the 1986 Drug Policy of 
Government of India. He effectively championed the cause of national sector 
of pharma industry and became a rallying point against the new patent 
regime during its consideration stages. That's why Mr. Modi is revered in the 





He became inspiration for his employees not by his words or thoughts but 
through synthesis of thoughts into words and action. He invested ^i 
resources into capacity building of the employees of Cadila Pharmaceuticals 
He roped in management institutes like Indian Institute of Managemen’ 
Ahmedabad, The Administrative Staff College, Hyderabad, IIT Bombay, India 
Institute of Science Bangalore, PERD Centre, Ahmedabad to mentor the 
employees in functional and behavioural areas. 

Despite being the Chairman of the company, he never distanced himself tron 


his employees. Whenever present in the office, Mr. Modi used to take lunch in 


the company's dining hall and had the same food that was cooked for the 
staff. It was his proximity to his staff that inspired many to give their Dest al 
work. Even as he was scaling new peaks of professional success, the values 
inculcated by his grandmother since his childhood, always kept hin 


grounded. Long before the concept of Corporate Social Responsibility became 


an intensive subject of national debate at management and busine 
Mr. Modi had taken concrete steps towards practicing it by building a moder 
hospital at Hansot, his birthplace. The Kaka-Ba and Kala Budh Put 


Charitable Trust has been set up for administering the hospital. Ihe irust alsi 


supplements and complements government's rural development 
programmes. The hospital has outpatient departments, indoor wards, X-Ray 
unit, Pathology laboratory and operation theatre. It is managed by a Surgeon 
Physician and has Gynaec, ENT, Ophthalmology, Skin and Denta 
departments. The hospital has also undertaken TB contro! programmes 





Indian Pharmaceutical Industry as the Champion of Indian Patents Act, 1970 X-Ray and Sonographic facilities are offered at one-third of rates charged 1 
which helped the industry in attaining its present global status. elsewhere. But the personality of Mr. Modi was not just like 'l', where he ha i 
many firsts in his profile, it was like ‘i’, where he was attached yet detached : 
like the 'dot' in the 'i'. While one has everything in life, what one looks for, My Y 
Modi had understood his spiritual quest much before. Despite having millions I 


| 
i 






dollar business it was very easy for him to be detached from everything 
business, family, friends and all worldly belongings and get into complete 


solitude for 21 days at 'Maun Mandir' in Pujya Mota's ashram near Surat. Mr. 


Modi always remained student. He started learning music at the age of 70. 
He was very fond of horse riding and used to ride one, while many people of 
his age think it was risk of life to do so. 
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Some e-tailing sites have the strangest of names. 
NANDAGOPAL RAJAN finds out what prompts their choices 


eetu Bhatia wanted a quirky and catchy 
name for the online ticketing site she set 
up some years ago. She asked ad film- 
maker Prahlad Kakkar, who suggested 
the tongue-twisting ‘kazakazoonga’. 
The word baflled some of her colleagues who were lis- 
tening in. "When he uttered that name, someone 
asked: Kya zoonga? And that is how the name of our site 
came about," says Bhatia, Co-founder and CEO of 
KyaZoonga.com. "We chose it because it was not as 
long as the one Kakkar proposed, and still had two Os 
like Google and Yahoo!" 

KyaZoonga. Zovi. Yebhi. Jabong. Sounds like gob- 
bledygook, right? Yet, believe it or not, Indian online 
shopping site names are not chosen arbitrarily. 
Electronic retailers, or e-tailers, give much thought to 
these seemingly meaningless names and try to select 





businesstoday.in/domain-names 


brands from the com- 
fort of her home,” she 
says. The founders of 
baby products e-tailer 
Hoopos wanted to 
name their site after 
the hoopoe bird con- 





sidered lucky by many. 
But a South African safari owned hoopoe.com. “The 
next best thing was hoopos which connected to joy and 


affection, but didn’t sound overtly like a baby site. says 
Vijay Jumani, Co-founder and CEO. 

Industry experts say the main reason for the bi- 
zarre domain names is that the simple ones are already 
taken. e-tailers have to think of something unusual 
that others, not even cyber squatters, have thought of 
before. “People have to be able to remember a name 


KEEP IT SIMPLE, STUPID 
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something that best reflects their image. if not neces- 
sarily their products. Apparel and accessories e-tailer 
Jabong.com, for example, is named after an ever- 
green plant in line with its youthful image. "We 
named ourselves after the thought of being 
evergreen," says Praveen Sinha, Co- 
founder of Jabong.com. "We had a brain- 
storming session and the result was a name that 
was as young, vibrant and fresh as we are." 
Richa Kar, CEO of online lingerie seller Zivame, 
wanted to name her site Ziva, which means radi- 
ance in Hebrew. But Ziva was not available and 
she settled for Zivame, which means 'radiant 
me'. "We strive to bring out the radiance in 
every Indian woman by offering her the 
right fit and freedom to explore styles and 


easily and it has to be a good word-of-mouth engine. 
It also has to sound good and reflect the purpose of the 
founders,” says Suchi Mukherjee, Co-founder and CEO 
of LimeRoad.com, an online lifestyle product retailer. 
She chose a rather conventional name which com 
bines the tanginess of lime with the significance of 
Grand Trunk Road on which commerce thrived in 
medieval India. 

Still, some e-tailing site names are totally meaning- 
less. They are only chosen because they are zany and 
easy to remember. When BigshoeBazaar decided to 
change to a shorter name, it shortlisted several options 
and allowed employees to select one that was easiest to 
remember. ‘Yebhi’ was the name that got the most 
votes from employees. Myntra was born in a similar 
fashion. “We shortlisted 10 names, some more inclined 
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to Hindi and the others to English. We finally picked this 
one as it played on the word Mantra and still had a mod- 


ern feel to it," says Ashutosh Lawania, Co-founder of 


Myntra.com, a fashion e-tailer. 

Some names are based on consumer preference. A 
team at apparel and accessories retailer Zovi conducted 
a consumer survey of five 'neutral to positive' names 
until it found what the respondents liked. "The respond- 
ents associated some names with female brands and 
others with males. Of this, Zovi came out on top as it 
could stand for anything." says Marketing Head 
Monappa Nalyanda. 

Finding names for online retailers is only likely to 
become tougher given the pace at which the market has 


"We shortlisted 10 names, some more 
inclined to Hindi and the others to 
English. We finally picked Myntra as 
it played on the word Mantra and still 


had a modern feel to it” 


Ashutosh Lawania, Co-founder, Myntra.com 


been growing. The business is relatively new in India 
compared with the West, but several new players have 
sprung up in the past few years while popular retailers 
such as Flipkart, Yebhi, Jabong and Myntra have ex- 
panded, mostly driven by demand from smaller cities and 
towns. Consultancy firm Technopak pegs the online retail 
market in India at $500 million and has predicted it will 
grow to $70 billion by 2020. 

Industry experts say the length of a domain name is 
most important. An ideal name should be between two 
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and three syllables. Also, it should be 
easy to spell. Zovi and baby products 
e-tailer Hoopos fit the bill on that score. 
E-commerce sites also want names that 
do not limit them — in case they diversify. 
KyaZoonga's Bhatia says her site's name allows a 
great deal of business flexibility as it does not limit 
them to any particular product or service. In Zivame, 
Kar found a name that is not linked to a simple brand. 
"This is good for a multi-brand dealer like us," she says. 
On the flip side, it takes time for people to connect 
with these names. Zivame, for example, could be spelt as 
zimave while KyaZoonga may be mistaken for kaya- 
zoonga. Companies tackle this problem by buying most 
related names and spelling combinations. LimeRoad. 
com's Mukherjee, who has worked for eBay and Skype. 
says companies should be careful not to overthink the 
name. "You could spend endless hours on naming, be all 
scientific about it, ruminate, optimise and think that you 
have landed that ultimate gem of a name. But at the end 
of the day, if the product experience you build is truly 
clutter-breaking, the customer falls in love at first brush. 
the name becomes all but secondary." € 
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Missed Opportunity 


The biography of India's first home-grown ratings agency is simply an appetiser 





Doing What Is Right: The 
CRISIL Storv 
By Hemanth Gorur and 
Sumit Chowdhury 
Westland Ltd 
Pages: 168; Price: 3295 


his is a story that needed to be 

told. Consider the facts. CRISIL, 

India’s first indigenous ratings 
agency, was born in 1987, just before 
the onset of liberalisation. There was 
no corporate bond market then, lend- 
ing rates were fixed by regulation, and 
ratings were unheard of. As the liber- 
alisation story unfolded, so did CRISIL's. 
It was the first credit agency to rate 
debt instruments, first in Asia to issue 
municipal bond ratings, first in corpo- 
rate sector ratings, etc. Over the past 
25 years, it has admirably matched 
step with the growth of the Indian 
economy and markets, battled formi- 
dable odds, and built a reputation for 
being an objective commentator on the 
market and its players. 

How CRISIL was conceptualised 
and built, who were the people behind 
it, how it learnt its lessons, and how 
these lessons were translated into fu- 
ture insights and victories, should have 
been a gripping tale. Unfortunately, in 
Doing What Is Right: The CRISIL Story, 
the authors, Hemanth Gorur and 
Sumit Chowdhury, do not manage to 
keep the reader engaged despite hav- 
ing top-notch raw ingredients. 

The content is built on inputs from 
leading financial personalities, such as 
N. Vaghul, who founded CRISIL, its first 
Managing Director Pradip Shah, 
Deepak Parekh, K.V. Kamath, Chanda 
Kochhar, Rakesh Jhunjhunwala, Ram 
Charan, U.K. Sinha, among others. 
There is information on how CRISIL 
started, how it grew from a purely 
India-based ratings company to a 
“global analytical company providing 


ratings, research, and risk and policy 
advisory services”, as it now calls itself. 
The book talks about CRISIL s overseas 
acquisitions, its innovations, and a lot 
more. But its weaknesses subdue the 
strength of the information. 

The chapters are organised on 
themes such as CRISIL's nascent years, 
its approach to branding and advertis- 
ing, its innovations, its leaders and its 
acquisitions, and so on. A theoretically 
sound approach, but since every chap- 
ter begins almost from the beginning. 
the constant back-and-forth in time 
across chapters restricts the creation 
ofa clear picture of the development ol 
CRISIL over the years. 

There is not enough context in the 
book, thereby weakening it. In 1 985, 
for example, after CRISIL started op- 
erations, the authors tell us that 
Shah's genius resulted in the idea ol 
having a rating committee with a mix 
of industry experts and CRISILites. But 
they don't say whether such commit- 
tees were the norm in global agencies 
then. Also, the tendency to eulogise 
CRISIL and its leaders gets annoving 
after a point. 

There is also not much detail on 
Standard & Poor's (S&P) acquiring 
majority stake in CRISIL in 2005, and 
its influence, if any. And though one 
chapter deals with some challenges 
faced by CRISIL, one would have hoped 
to read more about the hurdles. 

Ultimately, the difference between 
a good book and a good attempt lies in 
its depth of information. This book is 
more of the latter than the former. € 

ALOKESH BHATTACHARYYA 


The difference between a good book and a good attempt lies in its depth of information. 
Doing What Is Right: The CRISIL Story is moreofthelatter — 
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y first encounter with the 

Android, about four years 

ago, was strangely enough, 
on a netbook, not on a smartphone. 
This was a dual-boot device, which 
had Windows as well as the Android. 
The review I wrote, which now turns 
out to have been prophetic, was titled 
The Androids Are Coming. 

Of course, Google’s new operating 
system (OS) never really made it big 
on the computer. Instead, it is slowly 
becoming the dominant power be- 
hind the growth of smartphones. If 
you thought, however, that the 





Android OS 
runs only phones, 
you could not have 
been more mistaken. 
The Android is busy changing 
our world by hopping on to more 
devices than you can imagine. 

Since it is an open source system, 
thousands of developers are working 
on taking the Android beyond the 
phone and the tablet. Some of this 
hard work has started bearing fruit. 
In 2012, we saw the launch of two 
Android cameras — from Nikon and 
Samsung — that have enough brains 
and processing power to edit the pic- 
tures clicked within the device, and 
share them with other devices or on 
a social network. All this without any 
help from a computer, thanks mainly 
to their Android OS. A couple of years 
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-The Android Is on the Move 


al | The operating system has jumped out of the phone and could soon run the world 








ago, this would not be possible. 

Anyone who has used the 
Samsung Galaxy camera will tell you 
it is actually a large smartphone with 
a good camera and extra zoom. What 
it does is not all that innovative. For 
innovation, look at Epson's Moverio 
BT-100, a ‘personal video viewer’ you 
use like a pair of glasses and through 
which you can browse the Internet, 
watch videos online, and even down- 
load apps. It is the most innovative 
Android product at present, not be- 
cause it brings the OS to the bridge of 
your nose, but because it opens up 
endless possibilities. 


Remove the dark shades that 

let you watch 3D movies, and the 
Moverio becomes a pair of transpar- 
ent eye-pieces through which you 
can view your surroundings and, si- 
multaneously, a small LCD screen 
that streams online content. Epson is 
already working with test groups to 
see if this can be used to improve 
multi-tasking — like working on 
something new, while you also 
watch a demo video of how it is done. 
There will be better uses for it when 
augmented reality comes into the 
picture — quite literally. Just visualise 
a world where you look at something 
and your spectacles identify it for you. 

Google, in fact, already has an 





app for that called Goggles. This 
smartphone app can recognise most 
things — take a picture of the object 
and the app will tell you all about it. 
Google is also working on Project 
Glass, another spectacles-like device 
that uses Android to bring a smart- 
phone-like interface right in front of 
your eyes. With that Glass on, it will 
not take long for us to turn cyborgs 


— always connected. 


Now attempts are being made to 
use this OS in a range of products 
from light bulbs to cars. In a car, for 
instance, the OS will log into the glo- 
bal positioning system to determine 


location, use 
maps to plot routes, and change gears 
according to the terrain. 

But the success of Android and its 
apps is inseparably linked to net ac- 
cess. So in the future you will see 
most new gadgets, even appliances, 
with at least Wi-Fi access. Some will 
create their own networks to interact 
among themselves or to be accessed 
by other controlling devices. Mobile 
gadgets will need SIM slots. And obvi- 
ously there will also be security 
threats, hackers trying to steal the 
quintillion bytes of data being gener- 
ated by these devices. Hopefully, 
there will be an app by then to save 
the world when the need arises. € 

The writer is Associate Editor, 
Gadgets & Gizmos 
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Getting a Head Start 








Joining a start-up early is a risk, but can also pay off well, says Manasi T. Mithel 
SO a 


n graduating from the Indian 
Institute of Technology, 
Guwahati, in 2008, Ankit 
Nagori got a job offer with an annual 
salary of about 36 lakh from leading 
analytics firm Mu Sigma. He pre- 
ferred, however, to do his own thing 
and launched a social networking site 
for Indians, youthpad.com. The ven- 


ture shut shop in less than two years. — 


But that did not deter Nagori from 
giving the start-up path another shot. 

In March 2010, he joined e-com- 
merce venture Flipkart as a manager. 
Nearly three years ago Flipkart was 
not the behemoth it is now. Today, 
Nagori is Vice President in charge of 
Business Development. What helped 
him climb the career ladder quickly 
was the experience he had gained 
running his own start-up, never 
mind that it failed. “When it comes to 
learning on the job, one year of work- 
ing in a start-up is like three years in 
a regular job,” he says. 

Nagori is among the several pro- 
fessionals who, on entering the job 
market, opt to turn down the safety 
of a big brand for their first job and 
take the riskier route of becoming 
entrepreneurs, or joining start-ups as 
employees. Take Ankur Jindal, who 
graduated with an engineering de- 
gree from Punjab Technical 
University, Jalandhar, five years ago. 
He initially wanted to work with an 
IT company but an internship with a 
start-up changed his mind. He joined 
Cocubes, a campus placement start- 
up, after graduating. He has been 
promoted four times since then. His 
salary has climbed 36 per cent on 
average annually, and he now super- 
vises 30 people. “I am earning more 
than some friends who took up regu- 





The Start-up 
Glue 


e Start-ups mostly 
consider premier 
institutes for hiring 


e Start-ups offer high 
salaries to lure top 
students 


e Ina slow hiring year, 
start-ups pay as 
much as big firms 


e |naregular year, 
start-ups pay 
2096-2596 premium 
to campus hires 


lar jobs after college," he says 
Greater job satisfaction and op- 

portunities to take on big responsi 

bilities early make start-ups a good 


MK, tme : , : 
— — ption, more so for those who do not 


want to work in the rigid hierarchical 
structures that big companies often 
have. "For youngsters with innova- 
tive mindsets the opportunity to pur- 
sue their dreams is more important 
than the pay offered by an established 
company," says Asim Handa. CEO, Gi 
Group (India), a staffing firm. "The 
chances of getting stock options are 
also higher in a start-up. 

Some professionals, such as 
Flipkart's Nagori, have become part 
oftheir companies' co-founding team 
that is made up of employees who 
have not invested any money but 
bring a special set of skills to the table. 
"Not everyone can help their compa- 
nies financially," says Rituparna 
Chakraborty, Senior Vice President 
and member of the co-founding team 
at staffing firm TeamLease. "| shared 
my skills and took the risk of not hav- 
ing a stable career." 

Still, the risks in working with a 
new venture cannot be taken lightly. 
Many start-ups fold up in three to five 
years. Nagori shares the lesson he 
learnt from the failure of his first ven 
ture. "My biggest mistake was to not 
have a co-founder. Having a partner 
at work not only gives you a sound 
ing board for ideas but also helps di 
vide responsibilities so you can better 
concentrate on your respective 
strengths," he says. "For kids fresh 
out of college, my advice is to care- 
fully analyse an opportunity before 
taking the plunge and preferably do 
so as part of a team or with a like- 
minded business partner. * 
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NOUS 


INFOSYSTEMS 


LEVERAGING INTELLECT 


Step Up Placements 

Principal Cosultant 

Location: Ludhiana 

Job ID: 12517820 

Description: Responsible for full Recruitment 
lifecycle. Requirements Management and to 
identify, screen and submit suitable candidates 
in a rapid turnaround environment, meeting 
deliverables. 


Red Hat 

Middleware Solution Sales Professional 
Location: Powai 

Job ID: 12523939 

Description: Seeking a Middleware Sales 
Professional to grow and develop our JBoss 
middleware business by working closely with 
new and emerging customers to promote 
middleware solutions that meet their unique 
needs. 


JSW Steel Limited 

Purchase Manager 

Location: Bellary 

Job ID: 12710802 

Description: Coordination, Issue of 
Enquiries, Evaluation of offers, Making 
comparisons, Negotiations, Making proposals, 
finalization of orders Etc. 


Nous Infosystems 

VP/ GM/ Head - Sales 

Location: Bangalore 

Job ID: 10786453 

Description: Good Written and Spoken 
Communication Skills. 
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Gati Kintetsu Express Private Limited 
Head EDC Sales 

Location: Bangalore 

Job ID: 12592987 

Description: The purpose of the role is 
ensure a focused top line & bottom-l: 
growth. 


|. ABC Consultants Private Limited 


Communication Specialist 

Location: Delhi 

Job ID: 12694525 

Description: Assist in communicatio 
efforts in NGRBA (internal and external). 


Fujitsu Consulting India Pvt. Ltd. 

HR Manager operation 

Location: Pune 

Job ID: 12657041 

Description: Candidate must have strot 
understanding of HR Compliances, Peop 
Management, HR fundamentals. 


Allscripts 

Director Talent Acquisition 

Location: Pune 

Job ID: 12544849 

Description: Responsibility for attracting anc 
hiring talent for India across all busines: 
functions for All scripts a leader in Healthcare 
EH. 


To apply for above jobs logon to www.monster.com »» Type the Job ID in the "Search Jobs" box »» And click the "Go" button. 
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^ Polaris Software Lab Limited 


Core JAVA Developer 
Location: Pune 


Job ID: 12782165 


Description: Core JAVA Developer with 


excellent hands on experience on 


Multithreading. 


Omnitech Infosolutions Limited 

Software Engineer/ Programmer 

Location: Mumbai 

Job ID: 12786618 

Description: Total Exp 2 to 2.5 Yrs required in 
java, 2ee,hibernate,Struts,Spring technology. 


TIBCO Software India Private Limited 
'Team Leader/ Technical Leader 

Location: Hyderabad, Pune 

job ID: 10662588 

Description: Will be working as an Architect 
on TIBCO SOA or MDM or BPM or BO 
(BE/GI) based application development 


projects. 


NTT DATA India Enterprise Application 
Services Private Limited 

SAP CRM Technical Consultants 

Location: Bangalore, Hyderabad 

Job ID: 12570151 

Description: Looking for SAP CRM technical 
Consultant position at Bangalore / Hyderabad 
/ Chennai positions. 
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Cisco Systems India Private Limited 
Software Engineer 

Location: Bangalore 

Job ID: 12405493 

Description: Looking for Software Engineer 
with experience in C programming, RTOS 
embedded experience and experience in L2 
Ethernet switching protocols. 


Amazon Development Centre (I) Pvt. Ltd. 
Software Engineer/ Programmer 

Location: Chennai 

Job ID: 12214807 

Description: Create reliable / maintainable 
code, and find creative and scalable solutions to 
difficult problems. 


Mastek Limited 

Flex Developer 

Location: Mumbai 

Job ID: 12540327 

Description: Looking for Flex Developer 
position at Mumbai location. 


Cognizant Technology Solutions Í Pvt Ltd 
Team Leader/ Technical Leader 

Location: Bangalore 

Job ID: 12604578 

Description: Hands on experience on Peopk 
soft CRM. 


To apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs” box >> And click the "Go" button. 
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| Negolice India Limited (M2K Group) Rolta India Ltd 
| Assistant Manager- Events & Promotions Sales Manager 
| | Location: Delhi, Gurgaon Location: Mumbai 
Job ID: 12560624 Job ID: 12479139 
Description: Ideal candidate is hardworking, ROLT A Description: Excellent skills in both writ 
career oriented with a desire to learn and work | and spoken English. 
in a competitive environment. | 
Murugappa Group j | Roland and Associates 
Relationship Manager Training Manager 
3€ Location: Mumbai, Pune | ROLAND & Location: Coimbatore 
| Job ID: 12552446 associates | Job ID: 12513871 
 murugappa | Description: Recruit & develop General | Description: Setting up the sales Traini 
| insurance agents in Nagpur for General j process for frontline and managerial level. 
insurance business. 
| Pangea3 Legal Database Systems Pvt Ltd f | NCR Corporation India Pvt. Ltd. 
| Manager / Head - Internet Marketing | Services Sales Consultant (IV) 
x p3] Location: Mumbai HO MITT ES Location: Mumbai 
| —PANGEA:* | Job1D:12006317 cU | JobID: 12513850 MM 
_ Description: Responsible for developing Description: Primary responsibility is 
| Website, Online, Social Media and Search | } provide subject matter expertise and suppo 
I Engine Marketing strategies based on business I to the field sales organization to complete tl 
strategy and client behavior. sale of solution. 








GlobalHunt India Private Limited 
Regional Sales Manager Kelly Services India Private Limited 
Sales Executive 


Location: Mumbai ? 
fclobalttant Job ID: 12708743 KELLY Location: Pune 
Job ID: 12639397 


Description: Responsible for managing both 


The Complete Recruitment Gerrces 








| | direct sales or indirect channels for FII only SETEVEIMER Description: Listening to custome 
| ) including Cardwizard to start with and also will | J ds: Nig and presenting appropriately t 
— —, i -~ makea sale. 








manage high profile accounts, understanding 
and developing new business within these 
accounts. 


To apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs" box >> And click the "Go" button. 


2 Better Connections oS Bolter Access 


Known. a Connects people to Brands on & Better Connections 


On Facebook the Most Active Social Network. 


@ Better Candidate; 


Http://apps.facebook.com/beknown 





Get Lucky. Get Active with Monster. monster 
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Replicon 
Director of Finance 


Location: Bangalore 


| Job ID: 12589475 


Description: Candidate will provide leadership 
and coordination of company financial 
planning and ensure company accounting 
procedures and reporting conform to GAAP 
and internal controls. 


ACS, Inc. 

Operations manager 

Location: Cochin / Kochi / Ernakulam 

Job ID: 12606859 

Description: 2+ years of direct Accounts 
Payable experience (concentration of invoice 
processing and supplier and client 
management). 


WNS Global Services Pvt. Ltd. 

Accountant 

Location: Pune 

job ID: 12701816 

Description: Good Communication / Strong 
Accounting knowledge (GL & AR & AP). 


Oracle India Pvt Ltd 

Financial Analyst 

Location: Bangalore 

job ID: 12084262 

Description: Management reporting on a 
weekly monthly & quarterly basis, Expense 
forecasting — it suggests expense forecast to the 
country based finance management. 


Better Candidates 


With Monster's extensive database and 






Expedia 


Pien te bak matters 


ONI ENTERPRISES 








monster 


Find Better. 


Expedia.com 
Accounts Head / GM - Account 
Location: Gurgaon 


Job ID: 12615584 


Desctiption: Candidate must have minimum 
of 3 years demonstrated track record 
negotiating and / or account zin 
senior level. 

ADP Private Limited 

Finance Executive Professional: 

Location: Hyderabad 
Job ID: 12676724 

Description: 2 - 5 Years of experience i 
Accounts Payable / Accounts Receivable, 
ETDS & Issuing Form 16 A's 

ONI ENTERPRISES 

Accountant 

Location: Kolkata 

Job ID: 12687889 

Description: Female Accountant who knows 
Finalization of Accounts, Balance Sheet 
Calculation of All Taxations 
Submissions. 

GE Healthcare 


Finance Analyst 

Location: Bangalore 

job ID: 12534056 

Description: Able to clearly link financial 
results to operational performance dı 


n: Better Access 


E Better Connections 


advanced technology, finding the right 


candidate is easy 


Get Lucky. Get Active with Monster. 
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From Better to Best 


Hospitality is about great customer experience and attention to details. KAPIL CHOPRA. the new ly- 
appointed President of The Oberoi Group, India seems to have learnt these lessons ¢ 'arly on. He 
joined the luxury hotel chain as an assistant manager in 1996 and has risen through the ranks over 
the years. In the past four years, the group's revenues and net profits have been patchy. Chopra says 
that one of his major tasks is to make the two Oberoi brands — The Oberoi and Trident — financ ially 
strong. In fact, he was instrumental in opening the two flagship properties in Gur gaon. Says Chopra: 
"Even when the sector is not doing particularly well, differentiated brands like Oberoi perform better 
than others. Our customers are used to Oberoi's service experience. The aim is to further personalise 
and surprise them." He is now steering the Oberoi brand to two new potentially-strong markets of 
Goa and Hyderabad in the near future. 

MANU KAUSHIK 


Kapil Chopra 


President, The Oberoi Group, India 
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Robert Hughes 


President, Akama! 


Meet and Greel 


ROBERT HUGHES, President 
Worldwide Operations at Al 
US-based online content deli 
company, visited Bangalore 
a business review as well as 
customers. Akamai, which | 
phenomenal 201 2 as it add 
40 customers in India, prima! 
because of the country s e« 
boom, currently has 100 ci 
here. Popularly called “Bob 
part of Akamai's executive | 
team and oversees the com; 
customer experience, sales 
services and support functio! 


as go-to-market strategy 
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A distinction so great, that makes it one-of-a-kind. 
The [AA Leadership Awards, where, for the first 
ume, the best and the brightest of marketing. 
media and advertising will rub shoulders with each 
other and vie to win an award based solely on 
excellence. Its one of the biggest nights of 
entertainment in the industry where the red carpet 
will be laid out for everyone who’s important 
enough to attend. The [AA Leadership Awards. It’s 


| FEB 2, 2013 
an honour just to be there. | GRAND HYATT MUMBAI 


LEADERSHIP 
Mr AWARDS Saxe: 


ADVERTISING & MEDIA 





By invitation only. 
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John Connolly 
Chairman, 64S 


Securing the Insecure 


The employees, barring a chosen few, of the 
five-star hotel in New Delhi where he was 
staying didn't even have a clue that he was 
staying there. It took an extra round of 
security check and clarifications before 
entering the elevator to the floor where his 
room was. After all, JOHN CONNOLLY heads 
G4S, the world's largest security services 
company and the third-largest private 
employer. According to Connolly, India is 
getting increasingly aware of security 
concerns and “more emphasis is laid on 
security in educational establishments than, 
say, in countries like the UK". With 140,000 
security personnel, India is home to the 
highest number of G4S employees globally. 
Connolly loves horse racing and football. 
“Manchester United is the finest football club 
in the world,” says Connolly, who wants “to 
enjoy Thursdays as much as Sundays and 
Tuesdays as much as Saturdays”. Earlier, 
Connolly worked with Deloitte and led the 
transformation of the company in the UK, 
including the acquisition of Arthur 
Andersen, a US-based accounting firm. 
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Subscribe to Business Today 
and get a, Stress Buster Free! 
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4 CEOs ' 


= À BT-INSEAD-HBR study j 
Pate ' of the top value creators E 
from 1995 to 2011 


USB Massager 


* Handy when sitting long at work 
* Plugs into USB port; or use with 3 AAA batteries 


FOR MANAGING TOMORRG 


1755/- | Save 15% + Get a USB Massager “Best Buy 


885/- | Save 1596 on the Cover Price 
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Business Today Subscription Form 






Send form with your payment to LIVING MEDIA INDIA LTD.. 
A-61, Sector 57, NOIDA-201301 (U.P) 
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2 Years (52 Issues) : Pay $ 2089/- € 1755/- Save 15% + Get a USB Massager FREE! 
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Naveen Rao " u 
CEO, Navshiv Retail Sound of Lu ALTA 





Customers of luxury electron 
have the money, but not n 
choice. NAVEEN RAO, CI 
Navshiv Retail, one of Indi 
dealers of luxury brands, wan 
change this with Mihaus, a ni 
chain of multi-brand luxu 

for electronics. “Mihaus wi 

a Croma for all luxury audio 
brands. We aim to bring to th 
Indian consumers a pletho 
choices and bridge the existin: 
in terms of options,” explains R: 
who spends most of his timi 
Russia, where his Sentro Groi 
interests in aviation, IT and lu 
retail. Even as design consult: 
FITCH works on developing thi 
Mihaus brand and retail « 


ges.com 


Rao will open a flagship sto 
New Delhi in March. Simila 
are planned for the other metr 
followed by Tier-II cities. For t! 
record, Rao holds a degree i 
medicine from the Moscow Med 
Stomatological Institute. "M 
parents dreamt of me becon 
doctor. But medical studies 
expensive country compelle 
to work and I started exercising 
entrepreneurial instinct by : 
airline tickets. That was the bes 
ning of my transition from a di 
to a businessman." 
NANDAGOPA 





Hands Full i 


He was handpicked by Sunil Mittal last year as Group Director for Special Projects / 
at Bharti Airtel. GOPAL VITTAL will now certainly have his hands full as head of x 
India operations at the country's largest telecom operator, which is not 
particularly in the pink of health. Its net profits are on a decline — down by almost 
54 per cent between 2009/10 and 2011/12 — and so are ARPUs (average revenue 
per user), an important performance metric, from 3202 in September 2010 to 
1177 in September 2012. According to venture capital firm Kleiner Perkins 
Caufield & Byers, smartphone users in India make up four per 
cent of total mobile subscribers. At such a low user base, Vittal Gopal Vittal 
could try and replicate the business model of global carriers ; f 
W CEO (India)-designate, 


whoare ollering high-end data services on 2G frequency bands. EM é 
MANU KAUSHIK Bharti ANTE! ú 
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Leaderspeak | 








VINEET AGARWAL 

Joint Managing Director, Transport Corporation of India 

My leadership style The business leader The leadership lesson 
v Delegative I admire the most I remember best 

m Participative I admire Believe in people 


Steve Jobs's 


mü Authoritativ bris A book/movie | 
ee perfectionism, would recommend 


m Allofthe above Ratan Tata's on leadership 

The political leader tenacity and The Difficulty of 
| admire the most Narayana Murthy’s Being Good by 
Mahatma Gandhi humility Gurcharan Das 


make BYOD a reality without 
compromising corporate data security 


presenting airtel DME (Dynamic Mobile Exchange) 


To know how airtel DME can create more smiles for your organization, 
mail us at or visit 
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Db. 


The difference between 
a manaqer and a leader 


A leader should be 
able to ask tough 
questions 


All good manaqers are 
good leaders 


No 


As told to Vivan Mehra 








A AA /*OOdV NM VALIAGV 


uiloo'sogdeuirÁepogjerpur: 





'crowded cities have given birth to endless sky scrapers. Where our only contact (J 
greenery is perhaps the odd potted plant. We've forgotten the joy of living in the 
st of fresh green spaces. Forgotten what it means to live closer to the ground. 


ibulls Golf City is changing all that. Here, your beautiful home is in the middle of 
s and acres of perfect golfing greens. And over 100 acres of landscaped gardens 





INDIABULL 


Ying you, soothing you. And letting you live the evolved course of life. 





ie golfing good life includes: 


n 18 hole golf course * Swanky golf club with steam, sauna, jacuzzi, yoga, aerobics and multipurpose hall « Squash courts * Lawn tennis * Table tennis ° Basketball « Adventure sports * Leisure swimmit 
ports training academies and amenities * Kids play area * Junior sports facilities * Lavish entertainment and shopping precinct « Advanced home automation & security syste 


E ADDRESS: Khalapur Toll Naka, Mumbai Pune Expressway [20 minutes from Navi Mumbai] 
LES OFFICES: One Indiabulls Centre, Tower 1 Atrium, Lower Parel, Mumbai - 400 013 e Indiabulls Greens, Kon Salve Road, Opposite Honda Warehou K 
l free: 1800-200-7755 « SMS GOLF to 56767 © Email at golfcity@indiabulls.com * http://realestate.indiabulls com/ 
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DIA'S HOTTEST | BUDGET PANEL: THE RISE 
OBILE VAS KEEP EXPECTATIONS | OF ROGUE 
)MPANIES LOW BORROWERS 
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Blu is located in the heart of South-Mumbai: most upscale area - Worli. 

The apartments at Blu will pleasantly surprise you with their world-class design and the dazzling views of the Mahalaxmi 
Race Course and the magnificent Arabian Sea beyond. Every apartment is fronted by a glass facade. While at the same 
time offering you a host of luxuries, amenities and facilities in an unbelievable 5 acre area, including a unique resort-style | 
clubhouse. All only possible because of a luxurious 10 acre plot size. 


Visit the Sales Lounge at 
One Indiabulls Worli, 132, Worli Circle, Mumbai. 
Or, contact us on 022-618 99999 for an appointment. 
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From the Editor 


hese are extraordinary times and we witness extraordinary phenomena. Three 

weeks before the Union Budget, when finance ministers customarily crawl under 

their carapaces, the honourable Member of Parliament from Sivaganga delivered 
a rousing speech on national security. What he said, with feeling and not a little frustra- 
tion, was that we Indians seem to disdain economic growth. "Some think that the value 
of growth is overstated and we would be better off if we pursued not the goal of growth 
but other goals such as cultural nationalism or debt-driven egalitarianism." 

Building his argument that only sustained growth can guarantee security, P. 
Chidambaram went on: "As a nation, we seem to oscillate between embracing growth 
as the highest goal and deriding growth as no panacea for the ills that afflict the 
country. If we do not have sustained high growth over a long period of time, we will 
be, forever, an undernourished, undereducated, underprovided and underperforming 
nation." He said we have a choice. "We have a choice between becoming the third 
largest economy of the world and a middle income country or becoming one of the 
largest economies ofthe world that muddles along with the bulk of its people trapped 
in a life of low income, poor quality, high morbidity and great inequality.” 

So there you have it. As we note in the cover story starting on page 50, the UPA 
-to be accurate, the Congress party — has the dubious honour of frittering away the 
healthy economy it inherited in 2004with the wrong types of expenditure and an 
obstinate failure to boost revenue, capital formation and infrastructure. Chidambaram 
may speak with passion about the dire need to create the "fiscal space" needed to in- 
vest in health, education, research and development and capital expenditure, but he 
and Pranab Mukherjee, when not dismantling each other's decisions, have both laid 
the ground for the mess we find ourselves in. 

The same day that Chidambaram spoke, the 
International Monetary Fund, in a report, stressed that 
"Building on recent progress is crucial, especially to 
address supplyconstraints in energy and move the pric- 
ing of various natural resources toward a marketbasis. 
Progress on taxation, land acquisition, and labour 
market reform, along with 12th Plan goals on infra- 
structure, skills mismatches, and social outcomes, are 
necessary to return to a rapid rate of growth and pov- 
erty reduction." Whether Chidambaram possesses that 
silver bullet, and will fire it, is something we will find out 
on February 28. As Senior Editor Sanjiv Shankaran, 
who wrote the cover story notes, the omens are not propitious. It did not help that 
the Finance Ministry felt compelled to publicly pooh-pooh the Central Statistics 
Office's shocking estimate on February 7 that Gross Domestic Product growth would 
slow to a 5.0 per cent crawl in 2012/13, the lowest in a decade. GDP growth was 
"turning" and would very likely be close to the government's own estimate of 5.5 
per cent, the right hand said, disparaging the left hand. 

Such sangfroid was lacking when Business Today's panel of five experts met on 
February 2 to debate Chidambaram's options. Former Finance Minister Yashwant 
Sinha, who also chairs Parliament's Standing Committee on Finance, led the discus- 
sion for the third year running and was at once knowledgeable, pragmatic and 
sardonic. You will enjoy the spirited conversation starting on page 56. Hovering over 
the talk of the daunting economic challenge India faces is the spectre of the 2014 
elections. Whoever wins power will sip from a poisoned chalice. 

Budgets exert a disproportionate influence on the national mood, so it is refreshing 
to read about the kind of entrepreneurial élan that is powering India's mobile revolu- 
tion. Hundreds of millions of young people will be carrying out transactions, entertain- 
ing themselves, and communicating through their smartphones. Special 
Correspondent Taslima Khan gathered six examples of developers bringing mobile- 
based value added services into our lives. Read those tales from page 84. 
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Infosys is not the 
company it used to be 





Murthy's Magic 

The cover story on Infosys ( Missing 
Murthy, February 17) is well 
written. Infosys today lives only on 
its past glory. It is in danger of 
looking ordinary. All the good 
things that happened at Infosys did 
so when N.R. Narayana Murthy 
was at the helm. With each change 
at the top, growth has come down 
by half. If not for the rupee 
depreciation by 20 per cent, 

the growth last year under 

S.D. Shibulal would have been 
three per cent. The earlier Murthy 
gets back to the helm, the better it 
is for the company. 


Munish, on email 


Mallya's Mistake 

The feature on Kingfisher Airlines 
(Waiting for the Westerlies, February 
17) highlights the airline's real 
troubles. Captain G.R. Gopinath, 
through his innovative low-cost 
airline Air Deccan, had given the 
aam aadmi the hope that he, too, 
could fly. At one point, the Railways 


Sensational? 


I would like to put into context the rather sensationalised piece on Biocon that 
was reported in Business Today (If I were to make a product, I would not do it in 


India, January 20, 201 3). 


My comments were directed to the policymakers within government to roll 
out urgent policies that would provide the very successful Indian pharma sector 
with enabling entitlements that could build formidable and unbeatable global 
leadership in product development and manufacturing. 

The success of the Indian pharma industry today is thanks to 
entrepreneurial leadership. This needs to be enhanced through government 
investing in supporting infrastructure, expanding regulatory bandwidth that 
eliminates delays and implementation of the Foreign University Bill to build 
high-end skills. I would like to categorically state that I believe unequivocally in 
the "India advantage" in pharma and continue to develop products leveraging 
our English-speaking talent and low-cost operational advantage. 

My comments were aimed at the future if urgent enabling steps were not 
taken today. Biocon continues to expand its manufacturing base in India as it 
does its R&D. and I remain confident in establishing India as a leading global 
development and manufacturing hub. India's pharma sector is the second- 
largest sector after IT, with a potential to attain a size of $100 billion by 2025. 
The government must ensure that we realise this potential. 

Kiran Mazumdar-Shaw, Chairman & Managing Director, Biocon Limited 


The Editor notes: We take Ms Mazumdar-Shaw's points, but her comments carried 
in the January 20, 201 3 issue, as also the headline. were a faithful reproduction of her 
interview with Govindraj Ethiraj on Headlines Today. 


had a tough time getting passengers 
for luxury rail travel because most 
preferred using a cheap airline 
instead. But Vijay Mallya followed 
just the opposite strategy after 
acquiring Air Deccan, bringing in 
luxury and raising fares as well. on 
his Kingfisher Red. But the airline is 
now itself in the red. It is saddled 
with an accumulated loss of 
110,000 crore. Its woes will not end 
by just infusing more funds. Hope 
the common man gets a chance to 
enjoy low-cost comfortable air 
travel again soon. 

Mahendra K. Nayak, Bhubaneswar 


Brand Modi 


The story about Gujarat (Distant 
Drums, February 17) was 
interesting. No doubt Modi has 
been more successful than any of 
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his predecessors in packaging the 
state's strengths. And brand Modi 
is riding high. Politicians and 
managers in corporate houses 
should work like him. In fact, his 
style lays down what the new 
manager's style should be. 
Akhilesh Kumar Sah, Faizabad 
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Throwing It All Away | i 
Fiscal mismanagement by the UPA has weld aonce- Nu 
booming economy, and recovery is likely to to tage a few y years i) am 


Keep Your Expectations Low 
Five experts on the Indian 
economy — Yashwant Sinha, 

M. Damodaran, Satya Poddar, 

Samiran Chakraborty and Nilesh 
Shah - share their views on the 
finance minister's options while 
presenting the Budget 
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Food for Granted 
Rising food subsidy has been a salient 
feature of the UPA's Budgets. What 
does the proposed food security law 
mean for the government's finances? 


And the Honours Go to... 
Chidambaram ranks as India's best 
FM since 1991, but does not enjoy as 
much trust when it comes to 
managing a crisis 


At Daggers Drawn 
Despite being from the same political 
party and working under one PM, 
Chidambaram and Mukherjee have 
tried to undo each other's work, 
adding to the economy's problems 





Things Fall Apart 
A glance at the UPA's Budgets across 
the past decade shows an upbeat start 
and grand plans, which eventually 
turned into unfulfilled promises and 
desperate efforts to collect more taxes 
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From time to time, 
you will see pages 
titled “An Impact 
Feature” in Business 
Today. This is no 


different from an 
advertisement and 
the magazine's 
editorial staff is not 
involved in its 


creation in any way. 
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After telecom giants Vodafone 
and Nokia, it is now the turn of 
Shell to face the taxmen. The in- 
come tax office has slapped a 
notice on the Anglo-Dutch oil 
company, claiming it had under- 
priced a share sale to its parent 
company in 2009. The tax de- 
partment has proposed an ad- 
justment of 3155 billion. Shell 
has termed the demand inaccu- 
rate and said it plans to challenge 
the order. 


There is no end to the Sahara 
Group's troubles with the market 
regulator Securities and 
Exchange Board of India (SEBI). 
Now, the Supreme Court has said 
that SEBI is free to freeze the ac- 
counts and seize properties of two 
Sahara Group companies — 
Sahara India Real Estate Corp. 
Ltd and Sahara Housing 
Investment Corp. Ltd — for defy- 
ing court orders by not refunding 
324,000 crore to investors. 
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SEBI has given 

conditional 
approval to United 
Spirits's stake sale to 
Diageo plc. This 
should lead to an 
infusion of cash into 
the debt-ridden UB 
Group. Vijay Mallya's 
Kingfisher Airlines, 
also from the same 
group, has reported a 
third quarter loss of 
1755.17 crore as 
compared to 1444.26 
crore in the 
corresponding period 
a year agc. 


The fate of India's 

biggest foreign 
investment, the 
POSCO project in 
Odisha, continues to 
hang in the balance. 
The state 
government's land 
acquisition drive for 
the Korean company's 
$12 billion project, 
which was conceived 
in 2005, has come to 
a halt due to local 
opposition. 








A handful of Indian software 
product firms has formed a 
think tank. called the Indian 
Software Product Industry 
Round Table (iSpirt). Sharad 
Sharma, Chair of the NASSCOM 
Product Forum, and Bharat 
Goenka, Managing Director of 
Tally Solutions, are part of the 
new group. "We will look to 
impact and shape policy, open 
up the small and medium busi- 
ness market for software prod- 
uct companies, and do merger 
and acquisition connects,” 
Goenka told BT. The software 
product industry is estimated to 
be worth $1.81 billion. 


Indian banks recorded a slug- 
gish growth in the April to 
December 2012 period. While 
advances grew 7.6 per cent 
compared to 10.4 per cent a 
year earlier, deposits rose 7.1 
per cent as compared to 10.8 
per cent a year ago. Corporate 
demand may pick up in the last 
two months of 2012/13. 


Air show: Nearly 
700 companies 
from 78 countries 
exhibited their 
wares at the 
biennial Aero India 
exposition in 
Bangalore, to woo 
India, the world's 
biggest importer 
of weaponry. 
However, global 
defence vendors 
Boeing, Lockheed 
Martin, 
Eurofighter and 
Saab did not 
showcase their 
flagship combat 
aircraft. 


Dell Inc. has reached 

a $24.4 billion deal to 
take itself private. 
Michael Dell, who started 
the company in 1984 in 
his dorm room at the 
University of Texas, will 
continue to lead the 
company as Chairman 
and Chief Executive. 





In the first federal 

enforcement action 
against a credit rating 
agency over allegedly 
illegal actions related 
to the recent financial 
crisis, the US 
government has 
launched a civil lawsuit 
against Standard & 
Poor's and its parent, 
The McGraw-Hill 
Companies Inc., 
over mortgage 
bond ratings. 


Economy 





Banks were approached for debt 
restructuring in a record 126 
cases during 2012, for a total 
amount of 384,000 crore (over 
$15 billion). During the October to 
December 2012 quarter, 25 cases 
were referred for corporate debt 
restructuring for an aggregate 
amount of over 320,000 crore, 
according to data available with 
the CDR cell of bankers. 


India's services sector grew at its 
fastest pace in 12 months in 
January 2013, thanks to an in- 
crease in new business orders, 
according to the HSBC Purchasing 
Managers Index. The HSBC 
Services Business Activity Index 
rose to 57.5 in January, up from 
55.6 in December 2012. 


The government is expected to 
spend 336,800 crore on IT prod- 
ucts and services in 2013, an in- 
crease of 10.5 per cent over 2012, 
according to research firm 
Gartner. This is against revenue of 
333,300 crore in 2012, which 
included spending by government 
organisations on internal IT (in- 
cluding personnel), hardware, 
software, external IT services and 
telecommunications. 


Thirty-seven players were bought 
in the IPL-6 auction, which saw 
$11.8 million spent. In an other- 
wise low-key affair in Chennai, 
Mumbai Indians beat stiff bidding 
by Hyderabad Sunrisers to snap 
up Australian all-rounder Glenn 
Maxwell for a whopping $1 mil- 
lion. Players bought in this auc- 
tion are available only for the 
tournament in April. Team com- 
positions are slated to undergo a 
major change next year. 


$1 trillion 


Global Internet retail 
sales crossed this 
magic figure for the 
first time in 2012. 
North America took the 
top slot for ecommerce 
in 2012, with a growth 
of 13.9 per cent and 
$364 billion in sales. 
The Asia-Pacific region 
is expected to take the 
top slot with 3O per 
cent growth in 2013, 
according to research 
firm eMarketer. 


$615 mn 


The fine paid by 
Britain's Royal Bank of 
Scotland to settle 
charges that it had 
manipulated the Libor 
interest rate 
benchmark. This will be 
the second-largest 
penalty in the probe, 
involving over a dozen 
banks. Barclays has 
already paid $450 
million in fines for 
manipulating Libor. 





Markets 


The government sold a 9.5 
per cent stake in NTPC, the 
country's largest power pro- 
ducer, as part of its drive to 
raise 327,000 crore in the 
current fiscal year by selling 
shares in profitable public sec- 
tor firms. It had raised over 
110,000 crore by selling 
stakes in NMDC, HCL, National 
Buildings Construction 
Corporation and Oil India. 





A Reserve Bank of India panel 
has a prescription to cure the 
craze for gold demand. It has 
suggested limiting gold im- 
ports, having a gold bank, al- 
lowing unlimited lending 
against gold by banks and the 
levy of a higher import duty. 
Soaring demand for gold has 
contributed to pushing the 
current account deficit to a 
record 5.4 per cent of the GDP. 


Modi meets Manmohan 





(Bv 


Just an admirer, sir! 


Coming Up 


The board of Etihad 
Airways, the Abu 
Dhabi-based airline, will 

take a final call on 
investing in Jet 
Airways. Etihad and Jet 
are currently in talks 
and the former may 
pick up a 24 per cent 
stake in the latter for 
about 11,600 crore. 





The Budget Session 

of Parliament will 
begin on February 21 
and Finance Minister P. 
Chidambaram will 
present the Budget on 
February 28. The 
session, which will 
stretch over seven 
weeks, will have a 
month-long break from 
March 22 to April 22 
and will conclude on 
May 10. The Railway 
Budget will be 
presented on February 
26 and the Economic 
Survey will be tabled 
the next day. 
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No Time to Lose 


The global macroeconomic environment is improving but India needs to 
revive its investment climate to make the most of it. By CHANDA KOCHHAR 










HSOLNVS 









he year 2012 has been chal- experiencing a moderation in growth. 


lenging for the global econ- In the financial markets, we saw sig- 
omy, but as we begin 2013, nificant episodes of risk aversion 
the mood is decidedly more caused by these trends as well as the 
5% positive than it was a year or even six fear of a systemic shock arising out of 

0 months ago. 2012 was characterised the sovereign debt crisis in Europe. 
Central Statistical by continuing weakness in growth in As we look ahead at 2013, there 
Organisation's the developed markets, with the are several positive signs. The US econ- 
gr owth estimate for Eurozone going into recession; and omy continues to make progress on the 
the Indian economy slowing growth in the emerging mar- path of recovery. Overall growth in 
for 2012/ 13 kets as well, with large emerging econ- 2012 is estimated to have been slightly 
[ 11. m = NN omies like China, India and Brazil all higher than the previous year, and 
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there are signs of improvement in 
both the housing scenario and un- 
employment rates. Monetary policy 
continues to be accommodative, 
and the banking sector has stabi- 
lised. The resolution of differences 
over the approach to fiscal manage- 
ment is the key area to watch. In 
Europe, the actions of policymakers 
to address the financing of sover- 
eign debt and the longer-term meas- 
ures of moving to unified banking 
supervision have removed the risk 
ofa tail risk event materialising and 
substantially improved market con- 
fidence. However, the path to recov- 
ery is likely to be prolonged. While 
growth decelerated to some extent in China, recent trends 
have led forecasters to project a higher growth rate in 
2012. With inflation stabilising, monetary policy being 
eased and stability in the global markets, emerging 
economies are also expected to see some recovery in the 
coming year. Overall, the world should see modestly 
higher growth in 2013 compared to 2012. 

In India, our strong domestic fundamentals helped us 
achieve growth rates of eight to nine per cent for several 
years and drove the country's quick recovery after the 
global financial crisis. However, over the last two years, 
we have seen a moderation in growth, driven by both 
domestic as well as global factors. There has been a slow- 
down in investments in infrastructure, with projects 
facing issues in environment clearances, land acquisition 
and fuel availability. These have led to suboptimal utilisa- 
tion of recent capacity additions and a postponement of 
new investments. On the inflation front, oil prices have 
remained elevated and volatile; and domestic supply side 
constraints have accentuated overall inflationary pres- 
sures in the economy. Persistently high inflation has re- 
sulted in a tightening of domestic monetary policy which 
has in turn dampened domestic demand. India's fiscal 
and current account deficits have also been a source of 
concern. The moderation in domestic growth and in- 
creased global risk aversion have made capital flows 
volatile, resulting in depreciation in the currency. 

Several positive steps have been taken recently to ad- 
dress these challenges. The government has outlined a 





“WITH THE POLICY 
MEASURES BEING 
UNDERTAKEN TO 

ADDRESS CURRENT 

CHALLENGES, AND 
STABILITY IN THE 

GLOBAL ENVIRONMENT, 
WE CAN EXPECT 
GROWTH TO 
STRENGTHEN IN THE 
COMING YEAR" 
Chanda Kochhar 


fiscal consolidation roadmap 
which targets a reduction in th« 
fiscal deficit to three per ce 

the GDP by fiscal 2017. In the nea: 
term, the government has tight 

ened control on expenses, unde! 

taken price increases for petro 
leum products and taken forward 
disinvestment in PSUs. Severa 
policy reforms have also been an 
nounced by the government lo! 
the external sector, including 
measures for increasing export 

and opening up various sectors ol 
the economy to foreign capital 
The benefits of these measures oi 
market sentiment are clearly vis 
ible with a sharp increase in FII inflows in recent months 
and a stabilisation of the exchange rate. 

Recent trends in inflation have also been encouraging 
with overall WPI inflation moderating from 8.1 per cen! 
in September 2012 to 7.2 per cent in Decembe | 2 
This has enabled the Reserve Bank of India to reduce 
policy rates in their latest policy review and adopt a mor 
growth focused stance. 

The key area which we need to focus on is reviving 
investment, with priority to ensuring completion and 
operationalisation of projects currently under implemen- 
tation. The potential impact of this on economic growth 
can be substantial. As an example, it is estimated that bs 
addressing fuel availability issues, about 22,000 MW ol 
installed power capacity can be made operational, which, 
in turn, would have a significant impact on the GDP 
growth. In this context, the formation of the Cabine! 
Committee on Investments to track and expedite larg 
projects is a welcome move. 

With the policy measures being undertaken to ad 
dress current challenges, and stability in the globa 
ronment, we can expect growth to strengthen in thi 
coming year. The fundamentals of the Indian economy 
such as the favourable demographic profile, rising ii 
comes and need for large scale investments continue to 
remain intact. We have to harness these growth drivei 
to quickly get back on to a growth path that refle 
true potential. € 

The author is CEO and Managing Director, ICICI Bai 
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Despite a steep fall in profits, there is a glimmer 
of hope for Bharti Airtel. By SUNNY SEN 


t was a cloudy morning in Gurgaon 

when Bharti Airtel announced its largest 

ever year-on-year drop in net profit. For 
one official at India's largest mobile operator, 
what was even cloudier was the company's 
financial future. Standing in the office park- 
ing lot, he jokingly wondered if he should 
start looking for a new job. 

Maybe he should. But, then again, 
maybe not. Analysts say Bharti Airtel's 
October to December net profit may have 
slumped 72 per cent from a year ago, but 
there is a silver lining too — the company is 
likely to bounce back soon because it still has 
the largest subscriber base in India. “Airtel is 
a case of the No. 1 dominant player tottering 
in the market," says a partner at a leading 
global consultancy and audit firm. "But it is 
unlikely to see another such quarter where 
the fall is so bad, as tariffs will improve and 
data revenues are likely to pick up." 

It has been a stunning fall for Bharti Airtel 
which was once the toast of the telecom in- 
dustry in India. The company's founder, Sunil 
Bharti Mittal, started in 1995 with just one 
circle in Delhi, but in barely seven years the 
former bicycle parts-maker had made his 


16 BUSINESS TODAY March 3 2013 


company the country's largest mobile opera- 
tor. His innovative strategy of outsourcing all 
infrastructure needs helped Airtel grow into a 
telecom behemoth with a revenue of37 1,451 
crore and operating profit of more than 40 per 
cent for over a decade. 

But today, Bharti Airtel is saddled with 
massive debts and competition is nipping at 
its heels. It has a net debt of 364,000 crore 
and needs close to another 35 5,000 crore to 
renew its second generation spectrum. 
Worse, net profit has fallen for 12 quarters, 
average revenue per minute is down and the 
share price has also slipped about 40 per cent 
from a high of 3534 in October 2007. "If you 
have 360,000 crore on your books, nobody 
is going to give you more money at an inter- 
est rate of five or six per cent," says Ankita 
Somani, telecom and information technol- 
ogy analyst at Angel Broking. 

What went wrong? One of the main rea- 
sons for Bharti Airtel's financial woes is the 
bruising competition in the telecom sector. 
The operator has been hit by dirt cheap call 
rates, mounting financing costs and foreign 
exchange losses because of the depreciation of 
the rupee. But the biggest drain on the com- 
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“Some of the countries 
(in Africa) are making 
money, but we have to 
get the non-earning 
countries to make more 


money" 


Manoj Kohli, Joint MD 


Financial Health 
No. of customers has stopped 
growing, profits have nosedived 
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Total Customer Base in India and Africa 
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IEE Total Revenue 
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pany's finances is its money-losing 
African business. In 2010, it ac- 
quired the African operations of 
Kuwait-based Zain Telecom for 
$10 billion and had expected rev- 
enues of $5 billion from that busi- 
ness by2012/13. But it is likely to 
miss that target by close to $1.5 
billion. "Some of the countries are 
making money, but we have to get 
the non-earning countries to make 
more money," Manoj Kohli, CEO 
(International) and Joint Managing 
Director of Bharti Airtel, told a press 
conference. 

Bharti Airtel, 33 per cent 
owned by Singapore's SingTel, is 
now in firefighting mode. Last 
month, it replaced its chief execu- 
tive, Sanjay Kapoor, who was 
known for his hands-off style, and 
brought in former Hindustan 
Unilever executive Gopal Vittal to 
head the India operations. Analysts 
say Vittal's 20-year experience at 
protecting margins in consumer 
goods will help control Bharti 
Airtel's falling margins. 

The company has also restruc- 
tured its India operations in a bid to 
get closer to its customers. It has 
split the country into eight regions 
instead of three in the hope that the 
new decentralised structure will 
create a more connected organisa- 
tion. "This will drive better cohe- 
sion in operations and sales distri- 
bution, enable sound portfolio 
management and ensure sharing 
of good practices across circles," 
says a Bharti Airtel spokesperson. 

Bharti Airtel is also banking on 
the higher-margin non-voice serv- 
ices business which has been grow- 


ing at an impressive clip. Non-vok 
accounts for 17.3 per cent of th 
company's total revenues i 
present, up from 16.8 per cent i 
the quarter ended Septembei 
Average revenue per user from dat 
services rose nine per cent in th 
October to December over the pre 
ous quarter, to 347. To stabilis: 
self, Bharti Airtel will have to hold o: 
to its long-term customers and con 
tinue boosting revenue from dal 
and other value-added-services. 
The operator is also pinning 
hopes on its buyout of Alcate 
Lucent's stake in the very joint vei 
ture company to which it had ou! 
sourced its fixed-line and broadbai 
networks. The deal allows it to leas 
the fixed line and broadband n: 
work to other telecom operatoi 
"They can leverage the network 


building 2G. 3G and 4G - all at the 


same time and optimise spends on à 
these three," says an equity anah 
with an investment bank. 
Analysts say Bharti Airtel w 
benefit from the Supreme Court de 
sion to revoke —in the wake of the 
spectrum scam - the licences of som 
smaller players who were cutti 


into its business. The reduced compe- 


tition gives the company room 
increase call rates, as well as 
Indian subscriber base of 182 n 
lion. "While these operators are n: 
meaningful players in terms of ma 


ket share, they were operating at low 


utilisation levels and were discoun! 


players in the market. They were 
taking away minutes traffic, which 


was one of the factors that drove 
cumbents to keep tariffs low," write 
Kunal Vora of BNP Paribas in an 
uities research report. 


Most analysts say Bharti Airte! 
has to increase voice call rates to re 
verse declining profits. It has alread) 
et 


raised tariffs once in January. to mi 
rising costs, as it faces a huge on 
time surcharge on airwaves a! 
government auction in March 
even that may not be enough. * 
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Playing Hardball 


Reliance Industries acts tough, refuses to allow the CAG to 
audit its KG-D6 oil and gas block. By ANILESH S. MAHAJAN 


eliance Industries Ltd (RIL) has 
hardened its stand in its ongoing spat 
with the Comptroller and Auditor 
General (CAG). Fresh round of negotiations 
between the two sides has failed to yield a 
breakthrough on the nature of audit for RIL's 
oil and gas block Dhirubhai 6, better known 
as D6, at Krishna-Godavari basin off India's 
east coast. 

Matters came to a head when RIL 
dispatched letters to the petroleum ministry 
on January 16 and January 29, complaining 
that the CAG was overstepping its 
jurisdication and set conditions for the audit 
to commence again. A CAG team has already 
reached Mumbai, but RIL is yet to share the 
relevant documents with it. An RIL official 
spokesperson, though, dismissed allegations 
of stonewalling the audit as "wholly baseless 
and untrue". The petroleum ministry had 
written to RIL on December 24, asking it to 


provide the CAG team with the documents 
required, and warned that not doing so 
would be a violation of Article 30 of the 
Production Sharing Contract (PSC). 

A CAG spokesperson was 

guarded in his response. "Our 
officers are doing their duty as per 
the law and they would speak 
later at an appropriate platform,” 
he said. 

Earlier, on January 9, an RIL 
team led by COO Bibhas Ganguly 
had met a seven-member CAG 

delegation. According to 

company sources, RIL objected to 
the scope and objectives of the 
statutory audit. It also stuck to its 

stand that there should only be a 
financial audit — and not a performance 
audit — in accordance with its PSC with the 
petroleum ministry. It also insisted that the 
audit should not be made public. While CAG 
officials told RIL that they would only conduct 
a financial audit, they made it clear that the 
report would be placed in Parliament. 

RIL sources also say that they have told 
the petroleum ministry that they will be ready 
for the audit only if CAG conducts it as a 
representative of government of India as per 
the terms of the contract between RIL and the 
petroleum ministry. CAG would not be 
allowed to make backward linkages for 
financial audit ofthe period between 2008/09 
and 2011/12 — it would mean that the 
auditor will not be able to question RIL's 
procurements in the past. 

Petroleum ministry officials told Business 
Today that if CAG was recognised as a 
government nominee, it would not be able to 
table the report in Parliament. If the demands 
are accepted the audit will become a mere 
formality, according to these officials. 

With no immediate resolution of the 
standoff in sight, the stage seems set for a 
prolonged battle between the CAG and RIL. € 
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THE MESSAGE 
OF SEBI IS 
NOT NEW, 
BUT THE 
EXECUTION 
AND THE 
UNDERLYING 
HUMOUR IN 
THE AD 
CAMPAIGN 
ARE CREATING 
RECALL VALUE 
WWW 

















SEBI is rebranding itself as an investor-friendly regulator through 





Image makeover: Stills fro 


branding bug seems to have bitten 
the country's financial regulators. 
Repackaging and rebranding are the 
latest mantras they are chanting to get closer 
to the common man. In recent times, the 
Reserve Bank of India (RBI) and the Insurance 
Regulatory and Development Authority 
(IRDA) have both gone all out to market 
themselves through extensive multimedia 
campaigns, moving well beyond the usual 
investor education campaigns they had 
earlier limited themselves to. The latest to 
join the brandwagon is stock market 
regulator, Securities and Exchange Board of 
India (SEBI). It is taking a shot at turning itself 
into a mass brand name, shedding its image 
of a distant and obscure regulator. 
The RBI made its first attempt to reach out 
to the aam aadmi through its landmark 2010 
multimedia campaign. It had roped in IBD— a 
subsidiary of advertising agency Percept- 
Hakuhodo - for the campaign. The same 
year, IRDA roped in the agency Adfactors 
Advertising. For its "har investor ki taqat” 
campaign, SEBI has turned to Ogilvy & 
Mather. Ifthe RBI campaign had Governor D. 
Subbarao taking centre stage, the SEBI one 
has the common man. It advocates reaching 
out to SEBI for redressal of investor grievances 
through SCORES (SEBI Complaints Redress 
System), which enables investors to lodge 
and follow up complaints online. The 
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a concerted media campaign. By SARIKA MALHOTRA 


OP a EnS 


m SEBI's ad campaign on TV 








message of SEBI is not new, but the 
advertisments with their underlying humour 
are creating recall value. B. Ramanathan, 
Vice President, Ogilvy & Mather, explains 
that one of the key challenges from the very 
start of the process was to “simplify” 
effectively, given the complexity of the 
financial markets. His team had to make the 
communication clear, quick, witty and easy 
to understand. “We started with consumer 
work, delved into investor behaviour and 
arrived at insights that served as the basis for 
the campaign. Along the way, we interacted 
extensively with specialist teams at SEBI to 
gain in-depth understanding of investors and 
their behaviour,” he says. 

SEBI wants to reach out to as many 
people as possible in the target audience and 
hence the campaign has adopted a 
multipronged approach using TV, radio and 
print in 13 languages. “Bodies such as SEBI 
and RBI are behemoths which enjoy a rather 
B2B (business to business) imagery with 
most people. It is important for these bodies 
to enjoy a more widespread B2C (business to 
customer) imagery as well. At the end of the 
day, these bodies cater to the end 
individual,” says brand-strategy specialist 
Harish Bijoor. 

Such campaigns by regulators are all set 
to grow. SEBI, in particular, plans similar 
multimedia campaigns in future. € 
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India has moved a step closer to implementing an overarching 
Goods and Services Tax (GST) with the Centre and states jo 
agreeing on its broad contours. This will simplify the / 

tax structure, broaden the tax base, and create a 
common market across states, boosting 

both growth and employment. 
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The proposed GST rate in India is on par with 
that in many other countries 
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Photos can add life to your blog and be the catalyst for getting a 
your readers. Today, we launched new options 


message across to 
s that allow you to create elegant 








With a nomenclature change and a brand new operating system 
installed in its latest offering, BlackBerry Ltd, earlier known as 
Research In Motion, has struck back. Fighting a losing battle against 
rivais Apple and Samsung, it unveiled the much awaited BlackBerry 
10 on January 30. So, how is the new BlackBerry different from 










BI Flow: 

ad is now 
the screen 
operating 
system (OS) eliminates 
the need for hard 
buttons for navigation. 
With Flow, out goes the 
old grid-based user 
interface and in come 
‘active frames’ that 
fetch information from 
particular apps, all 
launched by tapping. 
The new OS can display 
up to eight active 
frames. A simple swipe 
opens the app list. 
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under the main menu 
with a notification bar 
just under the clock. 
The new BB Hub keeps 
everything in one 
place, a bit like the 
People Hub on 
Windows Phone 8. It 
has a universal inbox 
for all forms of 
communications, 
from calls to texts to 
emails to social 
networking updates. 
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for our WordPress.com gallerie 





BlackBerry's unique 


selling points. Now, its 


secure chat comes 
with video, helped by 
the front cameras on 
the new devices. 
Apart from instantly 
switching between 
the chat and a video 


call, the Screen Share 


feature lets users 
share photos, browse 
or review a business 
document together. 


ard 
v s forte 
even as it failed 
miserably with its 
earlier all-touch 
devices. But the new 
BlackBerry 
touchscreen keyboard 
provides an effortless 
typing experience. It 
even picks up the 
user's writing style and 
suggests words to help 
type faster. You can 
just flick the word in 
with the thumb. 








best it had was a 

5 MP camera in its 
flagship 9900. 

The new models show 
a distinct change for 


the better. The 

BB10 OS has a time 
shift feature in its 
camera, which 
captures multiple 
frames and then 

lets you select the 
best one by scrolling 
back on the dial. 
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“The number of 
people filing 
returns showing 
income above 
710 lakh is far too 
small. We need 
to expand the tax 
net to catch more 


of the income" 

Montek Singh Ahluwalia, 

Deputy Chairman, Planning 
Commission, in Business Standard 








Anup Bagchi, 


Managing Director and CEO, ICICI Securities, on CNBC-TV18 








“Tt is important 


for the government & 


to ensure savings, 
investment in 


entrepreneurship 4 


and the 
development 


of new projects" 


Naina Lal Kidwai, 
President, FICCI, 
and Country Head, 
HSBC India, on 
CNBC-TV18 
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"Investors will look at the 

Budget and see whether 

we are walking the talk 

or not. If we are, the 

7 market is going to run 
up significantly " 


On Record/Expectations from Budget 2013/14 


^THERE IS 
A GROWING 
DEMAND FOR 
AUGMENTING 
INFRASTRUCTURE 
FACILITIES TO 
SUSTAIN 
AS WELL AS 
ACCELERATE 
THE GROWTH 
MOMENTUM... 
FISCAL POLICY 
WILL HAVE 
TO PLAY AN 
IMPORTANT 
ROLE, 
ESPECIALLY 
AT A TIME 
LIKE THIS” 
Chandrajit Banerjee, 


Director General, 
CII, to agencies 








"| have drawn the red 
lines... the fiscal deficit 

for the current year will 
be no more than 5.3 per 
cent (of the GDP) and the 
fiscal deficit for the next 
year will be no more than 


4.8 per cent" 


P. Chidambaram, Finance Minister, to agencies 








“This Union Budget is the 
last one before the elections. 
There is some expectation m 
market circles that it will be 
a bit populist with limited 
amount of 
expenditure 
cuts" 


Indranil Pan, 
Chief Economist, Kotak Mahindra Bank, 
on CNBC-TV18 





“My har pape is that 

we will do everything 

we can in the Budget to 
promote growth and 
to work towards fiscal 

consolidation” 
Chanda Kochhar, 
Managing Director and CEO, ICICI Bank, on NDT" 





"From a macro 
perspective, the single 
most important thing 
is keeping the fiscal 
deficit in check. It has 
been a big concern for 
foreign investors" 

Keki Mistry, 


Vice Chairman and CEO, 
Housing Development Finance Corporation 


(HDFC), on Firstpost.com “THE BUDGET SHOULD £: 
GROWTH ORIENTED ... 50 
THAT THERE IS AN INCREASE 
IN INVESTMENTS, AND 


INDUSTRIES GROW" 


Som Mittal, 
President, NASSCOM, to agencies 
























ly-side constraints that are 
still fuelling inflation. This can only 
be done by stepping up investments 
in infrastructure... The Budget will 
hold the key" 


œ> “There is an urgent need to address 
J the su 


Hemant Kanoria, | 
Managing Director, Srei Infrastructure Finance, in Financial Chronicle l 
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Dam It 


Three power projects in 
Arunachal Pradesh, two of 
them first mooted in the 
1980s, have been delayed yet 
again. They are the 2,000 MW 
Lower Subansiri Hydroelectric 
Power Project (HEP) and the 
600 MW Kameng HEP; the 
third is the 110 MW Pare HEP. 
They will now be commissioned 
in 2014 or even later. Rivers in 
this northeastern state, if 
harnessed, it is said, can meet 
the entire country's power 
needs, but anti-dam agitations 
have stymied all such efforts. 





Upwardly Mobile 
At 344,900, HTC Butterfly, 
launched here in end-January, 
is the most expensive Android 
smartphone in India. Earlier, 
Samsung Galaxy S Ill, launched 
in May last year at a price of at 
143,180, used to be the 
costliest, but within months 
the makers reduced the price 
to below 140,000. Given the 
price-sensitive Indian market, 
how long HTC will hold on to its 
current distinction remains to 
be seen. The Butterfly's 
camera has the highest pixel 
density of any phone camera. 


COHEN] 
Close Call 


An asteroid hurtling through 
outer space, 45 metres wide, 
will come closer to our planet 
on February 15 than any such 
object in recorded history. It 
will pass the Earth a mere 
24,000 km away, which is less 
than the distance at which 
some of our satellites are 
located. It was a crashing 
asteroid which is said to have 
wiped out the dinosaurs, 65 
million years ago. 
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Tolerating Intolerance 


Three incidents in quick succession — the temporary ban on actor-producer Kamal 
Haasan's film Vishwaroopam by the Tamil Nadu government, the uproar over social 
anthropologist Ashish Nandy's remark about corruption among Dalits at the Jaipur 
Literature Festival, and the refusal to allow author Salman Rushdie to visit the Kolkata 
Literary Meet — have once again highlighted the growing intolerance in the country. 
A look at the issues involved: 


The threats: Threats to free expression in India usually come not from the state, but 
from groups purporting to speak on behalf of particular communities. Thus, 
Vishwaroopam's ban was sought by 24 Muslim groups in Tamil Nadu, Nandy's arrest 
demanded by Dalit politicians of Rajasthan, while Rushdie's ‘hate affair’ with Muslims 
is a two decade old saga. Filing of cases against those who purportedly "offend the 
sentiments" of particular communities is also frequent. 


The laws: Article 19 of the Indian Constitution guarantees the right to freedom of 
expression, but at the same time permits the government to impose "reasonable restric- 
tions" on this right for all kinds of reasons — national security, maintenance of public 
order, etc. It can be done even "in the interests of the general public". Again, Section 
505(2) ofthe Indian Penal Code (IPC) makes any statement “promoting enmity, hatred 
or ill-will between classes" a punishable offence. There is also Section 295A of the IPC 
making "deliberate or malicious acts intended to outrage religious feelings" a crime. 


The government: State governments, moved by political considerations, have always 
been quick to respond positively to groups demanding bans on books, films, art exhibi- 
tions, etc. 
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Everlast Aluminium Roofing Sheets 
last longer than any other roof. 


Everlast is a quality product from Hindalco - the world's 
largest manufacturer of aluminium rolled products. Everlast is 
made from high-quality virgin aluminium alloys with best-in- 
class technology and processes which impart strength and 
durability. Everlast does not rust and needs no maintenance, 
thereby saving costs. Everlast's superior thermal properties 
moderate the temperature under the roof by keeping it cooler 
in summers and warmer in winters. This saves energy and 
provides a comfortable work environment which improves 
productivity. What's more, Everlast offers an end-of-life resale 


value of up to 60%. 
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Economys New Path 


There is a need to ensure that policies boosting 
investment in one part of the world match policies 


hether we like it or not, the 

world around us is in a 

state of constant change. 

But recent economic 

trends suggest that this 
change may be shifting its direction in a fun- 
damental way. 

Consider the advanced economies. 
During the last two decades, economic 
growth in these countries was led by con- 
sumption — so much so that economic activity 
in these economies swung from investment 


IN ECONOMIES WHERE INVESTMENT 
LEVELS ARE LEADING TO EXCESS 
CAPACITY, RESOURCES COULD SHIFT 
FROM INVESTMENT TO CONSUMPTION 


to consumption by a total of 10 percentage 
points of GDP. As a result, in 2010 the share 
of consumption in their GDP had reached 
81.6 per cent. 

Meanwhile, emerging markets and devel- 
oping economies provided almost a mirror 
image of this trend, raising their investment 


and boosting the supply of goods to the rest of 


the world at the cost of consumption in their 
own economies. By 2010, the share of con- 
sumption in their GDP had declined, from 
/ 3.4 per cent to 67.1 per cent. 

Looking forward, it is unlikely that the 
consumption share of GDP can increase fur- 
ther in advanced economies. The main driv- 
ers of this increase were primarily financial 


32 BUSINESS TODAY March 3 2013 


boosting consumption in other parts 


engineering and wealth effects from strong 
asset prices. Neither of these factors currently 
is at play to push consumption's share of GDP 
higher. 

But can the advanced economies' con- 
sumption even be sustained at the current 
level? Perhaps not. Current levels of con- 
sumption are associated with over-extended 
governments and households, whose debt 
levels remain high, implying that more sav- 
ings are required. Banks also need to raise 
capital. In general, many economic agents 
need an extended period of deleveraging. 

However, current policies in the major 
advanced economies are aimed at maintain- 
ing current consumption levels in order to 
support growth and employment. If the con- 
sumption share of GDP, nonetheless, declines, 
simple arithmetic tells us that investment 
and exports need to be higher to maintain 
total demand. 

Should we expect emerging markets and 
developing economies to pick up the slack? 
To sustain strong growth in these economies 
as external demand weakens, domestic de- 
mand needs to become the major engine of 
growth. This means stronger domestic con- 
sumption and appropriate levels of invest- 
ment to support such consumption growth. 
In economies where investment levels are 
leading to excess capacity, resources could 
shift from investment to consumption, pro- 
vided that these countries' external accounts 
remain sustainable. 

These are major tectonic shifts in the 
structure of the global economy, and are 





fraught with potential dangers. The pace of 
change will vary between sectors and across 
economies, leading to mismatches of demand 
and supply worldwide. 

Moreover, with globalisation, an eco- 
nomic problem in one part of the world can 
be transmitted to the rest of the world more 
strongly, substantially complicating policy 
responses in both advanced and developing 
economies. A study of such spill over effects 
by the International Monetary Fund suggests 
that, before the global financial crisis, external 
factors explained 36 per cent of change in 
output in the five systemically important 
economies (the eurozone, the United States, 
China, Japan, and the United Kingdom); after 
the crisis, however, this share reached close 
to 60 per cent. In the rest ofthe world, includ- 
ing emerging markets, the share of external 
factors in output change increased from 
about 43 per cent to more than 60 per cent. 

In this environment, we must diligently 
pursue policy coordination at the global level. 
To achieve an orderly realignment of con- 
sumption and investment worldwide, policies 
that boost investment in one part of the world 
should match policies that boost consump- 
tion in other parts. 

In particular, advanced economies should 
implement fundamental productivity-en- 
hancing reforms, the eurozone should 
strengthen the currency union, and emerg- 
ing market and developing economies should 
boost their domestic sources of growth. And 
these policies should be consistent with fiscal 
and external stability. Moreover, financial 





sector policies and regulatory frameworks 
should be coordinated at the global level, in 
order to design and implement consensus- 
based rules — thereby addressing the problems 
posed by very large, global institutions that 
are considered too big or too complex to fail. 

Only with such global coordination can 


HOW IT STACKS UP 
Advanced Economies 





No | 
1990 2010 1990 


we reduce, and possibly eliminate, economic 
instability and disorderly adjustments both at 
home and abroad, even as we seek to maxim- 
ise the benefits of the inevitable changes in 
the global economy. € 

The author is Deputy Managing Director 


of the IMF, and a former deputy governor of 


the Peoples' Bank of China (2009/10) 
@ Project Syndicate 
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yanair is a European low-cost airline that 
has grown a lot since it was formed in 
1984. It now flies more than 3060 aircraft 
across all of Europe. More unusually, for 
an airline, it is profitable. Its path to success is that it 
learnt from others, and especially from the US low- 
cost airline Southwest Airlines, which started opera- 
tions way back in 1971, and introduced a wide 
range of innovations in operations and 
management. Southwest has had an 
even longer stretch of profitable 
operations. Although there are 
many differences between 
these two airlines, 
Southwest co-founder 
Herbert Kelleher has stated 
that Ryanair is the best 
imitation of Southwest he 
has seen. Others have also 
sought to learn from 
Southwest. New airlines 
America West and Reno 
tried, and so did the major 
airlines Continental and 
United, when they started low- 
cost subsidiaries. None of these 
attempts met with success. 

How do some firms successfully learn 
from others? Why do they sometimes fail to 
learn? To answer these questions, we first need to cut 
them into individual pieces. First, learning from oth- 
ers does not happen unless the firm decides to change. 
Although we most easily notice failure when a firm 
tries to learn from another and does not succeed, the 
more common failure is to not even try. Second, suc- 
cessfully learning from other firms does not happen 





34 BUSINESS TODAY March 3 2013 
















Copy, Put with Care 


= Companies may not admit it, but many of them do 
k imitate their successful rivals’ business practices 


unless the learning firm can transfer lessons and 
adapt them to its own circumstances. The adaptation 
part is important. No two firms are alike, so attempt- 
ing to do exactly the same things will rarely produce 
the same results. 
Let us return to Southwest Airlines. It has been 
consistently the most profitable airline in the US, 
which is surely an enviable record. Yet it took a 
long time before major airlines tried to 
copy its practices. Why: A hint is 
given by the fact that the first large 
scale attempts to create 
"Southwest copies" happened 
in the early 1990s, by which 
time Southwest was no 
longer a small start-up. By 
then, it had become a ma- 
jor airline and was com- 
peting with the older ma- 
jor airlines in many routes. 
It was already successful 
when it was small and oper- 
ated in a small corner of the 
US, but success on a small 
scale did not inspire learning. 
Southwest got the attention of the 
major airlines when it became large, 
and when it became a rival. 

This is no isolated case, but a general prin- 
ciple. Although learning occurs when firms pursue 
success, it is far more common for firms to learn when 
they are seeking to avoid failure. Isolated success 
stories are often not enough. They are especially likely 
to be overlooked when they are very different from 
the firm that could learn from them. Initially 
Southwest Airlines was small. It did not have a strong 
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position in the busi- 
ness travel segment. 

It had many practices 
that seemed bizarre, like 
the absence of seat reserva- 
tions and flight attendants 
wearing shorts and high boots. 
An executive from a major airline 

would have many reasons to dismiss them 

as irrelevant. 

More importantly, the major airlines could look at 
the financial results the others had and think their 
own losses were not so unusual. After all, the entire 
industry suffered, or so it seemed. This is an important 
source of non-learning. Managers rate their own 
performance as success or failure by comparing it 
with a peer group of similar others. If only one or two 
of the major airlines had performed well, the others 
might have been more willing to learn, but shared low 
performance put a damper on reforms. The peer 
groups that managers consider when comparing 
performance are often based on size and rivalry. They 
compare themselves with firms of the same size (or 
bigger), and they compare themselves with their ri- 
vals. In many other industries large firms have fallen 
behind because they have - together — experienced 
low performance as a result of obsolete practices. 
They could have learnt from the more modern firms, 
usually smaller entrants, but only if they had realised 
the difference in performance. 

Once firms have decided that they need to change, 
the next step is to identify lessons from others and 
transfer them to their own operations. This is difficult 
because it can be hard to tell what works, why it 
works, and whether it will work the same way else- 
where. For example, the Wal-Mart department stores 
in the US employ "greeters" who smile and greet shop- 
pers. The German chain store ASDA also tried to use 
"greeters," but it proved to be unpopular with cus- 
tomers. The irony is that ASDA was owned by Wal- 
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Mart. Wal-Mart tried to 
learn from itself, but failed 
because its managers did not 
realise that "greeters" had dif- 
ferent effects on US and German 
customers. Indeed, many are scep- 
tical of whether "greeters" were really 
among the reasons for Wal-Mart's suc- 
cess, pointing out instead that good store loca- 
tions and sophisticated logistics and buying opera- 
tions could be the key factors responsible. 

When we see that a firm can even fail to learn 
from itself, it follows that learning from other firms is 
still more challenging. Firms seeking to learn from 
another are on the outside trying to look into the firm 
they are copying. They do not have the information 
they need in order to fully understand the sources 
of success. 

Even relatively simple lessons can be difficult to 
learn. The class of large and successful container 
ships that now dominate the long routes at sea spread 
very slowly among shipping firms even though buy- 
ing ships is easy for them, and they know well why 
larger ships are more efficient than small ones. A 
likely reason was that shipping managers hesitated 
because they were worried about possible differences 
in the use of large and small ships. This gave the 
pioneers a 10-year lead before others caught up. 
These examples also illustrate a general principle: a 
lesson poorly understood may be applied late, and 
sometimes incorrectly. 

Learning from others does not make a company 
an innovator. But it saves many firms from falling 
behind, and when skilfully done, helps them select 
only the innovations that actually work. It is easy to 
overlook the challenges in learning from others, be- 
cause this calls for willingness to change and ability 
to learn the right lessons. 

(The author is Professor of 
Entrepreneurship, INSEAD, Singapore ) 
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Problems mount for road developers as banks get wary of lending. 
By G. SEETHARAMAN 










On March 31 last year, Hyderabad- who bears the cost of shifting i 
based IVRCL Ltd won a contract from S. Ramachandran, Director for Busines 
the National Highways Authority Development at IVRCL. He adds that 


of India (NHAI) to develop a recently got bank loans for another proj 
1 21-km stretch of road between "with great difficulty”. 
Rajahmundry and Gundugolanu IVRCL is not the only company finding 
in Andhra Pradesh. Almost a year difficult to arrange bank loans fo 
later, the company has still not projects. More than half of the 49 projects 
managed to arrange bank loans for awarded by the NHAI in 2011/12 have y: 
the 31,617 crore project. The delay to tie up debt. Roads are the second-bigge: 
is because of a dispute with infrastructure segment in India after powe 
the NHAI over an irrigation canal The government has projected an invest 
which has to be shifted. "The question is ment of $1 trillion (a trillion equals 1 00,00 
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DRASTIC DROP 


2008/09 = 643 km 


a -------------------- 0 
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2012/13* ----- 837 km 





The total road length of projects awarded by the 
NHAI has fallen sharply this fiscal year 


Sources: Motilal Oswal and NHAI 
* Till January 2013 
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crore), in the infrastructure sector 
between 2012 and 2017. Bank 
loans are critical to meeting this tar- 
get as debt accounts for 75 to 80 per 
cent of the total cost of infrastructure 
projects while equity funding consti- 
tutes the rest. 

However, contractual disputes, 
delays in environment approvals, 
and problems in land acquisition 
have made banks cautious in lending 
to road projects. Gross bank credit to 
the roads sector was 31.26 trillion at 
the end of December 2012, accord- 
ing to data from the Reserve Bank of 
India (RBI). This was up 16 per cent 
from a year earlier but down sharply 
from the 28.3 per cent growth re- 
corded in 201 1. 

This has left even the central 
bank worried. "Investment in [the] 
road sector has collapsed in 
2012/13, with scant interest in new 
projects, large delays and poor execu- 
tion in existing projects,” the RBI said 
on January 29 in its macroeconomic 
review for the October-to-December 
quarter. It added that, as of 
November 1, 2012, nearly half of the 
563 central government infrastruc- 
ture projects of 3150 crore and above 
were facing delays and that most of 
such projects were in power and 
roads sectors. 

"Even the projects being awarded 
on engineering, procurement and 
construction basis — where the state 
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ADITYA KAPOOR 


bears the cost — are making little 
headway. This is because the new 
legal framework calls for upfront 
environmental clearances for even 
small stretches of land, before private 
contractors execute the project," the 
RBI said. 


“The involvement 

of nodal agencies (like 
NHAI) is not over the 
moment the tender for 
a project is out” 
Parvesh Minocha, MD 


(Transportation), 
Feedback Infra 














The problems have led to a sharp 
slide in the number of projects 
awarded by the NHAI. In 2011/12, it 
awarded 49 projects on a build-oper- 
ate-transfer basis whose total length 
added up to a record 6,491 km. So 
far this year, it has awarded only 
eight projects with a total length of 
837 km (see Drastic Drop), according 
to its website. This is a tad more than 
a tenth of its target. Developers say 
four of those eight projects had only 
one bidder. 

"Banks have clearly put the 
brakes on lending to the sector,” says 
the head of a large highway develop- 
ment company. "Whenever we bid 
for an NHAI project we factor in a 
delay of 12 to 18 months." The ex- 
ecutive, who does not wish to be 
named, says his company has been 
trying to raise funds from investors 
overseas too, but with little success. 
"It's very, very difficult," he says. 

C.P. Joshi, Minister for Road 
Transport and Highways, admits 
that road projects are facing prob- 
lems in getting bank loans. "The 
banking sector does not lend money 
unless and until 100 per cent of the 
land is acquired for the project," he 
says (see "We are not getting bidders 


for a large number of projects" ). 


Bankers, however, are loath to 
admit that they have reduced lending 
to the sector. "We have not curbed 
road sector lending," says M.S. 
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“WE ARE NOT 
GETTING 
BIDDERS 
FOR A LARGE 
NUMBER 


OF PROJECTS" 


C.P. Joshi, Minister of Road 
Transport and Highways, admits 
to Sebastian P.T. that the roads 
sector is going through tough 
times, but says he expects 

the situation to 
improve soon. 
Edited excerpts 
from an 
interview: 





Raghavan, Executive Director, Bank 
of India. He says the main problems 
relate to land acquisition and govern- 
ment clearances. HDFC Bank 
Managing Director Aditya Puri says 
funding is the least of the problems 
(see Puri's interview on page 44). 
Environment Minister Jayanthi 
Natarajan, at a press briefing on 
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The latest Reserve Bank of India quarterly report expresses concerns over delays 
in road projects... 

| have not gone through the RBI report and | will not be able to comment on it. 

However, it is true that we are facing problems. We are not getting bidders for 

a large number of projects. 


Is the delay in environmental clearances the main problem facing road projects? 
There are other problems such as the concessionaires facing the problem of equity. 
Initially, when the economy was growing at nine per cent, bankers lent liberally and the 
concessionaires took advantage of this and invested not in just the road sector but also 
in other infrastructure sectors. But the dip in global economic growth has had an effect 
on our domestic market, too. The environmental clearances come into play during the 
operational part of the project... As even earth has been declared a mineral, we have to 
take the permission of the mining ministry as well as the ministry of environment and 
forests. This was not so earlier. Now, till both the clearances come, we are not able to 
construct roads. That apart, the banking sector does not lend money unless and until 
100 per cent of the land is acquired for the project. 


How do you plan to get out of this problem? 
We have been interacting with the concessionaires, identifying the issues and raising 
them at the appropriate level. In course of time, we hope to settle the issues. 


What is the road-building target that you can meet? 

This fiscal year we plan to award 4,000 km of roads through the engineering, procure- 
ment and construction (EPC) mode. Here, you do not need environment clearance, by 
and large... Unfortunately, as the EPC documents were cleared only in the middle of 
the recent Parliament session, we could start preparations only after that... If things 
go as per our expectations, we should be able to award more 
than 5,000 km of projects. But these are entirely dependent 
on procedures that would take about a month and a half. 















One of your predecessors had set a target of laying 
20 km of roads per day. What do you think is a 
reasonable target? 

It was an intention mentioned in an entirely different 

economic scenario during 2006/07 and 2007/08. 

Even if you have the intention to go in 
for 20 km per day, you are dependent 
on extraneous factors. We hope things 
will change in the next fiscal year. 
Before we go to the polls, we hope to 
achieve that target. 






sulting firm Feedback Infra, says the 
NHAI should ensure timely acquisi- 
tion of land and help developers with 
other clearances. "The involvement 
of nodal agencies (like NHAI) is not 
over the moment the tender for a 
project is out," he adds. 

It is not just debt that has become 
harder to mobilise. Developers are 


February 5, dismissed complaints 
that her ministry is responsible for 
delays in infrastructure projects. She 
added that protecting the environ- 
ment is not an impediment to 
projects (see “All projects that can be 
cleared have been"). 

Parvesh Minocha, Managing 
Director for transportation at con- 
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"ALL 
PROJECTS 
THAT CAN BE 
CLEARED, 
HAVE BEEN" 


Jayanthi Natarajan, Minister 
for Environment and Forests, 
lashed out at her critics at a 
press briefing on February 5, 
saying her ministry was not 














On complaints that her ministry is blocking economic development: 

The Ministry of Environment and Forests (MoEF) is a partner in the country's develop- 
ment and protecting the environment is an important part of this partnership. Under 
the Forest (Conservation) Act, 1980, projects requiring land between one and five hec- 
tares have to be cleared by states. Such projects constitute 74 per cent of the total. 
Projects needing land between five and 40 hectares are cleared by the MoEF's re- 
gional offices. These projects make up 17 per cent of the total. Only nine per cent of 
the proposals come directly to the MoEF. It is a stretch to say that, with just nine per 
cent of clearances, we are the cause of the bottleneck in economic development. This 
Is not the case. All projects that can be cleared have been cleared. 


On MoEF's track record during her one-and-a-half year tenure: 

some 754 projects seeking diversion of around 18,200 hectares of forest land have 
been approved. Seventy-four projects that required diversion of around 1,500 hec- 
tares of forest land have been rejected. Another 101 projects of 57,469 hectares are 
awaiting clearances from states or other central government departments. These 
proposals are pending either because of incomplete applications or because states 







responsible for nave not submitted site inspection reports since 2010, among other reasons. Not 
delays in roads and even a single proposal is pending on my table. 

other On road projects awaiting clearances: 

infrastructure There are 32 road projects pending before the MoEF for environment 
projects. Edited clearance as of February 4. The MoEF's Expert Appraisal Committee (EAC) 
excerpts from has recommended environment clearance to more than 20 projects. These 
the briefing: are awaiting first-stage forest clearance from the Forest Advisory Council, 


also finding it tough to attract private 
equity (PE) firms. PE investments in 


the roads sector fell by more than half 


to $292 million in 2012 from the 
year before, according to research 
firm Venture Intelligence. No doubt, 
total PE investments in the country 
also dropped in 2012, but by 14.5 per 
cent. "Private equity players are not 
serious about investing in roads at 
the moment," says Arun Kumar 
Sharma, CEO, GMR Highways. 

GMR Highways, a unit of GMR 
Infrastructure, exited the 37,200 
crore Kishangarh-Udaipur- 
Ahmedabad project, NHAT's largest, 
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in early January, citing delays in 
environmental and forest clearances. 
GMR was followed by GVK Power & 
Infrastructure, which recently termi- 
nated its agreement for a 33,000 
crore project in Madhya Pradesh on 
similar grounds. However, NHAI 
Chairman R.P. Singh has been re- 
ported saying that GMR exited due to 
its own financial problems and not 
because of the delays in clearances. 
He did not respond to Business 
Today's questions. 

Industry executives feel more de- 
velopers could walk out too, as eco- 
nomic and financial conditions have 


which is also part of the MoEF. 


On speeding up processes for approvals: 

The MoEF has issued about seven or eight orders to speed 

up approvals. These include orders to allow parallel 
processing of environment and forest clearances. 
Linear projects such as roads, pipelines and transmis- 
sion lines will be exempt from seeking approvals from 
village councils, which is otherwise mandatory under 
the Forest Rights Act. 





worsened. "To prevent that, the gov- 
ernment has to set up a restructuring 
commission to look at projects which 
have become unviable because of the 
slowdown in the economy and the 
tighter lending conditions by banks,” 
says the head of the big highway de- 
veloper quoted earlier. 

With the economy unlikely to 
revert to a high-growth path any- 
time soon and banks remaining wary 
of lending, the road sector's prospects 
are expected to worsen before they 
get better. € 
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We think the next (financial) year is going to be better 
than this one. The assessment is based on the fact that 
actions have been taken and statements made. 


Has the banking system taken a hit? Yes. Is it a cause for 
alarm? In my view, no. Most of the restructured loans are 
actually not the fault of the bankers. Do we need power? 
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Aditya Puri, Managing Director of HDFC Bank — the second- 
largest private bank in the country after ICICI Bank — discusses 
the economic situation in India and its impact on banking, in an 
exclusive interview with Govindraj Ethiraj on the show 

Bottomline, which airs on Headlines Today. Edited excerpts: 


power. At least 25 to 30 per cent of power in the country 
is still supplied by diesel generating sets. There is a short- 
age of power. So power units must be made functional. 
(Similarly) it would have been very difficult for anybody 
to imagine that the last mile on roads would not happen. 
Or you would have mining issues. I believe that tempo- 
rarily we have seen an increase in restructured loans, but 
these loans are not likely to go bad. For the sake of the 

country as a whole, we had better fix the problems and 


I think nobody can dispute the fact that we need al Fre the banks’ problems will automatically be fixed. 


Xk 


Full interview at 
www.businesstoday.in 


YHOOLOHA 


AG SHdV 


J/AUWVO LNVAIHSIN 


UIOO2:'SƏSgpurrKppoleIpul'A A A 


NT E 


ps 










E 












Net 


\ 24 







n d A CN Eon $ 











T : 
A MM <? THINKING SOLAR: 
en c y 
NAA JN 44, | 
» AX ` I. $ | 
1446 Il; V 
"NI : ya 
s $ w 3" N " | S 





x 
+ 


LS b an Se 


Bh Ww 


| 


t 








Í 
x y — w et 


" 720 
CAN UNI ETSI 


22 years of domain expertise 
30* MW commissioned in Gujarat 


60* MW commissioned in 2011-2012 





180* MW of domestic cell & module capacity 
| 
my 500: MW of modules shipped globally 





E 
^ „TPA ` . 4 Me t. 
Yw ~~ _ P asb. 


DESIGN | ENGINEERING | PROCUREMENT | CONSTRUCTION | MODULES 


ANSTALLATION & COMMISSIONING | OPERATION & MAINTENANCE | METERING & MONITORING 


ENABLING SOLAR EVERYWHERE www.t 


contact: +91 9036500555 | Email: epc@tatapowersolar.com 


ALAA Aditya Puri 





Whats your own exposure to this stressed 
space? 
I would say peanuts. Not worth mentioning. 


If funding is going to be a constraint for 
infrastructure projects like power and roads, 
how will GDP (gross domestic product) 
growth return? 

But this should be fixed. What is it so difficult to fix inter- 
departmental issues? You either have environmental 
clearance or you don’t have environmental clearance. 
What is the problem with mining? The whole world car- 
ries out mining. So there must be a proper way to do 
mining. Our hope is that these issues and impediments 
which should not have come up at all will be fixed. 

The point is that if you get the right regulatory envi- 
ronment, funding is the least of the problems. The prob- 
lem is getting the right regulatory environment where 
the bank has visibility on when the project will become 
operational and generate cash 
flows to repay the loan. I was in 
Goa the other day. (Mining has 
been banned in Goa.) Now this is 
not a situation that can continue. 
Yes, some people may have mis- 
used (their mining licences), but 
for Christ's sake you can t stop all 
mining in Goa. Some 25 per cent 
of Goa's population depends on 
that. The barges are laid up, the 
light commercial vehicles are laid 
up, and when all these things are 
laid up, the banks are also laid up, 
you know they are also in the ICU 
(intensive care unit). 


And the government is 
working out packages for 
the banks. 

Rather than that, fix the issues, 
and the banks will automatically 
come out of the ICU. We are not 
unique in the world, everybody 
has environmental issues and yet 
they create power. 


Let us look at the retail and 
consumer side. The con- 
sumer continues to con- 
sume through the down- 
turn. What explains that? 
Well, we are still growing at five 
per cent and we also have a situa- 
tion where a large section of the 
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rural population is being uplifted (in its living standards). 
A combination of these two has kept the consumption 
dynamic going. But if you wanted to carry on, you will 
have to get the investment. 


You have been arguing for lower interest 
rates, but the RBI is holding on citing infla- 
tion as a key concern. 

See, this is a very tough one. Obviously, you need to 
balance inflation and growth. And initially, if you don't 
control inflation you have an issue. I have been saying 
inflation has to be controlled first. But obviously each 
medicine has a timeline, so if an antibiotic does not 
Work, you have to change it. 


We have a Budget coming up. What should 
the government do to address the situation? 

I think the finance minister has been specifying reason- 
ably clearly that the fiscal deficit must be brought under 
control. I think he has made a very 
clear statement that the fiscal defi- 
cit will not exceed 5.3 per cent. 
The government is also taking 
steps to ensure that while we do 
not do away with subsidy, it 
reaches the right people. So if we 
control the deficit, if we have a 
national investment board, so that 
if there is a project it will be looked 
at systematically to see what needs 
to be done to get it going (things 
will improve). 


Most people are impressed 
with HDFC Bank's ability 
to keep its non-performing 
assets low and growth 
high. What's the formula? 
The formula is quite simple. We 
defined our target market and 
since demand exceeds supply in 
this country, we have not felt the 
need to either go down the risk 
ladder or reduce our pricing or 
margin to take care of defaults. 


Why is it that in some ar- 
eas there seems to be a sur- 
feit of banks offering serv- 
ices? And despite that you 
sau there is more demand. 

Į am talking about total demand in 
the country. The fact of the matter 
is that 60 to 70 per cent of your 





people still lives in semi-urban and rural areas. When 
we did our study of semi-urban and rural areas, we 
found that it is almost a virgin market. How many 
banks are doing two-wheeler loans? Loans against 
jewellery, credit cards in the interior, personal loans in 
the interior, loans to small shopkeepers, kisan gold 
cards, crop loans... it is a phenomenal opportunity that 
exists. To access it, you have to change your system and 
you have to acquire an understanding of the different 
operational procedures required. But we have been do- 
ing this for about four years now, and our growth there 
is absolutely phenomenal. 


You have talked about a million DCOD 
being brought above the poverti 

to HDEC's lending LO (hi ISOC SETI ion Ñ 

What we do believe is that if you want to be in this 
country, you owe an obligation to society. When we say 
we are lending, it is not just lending. We provide holistic 
service to the customer, we help him with his market 
linkages, we help him with his training, we help him 
with his administration, we help him with sourcing his 
(raw) material. Because just giving a loan does not help 
and just giving subsidy does not help. 
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I don't think the banking system is being more cautious. 
You know there is an old English saying — once bitten, 
twice shy. So if you don't have your raw material, we 
won t finance you. (laughs). And if you do not give us 
your last mile, then it will be foolhardy for the bank to 
go on financing your road project. I do not think we are 
more conservative than necessary. We need to see vis- 
ibility if we have to lend. 

but the central bank Is also askini 

increase your risk weightage 
That is a completely different thing. The Reserve Bank's 
prescriptions for risk weights and capital under the 
Basel III norms are tighter than international standards. 
Given that we did not have a problem related to sub- 
prime assets and derivatives and market risk, I would 
say we should be lower than Basel III. If you raise your 
risk weight, if you raise your capital requirement, then 
the return on equity for the bank goes down. 

We don't have developed venture capital. We have 
limitations on how much foreign money can come in. 
So the banking system is going to be the main interme- 
diary for funds. For that it needs to raise capital. Let us 
not bring the return on equity down for the banks be- 
cause then they will have difficulties. 
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hat's his excuse? Manmohan 
Singh is India's third longest 


Jawaharlal Nehru and Indira 
Gandhi. Unlike them, Singh, an 
economist by training, did not inherit a wobbly 
economy. In 2004, Singh assumed office with the 
economy growing at 8.1 per cent, the fastest in 
14 years. In 2012/13, on the eve of his govern- 
ment's last full Budget before general elections, the 
economy is forecast to grow at five per cent, the 
slowest in a decade. 

Only four times since Singh presented his land- 
mark Budget as finance minister in June 1991 has 
the economy grown slower than five per cent a year. 
Now, he sometimes contextualises policy decisions 
by using 1991 as a reference point. Back then, 
Reserve Bank of India (RBI) had to pledge the coun- 
try's gold abroad to deal with a crisis. 

"The last time we faced this problem was in 
1991," Singh said last September, during an address 
to the nation, justifying a diesel price increase. "We 
are not in that situation today, but we must act be- 
forepeopleloseconfidencein oureconomy., " he added. 

But the dramatic loss of momentum is hard to 
ignore. In 2010/11, the economy grew 9.3 per cent 
— the fourth fastest growth rate in the last 60 years 
— according to reworked government data released 
in January 2013. Analysts' gloom suddenly seemed 
misplaced, but not for long. Later in January, the 
central bank announced that India could, at best, 
grow seven per cent without triggering another 
debilitating round of inflation. 





2006 

Tax revenue surges. 
Spending rises. Economic 
momentum picks up 


2004 
UPA-I inherits a 
strong economy. 
Economic boom 
continues 


serving prime minister after 
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ost proposals in former finance min- 
ister Pranab Mukherjee's last Budget 
in 2012 slipped below the radar as 
changes in the tax policy dominated dis- 
course. Perhaps the most controversial were 
retrospective amendments to tax laws, one of 
which affected Vodafone in India. 

Tax officials say 2008/09 was a 
watershed in policy and tax administration. 
That was when economic growth dropped to 
6.7 per cent, after three years of more than 
nine per cent growth. However, growth in 
government spending did not slow down. If 
anything, it sped up for a while. Consequently, 
pressure mounted on authorities to collect 
more taxes when the economy was slowing 
down. 

For instance, in the 2012/13 Budget, tax 
collections were expected to increase by 19.5 
per cent to 310.77 trillion. After Mukherjee's 
Budget speech in March 2012, many 
economists marked down their growth 
forecasts for the year. But the finance ministry did not lower tax 
collection targets, and this created perverse incentives for the tax 
administration. It must somehow extract taxes that are out of line 
with economic reality. 

Perverse incentives lead to increased litigation. By the end of 
2010/11, the value oftax disputes in litigation had almost doubled 
in two years to 34.05 trillion — enough to meet the government's 
annual subsidies twice over. Some experts expect Finance Minister 
P. Chidambaram to announce changes that will make it easier to 
settle these disputes. 

"We are way out as compared to rest of the world in terms of 
number of litiga- 
tions," said 
Parthasarathi 
Shome (pictured 
here) in November 
2012, just before 
he became advisor 
to Chidambaram. 

Litigation is not 
the only fallout. 
The pressure to 
collect more reve- 
nue in a wheezing 
economy has led to 
an aggressive tax 
administration that 
costs the exchequer dear. Data with the Comptroller and Auditor 
General shows that in the five years ending with 2010/11, the fi- 
nance ministry paid out 337,365 crore as interest on tax refunds 
— more than enough to cover a full year's spending on rural employ- 
ment guarantee programmes. 
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attractive destinations. Tata's views 
reflect the incongruity of India's eco- 
nomic policy. The following month, 
Finance Minister P. Chidambaram 
stepped away from his Budget- 
making duties to travel abroad, hard- 
selling India as an investment desti- 
nation. Could it be a coincidence that 
his tour came just a month after the 
head of a conglomerate with reve- 
nues of 34.75 trillion in 2011/12 
(which make it bigger than Karna- 
taka's economy) seemed to find other 
parts of the world more inviting? (A 
trillion is 100,000 crore.) 

The answer to why the Indian 
economy has fallen off a cliff this 
decade lies in the UPA's 10 Budgets 
(including an interim one), begin- 
ning 2004 (see Things Fall Apart, 
page 72.) 

The first Budget was built on 
high growth and a stable balance of 
payments. In 2003/04 - the preced- 
ing government's last year in office 
— the economy grew at 8.1 per cent, 
the fastest in 14 years. Besides, 
money from the developed world 
was chasing assets in India and other 
emerging markets, and the RBI grap- 
pled with the rather unfamiliar prob- 
lem of plenty. 

Things went from good to better. 
Between 2004 and early 2008, tax 
collection surged as the economy 
grew at over nine per cent for three 
years running. Tax collections as a 
percentage of gross domestic product 
(GDP) rose from 9.41 per cent in 
2004/05 to a peak of 11.89 per cent 
in 2007/08, thanks mainly to the 
escalating profits of companies. 
During this period, Chidambaram 
also introduced new taxes, such as 
the Fringe Benefits Tax and Securities 
Transactions Tax, and raised effective 
rates on the existing taxes. 

Parthasarathi Shome, adviser to 
Chidambaram at that time (and again 
since December 201 2), wistfully re- 
ferred to those years as a "golden age 
of tax reform" at a meeting in 
November 2012. 

This "golden age" also saw an 


Revenue deficit (as % of GDP) 


Saving (as 9 of GDP) 


37 











increase in spending. In 2005, a leg- 
islative framework on entitlement- 
based spending such as the rural 
employment guarantee programme 
was introduced. In 2009, finance 
minister Pranab Mukherjee would 
note that this kind of spending was 
unimaginable in the more frugal era 
of early 1980s, when he first became 
finance minister. 

This was also the phase when 
the first warning signs on subsidies 
emerged. The government swept 
them off the balance sheet by intro- 
ducing oil and fertiliser bonds. As it 
turned out, that was like skating on 
thin ice. 

By 2008, signs of fiscal stress be- 
gan to appear. The economy lost 
some of its momentum in the wake of 
the global financial crisis. By now, the 
UPA had begun to fritter away the 
gains of its early years. The 2008/09 
Budget included a 365,000-crore 
farm loan waiver. That year, three 
stimulus packages — spending and tax 
cuts totalling 31.86 trillion or 3.5 per 


cent of GDP — were announced to re- 
vive the economy. 

Shome's personal view was that 
the stimulus need not have been so 
large, but he acknowledged that it 
was "politically convenient". At a 
road show in London in late January, 
Chidambaram, too, conceded that 
the stimulus was excessive. 


fter the 2009 elections, the 
new UPA coalition appointed 
Mukherjee as finance minis- 
ter. "If we had come to power in 
2009, we would have been squarely 
blamed for ruining a perfectly healthy 
economy," says Yashwant Sinha, 
former finance minister and current 
Bharatiya Janata Party parliamentar- 
ian, explaining the economic situa- 
tion that prevailed then. Mukherjee's 
tenure was marked by a reluctance to 
withdraw the fiscal stimulus soon. As 
the deficit rose, reaching 5.89 per 
cent in 2011/12, it stoked inflation, 
which blunted the impact of RBI's 
monetary policy to control inflation. 








The political difficulty in rolling 
back what was meant to be tempo- 
rary spending to boost a troubled 
economy made it a long-term chal- 
lenge to manage the deficit. Former 
RBI governor Y.V. Reddy highlights 
the distinction between the structural 
and cyclical aspects of the fiscal deli 
cit. In his book Economic Policies and 
India's Reform Agenda, he suggests the 
stimulus package has become a struc- 
tural problem. "There is, perhaps. a 
structural deterioration in the fiscal 
situation," he writes. "The nature ol 
stimulus has been such that the con- 
sumption expenditure and the com- 
mitted expenditure have increased.” 

In a recent interview with 
Business Today, he emphasised that a 
stimulus was something that would 
be withdrawn. He said: “You have to 
make a distinction between stimulus 
[and structural issues] — something 
you can do now and remove in nor- 
mal circumstances.” 

Looking back at the last nine 
years, it is hard to see how the coun- 
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try could repeat the economic per- 
formance of 2004-08. “Now, people 
are beginning to wonder if 9.5 per 
cent was a fluke, driven by over- 
bloating in liquidity globally," says 
Vohra of the EIU. 

Chidambaram has promised that 
the fiscal deficit in 2012/13 will be 
limited to 5.3 per cent of GDP — an 
overrun of 20 basis points. Moreover, 
he assured overseas investors in Jan- 
uary that the year, unlike 2008/09, 
will not be one of profligate spending. 

Samiran Chakraborty, Head of 
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Research, Standard Chartered Bank, 
says o[ Chidambaram: “He does not 
have the option of presenting a radi- 
cal budget this time around." 

A bird's-eye view of government 
finances suggests that little can be 
done in a short time frame. About 56 
per cent of the total expenditure of 
114.9 trillion goes towards interest 
payments, pensions, subsidies, grants 
to states, and defence. 

Experts say the revenue deficit is 
key to fixing the fiscal mess. The rev- 
enue deficit is the excess of current 
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expenses over current income, and it 
represents erosion of savings by the 
government. By borrowing to meet 
current consumption, the govern- 
ment is diverting part of national 
savings away from investment in the 
building blocks of future growth. 
"Insofar as the revenue deficit 
reflects government dissaving, it re- 
flectsafall in the overall savings rate,” 
says Srivastava of Ernst & Young. 
Revenue deficits over the last four 
years have been among the highest 
in four decades, and have dragged 


down national savings, investment 
and growth. 

Subsidies over the last nine years 
are an important cause of the rise in 
the revenue deficit and its impact on 
economic growth. Subsidies for four 
years — from 2008/09 to 2011/12 — 
were over two per cent of GDP. In al- 
most four decades before that, subsi- 
dies exceeded two per cent of the GDP 
only twice. 

The government has tried to cut 
subsidy costs by gradually increasing 
the retail price of diesel and 


disbursing subsidies through cash 
transfers. Unless subsidies can 
be compressed by increasing 
government efficiency, there seems 
little hope of a sustainable solution to 
end the use of national savings to 
support government consumption. 

"India is an inefficient spender of 
its resources," says Vohra of EIU. 

A cut in consumption is neces- 
sary to step up government invest- 
ment in infrastructure — the building 
block of long-term growth. And yet 
the UPA's Budgets show a steady fall 





in capital expenditure as a percent- 
age of growth, which has weighed 
the economy down. 

If Chidambaram begins to set 
government finances in order, it will 
still be years before momentum picks 
up. As he presided over the beginning 
ofthe fiscal mess and the understate- 
ment of the deficits, it would be poetic 
justice if he started the clean-up. @ 

Additional reporting by 
Shweta Punj 


Send your comments to editor.bt@intoday.com 
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Chaitanya Kalbag: All indi- 
cators point to a very dis- 
turbing situation. Mr 
Chidamabaram has already 
pushed in measures that 
should have been part of the 
Budget. I think something is 
afoot. 

Yashwant Sinha: Whenever a fi- 
nance minister sits down to prepare 
the Budget, there are five or six issues 
he has to keep in mind. The first is 
macroeconomic issues: the current 
macroeconomic issues are the vari- 
ous deficits, inflation which refuses to 
go away, interest rates as a result of 
that, and then savings anc invest- 
ment, which will include the flow of 
foreign funds — FII and FDI. 

Now, we discussed this last year, 
that the last Budget was :he last 
chance Budget of the UPA govern- 
ment because the next Budget 
would be just before elections, and 








this year is the last full Budget of the 
UPA government. Next year would 
be a vote on account Budget. So, 
whatever has to be done, has to be 
done now. Last year's Budget was 
clearly regressive. We went back- 
wards. And now when the old fi- 
nance minister or the new finance 
minister has taken over again 
(Chidambaram taking over from 
Pranab Mukherjee), he is trying to 
reverse everything that Pranab 
Mukherjee did. So much change 
does not even occur when govern- 
ments change. 


CK: We talk about the 
problems of the coalition, 
but in this case, they are 
both from the same party. 

Sinha: The same party, the same 
prime minister. The prime minister 
is as much involved in the Budget 
exercise personally as perhaps the 


In a spirited panel discussion moderated by Business Today editor 
Chaitanya Kalbag, Yashwant Sinha, MP and former finance minister, M. Damodaran, 
former SEBI chairman, Satya Poddar, Partner, Ernst & Young, Samiran Chakraborty, 
Regional Head of Research, Standard Chartered Bank and Nilesh Shah, President, 
Corporate Finance, Axis Bank, shared their views. Edited excerpts 


For the full discussion, go to 


businesstoday.in/budget2013-panel = 











finance minister. And he is privy to AA k: E A L 

every decision that the finance min- š T < E E D s 

ister takes. In fact, the Budget speech F i G E T i k. G E i i ie i T TO 

is taken by the finance minister to 

the prime minister for a look; the M E D U C E T P E B U ind D E N 


prime minister proofs the Budget 


speech, only then it goes into print. O F & U EB s E D 1 ES " 


The only freedom the finance minis- 
ter enjoys is to insert a quotation... Former Finance Minister 
or some poetry. 

The finance minister has options, 
he has very difficult options. I under- 
stand, he has reduced the expendi- 
ture of the government by over 
1100,000 crore in this year's Budget. 
But he has a very difficult task. The 
starting point has to be control of the 
fiscal and revenue deficit. Whatever 
maybe the immediate price that the 
government has to pay, it is impor- 
tant in the national interest that the 
government does it. A bitter pill to- 
day will lead to better health tomor- 
row. If we don't do it, then we are 
going further downhill. That is the 
starting point. If the FM is able to rein 
in the fiscal deficit at 5.3 per cent in 
this year's Budget and 4.6 per cent in 
next year's Budget, then I will com- 
pliment him and say he has made a 
strong beginning. Austerity will not 
save us tonnes of money, but will 
send out the right message. 

It appears on the expenditure 
front in these nine years, the govern- 
ment has followed a very expensive, 
reckless policy. I am reminded about 
the comment that Dr I.G. Patel made 
about the Rajiv Gandhi era that "he 
has spent as if money didn't matter." 

This is why fiscal deficit has to be 
reined in, which will have an impact 
on inflation. 


CK: Mr Damodaran, would 
you like to say something 
about the situation? 

M. Damodaran: Austerity sends a 
message, but it is not the complete 
package. By doing a little less of the 
same, you cannot get a solution that 
is sustainable and can serve you in 
the long run. I believe that somebody 
should take time off from the here 
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and now, and look at the Budget in 
detail and see what needs to survive. 

I also believe the huge positive we 
have is that there is a recognition 
and understanding of the nature and 
dimensions of the problem. What 
you need is putting in structural so- 
lutions, and they will emerge only 
from zero-based Budgeting. 

Two-three points I think are im- 
portant. One, I think there is exces- 
sive dependence now on foreign in- 
stitutional investment, especially 
through participatory notes, and to 
my mind, in the long term, this can 
be hugely destabilising. It is all right 
in the short term, you find that flow 
of money has dried up and vou are 
agnostic about the instruments 
through which the money comes in. 
That is not a long-term solution. We 
need to ensure that the Indian con- 
tribution to the Indian growth story 
is more than what it is at this point 
of time. 

In India, we find increasingly a 
practice which is called nothing suc- 
ceeds like a successor, the predeces- 
sor is necessarily wrong. 


CK: We did some analysis 
and it showed that in the last 
nine years this government 
has been constantly revers- 
ing direction, you do some- 
thing and then you undo it. 
Damodaran: In fact, if you talk to 
people within and outside the coun- 
try they will tell you, make whatever 
provisions you want to, but do two 
things: let those provisions stay un- 
changed for a while, so that we get 
used to it and we can plan our busi- 
nesses and our life on that basis. 
Number two, state it simply, we do 
not want too many ifs and buts, 
which then makes it paradise for 
lawyers. Make laws a little simpler . 

These are the two things people 
are asking for. Some continuity, 
some certainty, some clarity on what 
the provisions are. 


CK: So, Mr Poddar, taxation 
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is being frequently referred 
to. I am very interested to 
know what you have to say. 

Satya Poddar: On the taxation side, 
the government has been trying to 
mobilise additional tax revenues. As 








a result rather than mobilising addi- 
tional revenues, the tax system has 
become less productive than before. 
Compliance has gone down. A very 
aggressive tax administration is scar- 
ing foreign investors. There are in- 





creasing volumes of disputes in the 
courts on issues which should not 
have been debated at all. In countries 
like Britain, Japan, there are no more 
than one or two court cases of trans- 
fer pricing. In India there are 4,000 
transfer pricing cases each year and 
none of them gets resolved and then 
the government of India says or the 
ministry of finance says that we have 
140,000 crore in demand of transfer 
pricing cases which is a method of 
bringing back illegal money. Now 
transfer pricing and illegal money 
have absolutely nothing in common. 
Transfer pricing is nothing but a divi- 
sion of a declared income between 
two governments. 








rich that you are trying to tax, and I 
divide the rich into three packets: the 
working rich, the investor rich and 
the invisible rich. Working rich are 
basically the employees who do work. 
All of their income is fully reported 
and is fully taxable and they are the 
ones who are in the universe of tax 
returns filed. I have a feeling that 80 
to 90 per cent of the so-called rich, 
say, more than 150 lakh to 31 crore 
of income, are really the employees 
who have done well through their 
efforts and are getting good salaries. 
Then you have the investor rich. 
The investor rich are essentially those 
who have done well, but they get 
their income predominantly from 


country? 

Samiran Chakraborty: | would 
start by saying that the drop in 
growth rate from nine per cent plus 
to just five per cent in five quarters. 
What we are observing today is prob- 
ably that five per cent is being ar- 
rested; we are not dropping any fur: 
ther for almost four quarters now. 
We are kind of stagnating around 
that five per cent mark. We are yet to 
see distinct macro improvement 
coming in terms of growth numbers. 
So, my point is very simple that our 
growth slowdown is primarily in- 
vestments slowdown, which is now 
getting translated into a consump- 
tion slowdown. Now, the invest- 


"COMPLIANCE HAS GONE DOWN. AN 
AGGRESSIVE TAX ADMINISTRATION 


IS SCARING FOREIGN INVESTORS" 
SATYA PODDAR, Partner, Ernst & Young 





Now take the example of GST, 
(goods and services tax) in 2006/07 
they announced they will have GST 
in five years. For the first four years 
nothing was done, no serious study, 
no task force was created and the is- 
sues were discussed at very casual 
meetings more like a tea party. 

Number one on the GST front, 
they need to go back to the basics. 
The constitutional amendment Bill 
that was tabled was clearly flawed. 
The government was not serious 
about implementing it and there was 
no consensus on it. Now they have 
reached a compromise. In my view, 
compromise is still the second best. 
The government should still take 
some time to see if they can get a 
better model. 

My own feeling is that the Centre 
has given up. Mr Chidambaram's 
view is let me get GST, no matter how 
good or bad. 

Now you talk about taxation of 
the rich. My own view is who are the 


capital gains and dividends and 
maybe interest. And those incomes 
by law are not taxable. Capital gains 
are all exempt on listed securities. 
Dividends are not taxable at the per- 
sonal level, they are only taxable at 
the corporate level and even interest 
income — if they have tax-free bonds 
or other instruments — even that is 
not taxable. So those incomes per- 
haps are declared because they are 
not taxable in any case. Now that's 
where you have no tax. Now when 
you say the rich should pay more tax, 
[ say by all means, but then define the 
rich to include all the three catego- 
ries. If vou simply increase the tax 
rates in the name ofrich paying more 
tax you are basically going to in- 
crease more burden on the employee 
class which is already a very signifi- 
cant contributor to the tax system. 


CK: Dr Chakraborty, how 
do you see things from the 
commercial capital of the 


ments slowdown is because ol three 
broad reasons - one is obviously the 
high interest rate effect, and two is all 
kinds of approval related issues, and 
three is that at this point of time if we 
take the top 500 companies in India. 
their debt equity is at a 10-year high. 
We will see a pretty slow recovery in 
investment because of high leverage. 

So, essentially 2013 is also going 
to be a year of relatively slow growth. 
I completely endorse the view of fis- 
cal consolidation. There is a lot of 
skepticism in the market whether it 
can deliver on the 5.3 and 4.8 [fiscal 
deficit] or not. He does not have an 
option of presenting a radical Budget 
this time around. 


CK: Mr Shah, since you 
watch the markets so closely, 
what I am interested in hear- 
ing from you is: what contin- 
ues to influence investors' 
sentiments? Some of us are 
very worried about what is 
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coming our way, but others 
are very happy. 

Nilesh Shah: One simple point is 
that, from the domestic investor 
point of view the market is nearing 
an all time high, but if you are a glo- 
bal investor it is 30 per cent lower 
than the all-time high because of 
rupee depreciation. 

One thing we need to remember, 
globally there is huge liquidity, al- 
most $7 trillion has been injected into 
the global coffers, which can come to 
India. Interest rates globally are one 
of the lowest in the history of man- 
kind. And India, today can take ad- 
vantage of the highest ever liquidity 
and lowest ever interest rates. 2003 
to 2008 was the golden period of 
Indian growth. One of the prime fac- 
tors was drop in interest rates. The 
government of India used to borrow 
at 14 per cent in 
1996/97 and it came 
down to around five per 
cent in 2003/04. 
Interest today is one- 
third of our total income. 
The government spends 
one-third of its income 
just paying interest rates. 
If we can bring down 
interest rates through some efforts, it 
releases so much of pressure from the 
fiscal deficit side. These are the things 
which can be done. 


CK: Mr Sinha, where do we go 
from here? 

Sinha: Whoever it was in 2009, and 
you know who it was, inherited a 
badly damaged economy and I said 
in the Lok Sabha one day, "I am glad 
we did not come in power." Because 
if we had come in power in 2009, we 
would have been squarely blamed for 
ruining a perfectly healthy economy. 
Be that as it may, I think the 2014 
situation is going to be very grim. A 
modern economy runs on sentiment. 
It is so much arithmetic, but it is also 
sentiment, and sentiment depends 
on the political will of the govern- 
ment of the day. 
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I don't think this Budget is going 
to help this way or that way because 
everyone is looking forward to 2014 
or whenever the next elections are 
held. So, really the challenge is for 
the next government, whichever is 
to ensure that sentiment in the econ- 
omv improves. 

So, I don't expect very much to 
happen in this Budget which will 
help the economy move forward. On 
the taxation front, which has been a 
major part of discussion we had 
here, I would entirely agree with Mr. 
Poddar. that it is better not to have 
GST than to have a moth-eaten GST. 
As far as DTC is concerned, the rec- 
ommendations of the parliamentary 
standing committee are with the 
government and they are in a posi- 
tion to pick up elements which are 
useful from the DTC and introduce 








wish list is: not higher taxes but bet- 
ter tax administration. Secondly, I 
would like to see investments in skill 
building. We talk about demographic 
dividend, but this is not a dividend, 
unless you invest in skills, skilling 
and re-skilling. In fact, some of the 
NREGA funds you can scale down 
and use that for skill building which 
this country needs, otherwise those 
large numbers between the 18 and 
35 age group will be a liability. 


CK: Dr Chakraborty, what 
you would like to see that 
would make you more opti- 
mistic about this Budget? 

Chakraborty: After the promises 
that the FM has made in the last few 
weeks, any slippage on the fiscal side 
will spell disaster for foreign invest- 
ment sentiment. We need a more 


"ESSENTIALLY, 2013 IS ALSO 


GOING TO BE A YEAR OF 


them in this Finance Bill. As far as 
GST is concerned, I have been saying 
it for a couple of years now that you 
leave the states, for the time being, 
why don't we have a central GST. 
Let's have a central GST and this will 
then become a powerful tool to con- 
vince the states that GST can work. If 
it can work it at the central level, it 
can work at the state level. 

I don't agree that we should be 
adventurous as far as taxation is 
concerned. It pays to be conserva- 
tive. Let the rates be stable. Let's not 
indulge in all this talk of taxing the 
super rich and inheritance tax and 
all that. This is not the time to do it. 


CK: What would you do, 
Mr Damodaran, if you were 
finance minister? 

Damodaran: Won t be, luckily. My 


RELATIVELY LOW GROWTH" 
SAMIRAN CHAKRABORTY, Regional Head, Research, StanChart 


balanced approach to the fiscal defi- 
cit where we need to get our tax-GDP 
ratio back to about the 12 per cent 
mark. We need to keep the tax rates 
as far as possible stable. We are 
almost on the verge of overhauling 
the direct tax structure and indirect 
tax structure, before that overhaul- 
ing happens, a kind of ad hoc meas- 
ure to tweak things would not be 
a great idea. In terms of expense 
reduction, capital spending should 
get priority and revenue spending, 
as much as possible, should be 
curbed. And lastly, financial savings 
side is a serious problem that is not 
getting highlighted enough. So, un- 
less we get the savings rate back up 
to 33-34 per cent, it is very, very dif- 
ficult to imagine that we will get out 
of the five-six per cent of low-level 
growth. 
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CK: Mr Sinha, how can we re- 
duce the monstrous subsidies? 
Sinha: Subsidies have always be 
treated as holy cows. It need 
fighting spirit to reduce the burden o 
subsidies, The best way to dea! wit! 
subsidies is to target them proper! 
Now this is where the cash transíei 


scheme becomes useful. The other 
that, we should evolve a formula 
that the moment your input cost goes 


up, your output price will go up. You 
raise the minimum support prit 
agricultural produce, automaticalh 
in PDS foodgrain prices wil! 

Now where it is serving an economi 
growth purpose, you should let 
survive, and all the rest of it should go 
to a targeted population. 


CK: Dr Chakraborty, do you 
see the risk of an asset price 
bubble? 
Chakraborty: It's difficult to defin 
bubbles, let me put three thing 
when we did this huge cash infusion 
in the economy post the financii 
crisis, there was no capacity in th 
economy to absorb the cash. That 
why we saw inflation playing up 
Second, because you don 1 
tax-adjusted real returns on diflerent 
kinds of financial instruments, som 
of the money is going into real esta 
and gold, creating a bubble-like siti 
ation. And the third kind of bubb 
could get created in the equity ma 
ket but the valuations are not 
much stretched as they were befor: 
the crisis, there is a little bit of room 
on the equity side. 


CK: It has been a fascinating 
discussion. Any final com- 
ments? 

Damodaran: There are lin 
talking up the economy, no 

have to walk up the econonn 
Poddar: Don't spring any mo! 
surprises. Stay bold and demysti! 
Sinha: My advice is: keep your expe 
tations low. € 
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Food Subsidy — 





FOOD FOR 
GRANTED 





Rising food subsidy 
has been a Salient 
feature of the UPA's 
budgets. What does 
the proposed food 
security law mean 
for the government's 
finances? 


By SEBASTIAN P.T., 
N. MADHAVAN and 
E. KUMAR SHARMA 
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ost days, around 
half a dozen middle- 
aged men in Tamil 
Nadu's Nemam vil- 
lage head for a 
slushy pond. They are farm labour- 
ers who have had little work for the 
past few months because of a 
drought in their Tiruvarur district. 
As an alternative they catch fish, but 
the income from it is not enough to 
survive on. "But for the free rice and 
other essential commodities we get 
at subsidised rates from the state 
government, we would have had no 
option but to commit suicide," says 
one of them, A. Sunderaj. 

About 900 km away, Sheikh 
Mehboob is in a slightly better situa- 
tion — but only slightly. Mehboob 
earns up to 36,000 a month as a 
construction worker in Andhra 
Pradesh's Ranga Reddy district. He 
says nearly two-thirds of his income 
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is spent on food. The balance goes 
towards rent for the single room he 
lives in with his mother, wife and 
three children, and on medicines. 
How do they get by? The 20 kg rice 
they get from the ration shop every 
month helps. "Still, it is inadequate 
for our family of six," he says, as he 
waits in a queue outside a fair-price 
shop. "We have to often buy up to 30 
kg rice from the open market at 335 
to 340 per kg." 

Sunderaj and Mehboob are 
among the millions of poor people 
across the country who benefit from 
the food subsidy and other welfare 
programmes of the central and state 
governments. Now, the Centre 
wants to go a step further. The 
United Progressive Alliance (UPA) 
government plans to enact legisla- 
tion that will confer a legal right on 
the poor to get subsidised foodgrain. 
The National Food Security Bill has 
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Helping hand: Subsidised grain 
being sold at a shop in Andhra 
Pradesh's Ranga Reddy district 
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SUBSIDY UP, BUT NOT BY MUCH 


The food ministry says the food security legislation will increase subsidy only marginally. 


Existing estimate based on 2000 population numbers 


lll Estimate once National Food Security Bill is passed 
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the backing of Congress President 
Sonia Gandhi, and the government 
aims to table the Bill in the Budget 
session of Parliament. The Bill has 
been in the works for the past couple 
of years, but there is greater urgency 
now to push it through Parliament 
as the government faces general elec- 
tions by May 2014. 

Critics, however, say the pro- 
posed law will increase the already 
high subsidy burden. Rising food 
subsidy could worsen the govern- 
ment's finances, especially at a time 
when the economy is growing at its 
slowest pace in a decade. The 
Centre's food subsidy has more than 
tripled in the past six years, from 
about 324,000 crore in 2006/07 to 
an estimated 388,977 crore in 
2012/13. The sharp jump is the re- 
sult of consistent increases in the cost 
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of procuring and distributing 
foodgrain while selling prices re- 
mained almost unchanged. 

The overall subsidy burden has 
risen as well, and at a pace faster 
than the increase in overall govern- 
ment spending. Since 2004/05, 
when the UPA presented its first 
Budget, total subsidies on oil, ferti- 
liser, food and other items have in- 
creased four times to 31.93 trillion 
(one trillion is 100,000 crore) in 
2012/13. During the same period, 
the government's total expenditure 
has grown 2.9 times. But, while 
measures such as an increase in 
diesel prices suggest that the govern- 
ment aims to pare down oil subsidies, 
there is no indication of any intent to 
contain food subsidies. 

Food Minister K.V. Thomas, 
however, dismisses suggestions that 
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the proposed law will impose a severe 
burden on the exchequer. "The im- 
plementation of the food security 
legislation will not mean a substan- 
tial increase from the existing sub- 
sidy bill," he told Business Today. 

The food ministry says existing 
subsidy estimates are based on the 
2000 population numbers and need 
to be updated according to the 2011 
Census. It maintains that, taking into 
the account the 2011 census, food 
subsidy will be 31.24 trillion for 
2013/14 under the current welfare 
programmes. The subsidy will in- 
crease only marginally, to 31.26 
trillion, if the food security legislation 
is implemented (see Extra Burden? 
Not Much). 

"The extra cost, which is very 
moderate, should not be seen as a fi- 
nancial burden but as an excellent 


"THE EXTRA COST SHOULD 

NOT BE SEEN AS A FINANCIAL 
BURDEN BUT AS AN EXCELLENT 
INVESTMENT" Jean DREZE, Economist 
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Lemon Tree Hotels 
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+++ Welcome to fresh interiors, friendly smiles and 
1 ; M witty humor. Welcome to Lemon Tree Hotels. 
> + 90% of our hotels* have received the TripAdvisor 
n ay Certificate of Excellence 2012. So the next time 
$ $9994 you pack your bags, make sure you unpack them 


999 at a Lemon Tree Hotel. 


Book online at lemontreehotels.com 
or call Central Reservations at +91 9911 701 701 


lemon tree’ ms c Tedfon 


PREMIER HOTELS daas 


BY LEMON TREE HOTELS 
UPSCALE MIDSCALE ECONOMY 


*Operational for » 1 year 





Isu 3: E310 Food Subs 


Food Minister K.V. Thomas 
spoke with Sebastian P.T. 
on the National Food 
Security Bill. Edited 
excerpts: 


How long will it take to 
sort out all the issues 
relating to the proposed 
food security law? 

We are holding a meeting of 
state food ministers on 
February 13. | will then 
know what is in their minds 
and take forward their 
proposals. We hope to table 
the Bill in the last week of 
the first half of the budget 
session, before March 22. 


Have you factored in 
possible shortages of 
foodgrain that may arise 
once the law is passed? 
We have worked out the en- 
tire scheme based on the 
projections by the agricul- 
ture ministry up to 2040. 
We will have no scarcity at all and, in fact, 
will be able to export some grain as well. 
However, this will be a success story only 
if farm production continues to be good. 





"BUILDING CONSENSUS IS 
THE MAIN CHALLENGE" 










There is the fear that poorer 
states could be at a 
disadvantage if a proper 
formula is not adopted 
for allocation of 
foodgrain... 

The states will only bene- 
fit further when the Bill is 
implemented. Whatever 
the states are getting 
now will be ensured 
for them by an execu- 
tive order. 


What is your 
biggest challenge 
at the moment? 
Building consensus 
on all issues. 





1 | 
Full interview at 
www.businesstoday.in/kvthomas 
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Hard labour: 





investment,” says econo- 
mist Jean Dreze. He was 





Agricultural 
workers 


rupee per kg, respec- 
tively. The remaining 





' catching fish l 
part of the team which in a pond in beneficiaries, or the ‘gen- 
drafted an early version of Nemam eral households’, will get 
the food bill for the Sonia village in ; at least three kg of grain 
jandhi-led National [Swen t half the price the gov 
Gandhi-led Nationa Tiruvarur at half the price the gov- 
Advisory Council (NAC). district ernment pays to farmers 


N.C. Saxena, a mem- 
ber of the NAC, says that, if 
higher subsidy is the main concern, 
selling prices could be raised from the 
current proposal of three rupees per 
kg for rice, and two rupees per kg for 
wheat. "Most poor people would not 
mind buying foodgrain for five to six 
rupees per kg," he says. "What 
should be ensured is quality and 
certainty of foodgrain." 

There are many other issues as 
well that the government will have 
to settle before the food security leg- 
islation can be passed in Parliament. 
The Standing Committee on Food 
Consumer Affairs and Public 
Distribution, in a report submittec 
last month, made several recommen- 
dations which the government may 
not agree with. 

The Bill proposes to include up to 
three-fourths of rural folk and half of 
the urban population as beneficiar- 
ies. It says that 46 per cent of rural 
and 28 per cent of urban beneficiar- 
ies will be ‘priority households’. 
Individuals from this segment would 
get seven kg of grain per month with 
rice. wheat and coarse grain costing 
them three rupees, two rupees and a 





to procure grains. The 
government's calculation 
of the subsidy bill at 31.24 trillion for 
2013/14 was based on this. 

However, the panel recommends 
removal of any distinction between 
the beneficiaries. "So, the entire 67 
per cent (the rural and urban benefi- 
ciaries put together) will now be- 
come the priority sector as per the 
panel," says Thomas. If imple- 
mented, this could substantially in- 
crease the food subsidy. Also, the 
very poor who at present get benefits 
under the Antodaya Anna Yojana 
will end up getting less than the 35 
kg of grain they get now if the com- 
mittee's suggestions are accepted. 
Thomas hints that the government 
plans to retain the scheme as it is. 

Thomas admits that the biggest 
challenge before him is to build a 
consensus on the proposed law. The 
first test will be on February 13 when 
food ministers from all the states 
meet in New Delhi. What emerges 
from the meeting will determine just 
how the UPA government fulfills its 
promise on food security. 


Send your comments to editor.bt@intoday.com 
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55/3; *115:14 Opinion Poll 


AND THE 
HONOURS GO TO... 


P. Chidambaram ranks as India's best finance minister since 1991, but does not 
enjoy as much trust when it comes to — a crisis 












: : £5 : I 
Manmohan Singh x P. Chidambaram x Pranab Mukherjee : Yashwant Sinha x par Singh 


M WHO HAS BEEN INDIA'S BEST FINANCE MINISTER SINCE 1991? 
30% 42% 11% 12% 5. 


Q2 WHO WAS THE KINDEST TO TAX PAYERS? 
40% 23% 17% BILE E 


WHO BEST KEPT A CHECK ON WASTEFUL GOVERNMENT EXPENDITURE? 


38% 28% 17% 11% Kx 


bl WHO HAS BEEN THE MOST GROWTH- ORIENTED FINANCE MINISTER? 
42% 37% 10% 6» M 


05 WHOM WOULD YOU TRUST THE MOST IN A CRISIS? 
33% 24% 29% 12% my 


The results of a poll onturled by Ipsos on behalf of Basiniss Today among 98 CXOs, batwaen Feb 1 and 5, 2013 | 
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The oil and gas that Cairn India and its JV Partners produce, fuels Indians every day. By helping them cook, lighting up their 
homes, making transportation and countless other necessities more accessible. More importantly, we help fuel the aggressive 
growth of our amazing nation. But that’s not all. By producing nearly 25 per cent of India's crude oil, we also reduce the nation s 
dependency on foreign oil. Every year, we add more than Rs. 16,000 crores to the Government s revenue, ensuring 


that more is available to the Government to spend on creating vital infrastructure to fuel our nations economy 
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P, Chidambaram 


Introduces the Fringe 
Benefits Tax in 2005. 

“The tax is not a new tax, 
although I am obliged to 
call it by a new name." 
February 2005 








Understates deficits. 

"LI acknowledge that 
significant liabilities 

of the government on 
account of oil, food and 
fertiliser bonds are currently 
below the line." 

February 2008 


Wants to change the Direct 

Tax Code Bill introduced by Pranab 
Mukherjee in Parliament in 2010. 
"DTC requires a fresh look." 
August 2012 






Initiates work towards a new framework 
for Goods and Services Tax although 
Mukherjee has already devised one 
and introduces it in Parliament through 
a constitutional amendment. 
"When GST should come into force is really 
a matter for states to decide." 

November 2012 


DAGGERS 
DRAWN 





The UPA's 10 budgets 
have been presented by 
two finance ministers, 
P. Chidambaram and 
Pranab Mukherjee. 
Despite being from the 
Same political party and 
working under one prime 
ninister, Chidambaram and 
Mukherjee have tried to 
undo each other's 
work, adding to the 
economy's problems. 





Postpones controversial General 
Anti-Avoidance Rules (GAAR) by two years. 
"These decisions by and large 
addressed all concerns." 

January 2013 


Seeks a solution for retrospective tax amendment 

affecting Vodafone through negotiations. 

"There's an ongoing dialogue with hopes for a 

quick resolution." | 
January 2013 
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D Abolishes Fringe Benefits Tax. 
so" "This tax has been perceived 








as imposing considerable 
compliance burden... | 

j | propose to abolish the 
PAL a | Fringe Benefits Tax." 
Fa e | June 2009 


Faces up to deficits, prefers cash. 
^I would like to continue... 
extending government 
subsidy in cash." 

February 2010 


Introduces Direct Tax Code in 
Parliament in August 2010 to 
overhaul direct tax structure. 

^We shall be able to finalise 

the code ... in 2011/12." 

February 2011 


Introduces a constitutional 
amendment bill to 
transition to GST in 2011. 
^Decisions on GST have to be taken 
in concert with states." 
February 2011 


Introduces GAAR in Budget 2012/13, which is 
to become effective a year later. 

“I propose to introduce a General 
Anti-Avoidance Rule to counter 
aggressive tax avoidance." 

March 2012 


Introduces a retrospective amendment 

in Budget 2012/13 to tax Vodafone. 

“There cannot be a situation where somebody 

will make money on an asset located in India and 

will not pay tax either to India or to the 

country of its origin." 
May 2012 


ILLUSTRATION BY SANTOSH 





Polio couldn’ 


cripple 
Ajaya S spirit 


Ajaya's dream of self-reliance led 


him to Microsoft's technology skills 
program, that empowered him 
to find a suitable job. 


Project Jyoti: Over 450,000 youth 
trained, of whom 7096 are in jobs 
or self-employed. 


To know more, visit www.microsoft.com/india/abo 
or find us on www.facebook.com/microsoftindia 
and www.twitter.com/microsoftindia 


E Microsoft 
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A glance at the 
UPA's Budgets since 
it came to power 
in 2004 shows an 
upbeat start and 
grand plans, which 
eventually turned 
into unfulfilled 
promises and 
desperate efforts to 
collect more taxes 
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Emphasised the United 
Progressive Alliance's 
common minimum 
programme, committed 
the government to fiscal 
reform 


Proposed that an economic 
think-tank should prepare a 
blueprint to streamline 
subsidies 


Spelt out the constituencies 
the UPA aimed to please 
through focused spending 
and incentives — rural 
India, the socially 
disadvantaged and 
religious minorities 


% 
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Introduced a new tax, the 
Securities Transaction 
Tax, on stock market 
transactions to replace 
long-term capital gains tax 
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Introduced the National 
Rural Employment 
Guarantee Scheme 


Introduced two more taxes: 


Fringe Benefits Tax 
and Banking Cash 
Transaction Tax 


Hinted at backtracking 
on fixed fiscal targets 


Proposed a pension bill. 
(This has yet to get 
parliamentary 
approval) 


Outlined a plan to turn 
Mumbai into an 
international finance 
centre such as London 
and Tokyo 
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Estimated GDP to have 
grown at 8.1 per cent in 
2005/06 (The actual 
figure, released within 
months, showed GDP grew 
at 9.5 per cent) 


Increased tax rates 
selectively on companies 
and securities 
transactions 


Budget showed revenue 
surge with economic boom 
boosting direct tax 
collections. 


Service tax rate 
increased from 10 to 12 
per cent 


Reiterated priorities: 
education, health, 
nutrition and the 
employment guarantee 
scheme 





FM: P. CHIDAMBARAM - 





Extent of oil subsidies 
partially concealed by 
taking them off the 
balance sheet 


Promised to meet all 
fiscal targets as 
economic boom brought 
high revenue 
growth 


Increased education 
cess tofund massive 
education 
programme 


With Commonwealth 
Games scheduled in 
Delhi for 2010, 
announced tax breaks 
to build hotels 


Proposed setting up an 
independent debt 
management office 
to manage government 
borrowings. 


SHEKHAR GHOSH 


Narendra's vision 
has revolutionise 
learning 


Determined to captivate his student 
Sanskrit teacher Narendra Singh 
attended Microsoft's teacher 
training program and adopted 
technology to enhance learning 

of this ancient language. 


Project Shiksha: More than 732,000 
teachers trained, over 36 million 
students impacted. 


Scan the QR code wit! 
your mobile device to visi 
us online. If you don't hav 
a QR Code Reade! 
SMS ‘BT’ to 56677 


get the App for free 


To know more, visit www.microsoft.com/india/abe 
or find us on www.facebook.com/microsoftindia 
and www.twitter.com/microsoftindia 


-m Microsoft 
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With general elections 
coming, a 365,000 crore 
farm loans waiver 
announced 


Implementation of the 
Fiscal Responsibility 
and Budget 
Management Act 
deferred on account of social 
expenditure 


Median central excise 
duty lowered from 14 per 
cent to 12 per cent 


(Budget presented in the 
wake of 12 successive 
quarters of above eight 
per cent growth. But the 
global downturn is about to 
strike, and will confound all 
budgetary expectations) 
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Delivered against the 
backdrop of three 
stimulus packages, 
adding up to 3.5 per cent 
of GDP, announced in the 
previous year to bolster the 
economy following the 
downturn. Public finances 
in a mess as a result. Fiscal 
deficit for 2008/09 at 7.8 
per cent 


Warned oil subsidies 
needed to be streamlined 


Fringe Benefits Tax 
and Commodities 
Transaction Tax 
abolished 





Shows huge increases in 
consumption — 
oriented spending 


RACHIT GOSWAMI 
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Warned governance 
weaknesses were 
holding back economic 
growth 


Called for a review of the 
stimulus as the 
economy had begun to 
recover. Began partial 
rollback by increasing 
median excise duty to 10 
per cent from eight per 
cent 


Ended the practice of 
keeping a part ofthe 
deficit off the balance 
sheet. Said subsidies 
would all be paid in 
cash and accounted for 
in the Budget 


Said Direct Tax Code 
could be implemented 
from 2011/12 


1 
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Recognised India's 
changing food 
habits. Funds set aside 
for schemes to boost 
production of 
vegetables and 
protein-based food 


Economic growth 
for 2011/12 projected 
at nine per cent (It 
turned out to be 6.5 
per cent) 


Exemptions in excise 
duty reduced to 
streamline it for GST 
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Promise to bring down 
subsidies to less than 
two per cent of GDP 


Rollback of fiscal 
stimulus continued, 
service tax and excise 
duty raised 


Announced there would be 
amendments to tax 
laws with 
retrospective effect, 
foreign investors alarmed 


(Budget presented amid 
pronounced 
slowdown. With a 
revenue shortfall and rising 
subsidies, fiscal deficit 
of 2011/12 touched 5.8 
per cent of GDP) 





A. PRABHAKAR RAO 


EU 2 


Empower. 


Imagine. 
Realise. 


Mohana Priya's eyes reflect a hope 
for a better future. At Microsoft, 

we work with governments, 
nonprofit organisations and 
businesses to create opportunities 
for young people like Mohana Priya 
to realise a better tomorrow. 


Scan the QR code with 
your mobile device to visit 
us online. If you don't have 
a QR Code Reader 

SMS 'BT' to 566776 to 

get the App for free 


To know more, visit www.microsoft.com/india/abo 
or find us on www.facebook.com/microsoftindia 
and www.twitter.com/microsoftindia 
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ADITYA KAPOOR 


Data on defaults suggests that 
Indian borrowers have become 
Increasingly ill-behaved, but 
x that will have to change soon. 

By ANAND ADHIKARI 


Credit 
TWOFtlV 


One. morning, two years ago, when the officials of the Asset 
Reconstruction Company of India Ltd (ARCIL), which buys and sells bad 
loans acquired from banks, turned up at a Bangalore housing complex to 
repossess a defaulter's flats, they were nonplussed. The defaulter's tenants 
—a police inspector, a politician and a small-time businessman - were all 
influential. One had removed all the locks on the outside of the front door. 
Despite the backing of an order from the chief metropolitan magistrate 
and a team of cops, the ARCIL officials could do little but request the tenant 
to open the door. Morning passed into afternoon, and finally the police 
decided to smash in the door. Alarmed by the noise, the tenant finally 
opened it. The second tenant threatened the ARCIL team with dire conse- 
quences. The third threatened to commit suicide. "We persisted with our 
request for the lease agreements executed by the defaulting borrower," 
Says an ARCIL official. But the tenants cited the law to prevent the officials 
from entering the flats. After much discussion, the tenants sought 10 days 
to find other accommodation, and promised in writing to vacate. 
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The story did not end there. “We granted them the 
time, as the police also advised us,” the ARCIL official said. 
But the very next day, the tenants obtained a temporary 
stay on the repossession order, from the debt recovery 


tribunal. The ARCIL officials are still doing the rounds of 


the court to repossess the flats. 
There is no dearth of stories about defaulters using 
every means possible to 
scuttle the legal process. A 
jewellery exporter offered 
disguised copper alloy as 
part of the collateral for a 
loan, and later sued the 
bank for his ‘missing’ gold. 
In another case, ARCIL had 
to arrange a contingent of 
200 policemen and private 
security guards to repos- 
sess a textile manufactur- 
ing company’s factories. 
“We end up getting the 
most difficult borrowers,” 
says P. Rudran, Managing 
Director and CEO, ARCIL. 
Bankers tend to sell what- 
ever they cannot recover 
on their own, he explains. 
The concept of focused 
asset reconstruction com- 


Wilful Defaulters 


on the Rise 


Value of suits filed by banks 
and institutions in cases of 
loans over 325 lakh 
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panies for the recovery of non-performing assets (NPAs) 
was born in early 2000 to help banks. The 63-year-old 
Rudran, who operates from a tenth-floor office in a sub- 
urban Mumbai tower, has his work cut out, judging by 
the mounting NPAs in the banking system. Gross NPAs 
are expected to touch 3.5 per cent, and corporate debt 
restructuring, 5.7 per cent, of total advances in the 
banking industry in 
2012/13. Loans and ad- 
vances in the system stood 
at 150.74 trillion (a trillion 
equals 100,000 crore) in 
2011/12. Rudran's ARCIL 
so far has bought nearly 
150.000 crore worth of 
NPAs in the past decade. 

"No one borrows 
money to default, and not 
all NPAs are wilful de- 
faults," says S. Ravi, who 
runs a chartered account- 
ancy firm in South Delhi, 
and also sits on the board of 
IDBI Bank Ltd. "You have to 
separate the wheat from 
the chaff,” he adds. 

Ravi's argument can be 
justified, as even good bor- 
rowers can get trapped in 


Amounts in 3 crore, Source: RBI/ CIBIL 
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A bad credit 
history can mean 
trouble. If fresh 
loans won't go to 
bad borrowers, it 
naturally improves 
the credit culture» 


Arun Thukral, CEO of credit 





tracker CIBIL, at Mumbai's busy 
Churchgate station 


NPAs because of ups and downs in the economy, a sudden 
rise in interest rates, inflation and other reasons beyond 
their control. 

But Indian borrowers can be reckless, too. The track 
record suggests that a part of stressed assets turns into 
wilful defaulters. The value of suits filed against defaulters 
has more than doubled in five years to reach 323,439 
crore in 2011/12 (see Wilful Defaulters on the Rise). The 
alarming trend of borrowers disposing of assets prompted 
the Reserve Bank of India (RBI) to expand the definition 
of wilful defaulter'. Before 2008, it simply meant someone 
who had the capacity to repay, or who diverted or si- 
phoned off borrowed money. Now, the definition includes 
promoters who dispose of collateral assets without the 
knowledge of the lending bank. 

Another symptom of bad credit behaviour is the over 
four million cases of bounced cheques — mostly retail — 
pending in the courts. 





Do Indians have a cavalier attitude towards timely 
payment? Some in the industry believe so. For example, 
global credit insurer Atradius, present in India for well 
over a decade, has documented payment delays in the 
country, and found that business-to-business payment 
delays of more than three months stood at 8.4 per cent of 
domestic invoices in November 2012 — well above the 
Asia average of 5.5 per cent. And the value of uncollect- 


businesstoday.in/loan-defaulter = 








able (written off) business-to-business receivables v 
per cent in India, compared to the Asia averag 
5.3 per cent. 

This would make any foreigner hesitate to do business 
with Indian promoters. "We have seen delays in the I1 
sector or amongst the small and medium enterprises, 
says Arun Rajan, country manager, Atradius. 

This bad payment habit extends to bank loans. Eve! 
some young borrowers, such as students, default, in their 
first relationship with a bank. Today, gross NPAs in educa 
tion loans are over seven per cent of advances. As thai 
number is rising, banks are going slow on education 
loans. Former finance minister Pranab Mukherjee had 
even proposed a credit guarantee fund to compensate th 
banks, but it never materialised for lack of budgetary a! 
location. RBI Deputy Governor K.C. Chakrabarty high 
lighted the problem of student loan defaults during 
lecture at the Noida-based JRE School of Management last 
year. “I suggest school alumni associations should be 
come active in inculcating ethics and values among 
students,” he said. 

Sudip Bandyopadhyay, former CEO of Reliance 
who now runs a firm called Destimoney Securit 
Ltd, says students are not mature borrowers. “Also, mam 
times, the placement is not commensurate with th 
money spent on a course," he says. 

Bankers say students sometimes leave the country 
without paying up. "We don't have a good tracking sys 
tem - it is still evolving," says IDBIs Ravi. Some expert: 
suggest that banks could reach out to such defaulters 
through their parents or by coordinating with immigra 
tion authorities. 

Another area where borrowers often behave errati 
cally is credit cards. Bankers have turned extreme! 
cautious here: RBI data shows that the number o! credit 
cards actually fell from 23.1 million in March 200 
17.7 million in March 2012. Card spend has, howevet 
increased from 341,400 crore to 396,600 crore. “It is bet 
ter to have a few good customers than many bad ones, 
says Bandyopadhyay of Destimoney. Bankers say non 
salaried people with an irregular income are more likeh 
to default. 

Foreign banks and their non-banking arms, too, hav 
had bitter experiences in consumer finance after th 
economic downturn in 2008. Fullerton India, a noi 
banking finance company (NBFC) backed by Singapore 
based Temasek Holdings, started with a nearly 90 pe 
cent unsecured lending portfolio around five years ag 
It suffered huge losses in the unsecured segment. with 
gross NPAs rising to over 10 per cent in the overall 
business. Since then, it has cut its exposure to half in thi 
unsecured segment, especially personal loans. 
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[TYT] wilful Default 


How Banks Recover Their Money 


o e 
Lok Adalats SARFAESI" Act 


These people's courts are The law empowers 
organised by civil courts for banks to repossess 
speedy disposal of pending cases defaulters' assets 


140,991 














e 
Debt Recovery Tribunals 


DRIs settle default cases and 
adjudicate SARFAESI disputes 


13,365 





12,87 





118,642 


03,94? 


Number of cases ——ə ə— T 


Number of cases 


3,128 


Number of cases 


2,004 
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Source: RBI 
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*Securitisation & Reconstruction of Financial Assets & Enforcement of Security Interest Act, 2002 


The only disciplined borrowers, data suggests, are 
mortgaged borrowers. "We haven't seen people not pay- 
ing up on a home or car loan in India," says Arun 
Thukral, CEO of the 12-year-old Credit Information 
Bureau (India) Ltd, or CIBIL. The bureau keeps records of 
all banks' borrowers, assigning each a credit score be- 
tween 300 and 900, where 900 indicates the best repay- 
ment behaviour. The score helps a new lender assess the 
credit behaviour of an individual or company. 

Thukral points out that Indians are not as leveraged 
as borrowers in the US or UK, but adds that credit tracking 
infrastructure is well developed in those countries, recov- 
ery mechanisms are more robust and borrowers are ma- 
ture enough to admit to mistakes. "Post-2008, we all 
heard the stories of people leaving their cars on the road 
or abandoning their well furnished flats for bankers to 
repossess, says Bandyopadhyay. ARCIUs Rudran says he 
is not hopeful of such behaviour in India any time soon. 

The lack of credit tracking infrastructure in India 
until recently has contributed to borrowers' lax attitude 
towards financial obligations. "There was always another 
bank ready to welcome you with open arms,” says a 
banker who does not want to be named. 

CIBIL is still struggling to rope in many institutions to 
get a better picture of credit behaviour. Four leading co- 
operative bank associations in Maharashtra joined CIBIL 


80 BUSINESS TODAY March 3 2013 


10 long years after it was set up. "Politicians sell the loan 
waiver carrot, advising farmers not to repay banks,” says 
an NBFC official who travels extensively in rural India. 
Banks are wary of lending to farmers as this segment has 
a history of default. 

Sanjay Agarwal, group head for retail business at 
ARCIL, says there is a tendency in India to resort to litiga- 
tion to scuttle the recovery process. For instance, he says, 
as soon as ARCIL buys an NPA from a bank, the borrower 
approaches the court, challenging the asset transfer. 

"There are cases that are unresolved for more than 
eight years," says ARCILs Rudran. "Asset recovery is a 
very tough business. You have to find out new methods 
to deal with rogue borrowers." He adds that defaulters 
often make all sorts of excuses and try to stymie the re- 
covery process by approaching the courts. 

"The borrower also uses indirect pressure from influ- 
ential people," says a banker in the NPA department of a 
public sector bank who has received many calls from 
politicians. Deepak Gupta, Joint Managing Director, 
Kotak Bank — one of the few banks that specialise in buy- 
ing NPAs from other banks — concurs, saying: “Most 
corporate default cases get resolved only through courts." 

The courts are flooded with such cases (see How Banks 
Recover Their Money). Take, for example, litigation be- 
tween companies and banks over forex derivatives con- 
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tracts. Many midsize exporters and importers who 
hedged their foreign currency risk suffered losses when 
the rupee-dollar rate moved beyond their comfort zone. 
Companies that had foreign currency exposure blamed 
the banks for mis-selling, and banks countered by saying 
the companies had failed to read the fine print. In 
November last year, the Supreme Court settled the wran- 
gle by ruling that ‘wilful default’ covers not only normal 
banking transactions such as borrowing and lending, but 
also derivatives contracts. The borrowers lost, and bank- 
ers can now go after defaulters in derivatives contracts. 
Another reason for bad behaviour by borrowers is the 
multiplicity of lenders. Apart from banks, there are NBFCs 
of varying shapes and sizes, microfinance institutions, 
district cooperative banks and regional rural banks and 
unregistered sources. At a recent seminar, Anand Sinha, 


another RBI Deputy Governor, cited the example of 


Andhra Pradesh, where microfinance institutions lent 
indiscriminately. “This would not have reached the pro- 
portions it did ifthere was information-sharing amongst 
MFIs,” says Sinha. 
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CIBIL's Thukral says the bureau is gradually helping 
improve the credit culture, as more and more people are 
aware that a bad credit history can mean trouble. Banks 
put credit bureau reports at the top of their checklist. “If 
fresh loans won't go to bad borrowers, it naturally im- 
proves the culture,” says Thukral. 

With the role of credit reports becoming more impor- 
tant, some see a business opportunity. Two Mumbai- 
based entrepreneurs have set up Credit Sudhaar, a start- 
up that offers advisory services to improve one’s credit 
score. “Our clients are not only those who made a mis- 
take in the past, but also those who want to maintain a 
good credit score,” says co-founder Arun Ramamurthy, 
who formerly worked with Citibank. 

CIBIL’s Thukral says it is a reflection of growing aware- 
ness that hassled borrowers sometimes walk in or call 
CIBIL’s helpline to discuss negatives in their report. "The 
cultural fabric of India is very different from the West," 
says Thukral. "Our parents and grandparents keep re- 
minding us: jitni chadar ho utnay hi paon phelane chahiye 
(stretch your legs only as far as your blanket will go)." 

Today, the CIBIL effect is not restricted to borrowing. 
A European bank in India, for example, requires job ap- 
plicants in India to submit credit reports before it offers 
them a job. A professional who works for a private com- 
pany and does not wish to be identified, said his friend 
was asked for a credit report when he approached Delhi 
Public School for admission for his daughter. 

The possibilities for rogue borrowers to hide are 
shrinking. Taking the locks off a door or moving to an- 
other city won't work much longer. Time to check your 
credit score. @ 


Send your comments to editor.bt@intoday.com 
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Rock The Talk 


A to play Antakshari on your 
mobile phone? Or looking to 
join a mobile community where you 
can post in Urdu? No problem. Just 
download RockeTalk, an Indian ver- 
sion of Facebook where users can 
make new friends, share videos, au- 
dio recordings and pictures, join an 


interest group, or discuss a range of 


subjects from Urdu poetry to fishing. 

This social networking app was 
launched barely three years ago, but 
already has 18 million users across 
1 50, OOO interest groups. So, why is 
RockeTalk such a hit? Simple, its lo- 
cal language content appeals to mil- 
lions of small-town Indians who may 
not connect with other more urban 
networks. RockeTalk struck a chord 
last year with Nokia Mobile 


Antakshari, a successful reality game 
show on mobile phones. The show 


generated 400 million minutes of 


engagement in just six weeks. 
"Powering simple features phones, 
we actually took off from smaller 
towns like Mathura, Moradabad and 
Nagpur where people could share 


content in local languages. Some of 


the strongest groups on the platform 
are in Hindi, Bengali, Marathi and 
Urdu," says Rajiv Kumar, Co-founder 
and CEO of RockeTalk. 

RockeTalk pushed its multime- 
dia engagement to a new level last 
vear when it offered users trending 
videos, photos, voice and music con- 
tent to "share and trendify” on their 
phones. Part of a campaign for a 
Nokia Lumia handset, the pro- 
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Hitting the Bull's Eye 


hen ICICI Lombard began marketing a new 

travel insurance package last year, it wanted 
to reach a select target audience: frequent flvers and 
travellers at airport lounges. How did the insurance 
company do that without bombarding everybody 
else with its ads? It teamed up with ad firm AdNear 
and used its mobile advertising platform which ze- 
roes in on clients based on their physical location. 
The location-based mobile advertising strategy paid 
off: the company generated 30,000 clicks in just a 
month. 

As the number of cellphone users climbs. mobile 
advertising is the new frontier in marketing. AdNear 
combines geography, demography and behaviour to 
target mobile users in a segmented manner. For exam- 
ple, a mobile advertisement campaign for watch-maker 
Titan Industries targeted students for the youth fashion 
brand Fastrack while it sold Titan's premium brand, 
Helios, only to higher-end users. 
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AdNear — which works with 30 leading brands 
such as Toyota, Pizza Hut and Nokia — took off in 2009 
with seed funding from Rediff.com. Last year, venture 
capital firms Canaan Partners and Sequoia Capital 
invested 335 crore in AdNear. Says Founder Anil 
Mathews: "Mobile is no more the third screen (after the 
TV and the PC). It is the first screen." AdNear counts its 
targeting capability as its key differentiator over com- 
petitors such as InMobi and Vserv. 

Mathews' biggest breakthrough came in 2011 
when AdNear teamed up with US-based location map- 
ping giant NAVTEO to power its mobile advertising 
business in the Asia-Pacific. He says he believes in sell- 
ing not just impressions but engagement with a brand, 
which includes everything a consumer does after click- 
ing an advertisement. Mathews is looking at clocking 
$100 million in revenues by 2015. "If you don't have 
a mobile strategy, you are going to be phased out soon 
as a brand," he says. 
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A Moveable Feast 


E used to be almost every teenager's problem in India: watching 
cricket on TV when it clashed with mom's favourite soap. Not an- 
ymore. Cricket fans now have live sports — and more — at their fin- 
gertips, thanks to mobile television service provider Apalya 
Technologies, which provides streaming video on mobile phones. 

It took the Hyderabad-based firm six months to convince service 
provider Idea Cellular to sign up for its services in 2007, but today it 
has virtually every telecom operator under its belt. Apalya has content 
streaming partnerships with 200 channels and has served 15 million 
users since it got into the business. "We succeeded because operators 
at the time were tired of being pushed the same type of services, SMS or 
ringtones," says Founder and CEO B. 
Vamshi Krishna Reddy. "They were 
desperate to try something different." 

Today, it is not just about being 
different, it is also about making big 
money. Operators are looking at 
increasing mobile data consump- 
tion as the biggest revenue driver. 
MPANY: Apalya Technologies sane: is an biggest data guzzler: 

— watching a 30-minute television 

NDER: B. Vamshi Krishna Reddy episode, for instance, consumes 90 
MB of data. An Airtel mobile survey 
of 186 million subscribers last year 
showed mobile TV viewership 
jumped 65 per cent in 2012 over the previous year. "By 2015 to 2016, 
we are aiming at 1150 to 3200 crore of revenues,” says Reddy. Coming 
in the way will be competition from the likes of Zenga TV and DigiVive. 

Apalya's big moment came in 2009 when it got exclusive rights 
to live stream the Indian Premier League. "Cricket has been the major 
driver of mobile TV,” says Ranjith Menon, Vice President at IDG 
Ventures, which along with Qualcomm, Mumbai Angels and IndoUS 
Venture Partners, has invested $13 million in Apalya. Reddy says TV 
will be the biggest driver of video on mobile in India where there are 
few multiple TV homes. "Poor penetration of TV sets — 120 to 130 
million for over 1.3 billion people — is a big opportunity for us,” says 
Reddy. "Mobile will be the first screen for such people." 
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Playing its 
Cards Right 


y ordered pizza and discover 
you're out of cash just when the 
delivery boy arrives. No worries, 
Bangalore-based mobile payments 
firm Ezetap has a solution: a mobile 
card reader which converts the pizza 
boy's cellphone into a credit or debit 
card payment processing device. "We 
want to replace the dumb point-of- 
sale terminal with an intelligent mo- 
bile phone accepting card payments,” 
says Abhijit Bose, Co-founder and 
CEO of Ezetap. 

Mobile payments are relatively new 
in India where many people still prefer 
to pay cash on delivery for online 
transactions. But Ezetap is one of a 
clutch of players seeking to change 
that: its card-reading device plugged 
into a mobile phone allows merchants 
to swipe their credit cards. The start-up 
began in 2011 with seed funding from 
Angel Prime, but has since raised $ 3.5 
million from Silicon Valley-based ven- 
ture firm The Social+Capital 
Partnership and investors such as 
Peter Thiel, Co-founder of PayPal and 
an early backer of Facebook. 

Today. Ezetap — which works with 
Citibank, YES Bank and six other banks 
— supplies mobile card readers to cus- 
tomers such as Flipkart, Vodafone, Bajaj 
Allianz, Shoppers Stop and Book My 
Show. India has more than 17 million 
credit cards and 268 million debit cards 
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Cell Guru 


| almost every mother's nightmare: dragging her 
cellphone-hooked kids away from their mobiles to do 
their homework. Not anymore. Mobile phones aren't 
just cool toys with cameras and music players, but can 
also be used as virtual classrooms for teaching anything 
from languages to management skills. Mobile learning, 
or mLearning, is relatively small in India, but Mumbai- 
based Enable Mobile Technologies (EnableM) sees it as a 
textbook case for growth. "The past four to five months 
have seen m-education services picking up dramati- 
cally," says Amit Zaveri, Founder and CEO at EnableM. 

Zaveri began in 2006 when he set up his mLearning 
company with an English language learning product. The 
3,000-minute programme aimed at helping people in 
small towns learn the language through lessons delivered 
by text messages or voice-based technology. Today, 
EnableM has tied up with leading names such as Pearson 
Education, Encyclopaedia Britannica and HarperCollins 
to offer a range of learning products, including English 
language courses and preparatory tests for about 60 ex- 
ams such as civil services exams and management tests. 
“In small cities and towns, it is very difficult to get test 
prep courses,” says Zaveri. 

The company has about three million customers 
learning outside the traditional chalk-and-blackboard 
classroom, ranging from taxi drivers to housewives and 
students. It has tie-ups with all leading mobile operators 
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but just 623,000 point-of-sale 
terminals — a gap that Ezetap, as 
also rivals such as Mswipe 
Technologies and MobiSwipe, 
aims to thrive bridging. 

Ezetap is also betting on 
the growing army of e-com- 
merce companies which incur 
high cash handling charges 
because most of their pay- 
ments are cash-on-delivery. It 
hopes merchants will choose 
mobile card readers priced at 
11,500 compared with 
110,000 for point-of-sale ter- 
minals. "The real innovation 
will be having small and big 
merchants accepting and us- 
ing the product," says Naren 
Gupta, Co-founder at Nexus 
Venture Partners. 
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A 
and powers the educa- 
tional content delivered 
by Nokia Life Tools — an 
SMS-based information serv- 
ice offered by cellphone maker 
Nokia. 

In July 2011, it launched Magic 
Pencil, a cloud-based tablet solution 
which allows management colleges and 
distance learning institutes to launch tab- 
let-based courses for students. This is an edge 
it has over competitors such as Bangalore-based 
Voicetap. Zaveri is working with about 10 colleges 
now and is aiming for $2.5 million in revenues. 
India's largest operator, Bharti Airtel, worked with 
EnableM to launch 15 mobile education services for its 
customers in January. "It was very well timed," says Mohit 
Beotra, Head of Emerging Business at Bharti Airtel. "Now 
is the time to offer innovative and complex products on 
mobile phones as the consumer is using mobile Internet 
for searching more and more services on his phone." 
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Encouraging Conversion 


hen entertainment portal Koimoi.com launched its mobile web- 

site last year, traffic was slow. It took as much as a minute for its 
site, m.koimoi.com, to open, and often it would not open on low-end 
phones. Its Mumbai-based owner, Contests2 win, then tied up with 
Bangalore mobile solutions company MobileMotion Technologies, 
which helps customers create and manage mobile websites across de- 
vices. Today, the load time has come down to three or four seconds 
and traffic has doubled to over two million. “User traffic on mobiles is 
growing faster than through PCs,” says Mukul Kumar Sharma, 
Business Head of Koimoi.com. 

Koimoi is not the only one to use MobileMotion's flagship product, - 
MobStac, a software solution that allows customers to convert their 
websites into a mobile-friendly format. MobStac works with 1,600 online 
publishers worldwide, including Indian newspapers such as The Hindu 
and Deccan Herald, and global clients such as Washington-based digital 
news agency AllAfrica.com. The company, which took off with seed 
investment from Mumbai Angels and Accel Partners, wants to reach 
out to 100 million mobile Internet users across the globe in the next two 
years. "Publishers don't have the resources to make sure their mobile 
websites work effectively across all mobile devices," says CEO Sharat 
Potharaju, a former Merrill Lynch investment banker. 

Last year, MobStac, which competes with players such as US-based 
GENWI, joined hands with Google and digital media platform company 
PubMatic to help online publishers get more views. "A large number of 
users use mobile phones as the primary screen to surf the Internet and 
this is reflected in the volumes of search queries from mobiles," says 
Praveen Sharma, Google India's Head of Media Sales. "It makes sense 
for businesses to have a website optimised for mobile, sooner than later." 





Signs of Change 


A: students, they sold SIM cards and 
recharge vouchers. Now, they 
could potentially transform the way 
millions use their mobile phones. 

The students, from two engineering 
colleges in Thiruvananthapuram, set up 
MobME Wireless Solutions in December 
2006. The company began as a provider 
of value-added services to telecom opera- 
tors. It then started working on mobile- 
governance projects in Kerala, Goa and 
Nagaland. Its latest venture is to provide 
digital signatures on mobile phones. 

A digital signature is a digital code 
which, like a handwritten signature, is 
legally valid and verifies the identity of a 
person. It is becoming increasingly im- 
portant for purposes ranging from filing 
tax returns to applying for passports and 
accessing other government services. The 
RBI is also promoting the use of digital 
signatures for banking transactions. "We 
put the digital signature on the SIM card. 
All a user needs is a four-digit PIN (per- 
sonal identification number) to digitally 
sign anything," says Sanjay Vijaya- 
kumar, CEO (Enterprise) of MobME. 

Until now, digital signatures could 
only be accessed through computers. This 
limited their use. Only about three million 
people have a digital signature. But the 
country has over 600 million mobile 
phone users, and MobME hopes to tap into 
this segment. MobME, which earned rev- 
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enue of more than 220 crore in 2011/12 
and plans to list on the SME platform of the 
National Stock Exchange, has tied up with 
Finland’s Valimo Wireless and Dutch 
company Gemalto to roll out the technol- 
ogy. Vijayakumar says the technology 
can work on all handsets, from a basic 
model to a smartphone, and does not even 
require an Internet connection. “We are 
trying to bridge the digital divide.” + 
K.R. Balasubramanyam 





ADVERTISEMENT 





CA. K.Rahman Khan, Hon'ble Union Minister for Minority Affairs being presented a 
memento by CA. Jaydeep Narendra Shah, President, ICAI 
and CA. Subodh Kumar Agrawal, Vice-President, ICAI at the function. 


Recognizing its vital role and responsibilities, ICAI has been 
instrumental in providing quality education and continuous 
professional training to its members. Since more than six 
decades, ICAI has been the custodian of sound 
accounting practices which continue to play a strategic 
role of providing value added services to the stakeholders. 
The Chartered Accountants take on key leadership roles to 
guide the organizations as creators, enablers, preservers, 
and reporters of sustainable value. 


On its continual path towards upholding accounting and 
financial practices, the International Conference is 
organized by ICAI to bring together the fraternity of 
accountants, industry representatives and other 
stakeholders. 





* Governance & Sustainability 

* Navigating through Maze - Roadmap for Growth 

* Shaping the Future - Educate, Engage, Empower 

¢ Indio 2020 - Diversified Demands; Meeting Aspirations 


Major Thematic Issues discussed during the International Conference : 


This year the International Conference was organized 
from 23-25th January with the theme "Accountancy 
Profession: Enablers of Economic Growth". 


The Conference was inaugurated by Hon'ble Minister of 
Law & Justice, Dr. Ashwani Kumar in the august presence 
of CA. Jaydeep Narendra Shah, President, ICA! & 
CA. Subodh Kumar Agrawal, Vice-President, IC A! 


The Conference was an assimilation of learned resources 
in areas of Governance, Financial Engineering, 
Regulatory Compliance, Corporate Social Responsibility. 
Emerging Paradigms of Technical Standards and related 
issues out of current and emerging context. The 
Conference saw participation of over 1100 stakeholders 
from across the globe. 
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Market 


Companies are using both traditional entertainment and modern technology 
to peddle their wares on the banks of the Sangam. By MANASI MITHEL 


Harish Pathak has been go- 
ing to Kumbh Melas for years. 
But the 45-year-old doctor from 
Mumbai was surprised to see the 
religious gathering in an upmarket 
commercial avatar this time. The Maha 
Kumbh Mela, which began in Allahabad in 
mid-January, no longer has merely rickety stalls 
selling everyday products to pilgrims. It is also a 
place for companies such as construction and agricul- 
tural equipment manufacturer JCB India to peddle 
their wares priced at lakhs of rupees. "Last time I 
was here in 2001, there were stalls of only con- 
sumer goods items like toothpaste." says Pathak, 
Head ofthe Department of Forensic Medicine and 
Toxicology at Mumbai's KEM Hospital. 

For dozens of companies such as JCB, the 
world's largest religious celebration held 
every 12 years is sheer marketing nirvana. 
The Kumbh Mela has always been a big 
business opportunity, but this time companies 
are going the extra distance to promote their 
brands by using traditional entertainment and 
modern technology to connect with consumers, 
be it middle class pilgrims or ash-smeared sadhus. 
"Not only are companies becoming more con- 
cerned about consumers at the Kumbh grounds 
but they are also realising the importance of sub- 
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tlety for their services and promotions," says Pradeep 
Kashyap, CEO of rural marketing consultancy MART. 
Mobile service provider Vodafone India, for instance, 
is reaching out to consumers by screening films and pro- 
viding musical ear-mulls, wired with in-built speak- 
ers that play devotional songs. GlaxoSmithKline 
Consumer Healthcare has a basketball ring at its 
stall for people to shoot hoops and win free bis- 
cuits with their cups of Horlicks while cosmetics 
company Emami Ltd has set up massage ki- 
osks for pilgrims to experience its Navratna 
Oil brand. It has also introduced stilt-walkers 
to hand out dry sampling packs. 
Coca-Cola India has chosen to go high- 
tech and set up Wi-Fi services at 12 ofits 16 
stalls where people can download free Coke- 
Studio music and other brand content such as a 
new ad jingle. The strategy has paid off: it has 
logged more than 11,000 downloads a month 
since the nearly two-month fair began. 
"Drawing inspiration from the insight that 
the rural population loves cinema and 
entertainment, we decided to turn a regu- 
lar stall into a cinema hall. We also 
handed out free passes for a film about the 
Kumbh," says Anuradha Aggarwal, Senior 
Vice President, Brand Communication and 
Insights, Vodafone India. 
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Right call: A makeshift cinema sponsored 
by Vodafone screens films 


The zing thing: Coca-Cola offers Wi-Fi at some of its st 
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Care for a cuppa: Distributing free tea at the fair 


According to Infinity Advertising Services, the official 
advertising firm for the 2013 Kumbh Mela, about 52 
companies are at the fair this year. Allahabad is not their 
only opportunity to reach out to rural consumers: India 
has about 25,000 rural fairs each year and companies use 
around one-tenth of them to expand their rural presence. 
"It takes organisers 60 days to set up this mela, which has 
an estimated population equal to that of any of the four 
metros. This has always been a great place for companies 
to market their products,” says Kashyap. 

All experts agree there is big money at the Maha 





Gurus and guides: Laxmi Singh (in foreground) 
who runs the tents 
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Camping out: Luxury tents at the fair 


Kumbh. According to an Associated Chambers 
of Commerce and Industry of India 
(ASSOCHAM| report, this year's fair is 
likely to bump up Uttar Pradesh's 
coffers by 312,000 crore, apart 
from generating employment 
for airlines, airports, tour op- 
erators and a host of other sec- 
tors. Government officials estimate 
up to 30 million people take a dip at 
the Sangam - the confluence of the 
Ganga, Yamuna and the mythical 
Saraswati rivers — on the main Shahi Snan days. 
With such massive numbers of people, the 
Kumbh Mela is the subject of a Harvard University case 
study on the logistics behind the "pop-up mega-city" that 
comes up in Allahabad during the religious festival. 

As the Kumbh Mela goes upmarket, visitors do not 
have to grunge it out in makeshift tents anymore. For 
about 31 1,000 a night, they can stay in luxury tents of- 
fering all the creature comforts they want from tiled 
bathrooms to buffet breakfasts. Laxmi Kutir, a private 
camp on a hill along the Ganga, for example, invites 
gurus and guides to engage with guests and organises 
daily prayers for spiritually-hungry visitors. "This is a soft 
padding for our Kumbh guests," says Laxmi Singh, co- 
owner of Laxmi Kutir. "We don't want to throw them 
into the chaos of the Kumbh off guard." € 











Send your comments to editor.bt@intoday.com 
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EXECUTIVE SUMMARY: Sugar 
maker EID Parry has increased 
its involvement with critical 
stakeholders: farmers. It sees 
them not as suppliers of raw 
material but as customers. The 
company, which is part of the 
Murugappa Group, has worked 
to make farming a hassle-free 
occupation. This case study 
looks at why and how 

EID Parry achieved the feat. 


By N. MADHAVAN 
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ID Parry's Nellikuppam sugar 
plant and its 80,000-acre 
command area (a specific area 
allotted to a sugar mill to procure 
cane) were right in the path of Cyclone 
Thane, which struck the east coast of 
Tamil Nadu on December 30, 2011. The 
storm blew the roof off the factory and 
badly damaged the machinery. It also 
levelled 4,000 acres of sugarcane, which 
meant that nearly 100,000 tonnes had to 
be harvested and crushed in 10 days to 
avoid losses to the farmers. Initial estimates 
suggested that reopening the factory would 
take at least a month, and the farmers gave 
up hope of saving the damaged crop. But 
the company mobilised staff from its other 
factories and got the plant going again in 
five days. 
"We started the plant without even the 
roof in place," says Ravindra S. Singhvi, 
Managing Director, EID Parry (India) Ltd. 
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Field of vision: An EID Parry official and a farmer talk shop while a mechanical 
harvester processes cane. The company encourages mechanised farming. 


Make farming 
cashless 


"Our focus was to safeguard the interest of queries of farmers in its command area. 
the farmers — start the plant, harvest the "Though we have 300 employees at the 
fallen crop, and crush it." It actually made front end dealing with the farmers, we 
little business sense for EID Parry to hurry were not sure what type of queries they 








to reopen the plant. Crushing the fallen ask, what their concerns were and 
cane actually meant a loss of 34.5 crore, as whether we are satisfactorily addressing 
| sugar recovery — the percentage of sugar them,” says Manoj K. Agarwal, EID Parry's 
! in the cane — dropped by 0.8 per cent. But vice-president for cane. "The call centre 
the company paid the farmers the full will help us evaluate all this." Each query 
price, despite the lower recovery. must be addressed within a certain Set up a call centre 
The decision reflects the importance amount of time, and the issue gets esca- to answer | 
that the 31,537-crore sugar producer lated if there is a delay or the farmer is not farmers' queries 
gives to the over 70,000 farmers in its satisfied. The call centre, at a third-party 
command area of some 200,000 acres. vendor, gets about 100 calls a day. 
Many sugar mills offer extension services The company recently commissioned 
to their farmers, but this Murugappa a ‘farmer satisfaction survey’ through an 
group company has taken its relationship independent agency to gauge how happy 
with farmers to a new level. It sees farmers its ‘customers’ are with its efforts. “Our 
not as suppliers of raw material but as aim is to understand the gaps in our serv- 
4 customers. ice and farmers’ expectations,” 
On December 26, 2012, the company says Singhvi. Conduct farmer 
launched a call centre to answer the EID Parry has a system in place to satisfaction Surveys 
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ID Parry is developing a lasting commitment with its 

most important stakeholder — the farmers. Stakeholder 
commitment has been shown to be helpful for organisa- 
tions as it leads to better financial performance. 

When the command area for farmers is removed for the 
sugar industry, farmers will be free to sell their produce to 
any company. But they are likely to stay with EID Parry 
due to a decades-long symbiotic relationship. Helping key 
stakeholders is a forward-looking corporate strategy, as it 
helps build managerial capabilities by promoting stronger 
employee involvement with farmers, and reduces the 
uncertainty due to the decontrol of the sugar industry. 
These activities could help EID Parry (a) become more 
responsive in dealing with crises and external changes 
and (b) build its organisational reputation. 

Providing interest-free loans and absorbing losses in 
times of adversity are seen as good management practices, 
usually subsumed under Corporate Social Responsibility 
(CSR). Empirical evidence suggests that organisations are 
more likely to do well financially as they internalise such 
practices. A high level of CSR helps build a positive image 
with bankers, customers and suppliers, which can improve 
access to capital and attract better employees. 

From a pure reciprocity perspective, EID Parry has 
helped people in adversity, and it is likely that they will 
repay the company when it needs a helping hand. A cap- 
tive satisfied base means dedicated labour, a readymade 
supplier base, and word-of-mouth publicity in the region. 
This becomes a virtuous cycle, in which CSR helps organi- 
sations be more productive, and that in turn helps create 
additional resources for a sustained level of CSR activities. 









build a positive image 


and attract better 
employees” 


AMIT NANDKEOLYAR, 
Assistant Professor of 
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"A high level of CSR helps 


> with bankers, customers 
and suppliers, which can 
improve access to capital 


Organisational Behaviour, ISB 


make farming hassle-free and cash- 
less. The company guides farmers 
from the moment they plant the cane 
and register with the company's cane 
management system. "We are peri- 
odically told when to do various 
farming activities — soil testing, land 
preparation, weeding, spraying bio- 
control agents, fertilisers and pesti- 
cides," says M. Thirumalai, a farmer 
who grows sugarcane on 18 acres in 
Vazhapattu village near Nelli- 
kuppam, in Tamil Nadu's Cuddalore 
district. "This makes our life easy." 
Besides guiding farmers from plant- 
ing to the harvest, the company has 
also set up retail shops to make agri- 
cultural inputs available to them. 

Most importantly, EID Parry has 
addressed some of the most pressing 
challenges farmers face in this 
region. It has a separate finance 
department for farmers, which 
reports to the vice president for cane 
and ensures that farmers get crop 
loans as well as term funding for 
bore wells, drip irrigation, and the 
like. The company enters into an 
agreement with a banker and the 
farmer for such loans, and takes the 
responsibility of repaying them from 
the cane proceeds. At any given 
time, the loan outstanding that the 
department handles is around 
3850 crore. 

To overcome the labour shortage 
in the region, the company has 
brought in 25,000 people split into 
2,000 'labour gangs', whom the 
farmers can deploy to prepare the 
land or harvest the crop. To promote 
mechanisation, the company has 
signed a memorandum of under- 
standing with New Holland Tractors 
and John Deere. It encourages rich 
farmers to be entrepreneurs who 
buy expensive equipment and lease 
it to others. "A harvester costs over 
31.5 crore, and there is no way a 
small farmer can buy it himself," 
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VES COULD INFLUENCE | 


he Rangarajan committee’s recommendation to 

decontrol the sugar industry has been welcomed by 
both the industry and farmers. Given that the command 
area/cane reservation concepts will cease to exist, 
companies will have to explore ways to secure cane supply, 
and look at “strategic partnerships” rather than mere 
transactional relationships with farmers. 

EID Parry is a company with foresight. Its belief in 
inclusive growth has led it to work with producers in its 
command area. Since 2000, it has been involved with 
farmers in areas such as yield improvement, financing and 
child education. It has also used means such as a farmer 
census to identify potential. It has been educating farmers 
on the economic benefits of cane plantation, crop 
management and farmer history cards. All this, when 
decontrol was a distant dream. 

These deep-rooted initiatives will give EID Parry a better 
and deeper supply chain advantage. PwC India’s 
engagements with Indian agro industries in various states 
and sectors show that the Indian farmer is becoming a 
wiser businessman who understands that a long-term 
partnership with a company committed to community 
development and economic growth is more advantageous 
than short-term perceived gains. 

After decontrol, there may be some small-time 
migration, but farmers would soon feel the need to choose 
the right partner. EID Parry would have the edge. Its 
initiatives could have an impact on the industry, as some 
will become essential — not just desirable — practices for 
sugar mills to secure their cane supply. 

Views expressed here are personal. 















“EID Parry’s deep- 
rooted initiatives will 
give it a far better 
and deeper supply 
chain advantage” 


RAVIND MITHE, Executive Director - 
Operations Consulting, PwC 
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says S. Radhakrishnan, head of op- 
erations at the EID Parry's 
Pudukkottai plant, where labour is 
in short supply. "The farmer-entre- 
preneur rents out the machine at a 
rate pre-fixed by the company in 
consultation with farmers." 

P.L. Shanmugam, a farmer in 
Melapannayur village, Pudukkottai 
district who has been cultivating 
cane for 15 years, says: "What is 
heartening is that the services the 
company provides, directly or 
through its service providers, are on 
credit — they deduct the cost from the 
cane payment." He says that this, 
and the loan EID Parry facilitates, 
has made his farming cash-free. "I 
do not have to go to a moneylender 
or pledge jewellery for my agricul- 
tural needs any more." 

EID Parry's five plants in Tamil 


850 cr 


he total amount 

of loans to sugarcane 
farmers in 

EID Parry's 
command area, which the 
company will repay from 
crop proceeds 


Nadu and Puducherry can crush up 
to 19,000 tonnes of cane a day. 
generate up to 72 MW, and distil up 
to 135 kilolitres of alcohol — a by- 
product of sugar manufacturing — a 
day. So the company has plenty of 
reasons to develop a lasting bond 
with farmers. 

The company has been working 
to take advantage of Tamil Nadu's 
climate to make sugarcane a year- 
round crop (it is normally sown once 
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a year). This would let it run its 
factory for more than the 
traditional 180 days a year. In 
2011/12, the company 
crushed for close to 300 days. 
"Crushing for a longer time 
helps the company sweat its 
asset better and improve its 
operating margins," says 

T. Rajasekar, Vice President, 
Operations, who manages the 
company's Nellikuppam and 
Puducherry plants. "But to 
achieve that, the company 
needs close to 5.7 million 
tonnes of cane annually. This would 
mean expanding the cane area and 
more importantly, ensuring farmers 
do not shift to other short-term and 
high-realisation crops." 

There is one more reason to have 
good ties with farmers. The law that 
binds a farmer to a sugar mill may 
soon change. A committee on sugar 
reforms led by C. Rangarajan, 
Chairman of the Prime Minister's 
Economic Advisory Council, has 


BEST OF THE LOT 





"The company 


provides services on 
credit and deducts 


the cost from the 


cane payment. It has 


made my farming 


cash-free. | need not 
go to a moneylender" 


- P.L. Shanmugam, farmer, 
Melapannayur village 


recommended doing away with the 
concept of command area. This 
means farmers can sell cane to any 
mill they wish. This could create 
problems for sugar mills, which have 
viewed farmers as captive suppliers. 
"Farmers will go to the efficient 
company," says Managing Director 
Singhvi. EID Parry is positioning 
itself to take advantage of that 


emerging scenario. 

The company's efforts have 
paid off so far. Its handholding 
and other services have resulted 
in higher yields. Average cane 
productivity in the company's 
command area was 32 tonnes 
per acre, as against the national 
average of 27 tonnes. This has 
meant higher incomes for 
farmers, and they have 
responded by offering more 
cane to the company. In 
2012/13 the company crushed 
5.2 million tonnes, up from 2.8 

million in 2010/11. 


What can we learn from EID 
Parry's emphasis on farmers? Write to 
btcasestudies@intoday.com or post 
your comments at www. businesstoday. 
in/casestudy-eidparry. Your views will 
be published in our online edition. The 
best response will win a copy of the 
Harvard Business School Press pocket 
mentor. Previous case studies are at 
www. businesstoday.in/casestudy. 


BT receives scores of responses to its case studies. Below is 
the best one on Punjab Tractors Ltd (December 23, 2012) 


i Avinash lyer [avina123@yahoo.co.in]: 


pt | Mahindra put its faith in Punjab Tractors Ltd. PTL had a formidable line-up of prod- 

= ucts, which had made a mark on the market. The problem was its Augean stable. 
* Appointing farsighted personnel at the helm, who successfully dissected the ills that 
== ` plagued PTL, was well begun but half done. M&M's aim in acquiring PTL was to gain 
== | a clear lead over TAFE, which was breathing down its neck 
- after acquiring Eicher Motors Ltd. M&M needed to infuse new 

life into once-roaring brands such as ‘Swaraj’, which was now 
Staring at death. It needed to realign, revitalise and revive the product pipeline. The firepower of PTL's 
products was never in doubt. The problem was gross mismanagement. PTL's products were revitalised 
by overhauling the entire setup without tampering with the strengths of its brands. The labour union 
Was also persuaded into seeing sense in the process. PTL's products surprisingly even gave M&M's own 
products a run for their money. Most importantly, they took M&M leagues ahead of TAFE. 





MANAGING 
DIFFICULT 
INTERACTIONS 








Avinash lyer wins a Harvard Business School Press pocket mentor 
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“F  AMOL NAIKAWADI- JOINT. 
| Managing Director 

Indus Health Plus Pvt Ltd 
1. What are non-communicable diseases (NCDs)? 
Non-communicable diseases (NCDs) are those ailments of the body 
which do not set in through any infection or exposure to germs and virus. 
NCDs include cardiovascular diseases (CVDs), cancers, diabetes, etc. 
2. What is the importance of a preventive health check-up? 
A preventive health check-up is a measurement of body functions in 
terms of blood pressure, cholesterol levels, glucose levels, functioning of 
arteries, etc. to inform the possibility of a future health risk like a heart 
attack, cancer or diabetes, at an early stage before the symptoms 
become fatal. 
3. Is preventive health check-up a one time affair? 
No. Regular preventive health check-up, at least once a year keeps you 
regularly updated about the current status of the body functions, in a 
way similar to regular servicing of vehicles or regular plumbing of water 
pipes. 
4. What is the difference between investing on health insurance and 
on a check-up? Can one invest on both? 
Just as a home insurance or car insurance compensates you in the event 
of damage done to the building or the car, so a health insurance 
compensates you in the event of a damage done to the body. A 
preventive health check-up helps you to know BEFOREHAND if your body 
is going to suffer a fatal damage in the near future (from a heart attack, 
cancer, diabetes etc.) 
Yes. A health insurance builds fund for future use while a preventive 
health check-up helps in early detection of future health risks, which 
may be potentially fatal. 
9. What is a comprehensive check-up? 
A comprehensive programme not only includes lab analysis (x-ray, 
haemogram, lipid profile, etc.), it consists of high-end scans of the most 
important organs (heart, brain, lumber spine, etc.) The possibility of 
detecting a blockage in the heart or a precancerous growth is far 
greater through a comprehensive check-up. 
6. Are there tax benefits? 
Yes. According to the 2011-2012 union budget you can avail tax 
benefit of up to Rs. 5,000 on preventive health check-up within 
the limit of Rs. 15,000 for health insurance (Section 80D). 
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HOSMAT HOSPITAL 
ers in Orthopaedics 


Puts that Spring back in Life 


HOSMAT JOINT REPLACEMENT CENTRE: HOSMAT is a one stop 
orthopedic hospital that covers all aspects of joint replacement and 
arthroscopic surgeries, from knee replacement, revision and partial knee 
replacement (patella-femoral or knee cap and unicondylar or one sided 
replacement). HOSMAT specializes in Complex Orthopaedic Problems, 
Advanced Trauma Care, Fractures, Paediatric Ortho, Spine and Back & Neck 
Problems, Hand, Plastic and Microvascular Surgery. 

Arthroscopic Surgery and Sports Injuries is our forte including Ligament 
Reconstructions, Oats and Cartilage grafting ACL & PCL Surgery and 
Meniscus (Cartilage) Tears and Knee Cap Bone Malalignment Problems. 
The Ageing population suffers from “wear and tear” Arthritis known as 
osteo Arthritis, and when non-invasive management does not modify the 
disease process, the said person can undergo replacement with great relief. 
Another common form of arthritis is rheumatoid arthritis. 

Another common form of arthritis is rheumatoid arthritis The infection rate 
in India averages 5 to 8 %. In the US it is 1 to 2 %. At Hosmat our infection 
is one of the lowest in India at 0.8 %. A Partial knee replacement is a 
replacement of only the affected part of the knee and not the entire knee in 
younger patients between 40 to 59. A Partial Knee Replacement is useful 
for younger patients and can last 10 — 15 years or more. If a partial knee, 
needs a conversion to a Total Knee Replacement, in future, this surgery is 
easy with a full replacement it. A Total knee Replacement gives 15 to 20 
years of additional years. HOSMAT is the first hospital in India to do a 
Patello Femoral Replacement, and the first to do a 3rd Generation 
Unicondylar replacement, using the latest American Design). 

Revision of the Hip and Knee Replacement 
Revision surgery of the hip and knee is when the surgery has to be done 
again due to several reasons. The commonest reason is loosening of the 
implant in the bone. Other causes are breakage, joint instability. fracture, 
gradual bone loss, dislocation of the knee cap and infection. However, 
persisting pain in the hip and knee is the most common-reason for a 
revision. The patient's life style after Joint Replacement takes . aS 
dramatic turn for the better. The patient's activity is muclvintproved- apana 
One can walk a few kilometers, which can vary from 2 - B, 1 dd 
kilometers, at one stretch, depending on the Merk 
health. He or she can climb stairs without pain E ig Cros 
legged can be done for special occasions. A i 


ORTHOPAEDICS | JOINT REPLACEMENT 
ACCIDENTS | NEURO & SPINE SURGERY] J 
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Ignoring your health can cost you dearly. In today's hectic schedule, lifestyle diseases can hit all of us at 

any time. The best way out is to detect them at an early stage. Invest in regular health check-ups with Indus 

India's largest preventive health check-up company. Now save life, save money and save in taxes too. 
* you can gift your loved ones the magic of prevention at any of our locations at uniform prices. 


For more details give us a call or visit our website today! 


SAVE@ indus healt! 


The Preventive Health Checkup Specia 





ISO 9001:2008 12 Y Over 12 years of trust Experience of more than Wide network of On 
certified vrams/ in preventive healthcare 3,50,000 check-ups 55 centres in 29 cities che 


‘Applicable under section 80D of Income Tax. Please consult your tax advisor. 


www.indushealthplus.com | (020) 6647 2500 | SMS<INDUS> to 57 


Ahmedabad | Ahmednagar | Akola | Aurangabad | Bengaluru | Baroda | Belgaum | Bhillai | Delhi NCR | Dhule | Goa | Hyderabad | Indo: 
latur | Mumbai | Naanur | Nanded | Nashik | Pune | Ratlam | Ratnaairi | Solapur | Uiiain | Vapi 
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HATS OFF 

TO THE 
INANGIAL 
WIZARDS 


Making money is an art. 
Those who do it well 
deserve to be celebrated 














Every aspect of the country's financial life, be it fiscal deficit, inter 

rates, inflation, credit off-take or currency value, involved challeng 
Still, there were numerous institutions and individuals who led in ensuring 
financial well-being of investors. The Money Today FPCIL Awards honour th 
guided investors through the turbulence of 2012. The awards have been in 
by Money Today, the personal finance magazine of the India Today Group, a 
Financial Planning Corporation (India) Pvt Ltd (FPCIL), established by the 
Financial Planning Standards Board India. The awards have been powered 
Certified Financial Planner Certification, a global mark of excellence in fina 
planning. BDO India, the Indian member-firm of the world's fifth-largest 
accountancy network, BDO International, is the knowledge partner for the a 


í | 'he market sentiment improved in 2012, but making money was not 


"This is a very proud moment for us at it is the first time these awards have bee 
instituted with the aim of awarding organisations and individuals across sectors 
have excelled in their respective fields," said Chaitanya Kalbag, Editor, Money Tot 
his welcome speech. Ranjeet Mudholkar, MD of FPCIL, said organisations and ing 
who worked relentlessly to provide the right products and services to consumers 
enabling them to actualise their financial goals, deserved to be recognised. The a 
recognise the importance of ethical practices. The categories cover the entire spe 
financial services, including asset management companies, banks, capital and f 
market service providers, insurance companies and financial planners (both inst 
and individual). 


The event was graced by Justice BN Srikrishna, the chairman of the Financial Se 
Legislative Reforms Commission, as the Chief Guest. In his address, Kalbag add 
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king; however, in the field of finance, the consumer is as lost as Alice in 
Wonderland. Unless there is expert advice, it is impossible for consumers to discern 
the applicability of a particular investment product or its efficacy." Justice 
Srikrishna quoted philosopher-poet Bhartrihari: "Sandipte bhavane tu 
küpakhananam pratyudyamah kidrsah”, which means that once your house 
catches fire don't start digging a well to get water; instead be prepared for this; no 
fire-fighting is going to help. It's best to be prepared for contingencies. 


STRINGENT PROCESSES 


"The award winners have been arrived at after robust discussions. A transparent 
jury process was followed that challenged every assumption and then reached the 
conclusion," said Haribhakti of BDO Consulting. The process involved holistic 
evaluation of nominees that included quantitative and qualitative analysis, backed 
by independent validation and customer perception. The awards process, said 
Swarup, focused on consumer well-being and protection. "There was great focus 
on parameters such as customer service and satisfaction, regulatory compliance, 
product effectiveness and risk management, which are all aligned towards 
governance, creating an investment cult and helping create an environment of 
financial discipline amongst the public," he said. 

Let us take a look at the list of winners: 


Equity Asset Management Franklin Templeton Asset Management 
House of the year India Pvt Ltd 

Debt Asset Management DSP Black Rock Investment Managers 
House of the year Pvt Ltd 

Asset Management House ICICI Prudential Asset Management Co Ltd 
of the year 


Life Insurance Provider of 
the year 
General Insurance Provider 
of the year 

Bank of the year 
Private Sector Bank of the year 
Stockbroker of the year 
Depository Participant of 
the year 

Institutional Financial Planner 
of the year 

Independent Financial Planner 
of the year 


Life Insurance Corporation of India 
Bajaj Allianz General Insurance 


Axis Bank 

Yes Bank 

ICICI Securities P] 
Motilal Oswal F 
Depository Services | 
International Money 4 

Matters Pvt. Ltd. 

Alpha Capital 

Mr. Mukesh Jindal (Winner) 

My Financial Advisor 

Mr. Amar Pandit (Runner Up) 


Mrs. Sujata Kabraji 
(2" Runner Up) `N 


DISTINGUISHED JURY PAN 


The awards follow the highest st 
examination, investigation and prob 
of seven eminent members deciding 
The jury chairman, Dhirendra Swa 
member-convenor of the Financ 
Legislative Reforms Commission. 
served as chairman of the Pension F 
and Development Authority. GN Bajp 
is a distinguished business leader 
chairman of the Securities and Exche 
India and Life Insurance Corporati 
Another jury member, BD Narang, fo 
and managing director of Orient 
Commerce, is widely known in the be 
We also had on the panel MV Nair, c 
Credit Information Bureau (India) L 
CIBIL. Prior to this, he was chairman 
director of Union Bank of India and D 
chairman of the Indian Banks’ Associ 
jury panellist was Naresh Takkar, t 
director and CEO of ICRA, who led IC 
develop analytical criteria for vari 
including banking, project finance a 
finance. Ranjeet S. Mudholkar, a 
member, is vice chairman and CEO o 
Planning Standards Board India (F 
Shailesh Haribhakti is a fellow E 
accountant and chairman of BDO 
“The jury members have been 
distinguished panel that you can as 
country,” said Chaitanya Ka 
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WRIIERS BALL 


The success of the Jaipur Literature Festival has 
spawned a host of similar efforts. But the boom 
rests on shaky foundations. By DEBASHISH MUKERJI 





"|n the six years that we 

have organised the JLF, we 

have broken even only twice" 
Producer, Jaipur Literature Festival 
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n September 201 1, Sanjoy Roy, 
Managing Director of Teamwork 
Productions, the company 
which organises the Jaipur 
Literature Festival (JLF), got a 
call from the US-based wellness 
guru, DeepakChopra. Chopra. 
author of numerous books, and already slated to 
speak at the next staging of the festival in January 
2012, had an unrelated request — US talk show 
queen Oprah Winfrey was interested in attending, 
too, so would Roy kindly invite her: 

Roy promptly did so. And Winfrey's session turned 
out to be the biggest draw ofthe festival. 

"It is a measure of the popularity of the JLF that 


ee 
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some celebrities have begun to approach us, instead of 


it always being the other way round," says Roy. Begun 










as part of the larger Jaipur Virasat (heritage) Festival 

in 2006 in a small room in Rajasthan University, the 

JLF became an independent entity two years later and 

since then has grown and grown - the last one, held 

< this January. featured 29 3 speakers and an estimated 
| 200,000 visitors across its five days. It is now the big- 
gest such festival in Asia, and listed among the five 





being the ones at Edinburgh, Hay-on-Wye (in Wa 
Berlin and Sydney. 

Some of the most talked of names in world lit 
ture have attended the JLF, including three Nobel wi: 
ners — Wole Soyinka in 2010, J.M. Coetzee and Orhai 
Pamuk in 201 1 — numerous Booker Prize winners an 
globally bestselling authors such as Amy Chua (Bati 
Hymn of the Tiger Mother) and Candace Bushnell (Sı 
and the City). Salman Rushdie visited in 2007 an 
would have done so again in 2012, but for the unwil 
ingness of the state government to provide him ad: 
quate security in the face of fundamentalist threat 

The JLF success has in turn sparked off a ras! 
similar festivals across the country, not only in 
metros and state capitals but also in seemingly unlike 
places like Kasauli and Mussoorie, Agra and Shill 


biggest in the world — the other four, all much olde: [ 


Rapt Attention: Crowds m2 40 
on the second day of the Dd d 
Jaipur Literature Festival at 
a discussion between lyricist 
Javed Akhtar and scholar 
Rachel Dwyer 


Jaipur has become a template,” says Am 
Chowdhury, co-author — along with Hillary Green 
Tarun Khanna, and Dennis Yao — of a case study of th 
JLF carried out by Harvard Business School (I 
"Every Indian city wants to host one, and many liter 
ture festivals outside India have also been trigger: 

the success of Jaipur." Indeed, a number of cities in 
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PROGRAMMING 
Having the 


contacts to cajole 
top-notch writers 
into participating 















“Our group 
completed 100 
years in 2010, 
and | thought 
the timing was 
perfect for a 
special gift to 
Kolkata” 


Priti Paul, Director, 

Apeejay Surrendra 
Group, and organiser 
of Apeejay Kolkata 
Literary Festival 













businesstoday.in/lit-fests 





WORDS OF WISDOM 
The success of a literature festival depends upon 





FUNDING 
Finding enough 
sponsors who do 
not seek instant 
returns 


neighbouring countries have caught the fe- 
ver: annual literature festivals are being held 
in Thimpu and Galle, in Kathmandu and 
Lahore. With Myanmar opening up, even 
Yangon held its first literature festival early 
this February. “At last count, there were 
nearly 30 literature festivals in South Asia 
and it’s wonderful,” says Namita Gokhale, 
author, and one of the directors of the JLF. 
“The more literature is celebrated, the better. 
We don't think of them as competition at all.” 


he other festivals may be smaller 
than the one in Jaipur, but despite 
the glut, most of them are also draw- 
ing both distinguished participants and 
hordes of visitors. “So many festivals are be- 
ing organised and they are all getting 
crowds,” says Amish Tripathi, former execu- 
tive with IDBI Federal Bank Insurance, turned 
full-time writer. No one can quite pinpoint 
why this has happened, and more so at a time 
when, given the variety of entertainment 
available, the reading of books was said to be 
on the wane. 

It does, however, point to a hunger for 
books and ideas among Indians that no one 
suspected existed. Urvashi Butalia, author, 
and director of publishing house Zubaan, and 
a regular at literature festivals, recounts an 
experience at the JLF. "During the 201 1 festi- 
val, I was asked to moderate a session with a 
Polish poet called Adam Zagajewski, whom I 
had never heard of until then," she says. “I 
was apprehensive about whether anyone 
would attend. But it proved to be a packed 
session. And nearly a fourth of those present 
were schoolchildren who had all kinds of in- 
teresting questions to ask about poetry." 





BACKROOM 
EFFICIENCY 


Managing the 
logistics, the events, 
overcoming hiccups 








CONTROVERSY 
Purely 
serendipitous, but 
does wonders for 
the festival's image 


Such enthusiasm has had welcome spin- 
offs — for authors, publishers, retailers and 
even the towns and cities where the festivals 
are held. "Authors love the attention, the 
chance to interact directly with an audience 
and the increased sales of their books," says 
Butalia. "After a well attended session, about 
300 to 400 copies of the books of participat- 
ing authors get sold immediately. Literature 
gets showcased, so publishers and retailers 
are delighted as well." At the 2012 JLF, for 
instance, Full Circle Bookstore, which has 
exclusive rights to sell on the JLF premises, 
sold 348 lakh worth of books. 

"Of course, the JLF helps tourism and 
trade," says Bina Kak, Rajasthan's Tourism 
Minister. "All the hotels are full, including the 
low budget ones, people have come from all 
over to attend the festival, even my own 
house is bursting with people. It also boosts 
Jaipur's image, both nationally and interna- 
tionally. And above all, I am happy that it is 
drawing our young people towards the world 
of books." A senior bureaucrat in the Jaipur 
administration estimated that visitors to the 
city during the JLF spent around 215 to 20 
crore over the five days. 


Il celebrations, however, come with 
one unmentionable attached: the 
bill. This varies widely for literature 
festivals, depending on their scale — some of 
the smaller ones are managed on less than 
125 lakh, while the JLF this year cost its or- 
ganisers around 35.8 crore. Since entry is 
free, funds inevitably have to be raised from 
sponsors. 

Some believe this ought not to be a prob- 
lem. "Who says sponsorship cannot be a 
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Watch India question the people in power as they take to 


the hot seat on RTH Town Hall. A weekly platform for India 
to exercise its Right to be Heard, only on Headlines Today. 


Sat at 9pm, Sun at 10pm. 


HEADLINES 


TODAY; 


www.righttobeheard.in YOU MATTER 
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SIZE 
MATTERS 


Speakers and visitors at the 
Jaipur festival have been 
Increasing exponentially 

every year 


200,000" 


*estimated 


| “The unstinting help provided by 
/ J’, prominent citizens of Bangalore made 
7/7 A things much easier for us" 


Shinie Antony, author, and co-organiser of Bangalore Literature Festival 


sustainable business model," says author 
Tripathi. "If a festival gets the crowds, the 
sponsors will follow." Chowdhury, who con- 
ducted the HBS study, agrees. "All over the 
world, literature festivals depend at least par- 
tially on sponsors, including those such as 
Edinburgh and Hay, which charge for attend- 
ing sessions, " she says. 

But sponsors can be notoriously fickle, 
especially when the economic climate deterio- 
rates. The JLF, for instance, is in the paradoxi- 
cal situation of being a huge success and yet 
financially unstable. "In the six vears that we 
have organised the JLF, we have broken even 
only twice, in 2010 and 2012," says Roy. "In 
all the other years, we have sustained losses." 
This year's collections fell short by a substan- 
tial 31.5 crore, with a number of sponsors 
walking out at the last minute. 

"Sponsors have to be people who do not 
expect any immediate returns, because there 
will be none from a literature festival," says 
Binoo K. John, chief organiser of the 
Kovalam Literary Festival, which has been 
held regularly since 2008. "They should be 
interested only in long-term image building. 
It is almost a philanthropic activity." And, 
indeed, a number of the private companies 
which contribute to literature festivals list 
the expense in their corporate 
social responsibility (CSR) 
budget, not under marketing. 
A few festivals have also ac- 
quired 'naming sponsors' in 
which a corporate house con- 
tracts to provide a substantial 
sum for a fixed number of 
years, in return for having its 
name tagged to the festival. 
The JLF's full name, for in- 
stance, is ‘DSC JLF’ — the infra- 
structure group DSC Ltd, 
which, among other projects, 
built the Delhi-Gurgaon 
Expressway, is under contract 
to put in 31 crore annually 


114 BUSINESS TODAY March 3 2013 


"Sponsors have 
to be people who 
don't expect 
any immediate 
returns" 


Binoo K. John, author, 
and organiser of Kovalam 
Literary Festival 








Dic 







for 10 years. 

Thus the most secure festivals may well be 
the ones under the direct tutelage of a corpo- 
rate house, which meets the bulk of the ex- 
penses — the Apeejay Kolkata Literary Festival, 
for instance, backed by the Apeejay Trust, or 
the Times of India Literary Carnival in 
Mumbai, with the Bennett, Coleman group 
behind it. "In 2010, our group was celebrat- 
ing 1.0 years in business and since Kolkata is 
our hone town, I thought the timing was 
perfect to give a special gift to the city,” says 
Priti Paul, Director, Apeejay Surrendra Group. 
and chief organiser of the festival. 

Other organisers manage in different 
ways. "The unstinting help provided by some 
prominent people of the city, such as Kiran 
Mazumdar-Shaw and Mohandas Pai, made 
things much easier for us," says Shinie 
Antony, one of the four co-organisers of the 
Bangalore Literature Festival which made its 
debut last December. 

All are agreed that to ensure longevity. 
innovative means of funding will have to be 
found. The JLF, for instance, from 2009, has 
introduced the concept of 'delegates', who, on 
payment of 32,500 are accorded some special 
privileges. But the results have been mixed, 
with many arguing it vitiates the egalitarian 
ethos the festival wants to pro- 
mote. "There is also the head- 
ache of dealing with people 
clamouring for free delegate 
passes," says Roy. 

Still, their uncertain fi- 
nancial health in no way de- 
tracts from the festivals' 
achievement. As Antony 
puts it: "Dur scale may go up 
or down depending on what 
we can afford, but literature 
festivals, merging local fla- 
vour with external rhythms, 
bring so much richness that 
we can only hope there will be 
more." € 





Dainik Bhaskar India Pride Awards, now in its 4th year recognizes excellence in 
Public Sector Undertakings, Social Change Agents and Impact Creator-Civil Servants 









Chief Guest: Dr. M. Moily, 
Hon'ble Union Minister of Petroleum & 


Winner - Lifetime Achievement Award: Mr. R.S. Butola, Chairman 
Natural Gas 










WITAL SEE 





Winner Impact Creator-Civil 
Servant Category: 
Dr. Gurdial Singh Sandhu 






Winner Social Change Agent Category: 
Phoolbasan Yadav receiving the award 
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Winner Oil & Gas Category: ONGC, Mr. Sudhir 
Vasudeva, CMD, ONGC receiving the award 













Winner Metals, Minerals & Trade Winner Heavy Industries 
Category: NMDC, Mr. C.S. Verma, Category: BHEL, Mr. B.P. Rao, 
CMD, NMDC receiving the award CMD, BHEL receiving the award 


MEL 
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Winner Transport Category: RITES, Mr. 
Rajeev Mehrotra, CMD receiving the award 


CMD, GAIL receiving the 









Mr. Jyoti Narain, ED, Wital See & Mr. Kunwer Sachdev, MD & 
CEO, Su-Kam with Chairman, Dainik Bhaskar Group 





Members of the eminent Jury with Chief Guest 
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Dainik Bhaskar Group - India's Largest Newspaper Group. 13 states, 65 editions, 4 languages 


Subscribe to Business Today 
and get a, Stress Buster Free! 


A BT-INSEAD-HBR study 
of the top value creators 
from 1995 to 2011 
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USB Massager 
* Handy when sitting long at work $ = wee 


* Plugs into USB port; or use with 3 AAA batteries 
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he mobile phone is clearly the 

most converged device around. 

Even cheap, entry-level phones 
boast features such as alarm clocks 
and calculators, both of which were 
bought and sold as standalone gadg- 
ets till recently. The mobile phone has 
also started strangling the camera — 
the cheap point-and-shoot variety 
has already been hit by the phone's 
ever-increasing prowess. 

The growing number of apps are 
also adding to the utility of smart- 
phones. Some of these apps enable 
mobile phones to double as scanners, 
digital wallets and business card 
readers as well. But the small sized 
screen is still an issue, which is why 
smartphone users have not stopped 
lusting after large-screen tablets. If 
asked which converged device will 
make the biggest impact in the 
Indian market in 2013, I would bet 
on the ‘phablet’ — the phone that is 
almost as large as a tablet. 

I am not backing this large 
screen device just because global 
trends point in that direction, but 
also because phablets are great- 
value-for-money. The market is al- 
ready flooded with phablets costing 
less than 310,000. Between a tablet 
and a phablet, the latter is an obvious 
choice despite its size, primarily be- 
cause it also lets you make calls. 

The smartphone is up to some 
other convergence tricks as well. 
Some Samsung phones can already 
be used to control some cameras and 
televisions the company makes. 
Rival Sony, meanwhile, lets users 
‘throw’ content from their Xperia 
phones to compatible TVs. Earlier, it 
was Sony which made music players 
an integral part of the mobile phone 
with its Walkman series. 


NANDAGOPAL RAJAN 


Converge Or Perish 


Devices like the ‘phablet’, which perform multiple functions, will rule in the future 


ASUS's innovative PadFone, 
which fused a smartphone into the 
rear of a tablet, could well be called 
the phablet's predecessor. The con- 
vergence here was so seamless that 
both aspects of the device worked 
wonderfully well, together and indi- 
vidually. Peter Chang, Regional 
Head, South Asia, and Country 
Manager, ASUS India, says consum- 
ers are a step closer to off-the-shelf 
converged devices, thanks to the 
growth of innovation among both 
hardware and software providers. 

Larger, increasingly touch-ena- 
bled screens are also bringing conver- 
gence to other devices. Almost all 
gadgets we use today fold in features 
for which they were not initially built. 
The TV can now play content directly 
without any help from VCRs or DVD 
players, and some cameras now have 
phone-like operating systems that 
free them from their dependence on 
computers. Similarly, laptops, print- 





ers and even music players now ex 
ceed their brief by doing stuff which 
would otherwise have required a 
completely different gadget. 

The few devices that have stayed 
relevant on their own, such as thi 
refrigerator and the microwave, will 
also soon have more intelligence and 
sport large screens to assimilate new 
features. At the Consume) 
Electronics Show in Las Vegas re 
cently, Samsung unveiled a fridg 
with a screen at the front which can 
run apps and even let users check 
email. A perfectly converged world, 
says Rahul Saigal, Chief Marketing 
Officer, Samsung India, is one ii 
which "consumers will be in a posi 
tion to lead smarter lives with all 
content being shared and 
enced seamlessly on multiple devic 


'Xperi 


screens — wherever they are, when 
ever they want’. € 
The writer is Associate Edito 


Gadgets & Gizmos 
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The Business Today Pro-Am of Champions is back. From the 
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Indian pros at the country's only stand-alone Pro-Am. 
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Krishna, Management 5age 


The book distils lessons from the Gita which modern day executives can profit from 
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Timeless Leadership: 
18 Leadership Sutras 
from the 
Bhagavad Gita 
By Debashis Chatterjee 
Wiley India 
Pages: 236; Price: 3385 


he plot of the Mahabharata, includ- 

ing the circumstances in which 

the sermons ofthe Gita were deliv- 
ered, is well known. On the brink of the 
Kurukshetra war between the Pandavas 
and the Kauravas, Arjuna, leading the 
Pandava army, has second thoughts 
about taking up arms against the 
Kauravas, whose leaders are his cousins. 
Krishna, his charioteer, remonstrates 
with him and finally persuades him to 
dump his doubts. The arguments he uses 
comprise the Gita — a book within a book, 
and easily the most-closely analysed of all 
the sacred Hindu texts. 

The central theme of Krishna s lecture, 
nishakama karma — the need to engage in 
action, but with detachment, without ex- 
pecting any reward from it — is also widely 
known, and, indeed, has been much de- 
bated. Some have argued that the "fatal- 
ism" Indians are sometimes accused of 
stems from internalising the concept of 
nishakama karma. Again, in The 
Argumentative Indian, Amartya Sen has 
made the case that Arjuna's initial reac- 
tion could well be as valid a moral position 
as that of Krishna's. 

Debashis Chatterjee, currently 
Director at the Indian Institute of 
Management, Kozhikode — which rou- 
tinely figures high up on Business Today's 
annual listing of top business schools — 
also pursues a second career as a writer. 
His specialty is culling management les- 
sons from the ancient Hindu texts. Having 
mined the Vedas, Upanishads and similar 
works in earlier works such as Leading 
Consciously, he turns in this book to the 
Gita. But Timeless Leadership: 18 Leadership 
Sutras from the Bhagavad Gita avoids dis- 


cussing any of the Gita's contentious as 
pects. It is more of a primer for executives 
who know nothing whatsoever about ei 
ther the Mahabharata or the Gita 

However, it is interesting enough. 
Thus, Chatterjee maintains Arjuna's di 
lemma should resonate with modern day 
executives since all wars are initially 
fought in the mind. Arjuna's "near and 
dear ones", whom he does not want to 
fight, can be compared with "the thoughts 
and emotions we are deeply attached to^ 
or the difficulty all of us face in 
out of our comfort zones". “Arjuna is not 
unlike a (business) leader who has t: 
navigate the corporate world through 
shifting moods that cloud his vision and 
distort his awareness, ` he writes. “Fear ol 
the boss, pressure of deadlines, grief over 
job losses, long hours of separation from 
the family, self pity and shame resulting 
from underperformance - all of these 
paralyse a person at work." 

Later chapters elucidate related con 
cepts in the Gita such as the unity ol 
thought and action — renunciation, a fa- 
vourite Hindu theme. does not implv do 
ing nothing, it notes — or the power that 
comes from having an honest purpose, or 
the importance of overcoming the ego, oi 
of pursuing perfection, not success 
Likening the Gita to “a conversation on 
performance enhancement", Chatterjee 
also reinterprets certain passages to stress 
the importance of keeping information 
overload — and the resulting attention 
deficiency — at bay. But exactly how t 
achieve all these undeniably noble obje 
tives is not spelt out — either in the Gita oi 
by Chatterjee. @ 
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Bounce 


The mood is cautious, but 
hiring has not been 
markedly affected yet by 
the slowdown, shows an 
Aon Hewitt report. 

By Shamni Pande and 
Goutam Das 





fresh hiring season has 
begun, but so far those 
passing out of leading 
management and engi- 
neering institutes have had little 
reason to worry. The prolonged 
slowdown has not, overall, curbed 
employers’ enthusiasm for campus 
recruitment nor reduced starting 
salaries, shows human resource (HR) 
firm Aon Hewitt's Campus Comp- 
ensation Study 201 2/13. Examining 
hiring trends at 173 companies, the 
study found that around 70 per cent 
of them had not revised their hiring 
intent for 2013 in any manner (see 
Buoyant Spirit). 
Business Today's discussions with 





ANAND SINHA 


BUOYANT SPIRIT Despite the downturn, most companies will stick to their hiring plans in 2013 


70% 476% 480% 
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students and recruiting companies 
reinforce the study`s broad findings. 
“This year we have more students 
per batch than before. Yet we are 
getting average ollers in the range of 
315 to 320 lakh per annum," says 
Pragya Chordia, a post graduate 
student in Applied Mathematics at 
the Indian Institute of Technology 
(IIT) Roorkee, and a member of the 
placement team on her campus. 

Business schools are equally up- 
beat. "We find a 20 per cent increase 
this year in the number of first time 
recruiters from our campus this 
year," says Anubhav Jain, a member 
of the placement committee at the 
Indian Institute of Management (IM) 
Lucknow. "First time visitors in- 
cluded company representatives 
from West Asia, East Africa and 
Southeast Asia." 

Placements at engineering insti- 
tutes began in December and at busi- 
ness schools from the start of the 
year. "Our hiring is based on business 
requirements and at this point, we 
see no major change in our needs this 
year, which are about the same as 
those oflast year," says an optimistic 
P. Thiruvengadam, Senior Director 
— Human Capital, Deloitte Touche 
Tohmatsu India. K. Ramkumar, 
Executive Director, HR, ICICI Bank, is 
just as sanguine. "Our recruitment 
from the top B-schools will remain 
steady this year as well," he says. 

Many companies have yet to 
start their campus rounds. Public 
sector companies, in particular, are 
being forced to stay away following 
the Madras High Court's orders re- 
straining them from making campus 
recruitments until a public interest 
litigation which challenged their 
right to do so, has been disposed off. 
But even their absence has not af- 
fected hiring sentiment. 

Take, for instance, the National 
Institute of Technology Warangal — 
around 200 companies have already 
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Figures are percentages of respondent companies 
which provided these perquisites 
Source: Aon Hewitt 


visited its campus with offers, the besi 
one — an international offer — coming 
from software giant Microsoft Corp 
of %65 lakh per annum. There are 
even reports of some global invest- 
ment firms offering over 31 crore pei 
annum at top business schools. li 
comparison, in 2009, during thi 
earlier slowdown, offers made at th: 
IIM fell as low as 36 lakh per annun 
while international companies pra: 
tically stopped hiring in India 

So what is different this time 
After all, business is down and fresh 
investments are few. Companies seem 
to be adding to their bench strengt! 
so that they do not face a skills short 
age when the economy finally turns 
the corner, which they all expect it t 
"Good quality higher education re 


mains a critical way to filter and dil 
ferentiate. We find organisations ar: 
still over-hiring at this level," says 
Sandeep Chaudhary, Partner. Talent 


and Reward, Aon Hewitt. 

The overall optimism, howeve 
should not airbrush away the faci 
that 30 per cent of the companies 
surveyed by Aon Hewitt did a« 


knowledge a downward revision ol 
hiring plans and offer salaries 
"While most organisations did n: 

report a cut in total fixed compensa 
tion, there were a few which did re 


port a decrease in the target variable 
pay for 2013," it says. Mos 
significantly, were from either the 
financial services or the information 
technology sectors. 

[n the latter, BT too found the 
situation particularly grim. Given the 
uncertain business environment i 
the US and Europe, contracts foi 
Indian IT companies are fewer — ant 
hiring has been hit. Infosys, for in 


ol these 


stance, offered around 27.000 jobs 
on campus in 2011/12, but has 
made only 5,500 to 6,000 offers this 
financial year. So too TCS, which had 
45,000 jobs on offer to freshers ii 
2011/12. has made only 25,00! 
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An interesting trend this year is an added emphasis on 
hiring people with work experience. Some 33 per cent of 
companies took students who had worked for two to four years 





this year. Indeed, Infosys has stag- 
gered the joining dates of its 
2011/12 recruits, so that a good 
number, though enrolled, are yet to 
start work. Some of them, tired of 
waiting, have accepted other offers. 
“We have placed 900 students who 
had offer letters from Infosys with 
other firms,” says Aseem Marwaha, 
Founder of eLitmus, an assessment 
and recruitment company. 

The only silver lining in the IT 
sector is that the smaller companies 
are still showing buoyancy in hiring. 
“Technology start-ups, software 
product companies and research and 
development companies continue to 
hire,” adds Marwaha. But the 
number of such hires is trifling com- 
pared with the likes of TCS or Infosys. 

There are other signs of caution. 
Hiring companies are keeping a 
sharp eye on the salary bill they will 
incur. “Apart from the top business 
schools, we also visited the next level 
of institutes this year, as we have 
found the quality of students at these 
institutes to be as good as in the best 
ones, but we would be able to get 
them at more affordable rates,” says 
V. Krishnan, Executive Vice 
President, HR, Dabur India. Thus, 
Dabur has created a new cadre of 
fresh hires whom it calls ‘executive 
trainees’ and who it assigns to its 
subsidiaries, as distinct from the 
‘management trainees’ it recruits 
from the top institutes for its core 
business. “If the executive trainees 
turn out to be good, they certainly 
stand a chance of coming up to the 
same level as the management train- 
ees in terms of career progression 
and compensation,” he adds. 

Hires from second-rung institutes 
are also less likely to job hop, compa- 
nies have found. “We find talent 


from the IITs to be less stable. They 
often take up jobs as a stop gap meas- 
ure before going in for higher educa- 
tion,” says Krishnan. Others are even 
more forthright. “As a policy we do 
not go to the IITs, but to other pre- 
mium engineering colleges as we 
have found good talent there, which 
we are able to groom and which tend 
to stay with us” says S.Y. Siddiqui, 
Chief Operating Officer — 


SALARIES UNCHANGED 
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All salaries are average total cost to company 
*Projections Source: Aon Hewitt 


Administration, Maruti Suzuki India 

Another interesting trend this 
year is an added emphasis on hiring 
people with work experience, and 


women. “Our focus is to hire 50 pe! 
cent women," says Ashok 
Ramchandran, Director, HR 
Vodafone India. So too, the Aoi 
Hewitt report shows 33 per cent ol 


companies surveyed hired students 
with at least two to four years of 
work experience. "This time we went 
for people with experience, looking 
for talent with more than two vears 
and up to a maximum of eight years 
of experience," 
Senior General Manager, HR. at glo 
bal BPO firm, WNS. 

Given the downturn. are compa 
nies still paying “joining bonuses’ 
and offering all those other incen 
tives they had begun to? Indeed, the 
are (see Perks Galore.) Nearly 7 3 per 
cent of those queried in the Aon 
Hewitt survey said they would offer 
joining bonuses, though there would 
be no increase in the amount paid 
from last year. “But we offer it on a 
selective basis, depending on the 
quality of talent,” 

The trend of pre-placement offers 
(PPOs) — or the practice of a company 
making job offers to those interning 
with it — has also grown stronger. 
“In a year where apprehension 
about final placements has 
high, the PPOs offered at campuses 
gave some respite, 
Hewitt report. Around 65 per cent ol 
the companies surveyed said the 
had made PPOs to their interns 

Certainly it is early days vet lo! 
the placement season, which contin 
ues until May or even early June. 
But the indications are that pros 
pects in 2013 
once feared. 
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Step Up Placements 

DGM/AGM/GM: Structure Design 
Location: Chennai, Delhi, Mumbai & 
Kolkata 

Job ID: 12841596 

Description: BE/ME in Civil/Structure 
having Exp in RCC, Pre-stressed concrete, 
detailing of Commercial & High Rise 
Building, Shopping Mall, Offices, IT Park 
etc. structures. 


Amdocs Development 

Product Manager 

Location: Gurgaon 

Job ID: 12827818 

Description: Product Manager with 
experience in managing software products 
in real time packet core network domain. 


Cognizant Technology Solutions India 
Pvt Ltd 

Delivery Head 

Location: Hyderabad 

Job ID: 12779004 

Description: Work with onsite partners to 
define, evolve and execute strategy for the 


BU. 


Sapient 

Senior Manager Learning & Development 
Location: Gurgaon 

Job ID: 12799817 

Description: The L&D Learning Strategist 
serves as the point of contact for L&D to 
Sapient. 
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| exp in Employee Relations, 





Area Manager 
Location: Cochin / Kochi / Ernakulam 


| Job ID: 12772344 


Decription: Ability to energize, develop, 


| and build rapport at all levels within an 


organization. 


| Unity Infraprojects Ltd 


Sr. Engineer/ Engineer - Billing 

Location: Mumbai 

Job ID: 11670236 

Description: Physical verification at site, 


| certification of bills, prepare control sheet 


& comparative statement comprises Sub. 


^ Teradata 
HR Manager 
Location: Mumbai 
Job ID: 12478641 h 
Description: 7+ years of Generalist HR 


C&B, 
Performance Mgmt, Payroll Interface, 
Compliance, Policies and Procedures, 
Change Mgmt, HR Operations etc. 


Depa India 

Estimation Manager 

Location: Mumbai 

Job ID: 12452704 

Description: To manage all Estimation 
aspects of the operational activities to$ 
maximize commercial success. 


To apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs” box >> And click the "Go" button. 
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Tech Mahindra Ltd 


| Software Engineer/ Programmer 


Location: Hyderabad 
Job ID: 12687083 


Description: Candidate must have 
) knowledge of Netact Advanced Monitor, 


Netact Advanced Configurator, Global 
Reporter. 


Robert Bosch Engineering and Business 
Solutions Limited 

Java Specialist 

Location: Bangalore 

Job ID: 12751271 

Description: Good analytical & 
communication skills (oral & written). 


Boeing 

Systems Engineering Manager 

Location: Bangalore 

Job ID: 12854120 

Description: Report to the Deputy 
Director for International Operations, in 
the capacity of India Facility Director. 


Hexaware Technologies 

Team Leader/ Technical Leader 

Location: Chennai 

Job ID: 12157232 

Description: 5 yrs to 11 yrs of experience 
working on PeopleSoft Projects. 
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Black & White Business Solutions 
Network Security Specialists 

Location: Bangalore 

Job ID: 12777522 

Description: Hands-on ext 
designing and implementing techn 
security solutions, including firewalls and 


VPN. 


ADP Private Limited 

Hyperion Developer Professiona 
Location: Hyderabad 

Job ID: 12676809 

Description: Min. 3 - 5 years of prove 
experience with Essbase & Planning task 
and capable of developing and maintaining 


Mastek Limited 

Product Designer 

Location: Mumbai, Pune 

Job ID: 12855352 

Description: Leading and guiding a sma 
team of developers. 


Perficient India Private Limited 
Software Engineer/ Programme 
Location: Chennai 

Job ID: 12767399 

Description: Must have at least 4+ years ol 
experience in Message broker. 


To apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs” box >> And click the "Go" button. 


Better Access 
Monster on mobile helps you find candidates 


anytime, anywhere 


Get Lucky. Get Active with Monster. 
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Toshniwal Systems And Instruments © CRY-Child Rights and You 
Private Limited Regional Sales Manager 


Ta š Sales/Service Engineer | Location: Bangalore 
oshniusal Location: Chennai/Delhi/Hyderabad Job ID: 12665091 
Job ID: 12812970 CHILDRIGHTSANDYOU ^ Decription: MBA with 8-10 years o 


Description: Direct Sales of Process experience in Marketing/ Advertising, 
Instrumentation " Vacuum š Powder Client Servicing/Business Development. 
Processing.Generating Leads/ Team Target. 





Jobzebra 2COMS Consulting Private Limited 
Sales Executive E Sales Officer 
Joli Tela Location: Chennai z T Location: Hyderabad 
un Unt | Tob ID: 12672712 —-— | Job ID: 12150352 
Description: Looking for Sales Executive Description: Need to do Admission sale: 
ka for one of our client from Audio Visual for distance education. 
Industry. 


Omnitudh EInfasclutions E E Gati Kintetsu Express Private Limited 


CN WA MAE CA Direct Marketing - Executive 


omnitech' "——n! "— e \ GATI Location: Coimbatore 
ee Job ID: 12844633 4 nins n Fosch Job ID: 12421583 
Description: Good knowledge about the 


International documentation & operations. 





Description: Manage & drive the targets for 
employee referral programs. 


Manokam dEEVOIR Consulting Services Private 
Sales Manager . Limited 
} A Manokam Location: Ahmedabad, Baroda / Vadodara | dEEW JR | Sales Executive 
Job ID: 12713267 = "mum | Location: Mumbai 
Description: Looking for Sales/Business Job ID: 12833481 
- Development Manager from real estate Description: Graduate with 2-5 years oÑ 
industry in Gujarat. experience working in the state where HQ 


town is situated. 


To apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs" box >> And click the "Go" button. 


Better Connections 2 Reiter Acos 
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BeKnown. Connects people to Brands on & Better Connections 


On Facebook the Most Active Social Network. @ Better Candidate 


Http://apps.facebook.com/beknown 


Get Lucky. Get Active with Monster. monster’ 
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Step Up Placements 

Team Lead : Direct Taxation 

Location: Mumbai 

Job ID: 12841412 

Description: Looking for Team Leaders for 
Direct Taxation with 6 - 12 yrs exp. 
Refining, Exploration, Petro chemicals & 
Retail at Mumbai. 


Integreon Managed Solution (India) Ltd 
Asst. Manager - GL Accountant 

Location: Mumbai 

Job ID: 12131212 

Description: Maintaining the General 
Ledgers of subsidiaries and monthly 
preparation & analysis of Financial 
Statements. 


ACS, Inc. 

Accountant 

Location: Cochin / Kochi / Ernakulam 
Job ID: 12606859 

Description: 2+ years of direct Accounts 
Payable experience (concentration of 
invoice processing and supplier and client 
management). 


Oracle India Pvt Ltd 

Accountant/Sr Accountant 

Location: Bangalore 

Job ID: 12834516 

Description: Maintain general accounting 
systems, policies, and procedures to ensure 
that proper information is reported in 
accordance with Generally Accepted 
Accounting Principles. 


Better Candidates 


With Monster's extensive database and 
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| Senior Manager - Finance 


Location: Chennai 
Job ID: 12838445 
Decription: Ensuring preparation and 


| Finalization of financial statements of the 


entity as per the applicable Accounting 
Standards and Companies Act. 


Kelly Services India Private Limited 


| Account Executive 
| Location: Pune 
| Job ID: 12639465 


Description: Responsible for General 


| accounting, Account receivables, ledger, 
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Capgemini 

Finance Assistant 

Location: Bangalore 

Job ID: 12746948 

Description: Looking for Process Associate 
- General Ledger / Intercompany - for 
Bangalore location. 


NCR Corporation India Pvt. Ltd. 
Chartered Accountant (CP A) 

Location: Mumbai 

JobID: 12756132 

Description: Ensure smooth month, 
quarter and annual close for management 


books (US GA AP). 


the 
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& Better Connections 


advanced technology, finding the right 
candidate is easy 


Get Lucky. Get Active with Monster. 
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Riverdale Still Rocks 


Her visiting card is a unique ‘scratch n sniff one, with Betty and her 
apple fragrance on one side and Veronica with her ‘Veronica’ fragrance 
on the other. NANCY SILBERKLEIT, a former teacher, runs Archie 
Comic Publications, yes, the one that produces those 

memorable comics that have enthralled generations. 

Archie, the freckle-faced, carrot-topped teenager, his | 

two love interests — Betty and Veronica — and 
their pals at Riverdale High School, were 
created by John L. Goldwater with the help 

of artist Bob Montana in 1941. 

Silberkleit, who also runs a non-profit 
entity, Rise Above Social Issues 
Foundation Inc, was in India recently 
to speak at the education convention, 
One Globe 2013. “A lot of 
advertisers in India use speech 
bubbles for their ads, but they 
should try different types of 
bubbles such as the spiky ones 
and the dotted ones,” she 
says. Her own favourite 
character in the Archie 
series? Mr Lodge, the richest 
man in Riverdale and 
Veronica s dad. 

DEARTON 

THOMAS HECTOR 
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In Top Farm 


Monsanto, the company which 
has courted much controversy 
for its aggressive campaign 
seeking greater use of 
genetically modified foods, 
recently elevated GYANENDRA 
SHUKLA to the position of India 
Region Head. The company 
also sells seeds, crop protection 
chemicals and plant 
biotechnology traits. "Some 70 
per cent of India’s population is 
still dependent on agriculture, 
and Monsanto is giving options 
to farmers to increase their 
farm yields," he says. 

Having worked across 
various verticals at Monsanto 
India, Shukla will drive the 
company’s farm advisory 
business and strengthen 
partnerships with state 
governments. "About three 
years ago, we decided to 
combine our products 
business with services," he 
adds. Monsanto India has tied 
up with seven states — using 
the private-public- 
partnership model — where it 
will play the dual roles of 
both seed supplier and 
knowledge partner. 

MANU KAUSHIK 


Gyanendra Shukla 
India Region Head, 
Monsanto 
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Get to the art of the matter with the creators of 
the genius puppetry behind War Horse 


ADRIAN KOHL 
; = ARTIST, DIRECTOR 
yd 5 & CO-FOUNDER 

BASIL JONES E k : THE HANDSPRING 
CO-FOUNDER & i TEE E ^ Y PUPPET COMPANY 
EXECUTIVE PRODUCER, Š | 
THE HANDSPRING 
PUPPET COMPANY 


HYENA 
THE PUPPET 
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T Wizard of Laws 


He recently won a high-profile 
case in the European Court of 
Justice against the European 
Council's 2010 order to 
blacklist Bank Mellat, Iran's 
largest private bank, on 
charges of involvement in the 
country's nuclear proliferation 
programme. In a career 
spanning over three decades, 

— SAROSH ZAIWALLA, Founder 


and Senior Partner at Zaiwalla 


M & Co Solicitors, a UK-based law 
firm, has represented or 
ñ, provided consultation to a 
^ string of celebrities, including 
2 Sonia Gandhi, the Dalai Lama, 


Amitabh Bachchan, and the 

late Benazir Bhutto. He believes 

that if India wants to attract 

more FDI, it should allow 

foreign law firms to operate in 

the country. “A foreigner 

investing in India would be 

more comfortable dealing with 

a foreign law firm,” he says. 7 


MANU KAUSHIK | * ar C S Zaiwala a 
| — iso : Senior Partner, Zaiwala & "=. rs 
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More Power to Him 


Global conglomerate General Electric Co (GE) recently announced a 
change in its top leadership in India, appointing BANMALI AGRAWALA. 
a veteran with over two decades of experience in the power sector, 
President and CEO of GE India from April 1. GE India has a presence in 
numerous sectors, including transportation, energy, health-care and 
financial services. Last year, it invested $200 million to set up a 
manufacturing unit in Pune, which will make products — across its 
various businesses — which are localised to meet the needs of domestic 
customers. 

To begin with, GE India will focus on energy products and technologies. 
Agrawala has the challenging task of keeping the growth momentum 
going 
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anmali Agrawala 
asident and CEO (Designate), GE India 


March 3 2013 BUSINESS TODAY 133 


INDIA 


BOMBAY JAYASHRI KARAN ADANI AKHIL 


CARNATIC MUSIC VOCALIST EXECUTIVE DIRECTOR OF SIBAL 


ADANI PORTS AND LAWYER 
AND COMPOSER SEZ LIMITED 
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Vikram Mehta 


i Y. NOMINAL G SNI Celo. Brookings India 


| y A—— E Ss " — h wa s —_ proie A BOCK. oW Y ni —— 


At a New 
Terminal 


He was the first to bring 
foreign player into Indi: 
newly liberalised oil and 
sector in the early 1991 
the form of Royal Dutc! 
He remained Chairman 
Shell group of companie 
India for more than 
decades, quitting onh 
year. Now, VIKRAM SINGH 
MEHTA, who was also a! 
officer once, will head 
India chapter of the 
Brookings Institution, oi 
the oldest and most respi 
independent think tan 


which is opening an 


y 


this country for the fir 
Mehta himself h: 
conceded that Shell's 
India has been an averag: 
mainly because he cou 
convince his bosses t: 
aggressive as he would 
liked. But Shell is still t! 
company which, along 
France's Total Gaz, se! 
India’s first private LN: 


terminal at Hazira in Guja 
ANILESH S. N 


Travelling the Milky Way 


HARSHA MOILY, the 40 -year old son of Union Petroleum Minister M.Veerappa Moily. has 
entered the highly competitive marketplace of milk retailing. Moksha Yug Access, the 
Bangalore-based rural supply chain solutions company he founded seven years ago, has now 
launched a dairy brand, Milk Route. Moily has already built a network of dairy farmers in 
southern Karnataka with whom he has been working for the past three years. He is backed by 
Silicon Valley entrepreneur Vinod Khosla and Unitus Equity Fund, and has invested 142 crore 
in the dairy business. The cooperative milk brand, Nandini, is the market leader in packaged 
milk in Karnataka, but Moily says: "This is a market familiar to us, and ripe for disruption.' 
K.R. BALASUBRAMANYAM 










Harsha Moily 
CEO, Moksha Yug Access 
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KENICHIRO MORI 


Managing Director, 
Olympus Imaging India 











My leadership style 

mü Delegative 

mü Participative 
W Authoritative 
V All of the above 


The political leader 
I admire the most 


leyasu Tokugawa, 
a Japanese warrior 
and statesman 





The business leader 
| admire the most 


Jack Welch 


The leadership lesson 
Iremember best 


Performance = 
Capability x 
Motivation 


A movie | would 
recommend 


on leadership 
Monsters, Inc. 


The difference between 
a manager and a leader 


A manaqer is good 
at following changes, 
and a leader is good 
at bringing changes 
All good managers are 
good leaders 


Not always 
As told to Vivan Mehra 


www.indiatodayimages.com 
ZY S BR L; 


NISHIKANT GAMRE/ 


make BYOD a reality without compromising 
corporate data security 
presenting airtel DME (Dynamic Mobile Exchange) 


To know how airtel DME can create more smiles for your organization, 
mail us at or visit 
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čelebrate happy moments in your new home! 
, Indiabulls Home Loans @ 
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